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RISC  standard  at  stake 

Compaq/ Mips  alliance  could  hobble  Sun 


ANALYSIS 


BYJ.  A.  SAVAGE 

CW  STAFF 


There  is  more  on  the  line  than 
just  a  simple  OEM  contract  in 
Compaq  Computer  Corp.’s  re¬ 
ported  search  for  a  reduced  in¬ 
struction  set  computing  archi¬ 
tecture.  With  two  rival 
architectures  battling  it  out  to 
create  an  industry  standard, 
analysts  and  industry  execu¬ 
tives  said  a  move  by  Compaq 
to  popularize  RISC  systems 
could  prove  decisive. 

The  rivalry  rages  between 
Sun  Microsystems,  Inc.,  the 
dominant  workstation  vendor, 
and  Mips  Computer  Systems, 
Inc.  If  RISC  technology  were 
to  migrate  to  the  personal 
computer  level,  Mips  Comput¬ 


er  could  “overtake  or  at  least 
catch  up  to  Sun,”  said  David 
Brown,  an  analyst  at  Technol¬ 
ogy  Investment  Strategies 
Corp.  in  Framingham,  Mass. 

Compaq  is  intent  on  devel¬ 
oping  RISC  systems  and  is  ap¬ 
parently  close  to  signing  up 
with  Mips  Computer,  accord¬ 
ing  to  users  and  analysts  who 
said  they  have  received  vari¬ 
ous  hints  from  company  offi¬ 
cials  (see  story  page  103). 

Although  Sun  had  report¬ 
edly  been  bidding  for  Com¬ 
paq’s  allegiance  during  recent 
months,  Sun  Chief  Executive 
Officer  Scott  McNealy  earlier 
this  month  belittled  the  pros¬ 
pect  of  the  PC  vendor  compet¬ 
ing  in  his  company’s  backyard. 
Compaq  “can’t  out-engineer 
us,  and  they  have  no 
Continued  on  page  103 


Spring  revamp  set  for  AS/400 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


In  late  April,  IBM  mid¬ 
range  customers  will  get 
their  first  look  at  a  “com¬ 
pletely  refreshed”  line  of 
Application  System/400s 
as  well  as  a  new  version  of 
the  OS/400  operating  sys¬ 
tem,  according  to  industry 
sources  and  customers 
briefed  by  IBM. 

The  AS/400  D  models, 
based  on  new  CMOS  chip 
technology,  will  replace 
the  entire  B  line  with  a 
price/performance  boost 
running  as  high  as  35%  on  some 
models.  At  the  top  of  the  line  will 
be  a  dual-processor  model  2% 
times  more  powerful  than  the 
top-of-the-line  AS/400  B70, 

which  IBM  rates  at  more  than 
53,700  transactions  per  hour. 
The  new  models  will  be  equipped 


Still  going 

The  AS/400  continues  to  gain  in  popularity, 
showing  threefold  growth  over  two  years 
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with  N-way  architecture,  en¬ 
abling  eventual  growth  to  a  six¬ 
way  processor,  sources  said. 

All  of  the  new  models  are  ex¬ 
pected  to  be  field-upgradable 
from  the  present  machines,  with 
IBM  assuring  compatibility  for 
all  applications. 


The  second  version  of 
the  operating  system  will 
include  multiprocessing 
capabilities  and  new  fea¬ 
tures  for  higher  availabil¬ 
ity  as  well  as  more  cost-ef¬ 
fective  disk  mirroring, 
according  to  customers  fa¬ 
miliar  with  IBM’s  plans. 
Also  expected  is  the  intro¬ 
duction  of  a  new  tape  sub¬ 
system  that  takes  advan¬ 
tage  of  8mm  helical-scan 
technology. 

Some  customers  are 
watching  for  anticipated 
increases  in  software  tier 
pricing  with  no  small  mea¬ 
sure  of  dread. 

Rick  Hollahan,  network  man¬ 
ager  at  Georgia-Pacific  Co.  in  At¬ 
lanta,  said  users  with  the  first 
version  of  OS/400  will  not  be 
charged  for  an  upgrade  to  the 
second  one.  However,  he  said, 
Continued  on  page  4 


No  user  rush 
for  Windows 
applications 


BY  JAMES  DALY 

CW  STAFF 


Windows  3.0  has  been  a  gold 
mine  for  Microsoft  Corp.  since 
its  introduction  last  May,  but  it 
has  not  yet  generated  a  similar  fi¬ 
nancial  windfall  for  developers 
who  built  ap¬ 
plications  spe- 
de- 
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££  |  signed  for  the 
*'*'  graphical  user 
interface. 
However, 
resellers  said  the  flock  of  so- 
called  “killer”  Windows  applica¬ 
tions  expected  by  year’s  end 
could  create  a  powerful  slip¬ 
stream  that  will  draw  in  users 
who  have  bought  Windows  3.0. 

So  far,  most  Windows  users 
are  apparently  content  to  run 
their  old  applications  under  it. 


“The  motivation  to  buy  some  of 
the  new  applications  is  just  not 
there  yet,”  said  Steve  Asche,  di¬ 
rector  of  sales  and  marketing  at 
the  Computerland  Corp.  retail 
chain  in  Pleasanton,  Calif. 

Users  said  their  hesitancy 
stems  from  fiscal  rather  than 
emotional  concerns. 

“We’ve  got  a  tremendous 
amount  of  money  and  training 
tied  up  in  the  older  applications, 
so  for  now,  we’re  stuck  with 
them,”  said  Ron  McCarty,  se¬ 
nior  management  consultant  at 
Avis  Car  Leasing  in  Hunt  Valley, 
Md.  McCarty  uses  Windows  3.0 
as  a  front  end  to  a  series  of  older 
DOS-based  spreadsheet  and 
Continued  on  page  8 


LAN  users  shun  IBM's 
route  to  SNA  connection 


BY  ELISABETH  HORWITT 

CW  STAFF 

IBM  is  expected  to  announce  a 
key  component  of  its  local-area 
network  integration  strategy 
next  month:  an  OS/2  version  of 
its  Advanced  Peer-to-Peer 
Networking  platform.  However, 
few  LAN  users  have  bought  into 
the  peer-to-peer  LU6.2  and 
PU2.1  networking  protocols 
APPN  rides  on. 


APPN  is  the  basis  of  a  distrib¬ 
uted  computing  strategy  that 
promises  users  transparent  ac¬ 
cess  to  all  of  IBM’s  Systems  Ap¬ 
plication  Architecture  comput¬ 
ing  resources  across  a  multinode 
network.  As  APPN  nodes,  OS/2 
servers  will  be  able  to  act  as  in¬ 
termediaries  between  OS/2  and 
DOS  clients  on  their  own  LANs 
and  other  resources  throughout 
the  enterprise,  IBM  said. 

However,  many  LAN  users 


Parlez-vous  ASCII?  You  may  not  have  to! 


BY  JOHANNA  AMBROSIO 

CW  STAFF 


MOUNTAIN  VIEW,  Calif.  — 
An  Esperanto  for  the  electronics 
age  arrived  last  week  when  a 
group  of  computer  vendors  an¬ 
nounced  a  coding  standard  to 


help  computers  speak  many  na¬ 
tional  languages. 

The  consortium,  called  Uni¬ 
code,  Inc.,  includes  IBM,  Apple 
Computer,  Inc.,  Microsoft 
Corp.,  Sun  Microsystems,  Inc., 
Lotus  Development  Corp.  and 
Xerox  Corp.  among  others.  The 
group  will  propose  that  its  stan¬ 
dard,  also  called  Unicode,  be 
adopted  by  standards  organiza¬ 
tions  in  hope  that  it  has  more 
success  than  the  ill-fated  Espe¬ 
ranto  universal  language. 

However,  users  said,  comput¬ 
er  systems  need  to  do  much 
more  than  simply  be  available  in 
different  languages  to  be  truly 


multinational.  In  areas  from  ac¬ 
counting  to  operating  systems, 
users  said,  they  have  learned  the 
hard  way  that  software  has  to 
take  into  account  legal,  cultural 
and  even  religious  differences  to 
support  companies’  needs  in  dif¬ 
ferent  countries. 

For  now,  though,  the  new 
coding  standard  may  break 
through  an  important  set  of  bar¬ 
riers.  Currently,  formats  such  as 
ASCII  are  based  on  8-bit  code 
and  allow  for  256  characters,  al¬ 
though  languages  such  as  Japa¬ 
nese  require  many  more. 

Unicode  is  based  on  a  16-bit 
Continued  on  page  6 


seem  to  eschew  Systems  Net¬ 
work  Architecture  backbones  in 
favor  of  routers  from  companies 
such  as  Cisco  Systems,  Inc.  and 
Wellfleet  Communications,  Inc. 

Forrester  Research,  Inc.  and 
Ernst  &  Young  both  estimated 
that  SNA  traffic  over  wide-area 
networks  is  growing  at  a  rate  of 
about  10%  per  year.  However, 
they  said,  multiprotocol  router 
traffic  is  doubling  each  year. 

Continued  on  page  105 
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The  CEO  View,  a  new  fea¬ 
ture  on  how  top  execs  per¬ 
ceive  information  technol¬ 
ogy.  This  month:  Fred  Smith 
of  Baldrige  award  winner 
Federal  Express.  Page  61. 
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The  5th  Wave 


EXECUTIVE  BRIEFING 

■  Federal  Express  Chief  Executive  Of¬ 
ficer  Frederick  Smith  credits  informa¬ 
tion  technology  with  the  highly  rated  ser¬ 
vice  that  won  his  company  a  Malcolm 
Baldrige  National  Quality  Award.  In  the  first 
installment  of  a  new  monthly  series  on 
CEOs’  views  of  information  systems,  Smith 
says  technology’s  goal  should  always  be  im¬ 
proved  quality.  He  says  he  also  believes  in  fo¬ 
cusing  technology  spending  on  “high  lever¬ 
age  points’’  where  investments  can  be 
justified.  Page  61. 

■  A  new  IBM  Application  System/ 400 
and  midrange  operating  system  will  be 
shown  to  customers  this  spring.  The  new  D 
models  are  based  on  CMOS  chip  technology 
and  boast  price/performance  increases  of  up 
to  35%.  Some  users,  however,  are  con¬ 
cerned  about  paying  more  for  new  operating 
system  licenses  if  they  upgrade  to  more  pow¬ 
erful  models.  Page  1. 

■  DEC  goes  back  to  the 
future  with  new  VAX  9000 
mainframes  customized  for 
its  traditional  buyer  base: 
technical  and  scientific  users. 

This  time,  DEC  is  aiming  to 
take  sales  away  from  Convex 
and  Cray  Research.  Page  4. 

■  An  international  coding 
standard  has  been  proposed 
by  a  vendor  consortium.  The 
16-bit  standard  allows  coding 
in  complex  languages  such  as 
Japanese.  But  users  in  global 
corporations  say  software 
must  also  overcome  cultural 
as  well  as  language  barriers  to 
be  truly  international.  Page 
1. 

■  To  get  the  most  from 
your  information  technol¬ 
ogy  investment  (and  keep 
your  job),  you  must  know 
where  your  dollars  are  going. 

Consultant  Peter  G.  W.  Keen, 
in  an  excerpt  from  his  upcom¬ 
ing  book  Shaping  the  Future, 
offers  suggestions  on  how  to 
tally  and  explain  the  real 
costs  of  upkeep,  and  expan¬ 
sion.  Page  77. 

■  Resolution  Trust  Corp. 
is  admonished  again  for  its 
slow  pace  in  developing  infor¬ 
mation  systems.  A  GAO  offi¬ 
cial  says  the  agency  responsi¬ 
ble  for  resolving  the  thrift 
crisis  has  failed  to  show  how 
its  systems  will  integrate. 

Page  10. 

■  Apple  Chairman  John 
Sculley  scoffs  at  the  idea 
that  Windows  on  IBM  Per¬ 
sonal  Computers  will  threat¬ 
en  Macintosh  sales.  In  a 
speech  in  Tokyo,  Sculley  said 
Windows  indicates  that  the 
computer  industry  believes  in 
graphical  user  interfaces. 

Page  8. 


■  Smaller  IS  shops  in 
health  care  may  be  ahead  of 
their  larger  brethren  in  mov¬ 
ing  toward  open  systems.  At  a 
recent  conference,  larger 
mainframe-bound  health  care 
institutions  were  accused  of 
suffering  from  “paradigm  pa¬ 
ralysis.”  Page  61. 

■  Opportunities  for  disas¬ 
ter  recovery  planners 
abound  as  companies  realize 
misfortune  could  strike  them. 
Page  90. 

■  CASE  growth  in  IS  or¬ 
ganizations  is  slower  than 
consultants  expected,  and  im¬ 
proper  training  is  one  big  rea¬ 
son  why.  Page  100. 

■  Companies  are  leasing 
used  equipment  at  substan¬ 
tially  lower  prices,  according 
to  the  CDLA/Gartner  Group 
1990  leasing  industry  survey. 
Page  96. 

■  On-site  this  week:  Niag¬ 
ara  Mohawk  Power  moves 
some  applications  from  an 
IBM  3090  to  an  IBM  LAN, 
where  users  can  access  data 
faster,  cheaper  and  better. 
Page  52.  Pick-compatible 
database  management  soft¬ 
ware  from  Prime  helps  Sacra¬ 
mento,  Calif.-based  Aerojet 
bid  on  a  $1  billion  space  shut¬ 
tle  engine  contract  from 
NASA.  Page  29.  After  four 
years  of  use,  CASE  technol¬ 
ogy  is  producing  improved  ap¬ 
plications  at  Mass  Mutual 
Life  Insurance.  Page  29. 
High  tech  meets  ancient 
times  in  Brooklyn,  N.Y., 
where  a  PC-based  error¬ 
checking  system  scans  hand- 
lettered  Hebrew  Torah 
scrolls  to  ensure  their  re¬ 
quired  perfection  for  prayer 
services.  Page  41. 
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DEC  airs  cheaper  VAX  9000 


AS/400 

FROM  PAGE  1 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  is  scheduled  to 
announce  five  new,  lower  priced 
models  of  its  mainframe  VAX 
9000  this  week  in  a  bid  to  attract 
more  technical,  scientific  and 
government  customers. 

By  stripping  away  additional 
memory,  consulting  services, 
storage  adapters  and  the  com¬ 
mercial  instruction  set,  DEC 
produced  a  specialized  server 
VAX  9000  aimed  at  users  who 
now  buy  from  Convex  Computer 
Corp.  or  Cray  Research,  Inc. 

Priced  at  $920,000,  the  VAX 
9000  Model  110  is  a  $400,000 
savings  over  the  Model  210’s 
price  tag.  The  four  models  in  the 
300  series  range  from  $1.4  mil¬ 
lion  to  $3.7  million. 

“The  [Model]  110  is  still  not 
inexpensive,  though  it  certainly 
is  an  improvement  over  what 
you  might  be  looking  at  with  a 
fully  loaded  model,”  said  Paul 
Stieman,  associate  vice  presi¬ 
dent  for  computing  and  informa¬ 
tion  services  at  the  University  of 
Pittsburgh. 

With  its  diverse  user  commu¬ 
nity,  the  university  could  be  a 
candidate  for  the  commercial 
and  server  VAX  mainframes,  he 


said.  “We  continue  to  see  our  de¬ 
mand  for  mainframe  services 
grow  at  30%  to  40%  per  year, 
even  with  the  dramatic  demand 
for  PCs  and  workstations.” 

While  DEC  officials  said  VAX 
9000  models  are  “broadening 


their  market”  rather  than  simply 
cutting  the  entry  price  point, 
some  analysts  were  skeptical. 
“This  is  nothing  but  a  repackag¬ 
ing  exercise  to  get  the  price 
down,”  said  Peter  Schay,  an  ana¬ 
lyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn. 

The  new  models  should  at¬ 


tract  users  looking  to  upgrade 
Vaxcluster  performance  with  a 
less  expensive  machine,  Schay 
added. 

He  said  the  move  was  an  “ap¬ 
propriate  one”  for  DEC  to  make 
with  its  VAX  9000  line. 

Technical  users  with 
numerically  intensive 
applications  may  have 
to  add  back  in  the  mem¬ 
ory  that  DEC  stripped 
out,  some  customers 
said. 

“Stripping  memory 
may  get  the  price  down, 
but  considering  DEC’S 
memory  cost  [of 
$1,695  per  1M  byte], 
maybe  this  just  opens 
the  market  for  third- 
party  vendors,”  said 
Jen  Louie,  a  senior  pro¬ 
grammer/analyst  at 
Synergy,  Inc.  in  Wash¬ 
ington,  D.C. 

As  an  engineering 
research  and  develop¬ 
ment  contractor  working  pri¬ 
marily  for  the  U.S.  Department 
of  Defense,  Synergy  had  packed 
its  VAX  9000  Model  210  “with  a 
lot  more  memory  than  the  base 
model,”  Louie  noted. 

The  mainframe  was  de¬ 
stroyed  in  a  freak  flooding  acci¬ 
dent  last  November,  however. 


No  excess  baggage 

By  stripping  out  the  commercial  instruction 
set,  vector  processing,  consulting  service  and 
storage  adapters,  DEC  has  created  lower 
priced  server  models  of  the  VAX  9000 


SYSTEM 

1  PRICE  1 

MEMORY  1 

VAX  9000 

Model  110 

$920,000 

128M  bytes 

VAX  9000 

Model  310 

$1.41M 

128M  bytes 

VAX  9000 

Model  320 

S2.43M 

256M  bytes 

VAX  9000 

Model  330 

$3.15M 

512M  bytes 

VAX  9000 

Model  340 

$3.69M 

512M  bytes 

CW  Chart:  Marie  Haines 


IBM  enhances  high-end  tape 
drive  capacity,  discards  3380 


BY  ROSEMARY  HAMILTON 

CW  STAFF 

IBM  trotted  out  a  second  gener¬ 
ation  of  high-end  tape  drives  last 
week  that  offer  twice  the  capaci¬ 
ty  of  the  current  3490s  and  will 
eventually  come  with  full  sup¬ 
port  of  IBM’s  fiber-optic  channel 
architecture,  Escon. 

At  the  same  time,  the  compa¬ 
ny  announced  the  official  death 
of  the  7-year-old  3380  tape 
drives.  Support  for  the  common¬ 
ly  used  A22  and  B22  models  will 
be  withdrawn  in  May.  IBM  also 
announced  two  revamped  re¬ 
leases  of  its  system-managed 
storage  software  products. 

Large  system  users  contact¬ 
ed  last  week  said  the  new  3490s, 
which  IBM  is  referring  to  as 
3490  Enhanced  or  E  models, 
should  provide  a  boost  in  tape 
management  by  reducing  man¬ 
ual  intervention.  Because  en¬ 
hanced  recording  techniques  will 
allow  each  tape  cartridge  to  hold 
so  much  more  data  —  up  to  1.2G 
bytes  —  a  user  will  be  required 
to  change  tapes  less  often. 

“This  product  has  a  lot  of  cre¬ 
ative  ideas,  and  it  looks  like 
someone  thought  a  lot  about  it,” 
said  Tom  Loane,  vice  president 
of  information  systems  at  Alamo 
Rent  A  Car,  Inc.  based  in  Fort 


Lauderdale,  Fla. 

There  is  one  glitch  that  may 
hit  users  who  are  expecting  to 
quickly  move  into  the  Escon 
world.  Although  IBM  said  basic 
Escon  support  will  be  available  in 
June,  the  full-blown  Escon  fea¬ 
tures  will  not  be  available  until 


“There  may  be  a  perception 
that  the  I/O  time  will  be  cut  in 
half,  but  that  won’t  be  the  case 
until  the  fourth  quarter,”  said 
Thomas  Meehan,  a  vice  presi¬ 
dent  at  Innovation  Data  Process¬ 
ing,  Inc.,  which  sells  backup  soft¬ 
ware  for  IBM  MVS  environ¬ 
ments. 

A  key  aspect  of  the  new 
drives  is  IBM’s  continued  use  of 
its  Improved  Data  Recording  Ca¬ 
pability,  which  was  a  standard 
feature  with  the  older  3490s. 


Race  to  the  tape 

New  IBM  tape  cartridge  units  offer  twice  the 
storage  capacity  and  will  double  the  transfer  rate 
when  full  Escon  support  arrives 


3490s  Price  Availability 

Escon  feature/ 
Availability 

Capacity 

per  cartridge  1  per  unit 

Old  $56,460  Oct.  ’89 

A01 

Fiber,  distance/ 
June  ’91 

600M 

bytes 

28.8G 

bytes 

New  $62,100  April  ’91 

Fiber,  distance/ 
June  ’91 

9M  byte/sec. 
transfer/4Q  ’91 

1.2G 

bytes 

57.6G 

bytes 

Source:  IBM 

sometime  in  the  fourth  quarter. 

IBM  said  it  will  provide  an  Es¬ 
con  attachment  in  June,  which 
will  allow  users  to  connect  the 
tape  controller  to  a  fiber  channel 
and  achieve  the  greater  dis¬ 
tances  that  Escon  provides. 

However,  IBM  will  not  follow 
up  with  a  feature  that  provides 
the  faster  Escon  data  transfer 
rates  of  9M  byte/sec.  until  some¬ 
time  later  in  the  year. 


CW  Chart:  Paul  Mock 

This  enables  IBM  to  load  car¬ 
tridges  with  millions  of  more 
bytes  of  data  and  is  a  technique 
that  most  IBM  competitors  have 
not  capitalized  on  as  much,  said 
Robert  Abraham,  a  vice  presi¬ 
dent  at  Freeman  Associates, 
Inc.,  a  market  research  firm  in 
Santa  Barbara,  Calif. 

“IBM  appears  to  be  a  little 
more  than  a  step  ahead  now,” 
Abraham  said. 


“the  ‘gotcha’  is  that  if  you’re  go¬ 
ing  from  a  model  B50  to  a  D50, 
that  performance  increase  will 
jack  you  into  a  new  tier,  and  the 
pricing  will  get  you  there.” 

Users  who  keep  their  older 
models  but  move  to  the  new  ver¬ 
sion  of  the  operating  system  will 
not  be  charged  an  upgrade  fee, 
but  a  version  of  OS/400  expect¬ 
ed  in  late  1992  will  require  up¬ 
grade  fees  from  all  customers. 

“What  we’re  discussing 
heavily  with  IBM  is  the  issue  of 
how  long  they’re  going  to  main¬ 
tain  the  older  version,”  said 
George  Perera,  group  director 
of  MIS  at  Ryder  Truck  Rental, 
Inc.  in  Miami  and  a  member  of 
the  AS/400  Customer  Advisory 
Council.  Larger  users  are  asking 
for  at  least  one  year  of  mainte¬ 
nance,  while  IBM  wants  to  limit 
it  to  six  months,  Perera  said. 

“How  they  package  it  and 
price  it  makes  a  real  difference  to 
us,”  said  Dennis  Klinger,  vice 
president  of  MIS  at  Ryder, 
which  has  a  network  of  at  least 
100  AS/400s.  “If  this  is  a  re¬ 
placement  line  and  you  have  re- 


SOME  CUS¬ 
TOMERS  ARE 
watching  for  an¬ 
ticipated  increases  in 
software  tier  pricing 
with  no  small  measure 
of  dread. 


maining  accounting  life  in  [earli¬ 
er  models],  you  have  to  write 
those  down,  and  it  could  mean  a 
cost  to  you.” 

IBM  has  been  fielding  harsh 
criticism  from  some  of  its  largest 
users  about  the  reliability  and 
uptime  of  the  AS/400,  Perera 
said.  “The  advisory  council  real¬ 
ly  hit  IBM  severely  on  the  fact 
that  availability,  reliability,  fault 
tolerance  and  quick  uptime  are 
the  highest  priorities  we  have  on 
the  AS/400,”  he  said. 

Another  concern  is  the  ex¬ 
pense  of  disk  mirroring,  a  capa¬ 
bility  IBM  provided  in  a  new  re¬ 
lease  of  OS/400  last  August. 
This  option  proved  to  be  too  ex¬ 
pensive  for  most  users,  Perera 
said,  because  it  required  the  pur¬ 
chase  of  two  machines  to  guar¬ 
antee  the  uptime  of  one.  “In 
OS/400  Version  2,  there  will  be 
a  more  compact  utilization  of  [di¬ 
rect-access  storage  device]  for 
the  disk,  so  IBM  is  addressing 
that,”  he  added. 

From  an  applications  point  of 
view,  the  new  multiprocessing 
capabilities  in  OS/400  will  pre¬ 
sent  a  single  image  to  systems 
operators,  with  shared  access  to 
both  memory  and  buses.  When 
one  processor  is  running  at  full 
capacity,  work  will  be  off-loaded 
to  the  companion  processor  by 
the  operating  system. 
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Introducing  The 
Financial  Software  Thath 
Behind  America!;  Most 
Successful  Companies. 


From  the  canyons  of  Wall  Street  to  the 
Sun  Belt  to  Silicon  Valley 

Wherever  you  find  successful 
companies  you’ll  find  something  else: 

The  Masterpiece®  series  of 
financial  software. 

It’s  the  most 


CA90s 


CA ’s  Computing 
Architecture  For 
The  90s  protects 
and  enhances  the 
value  oj every  CA 
software  solution. 


advanced  and  integrated 
accounting  solution  ever 
developed.  Across  all  of 
your  major  hardware 
platforms  (IBM  main¬ 
frame  and  midrange, 

Digital  VAX,  Unisys,  and  Data 
General)  Masterpiece  delivers  a 
single,  comprehensive,  approach  to  all 
of  your  Financial  needs.  An  integrated 
series  of  high-performance 
Masterpiece  modules  address: 

General  Ledger  and  Financial 
Reporting,  Purchasing  and  Payables 
Management,  Receivables  and  Credit 
Management,  Fixed  Asset 
Accounting,  Order  and  Inventory 
Management,  and  Project  and  Labor 
Cost  Tracking. 

Because  it’s  built  on  top  of  a 
relational  foundation,  Masterpiece 
delivers  superior  integration  and 
performance.  It’s  also  easily  tailored 
to  your  company’s  specifications  and 
offers  a  unique  custom  reporting 
facility  along  with  distillation, 
analysis,  data  manipulation  and 
outstanding  presentation  tools. 

Call  1-800-645-3003  for  complete 
information  on  Masterpiece.  Call 
today  and  learn  the  difference 
between  software  for  accounting- and 
software  for 


success. 


(Computer 

/associates 

Software  superior  by  design. 


©  1990  Computer  Associates  International,  Inc., 

7ll  Stewart  Avenue,  Garden  City,  NY  1 1530-4787. 

All  trade  names  referenced  are  the  trademarks  or  registered 
trademarks  of  the  respective  manufacturer. 
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NEWS 


NEWS  SHORTS 

Manny  Hanny’s  Nyce  to  step  down 

Veteran  Manufacturers  Hanover  Trust  Co.  information  sys¬ 
tems  boss  H.  Edward  Nyce  will  retire  next  year,  the  bank  con¬ 
firmed  last  week.  Nyce  joined  the  company  in  1973  and  was 
named  executive  vice  president  of  information  technology  ser¬ 
vices  in  1 986.  Nyce  has  not  yet  chosen  a  successor. 


Weyerhaeuser  group  on  the  block 

Innovis  Interactive  Technologies,  whose  flagship  software 
product  lets  home  improvement  buffs  design  and  spec  projects 
ranging  from  simple  shelves  to  decks  and  garages  on-line  in  the 
lumberyard  or  hardware  store,  is  on  the  block  —  a  victim  of 
corporate  parent  Weyerhaeuser  Co.’s  back-to-basics  drive. 


Microsoft  redoes  Office 

Microsoft  has  begun  shipping  an  updated  version  of  its  Office 
for  Windows  business  applications  package  that  includes  its  re¬ 
cently  released  Excel  3.0  spreadsheet.  The  Version  1.5  suite 
of  applications  also  includes  Word  for  Windows  and  Powerpoint 
and  will  sell  for  $995.  Current  Office  users  may  upgrade  for 
$129,  while  those  who  bought  the  package  after  Dec.  7  will  re¬ 
ceive  the  upgrade  free,  Microsoft  officials  said. 


NCR  to  add  terminal  servers 

NCR  Corp.  has  signed  a  $60  million  three-year  contract  with 
Xylogics,  Inc.  to  incorporate  Xylogics’  Annex  Three  terminal 
server  into  the  NCR  System  3000  Unix-based  computer.  Ter¬ 
minal  servers  connect  terminals  or  other  devices  to  networks 
and  allow  them  to  access  multiple  computers.  Annex  Three, 
which  was  announced  last  week,  supports  Transmission  Con¬ 
trol  Protocol/Internet  Protocol  (TCP/IP)  and  Digital  Equip¬ 
ment  Corp.’s  Local  Area  Transport  protocol. 


IBM,  Coopers  pair  on  consulting 

IBM  and  Coopers  &  Lybrand  joined  forces  last  week  to  create 
Meritus  Consulting  Services,  a  company  that  will  provide  man¬ 
agement  consulting  services  for  consumer  package  goods  and 
pharmaceutical/health  care  supplies  companies.  The  two  com¬ 
panies  will  share  equal  ownership  of  the  new  entity,  which  will 
be  located  in  Greenwich,  Conn. 


Cognos  releases  OS/2  port 

Cognos,  Inc.  announced  that  it  is  porting  Powercase,  its  com¬ 
puter-aided  software  engineering  (CASE)  software,  over  to 
the  OS/2  platform.  The  firm  said  the  software  is  the  first  CASE 
tool  integrated  in  both  a  fourth-generation  language  environ¬ 
ment  and  ANSI-standard  SQL  relational  databases. 


Express  to  MCI 

MCI  International,  Inc.  has  signed  an  agreement  with  Lotus 
Development  Corp.  that  gives  MCI  development  and  market¬ 
ing  rights  to  Lotus  Express.  The  communications  software 
package  allows  users  to  receive  and  send  messages,  spread¬ 
sheets  and  documents  and  includes  message  management  ca¬ 
pabilities.  MCI  and  Lotus,  which  retains  ownership  of  Express, 
have  co-marketed  the  product  since  1987.  Under  the  new  ar¬ 
rangement,  MCI  will  be  responsible  for  supporting  the  product 
and  will  issue  a  new  release  of  Express  before  year’s  end. 


DEC  backs  protocol 

Digital  Equipment  Corp.  plans  to  announce  today  that  it  has 
joined  six  internetworking  vendors  in  its  support  of  the  Inter¬ 
mediate  System-to-Intermediate  System  (IS-IS)  routing  pro¬ 
tocol,  a  proposed  standard  for  TCP/IP  and  Open  Systems  In¬ 
terconnect  (OSI)  networks.  IS-IS  allows  network  administra¬ 
tors  to  install  routers  from  different  vendors  under  one  routing 
scheme  that  determines  the  paths  taken  by  TCP/IP  and  OSI 
packets  through  the  network  simultaneously.  DEC  will  report¬ 
edly  be  conducting  IS-IS  interoperability  tests  with  other  rout¬ 
er  vendors  supporting  IS-IS. 

More  news  shorts  on  page  104 


Write-once  technology 
still  too  costly  for  most 


BY  MAURA  J.  HARRINGTON 

CW  STAFF 


Rick  Harley  made  the  switch 
about  one  year  ago,  moving  from 
magnetic  disk  drives  to  write- 
once  compact  disc/read-only 
memory  (CD-ROM)  storage. 

“We  had  so  much  paper,  we 
were  buried  in  it.  Now  we  store 
almost  100G  bytes  of  data  on 
write-once  CD-ROMs,  using 
Windows  3.0  as  our  front-end  fil¬ 
ing  system  format,”  said  Harley, 
information  systems  manager  at 
Complete  Health  Co.  in  Birming¬ 
ham,  Ala. 

Write-once  technology  is  be¬ 
coming  increasingly  popular  for 
IS  shops  and  software  companies 
that  can  afford  the  higher  costs 
or  for  whom  cost  is  not  as  impor¬ 
tant  as  having  access  to  write- 
once  CD-ROM  drives.  Still,  even 
those  users  need  improved  stan¬ 
dards,  such  as  a  compatible  user 
interface  from  disc  to  disc,  said 
analyst  Bob  Katzive,  vice  presi¬ 
dent  at  Disk/Trend,  Inc.,  a  mar¬ 
ket  research  firm  based  in  Los 
Altos,  Calif. 

To  that  end,  the  CD  Write- 
Once  Ad-Hoc  Division  —  also 
known  as  the  Frankfurt  Group 
—  is  expected  to  introduce 
write-once  CD-ROM  specifica¬ 
tions  at  next  month’s  Microsoft 
Corp.  CD-ROM  conference. 
Those  specifications  could  set 
guidelines  for  allowing  users  to 


write  to  a  CD-ROM,  said  Fred 
Meyer,  president  of  CD-ROM 
manufacturer  Meridian  Data 
Corp.,  who  sits  on  the  newly 
formed  standards  committee  led 
by  Sony  Corp.  and  Philips  Tele¬ 
communications  N.V. 


Write-once  CD-ROM  tech¬ 
nology  is  a  method  of  producing 
customized  prototype  or  very 
small-volume  CD-ROMs  instead 
of  stamping  the  more  generic  in¬ 
formation  onto  a  disc,  as  is  done 
with  the  mass-produced  CD- 
ROM  discs  found  in  retail  stores, 
Katzive  said. 

While  the  cost  of  write-once 
CD-ROM  technology  has  fallen 


from  $100,000  to  about 
$40,000  for  a  customized  in- 
house  production  system  in  the 
past  year,  Katzive  said,  it  will 
nevertheless  be  at  least  five 
years  before  IS  managers  find 
write-once  technology  inexpen¬ 
sive  to  use  because  of  standards 
problems. 

The  Frankfurt  Group’s  stan¬ 
dard  specifications  would  allow 
users  to  write  data  to  the  CD- 
ROM  in  sections  or  blocks  rather 
than  all  at  once,  Meyer  said.  This 
would  be  an  addition  to 
the  International  Stan¬ 
dards  Organization’s 
“Orange  Book”  specifi¬ 
cations  —  CD-ROM 
standard  specifications 
written  a  few  years  ago 
by  the  High  Sierra 
Group, he  added. 

“Our  main  objective 
is  to  make  writing  to  a 
CD-ROM  as  seamless 
to  the  end  user  as  writ¬ 
ing  to  a  floppy  disk  is  to¬ 
day,”  Meyer  said.  “I 
think  that  we  are  about 
a  year  away  from  that 
goal.” 

However,  Katzive 
and  analyst  Kathryn 
Hilton  at  San  Jose, 
Calif.-based  Dataquest, 
Inc.  said  other  issues  must  be  ad¬ 
dressed  before  producing  write- 
once  CD-ROMs  in  the  back  room 
of  the  IS  shop  becomes  common¬ 
place. 

“CD-ROM  technology  is 
growing,  but  it  is  still  too  expen¬ 
sive,  and  there  are  not  enough 
standards  established  yet  to 
make  it  a  mainstream  product,” 
Hilton  said. 


Not  so  fast 

Despite  a  healthy  gro  wth 
rate,  shipments  of 
compact  disc/read-only 
memory  drives  are  still 
relatively  small 
compared  with  shipments 
of  personal  computers 


Worldwide 
CD-ROM  drive 
shipments 

Worldwide 

PC 

shipments 

1989 

375,000 

21.6M 

1990 

500,000 

23.6M 

1991* 

750,000 

26.2M 

1992* 

1,100,000 

29. 1M 

1993* 

1,600,000 

32.5M 

(Number  of  titles  at  year's  end  1990:  2,700) 

•Projected 

Source:  Helgerson  Associates,  Inc.  and  International  Data  Corp. 
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system,  allowing  for  65,536 
characters  to  be  represented.  So 
all  the  characters  of  all  the  lan¬ 
guages  of  the  world  will  be  able 
to  have  their  own  computerized 
code.  Thus  far,  Unicode  has  de¬ 
fined  27,000  characters. 

There  are  problems,  howev¬ 
er.  For  one,  the  16-bit  system 
requires  more  memory  and  stor¬ 
age  capacity  than  did  the  8-bit 
systems. 

Also,  Unicode  is  practical  for 
the  development  of  new  soft¬ 
ware  but  requires  translation  to 
work  with  the  installed  software 
base.  To  that  end,  the  group  has 
compiled  a  database  of  conver¬ 
sion  tables  between  Unicode  and 
other  character  encoding  stan¬ 
dards  such  as  ASCII. 

Hard  to  account  for 

Because  they  are  by  nature  com¬ 
plex,  accounting  systems  are  es¬ 
pecially  tricky  in  a  multinational 
environment.  They  have  to  han¬ 
dle  the  legal  requirements  of 
both  the  country  being  reported 
on  and  the  country  the  corpora¬ 
tion  is  based  in  and  support  mul¬ 
tiple  currencies  as  well  as  things 
such  as  hyperinflation. 


JoBette  McCann,  vice  presi¬ 
dent  of  systems  and  develop¬ 
ment  at  LBI  Trading,  Inc.  in 
New  York,  recalled  the  prob¬ 
lems  she  encountered  at  Paine 
Webber,  Inc.  when  the  securities 
firm  was  implementing  a  global 
trading  system. 

Each  country  had  its  own  ac¬ 
counting  system,  McCann  said, 
so  everything  was  done  manually 
and  shipped  back  to  headquar¬ 
ters. 

“It  was  labor-intensive  and 
created  redundant  data,”  she 
said.  Even  seemingly  simple 
things  were  difficult,  such  as  the 
size  of  the  fields  used  to  enter 
data.  “They  weren’t  large 
enough  to  accommodate  some 
currencies,”  she  said. 

Cultural  and  religious  prac¬ 
tices  also  need  to  be  considered. 
In  countries  where  polygamy  is 
legal,  just  one  allotted  space  un¬ 
der  “spouse”  will  not  do. 

Also,  in  Middle  Eastern  na¬ 
tions,  it  is  considered  unconscio¬ 
nable  to  charge  interest,  so  that 
item  is  best  left  off  the  balance 
sheet. 

New  York-based  Sterling  In¬ 
ternational,  which  has  70  loca¬ 
tions  worldwide,  used  to  need  at 
least  eight  days  to  close  its 
books,  according  to  Bernard  J. 
Brisendine,  Sterling’s  area  di¬ 


rector  of  MIS.  With  a  multina¬ 
tional  accounting  package  from 
Systems  Union,  Inc.  in  New 
York,  that  time  frame  has  been 
reduced  to  two  days. 

Still,  in  most  applications  ar¬ 
eas,  there  is  a  dearth  of  multina¬ 
tional  packages.  Brisendine  said 
his  company  is  still  searching  for 
a  manufacturing  resource  plan¬ 
ning  package  to  use  worldwide. 

Nothing  is  immune 

Nor  is  it  just  applications  that  re¬ 
quire  this  focus.  Michael  Braude, 
senior  vice  president  at  Gartner 
Group,  Inc.  in  Stamford,  Conn., 
said  that  virtually  all  software  — 
including  database  management 
systems,  operating  systems, 
computer-aided  software  engi¬ 
neering  packages  and  systems 
management  tools  —  needs  to 
be  revamped. 

Brian  Sommer,  director  of 
software  intelligence  at  Chicago- 
based  Arthur  Andersen  &  Co., 
said  most  of  what  is  available 
comes  from  European-based 
vendors.  “North  American  ven¬ 
dors  have  ignored  this  problem 
until  very  recently,  but  for  Euro¬ 
pean  vendors,  it’s  a  matter  of 
survival.  They  have  to  do  busi¬ 
ness  in  different  countries,  so 
they  build  these  features  in  as  a 
matter  of  course.” 
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Fastest 


416  TPS 


Fastest 

21  TPS 


PC 


Fastest 


Fastest 


42  TPS 


DEC  VAX 
6560 
VMS 


Compaq 
System  Pro 


*  6560  is  a  brand 
new  computer. 
Audited  numbers 
will  be  available 
in  January. 


Fastest 


IBM  Compatible 
Amdahl 
Mainframe 


Oracle  sets  client&erver 
OITP  performance  records 

The  new  audited  ORACLE®  benchmarks  show 
transaction-per-second  (TPS)  scores  from  21  TPS  with 
a  200  megabyte  database  on  a  PC,  to  416  TPS  with  an 
8  gigabyte  database  on  a  mainframe.  These  were 
industry-standard  TP1  tests  independently  certified  by 
Codd  &  Date.* 

This  scalable  performance  means  ORACLE  not  only 
runs  on  virtually  all  computer  architectures,  it  runs 
fastest  on  all  of  them.  Fastest  on  a  standalone  machine. 
Fastest  in  a  client/server  configuration. 

So  no  matter  what  system  you  choose,  you  get  the 
best  performance  and  lowest  cost  per  transaction.  No 
small  concern  to  managers  trying  to  squeeze  the  most 
out  of  MIS/DP  budgets. 

1-800-633-1071  Ext-8116 

But  don’t  just  take  our  word  for  it.  Call,  and  ask  for 
the  benchmarks  reports  audited  by  Codd  &  Date. 
They  certify  the  test  results  and  give  a  full  account  of 
the  testing  methodology  and  system  configurations. 
Just  the  thing  for  a  little  speed  reading. 

ORACLG' 

Software  that  runs  on  all  your  computers. 


©1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  trade  names  referenced  are  the  service  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1-800-ORACLE1  for  hardware  and  software  requirements 
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Developer  shift  to  Windows 
puts  IBM  OS/2  in  quandary 


BY  PATRICIA  KEEFE 

CW  STAFF 


IBM’s  OS/2  plans  are  mired  in  a 
catch-22  that  developers  said 
may  have  already  killed  OS/2  on 
the  desktop. 

IBM  is  painfully  aware  that 
developers  are  not  building  OS/2 
applications  because  users  are 
turning  to  Microsoft  Corp.’s 
Windows  —  and  because  there 
are  few  OS/2  packages.  In  a  re¬ 
cent  interview,  Lee  Reiswig,  as¬ 
sistant  general  manager  at 
IBM’s  Programming  of  Entry 
Systems  Division,  conceded  that 
he  has  to  prove  to  developers 
that  OS/2  is  worth  their  time. 

It  is  imperative  that  IBM  find 
a  way  to  wrest  developer  atten¬ 
tion  away  from  Windows.  How 
IBM  plans  on  doing  that  is  un¬ 
clear,  but  the  consensus  among 
developers  and  analysts  is  that  it 
is  going  to  be  a  tough  sell. 

User  enthusiasm  for  Win¬ 
dows  has  not  been  lost  on  devel¬ 
opers  such  as  David  Proctor  at 
Ashton-Tate  Corp.  and  Fred 
Gibbons  at  Software  Publishing 
Corp.  (SPC). 

Proctor,  who  is  general  man¬ 
ager  of  the  database  division, 
said  his  top  priority  this  year  is  to 
get  a  Windows  version  of  Dbase 
out  the  door.  OS/2  is  not  even  his 
second  priority  —  support  for 
Apple  Computer,  Inc.’s  Macin¬ 
tosh  is.  An  OS/2  package  is  a  pos¬ 
sibility  in  1992,  he  said. 

Gibbons,  president  and  chief 
executive  officer  of  SPC,  strong¬ 
ly  endorsed  OS/2  as  the  way  to 
go  on  the  server.  But  for  the 
desktop  user,  “currently,  there 
is  simply  no  more  attractive  or 
painless  path  to  a  graphical  user 
interface  than  going  with  Win¬ 
dows,’’  he  said. 

Infoalliance,  SPC’s  client/ 
server  environment,  initially 
shipped  running  on  OS/2,  but  be¬ 
cause  of  customer  requests,  a 


Windows  client  will  be  released 
this  summer.  Today,  SPC,  once 
a  strong  proponent  of  OS/2,  is 
advocating  Windows  on  the  cli¬ 
ent  and  OS/2  on  the  server. 

“The  question  to  ask  IBM  is  if 
they  hope  to  capture  the  desktop 
from  Windows,  what  are  they 
doing  to  make  OS/2  more  conve¬ 
nient  and  easier  for  users?”  Gib¬ 
bons  asked. 

“They  haven’t  made  that  ef¬ 
fort,”  said  Stan  Levine,  a  vice 
president  at  Automated  Design 
Systems. 

IBM  could  start  by  taking  a 
few  tips  from  Windows.  Levine 
noted  that  Windows  comes  bun¬ 
dled  with  a  number  of  client-ori¬ 
ented  tools  —  “all  the  friendly 
things  that  IBM  left  out  of  Pre¬ 
sentation  Manager.”  These  in¬ 
clude  a  card  file,  terminal  emula¬ 
tor,  paint  box  and  file  manager. 
In  addition,  loading  OS/2  “is  a  se¬ 
rious  operation,”  Levine  said. 

Windows  also  provides  users 
with  a  level  of  application  consis¬ 
tency  that  OS/2  lacks,  said  John 
Dunkle,  an  analyst  at  Workgroup 
Technologies,  Inc.  It  is  neces¬ 
sary  to  switch  out  of  Presenta¬ 
tion  Manager  when  using  the 
Communications  Manager  or 
Data  Base  Manager,  he  said. 

For  developers,  the  issue  is 
one  of  economics.  “We  will  all 
jump  through  hoops  if  the  brass 
ring  is  big  enough.  I  just  don’t 
see  OS/2  being  as  compelling  a 
case  as  is  Windows  on  the  desk¬ 
top,”  Gibbons  said. 

The  issue  is  also  one  of  confu¬ 
sion.  Developers  and  users  are 
still  waiting  for  a  show  of  unity 
between  Microsoft  and  IBM, 
said  Mike  Sherwood,  Page- 
maker  product  manager  at  Aldus 
Corp.  “So  much  stuff  is  up  in  the 
air  from  Microsoft.  Do  you  write 
to  Presentation  Manager  or  to 
32-bit  Windows,  and  will  it  be 
New  Technology  OS/2-compati- 
ble?” 


Windows 

FROM  PAGE  1 

word  processing  packages. 

In  a  tight  economy,  develop¬ 
ers  must  stretch  their  creative 
boundaries  if  they  hope  to  get  us¬ 
ers  reaching  for  their  check¬ 
books.  “Users  must  be  con¬ 
vinced  that  the  quality  of  the 
newer  Windows  packages  is  sig¬ 
nificantly  better  than  their  DOS 
counterparts,”  said  Jesse  Berst, 
publisher  of  the  “Windows 
Watcher”  newsletter  in  Red¬ 
mond,  Wash. 

Despite  the  uphill  struggle 
developers  face,  sales  of  Win¬ 
dows  3.0  applications  are  noth¬ 
ing  to  be  sniffed  at.  According  to 
the  Software  Publishers  Associ¬ 
ation  (SPA),  the  firms  offering 
Windows  3.0  applications  rang 
up  close  to  $140  million  in  sales 
during  the  third  quarter  of  1990, 
nearly  equaling  the  software 
sales  for  Apple  Computer,  Inc’s 
Macintosh.  The  figure  repre- 


BY  LORI  VALIGRA 

IDG  NEWS  SERVICE 


TOKYO  —  The  million  dollar 
question  for  Japan’s  Apple  Com¬ 
puter,  Inc.  Mac¬ 
intosh  watchers 
is  likely  the  same 
heard  elsewhere 
in  the  world:  How 
will  Microsoft 
Corp.’s  Windows 
3.0  for  IBM  Per¬ 
sonal  Computers 
and  compatibles 
impact  Apple’s 
fortunes?  Apple 
Chairman  John 
Sculley  said  that 
after  nine  months 
on  the  market, 

Windows  has  not 
dampened  Macin¬ 
tosh  sales  but  has  boosted  enthu¬ 
siasm  for  the  concept  of  graphi¬ 
cal  interfaces. 


sents  a  whopping  213%  growth 
over  results  from  one  year  earli¬ 
er. 

Several  recently  released  ap¬ 
plications  should  further  en¬ 
hance  those  sales.  Microsoft 
Word  for  Windows  and  the  Excel 
3.0  spreadsheet  from  Microsoft 
have  gained  early  accolades,  as 
has  Corel  Systems  Corp.’s  Cor- 
eldraw  2.0  graphics  tool. 

Other  products  expected  to 
generate  buyer  interest  are  Lo¬ 
tus  Development  Corp.’s  1-2-3 
for  Windows,  expected  in  June; 
Aldus  Corp.’s  Persuasion  pre¬ 
sentation  package,  expected 
next  quarter;  WordPerfect 
Corp.’s  word  processing  pack¬ 
age  for  Windows,  due  within  the 
next  few  months;  and  a  summer 
update  of  Word  for  Windows. 

Resellers  said  the  release  of 
these  key  applications  will  ignite 
the  market’s  latent  potential. 
“It’s  sort  of  like  waiting  for  your 
favorite  movie  to  come  out  on 
video,  but  this  time  everyone  is 
waiting  for  their  favorite  applica- 


“MS- Windows  is  a  statement 
that  the  rest  of  the  computer  in¬ 
dustry  believes  in  the  future  of 
graphics,”  Sculley  said,  adding 
that  users  of  Windows  and  the 
Macintosh  are 
quite  different: 
Users  of  MS- 
DOS  and  Win¬ 
dows  have  specif¬ 
ic  applications, 
while  Macintosh 
users  employ  the 
system  for  all  ap¬ 
plications  under  a 
common  inter¬ 
face. 

Sculley  de¬ 
clined  to  discuss 
details  of  another 
hot  topic,  the  Ap¬ 
ple  notebook 
computer.  How¬ 
ever,  he  did  say  Apple  would  re¬ 
lease  a  notebook  model  before 
year’s  end. 


tion  to  come  out  on  Windows,” 
said  David  Weiss,  director  of 
software  at  Merisel,  Inc.,  a  com¬ 
puter  products  distributor  in  El 
Segundo,  Calif. 

However,  once  those  applica¬ 
tions  arrive,  users  said,  there  is 
often  still  a  lot  of  tough  slogging 
between  the  product’s  purchase 
and  widespread  implementation. 

Officials  at  Hughes  Aircraft 
Co.  in  Long  Beach,  Calif.,  have 
already  approved  the  switch  to 
Microsoft  Word  for  Windows, 
but  upgrading  the  30,000  per¬ 
sonal  computers  installed  in  the 
massive  site  is  a  process  “that 
could  certainly  take  years,”  said 
Jack  Baumann,  manager  of  the 
end-user  consulting  department 
at  Hughes. 

Despite  the  rapid  growth  ex¬ 
pected  in  the  Windows  3.0  appli¬ 
cations  market,  large  functional 
gaps  still  need  to  be  filled.  Ac¬ 
cording  to  SPA  data,  there  is  a 
notable  absence  of  database  and 
spreadsheet  applications  in  the 
Windows  environment. 


Although  rumors  persist  that 
Apple  is  talking  with  both  Sony 
Corp.  and  Toshiba  Corp.  to  buy 
display  technology,  Sculley 
would  not  comment  on  any  dis¬ 
cussions.  He  did,  however,  say 
Apple  would  be  getting  its 
screen  technology  from  Japan. 

Sculley  said  punitive  tariffs 
that  may  be  imposed  on  import¬ 
ed  Japanese  flat-panel  displays 
[CW,  Feb.  18]  will  hurt  more 
than  it  will  help  U.S.  industry’s 
competitiveness.  “There  has 
been  a  pattern  in  the  U.S.  that 
started  a  few  years  ago  —  first 
with  the  256K  [-byte  dynamic 
random-access  memory]  and 
now  with  flat-panel  displays  — 
that  a  small  group  of  companies 
who  make  and  sell  parts  has  lob¬ 
bied  politicians  and  ended  up 
holding  the  computer  industry  as 
hostages,”  Sculley  said. 

Valigra  is  the  Tokyo  bureau 
chief  for  the  IDG  News  Service. 


Sculley:  Windows  no  damper  on  Mac 


Apple’s  John  Sculley 

claimed  Windowshashad 
little  effect  on  Mac  use 


HIGH-TECH  BATTLEFIELD 


The  Theater  Display  Terminal 
is  a  Sun  Microsystems,  Inc. 
workstation  with  software 
that  displays  strategic  missile 
launches  on  a  world  map  — 
the  kind  of  large-scale  attack 
expected  in  a  global  nuclear 
war.  However,  it  was  not  well- 
suited  for  a  war  in  the  Middle 
East,  where  the  symbol  for  a  missile  launch  would  cov¬ 
er  up  five  countries  on  the  world  map. 

At  the  request  of  battlefield  commanders,  the  U.S. 
Air  Force  Space  Command  came  up  with  a  software  fix 
to  accurately  display  a  small-scale  launch  like  the  Iraqi 
Scud  missile  attacks  on  Israel,  according  to  a  Pentagon 
source.  In  the  space  of  five  days,  about  300  lines  of  Ada 
code  were  extracted  from  another  program,  integrat¬ 
ed  within  the  terminal’s  software,  tested,  flown  to  the 
war  zone  and  used  for  the  first  time  during  one  of  the 


earliest  Scud  attacks,  the  source  said. 


If  the  U.S.  Army’s  battlefield  data  centers  look  a  little 
funny,  it  is  only  because  they  have  to  be  transportable 
both  in  the  air  and  on  the  ground.  The  logistics  and  sup¬ 
port  computers  are  housed  in  three  truck-mounted, 
rigid-walled  shelters,  with  each  shelter  connected  to 
the  others  by  a  fiber-optic  cable  for  data  communica¬ 
tions. 

The  shelters  cover  Unisys  Corp.  U5000  multipro¬ 
cessor  systems,  which  are  based  on  the  Motorola,  Inc. 
68020  chip  and  run  AT&T’s  Unix  System  V  operating 
system,  a  Unisys  spokesman  said. 


Portable  telephones  from  Taiwan’s  Microelectronics 
Technology,  Inc.  (MTI)  have  become  a  secondary 
means  of  communication  for  reporters  and  dignitaries 
caught  in  the  Persian  Gulf  war  zone,  IDG  News  Ser¬ 
vice  Correspondent  Chris  Brown  in  Taiwan  reported. 


MTI’s  portable  phone,  which  folds  up  into  a  65- 
pound  suitcase,  comes  with  an  umbrella-like  antenna 
and  bounces  signals  off  the  Marisat  satellite  system.  It 
lets  a  user  place  calls  from  any  location  —  “as  long  as 
you  can  see  the  sky,”  MTI  President  Chi  Hsieh  said. 


Compuadd  Corp.  in  Austin,  Texas,  which  has  already 
shipped  $21  million  worth  of  microcomputer  hardware 
and  software  to  the  U.S.  Central  Command  in  Saudi 
Arabia  [CW,  Feb.  18],  said  last  week  it  has  received  a 
$10.4  million  add-on  contract.  The  new  order  includes 
Intel  Corp.  1486-based  desktop  systems,  80386SX 
laptop  personal  computers  and  ruggedized  carrying 
cases.  The  order  was  funded  by  Japan. 


Operation  Desert  Storm  apparently  has  a  big  appetite 
for  telecommunications  equipment  and  circuits.  The 
Defense  Commercial  Communications  Office,  located 
at  Scott  Air  Force  Base  in  Illinois,  has  signed  603  tele¬ 
communications  contracts  for  Desert  Storm  so  far, 
with  monthly  charges  for  these  contracts  amounting  to 
$3. 1  million,  a  spokeswoman  said. 

Compiled  by  National  Correspondent  Mitch  Betts. 
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Oracle  CASE  lets  you 
develop  applications  anywhere. 
And  run  them  everywhere. 


Only  Oracle  CASE  allows  teams  of  developers  to  jointly  design 
and  build  database  applications  that  run  on  virtually  all  the 
computers  in  your  organization.  Mainframes,  minicomputers, 
workstations  and  PCs. 

Oracle  CASE  supports  the  full  lifecycle  of  systems  development. 
From  strategic  planning,  analysis  and  design  to  on-line 
generation,  production  and  maintenance.  Using  sophisticated 
diagrammers  for  entity-relationship  models,  function 
hierarchies,  dataflow  analysis  and  matrices.  All  integrated  with 
a  comprehensive  set  of  application  development  tools  and  utilities. 
Developers’  efforts  are  fully  coordinated  via  a  shared,  on-line 
repository.  Which  can  reside  on  virtually  any 
platform,  and  be  accessed  by  just  about  any 
combination  of  terminals  and  workstations. 
So  developers  can  truly  work  as  teams  to 
improve  productivity,  while  eliminating  errors  and  redundancies. 
And  once  CASE  generates  your  application,  you  can  run  it  on 


SEQUENT 


MS-DOS 


DEC 

ULTRIX 


virtually  all  your  computers.  From  PCs  through  mainframes. 
Oracle  also  offers  comprehensive  services  to  transfer  our  CASE 
expertise  to  you.  Including  full  support,  education  and 
consulting  to  maximize  your  success  with  CASE  technology. 


1-800-633-1073  Ext.  8135 


Call  us  today,  and  register  for  the  free  Oracle  CASE  Technology 
Seminar  in  your  area. 

You’ll  see  why  Oracle  offers  the  best  CASE  scenario. 

OR  AC  LG 

Software  that  runs  on  all  your  computers. 

©  1991  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  other  trademarks 
referenced  are  the  service  marks,  trademarks,  or  registered  trademarks  of  the  respective  manufacturers.  Call 
1-800-ORACLE1  for  hardware  and  software  requirements.  *ln  CANADA,  please  call  1-800-668-8925  for 
product  and  seminar  information. 
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Alliant  unveils  enhancements,  low-end  model 


BY  SALLY  CUSACK 

CW  STAFF 


LITTLETON,  Mass.  —  Alliant  Comput¬ 
er  Systems  Corp.  announced  several  en¬ 
hancements  last  week  to  its  reduced  in¬ 
struction  set  computing  (RlSC)-based 
FX/2800  supercomputer  family,  and  it 
also  introduced  the  FX/800,  an  entry-lev¬ 
el  supercomputer  system  for  distributed 
computing  environments. 

The  six  high-end  enhancements  were 
specifically  developed  for  I/O-  and  data-in- 
tensive  applications,  the  company  said. 
They  include  the  following: 

•  Support  for  the  ANSI  X3T9.3  High  Per¬ 


formance  Parallel  Interface  (Hippi)  stan¬ 
dard  for  high-performance  I/O  connection 
capabilities.  Up  to  five  pairs  of  I/O  Hippi 
channels  are  supported  on  the  FX/2800. 

•  Increase  in  the  FX/2800’s  main  memo¬ 
ry  capacity,  from  1G  byte  to  4G  bytes. 

•  Support  for  Intelligent  Peripheral  Inter¬ 
face  2,  or  IPI-2  disk  drives,  which  double 
the  single-disk  transfer  rate  of  the 
FX/2800  family. 

•  Software  interface  support  for  multiple 
large-scale  disk  arrays.  Each  disk  array 
provides  51.2G-byte  capacity,  allowing 
the  FX/2800  series  to  provide  more  than 
500G  bytes  of  mass  storage  using  these 
devices. 


•  Fiber  Distributed  Data  Interface  net¬ 
working  support. 

•  A  system  resource  accounting  function 
to  allow  systems  administrators  to  charge 
users  for  the  use  of  various  system  re¬ 
sources,  including  CPU  time,  disk  I/O  and 
connect  time. 

Omri  Serlin,  editor  of  the  monthly 
newsletter  “Serlin  Report  on  Parallel 
Processing,”  noted  that  although  Alliant 
was  once  fairly  heavy  into  national  labora¬ 
tories  and  research  facilities,  the  compa¬ 
ny  is  now  aiming  at  the  commercial  super¬ 
computing  market. 

Serlin  estimated  that  40%  of  the  com¬ 
pany’s  revenue  is  now  coming  from  indus¬ 


trial  accounts  instead  of  universities  and 
national  laboratories.  Alliant  lists  among 
its  customers  Arco  Oil  &  Gas,  Sandoz 
Pharma  AG  and  the  San  Diego  Supercom¬ 
puter  Center. 

The  new  FX/800  system  is  targeted  at 
distributed  environments  in  which  central 
FX/2800s  are  surrounded  by  clusters  of 
“satellite”  FX/800  systems  connected 
via  high-speed  networks,  the  vendor  said. 

The  FX/800  reportedly  offers  a  peak 
performance  of  320  million  floating-point 
operations  per  second,  supports  two  to 
eight  processors  and  offers  up  to  500M 
byte  of  memory.  It  is  priced  from 
$189,000  to  more  than  $600,000.  The 
FX/2800  can  support  as  many  as  28  pro¬ 
cessors  and  provides  as  much  as  4G  bytes 
of  memory.  Pricing  starts  at  $525,000. 

Fed  agency’s  IS 
under  fire  again 

BY  GARY  H.  ANTHES 

CW  STAFF 


WASHINGTON,  D.C.  —  The  federal 
agency  given  the  job  of  unloading  billions 
of  dollars  in  assets  from  dead  and  dying 
savings  and  loans  was  again  taken  to  task 
last  week  over  its  progress  in  developing 
internal  information  systems. 

Resolution  Trust  Corp.  (RTC)  has 
made  “disappointing”  progress,  Charles 
A.  Bowsher,  head  of  the  U.S.  General  Ac¬ 
counting  Office  (GAO),  told  a  U.S.  House 
of  Representatives  committee  last  week. 

RTC  had  developed  a  strategic  plan 
and  architecture  for  IS,  as  the  GAO  had 
earlier  recommended,  but  had  failed  to 
show  how  data  will  flow  and  how  various 
systems  will  fit  together,  Bowsher  said. 
“[RTC]  still  runs  the  risk  of  acquiring 
costly  technology  that  won’t  meet  its 
needs,”  he  added. 

A  spokeswoman  for  RTC  said  the 
agency  had  no  comment  on  the  GAO  tes¬ 
timony  but  would  present  its  views  at  an 
upcoming  hearing  that  had  not  yet  been 
scheduled  by  the  House  committee. 

RTC  recently  awarded  IBM  a  $14  mil¬ 
lion  contract  to  develop  a  system  to  man¬ 
age  and  track  real  estate  assets,  but 
Bowsher  questioned  whether  it  will  be 
able  to  “roll  up”  asset  data  with  data  from 
other  systems  for  management  review. 

Extensive  burdens 

Bowsher  also  said  management  requests 
for  information  cause  extensive  reporting 
burdens  on  RTC  field  staff.  He  cited  a 
GAO  survey  in  which  70%  of  respondents 
said  reporting  requirements  were  exces¬ 
sive,  and  80%  said  they  were  duplicative. 

Half  of  the  top  field  managers  respond¬ 
ing  to  another  GAO  survey  said  RTC  had 
“ineffectively  communicated  policies  and 
procedures  on  information  systems  devel¬ 
opment.”  As  a  result,  they  said,  “field  of¬ 
fices  have  independently  developed  and 
acquired  numerous  manual  and  automat¬ 
ed  processes.”  This  unfocused  approach 
is  likely  to  continue  until  RTC  has  devel¬ 
oped  a  comprehensive  IS  plan  covering  all 
levels  of  the  agency,  Bowsher  said. 

Bowsher  gave  RTC  mixed  marks  for 
its  performance  to  date,  in  part  blaming  IS 
lapses  for  its  problems.  In  particular, 
Bowsher  found  fault  with  RTC’s  progress 
in  selling  real  estate  assets,  although  he 
acknowledged  that  the  real  estate  slump 
had  made  RTC’s  task  more  difficult. 


WeCanShowYouAClear 
Path  From  QCS  To  The  AS/400: 


INTRODUCING  KIKS400-THE 
AUTOMATED  MIGRATION  UnUTY. 

You  already  know  about  the  many  cost 
benefits  and  productivity  gains  of  integrating 
the  AS/400  into  your  mainframe  environment. 

KIKS400  provides  the  key:  a  utility  that 
automatically  migrates  370  CICS  and  batch 
COBOL  applications  utilizing  VS  AM,  DLl  or 
DB2  access  methods,  to  native  AS/400 
COBOL.  It  allows  you  to  fully  retain  your 
software  investment. 

Compared  with  manual  conversions  or  the 
cost  of  purchasing  new  software,  if  available, 
KIKS400  is  the  solution  that  pays  for  itself! 


The  utility’s  advantages  include: 

Easy  To  Use— A  single  command  migrates 
an  entire  library  of  programs,  overnight. 

No  Need  To  Retrain  End  Users  —  Conver¬ 
sions  are  totally  transparent  to  end  users. 

Easy  to  Maintain— program  algorithms  are 
kept  completely  intact,  enabling  programmers 
to  maintain  programs  on  the  AS/400. 

FREE  BROCHURE  AVAILABLE 

If  you  are  looking  for  the  most  cost  effective 
way  to  integrate  the  AS/400  into  your  IS 
department,  call  for  our  detailed  brochure, 

or  to  schedule 
a  demonstration. 


ucpoi  uiitm,  i ui  uui 

708)  858-9400 


ACCESS 

TTT  TO  INFORMATION 

©  1P01  Access  To  Information,  Inc.  AS/400  is  a  trademark  of  International  Business  Machines  Corporation. 
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finally, 

The  Remised  IAN 


Oracle’s  integrated  family  of  products  lets  you  ORACLE  works  with  all  your  existing  networks, 
take  everything  you’ve  read  about  client/server  Or  any  networks  you’d  like.  Novell  Netware  286/386, 


systems  in  the  magazines  and  put  it  to  use  in  the 
workgroup.  Combining  the  economy  and  flexibility 
of  PCs  with  the  performance  and  integrity  that 
used  to  require  a  mini  at  the  very  minimum. 

ORACLE  is  portable.  Giving  you  the  widest 
choice  of  desktop  servers:  OS/2,  six  different  UNIX 
systems  and  shortly,  both  Netware  and  Macintosh. 
ORACLE  also  lets  your 
existing  minis  and  main¬ 
frames  act  as  servers  to 
desktop  machines 


IBM  LANserver,  Microsoft  LAN  Manager,  Banyan 
VINES,  TCP/IP,  and  many  others. 

And  it  goes  without  saying  that  because  ORACLE 
is  open,  it  supports  all  the  front  running  front-ends. 
Including  Paradox,  Lotus  1-2-3,  even  Dbase 
applications. 

Or  you  can  develop  your  own  client  applications 
with  Oracle’s  integrated  set  of 
development  tools.  Including  a 
powerful  4GL,  screen  generator, 
report-writer  and  menu  generator. 


But  more  than  just  software  products,  Oracle 
provides  all  the  support  services  to  fully  transfer 
client/server  technology  to  you.  These  services, 
combined  with  ORACLE  software  products, 
guarantee  your  technology  investment. 

1-800-633-1073  Ext.  8119 

Call  for  more  information,  or  to  register  for  an 
Oracle  Client/Server  Forum.  You’ve  been  stuck  in 
never  never  LAN  long  enough. 


Software  that  runs  on  all  your  computers. 


©1990  Oracle  Corporation.  ORACLE  is  a  registered  trademark  of  Oracle  Corporation.  All  trade  names  referenced  are  the  sen/ice  mark,  trademark,  or  registered  trademark  of  the  respective  manufacturer  Call  1 -8000RACLE1  for  hardware  and  software  requirements 
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HDS  downloads  disk  code 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


SANTA  CLARA,  Calif.  —  Hitachi  Data 
Systems  Corp.  (HDS)  is  not  content  to  let 
its  disk  drives  “call  home”  when  they  are 
not  feeling  well.  Now,  the  HDS  engineer¬ 
ing  staff  can  send  some  prescription  medi¬ 
cine  down  the  modem  line,  the  company 
said  last  week. 

HDS  claimed  that  an  enhanced  version 
of  its  Hi-Track  maintenance  program 
adds  the  dimension  of  on-line  repairs  to  a 
5-year-old  automatic  failure-reporting 
system.  “We  can  apply  many  microcode 


changes  without  taking  the  customer  site 
down,”  said  Jeff  German,  manager  of 
technical  support  at  HDS. 

The  new  feature,  called  Dynamic  Mi¬ 
crocode  Download,  adds  to  Hi-Track’s  ex¬ 
isting  ability  to  monitor,  detect,  diagnose 
and  repair  failing  storage  systems  before 
they  crash. 

“If  you’re  reacting  to  the  threshold  of 
pain  that  people  at  your  customer  sites 
have,  then  you  won’t  prevent  failures,” 
German  said. 

After  notifying  customers  of  a  device’s 
impending  failure,  HDS  technicians  can 
send  the  patched  software  down  a  dedi¬ 


cated  telephone  line.  Payment  for  the  Hi- 
Track  service  is  included  in  the  normal 
maintenance  fee;  the  same  automatic  call- 
in  service  will  be  extended  to  the  new 
generation  of  HDS  EX  mainframes  later 
this  year. 

Hi-Track  is  installed  in  3,000  disk 
drive  and  tape  storage  systems  world¬ 
wide,  according  to  HDS. 

The  right  approach? 

However,  some  industry  analysts  are  un¬ 
sure  whether  this  kind  of  service  can  build 
HDS’  market  share  relative  to  IBM  and 
Amdahl  Corp.  “This  feature  is  not  by  it¬ 
self  going  to  convince  a  customer  to  buy 
an  HDS  7380  or  7390  disk  drive,”  said 
Robert  Callery,  a  senior  storage  analyst 
at  Technology  Investment  Strategies 


Corp.  in  Framingham,  Mass.  Not  all  mi¬ 
crocode  changes  will  be  simple  enough  to 
transmit  over  the  wire,  Callery  added. 

“They  aren’t  the  first  to  deliver  a  pro¬ 
active  maintenance  philosophy,  but  they 
are  the  first  to  do  it  in  the  IBM  market¬ 
place,”  said  Paul  Wolfstaetter,  program 
director  at  Gartner  Group,  Inc.’s  Enter¬ 
prise  Storage  Strategies  Group  in  Stam¬ 
ford,  Conn. 

IBM  has  a  service  director  plan  that 
automatically  relays  disk  drive  errors  to 
IBM  field  service  centers  worldwide. 
Once  error  alerts  are  received,  IBM  calls 
the  customer  site  to  schedule  mainte¬ 
nance,  IBM  said.  Digital  Equipment  Corp. 
and  Hewlett-Packard  Co.  also  offer  auto¬ 
matic  device-error  tracking  services, 
spokesmen  said. 

SAS  to  blanket 
Unix  market 

BY  SALLY  CUSACK 

CW  STAFF 


NEW  ORLEANS  —  SAS  Institute,  Inc. 
said  last  week  that  the  SAS  Application 
System  will  be  available  on  almost  every 
Unix-based  hardware  platform  by  year’s 
end. 

Designated  Release  6.07,  the  newest 
version  of  the  SAS  Application  System 
will  be  released  in  two  phases,  SAS  Presi¬ 
dent  James  H.  Goodnight  told  users  at  the 
annual  SAS  User  Group  International 
convention  held  here. 

The  first  phase,  scheduled  for  delivery 
by  the  end  of  first-quarter  1991,  will  sup¬ 
port  the  following: 

•  Digital  Equipment  Corp.’s  RISC/Ultrix 
Release  4.0. 

•  IBM’s  AIX  on  the  RISC  System/6000 
system. 

•  Hewlett-Packard  Co.’s  HP-UX  on  the 
HP  9000  Series  300  and  HP/Apollo  Divi¬ 
sion  Unix-based  workstations. 

•  Data  General  Corp.’s  DG-UX  on  DG 
Aviion  workstations. 

•  Mips  Computer  Systems,  Inc.  RISC/OS 
Release  4.5  on  Mips  and  binary-compati¬ 
ble  workstations. 

A  satisfied  customer 

Scott  Pitts,  a  programmer  at  the  Univer¬ 
sity  of  Oklahoma’s  Health  Sciences  Cen¬ 
ter,  is  a  beta-test  user  for  SAS  on  DG’s 
Unix-based  Aviion  workstation.  He  said 
that  so  far,  he  is  pleased  with  the  soft¬ 
ware’s  performance  and  particularly  with 
its  easy-to-use  graphics  capabilities. 

According  to  Thomas  W.  Moore  III,  an 
analyst  at  International  Data  Corp.,  a  Fra¬ 
mingham,  Mass.-based  market  research 
firm,  the  Unix  implementation  plan  out¬ 
lined  by  SAS  is  ambitious  but  not  unrealis¬ 
tic. 

In  addition,  it  was  announced  that  the 
SAS  Application  System  offers  compli¬ 
ance  with  DEC’s  Cohesion  application  de¬ 
velopment  environment  and  that  SAS  In¬ 
stitute  will  deliver  an  SAS-based 
executive  information  system  sometime 
in  the  third  quarter. 

A  version  supporting  Microsoft 
Corp.’s  Windows  3.0  is  scheduled  to  be 
available  in  the  fourth  quarter.  SAS  soft¬ 
ware  currently  runs  on  IBM’s  MVS, 
DEC’s  VMS,  MS-DOS  and  several  propri¬ 
etary  minicomputer  environments  as 
well. 


Zenith  Data  Systems  Presents 
Everything  %u  Love  About  The  PC 
. . .  PlusThe  Benefits  Of  Graphical 
Computing. 

ZENITH  DATA  SYSTEMS  INNOVATES  AGAIN 

Zenith  Data  Systems  was  the 
first  to  offer  Microsoft®  Windows™ 
version  3.0  pre-installed  on  every  hard 
drive  386-  and  486-based  desktop  PC. 

And  that’s  just  part  of  The  Seamless 
Solution  we’ve  created  for  today’s 
graphical  computing  environment. 

With  Microsoft  Windows  version 
3.0  and  the  fingertip  simplicity  of  the 
Microsoft  Mouse,  your  Zenith  Data 
Systems  PC  lets  you  glide  graphically, 
seamlessly  between  applications. 

So  your  productivity  will  soar.  With 
the  greatest  of  ease. 

A  $397  value?  Microsoft 
Windows  version  3.0,  a  Microsoft 
Mouse  and  MS-DOS®  4.0  are  included 
at  no  additional  charge  with  every  one 
of  ourIntel386™SX,  386, 386  EISA 
or  i486  EISA  desktop  PCs. 

Add  our  award-winning  14" 

VGA  Flat  Technology  Monitor,  and 
you’ve  got  The  Seamless  Solution. 

So  your  Windows  version  3.0 
applications  will  come  to  life  with 
breakthrough  clarity. 

Zenith  Data  Systems.  Trans¬ 
forming  the  PC  into  a  powerful 

graphic  environment.  For  more  Tfl(>  Zenith  Data  Systems  Sphere 

information  an  H  thp  namp  of  vonr  The  universal  symbol  of  simplicity,  thesphere 

linormauon  anu  cne  name  or  y  our  Perfectly  represents  The  Seamless  Solution  from 

Zenith  Data  Systems  Zemth  Data  Systems. 

Medallion  Reseller,  call: 

1-800-523-9393  ZENITH  fl 

data  systems  Ififil 

Groupe  Bull 

•Based  on  suggested  retail  price  if  purchased  separately.  Microsoft.  Windows  version  3.0 and  MS  DOS  are  trademarks  of  Microsoft  Corporation.  InteI386SX,  386  and  i486  are  trademarks  of  Intel  Corporation. 

Copyright  C5 1991  Zenith  Data  Systems  Corporation 
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The  RDBMS  For 

Rocket  Scientists. 


You’ll  find  SYBASE  at  work  everywhere 
in  the  aerospace  industry  Handling 
both  scientific  and  business 
applications. 

At  Hughes.  Lockheed.  Rockwell. 
McDonnell  Douglas.  NASA.  TRW 
Jet  Propulsion  Laboratory 

Because  only  SYBASE  provides 
the  kind  of  Open  Client/Server  Archi¬ 
tecture  they  need.  One  that  delivers 
on-line,  multi-user  access  to  massive 
amounts  of  critical  real-time  data.  One 
that  seamlessly  integrates  transaction 
processing  and  decision  support  across 
networked  computing  environments. 
One  that  transparently  integrates 
external  applications  and  data  sources. 
And  one  that  helps  provide  around- 
the-clock  availability 

For  the  Jet  Propulsion  Laboratory 
(JPL)  in  Pasadena,  California,  and  its 
“Magellan”  Venus  Probe,  SYBASE  is  the 
key  to  a  new  computer  system  called 
Spaceflight  Operations  Center. 

SYBASE  handles  huge  amounts  of 
on-line  data  from  Magellan  for  Space- 
flight  Operations,  filling  an  8  gigabyte 
database  roughly  every  month.  SYBASE 
also  supports  true  distributed  process¬ 
ing  capabilities  by  presenting  data, 
divided  among  multiple  workstations, 
as  a  single,  seamless  database.  And  it 
helps  deliver  high  application  avail¬ 
ability,  with  transaction  logic  changes, 
backups,  recoveries,  and  diagnostics 
all  taking  place  while  applications  run. 

Today,  SYBASE  runs  on  most  major 
operating  systems  found  on  earth. 
Including  MVS,  VMS,  UNIX,  and  OS/2, 
with  DOS  and  Macintosh  connectivity 
And  for  complete  information  system 
planning  and  application  development 
services,  our  professional  services 
division,  SQL  Solutions,  can  ease  every 
step  of  the  information  systems 
development  life  cycle. 

You  don’t  have  to  be  a  rocket 
scientist  to  find  out  more.  It’s  as  easy 


as  attending  a  free  Sybase  Educational 
Seminar. 

So  before  you  launch  your  next 

RDBMS  project,  call  1-800 -8 -SYBASE 
for  the  seminar  nearest  you  Client/Server  For  The  Open  On-Line  Enterprise. 


For  more  information  or  seminar  reservations, call  1-800-8-SYBASE. 

©  Sybase,  Inc.  1991 .  Other  company  or  product  names  may  be  service  marks  or  trademarks  of  their  respective  companies. 


NEWS 


Legent  Netspy  monitors  host  to  LAN 


BY  ELISABETH  HORWITT 

CW  STAFF 


PITTSBURGH  —  Legent  Corp. 
laid  the  groundwork  last  week 
for  what  it  claimed  will  be  the 
first  enterprisewide  perfor¬ 
mance  monitoring  system  that 
stretches  all  the  way  from  IBM 


VTAM  hosts  down  to  local-area 
network  servers. 

The  company  announced 
Version  4.0  of  its  Netspy  VTAM 
performance  monitoring  tool, 
which  is  said  to  alert  either 
IBM’s  Netview  or  Systems  Cen¬ 
ter,  Inc.’s  Net/Master  to  perfor¬ 
mance  problems.  This  permits 


users  to  monitor  VTAM  use  and 
response  time  on  the  same  ter¬ 
minal  that  manages  Systems 
Network  Architecture  net¬ 
works,  Netspy  product  manager 
Don  Imhoff  said. 

The  new  version  also  sup¬ 
ports  communications  between 
Netspy  systems  running  on  dif¬ 


ferent  hosts  so  a  user  can  moni¬ 
tor  different  VTAM  domains 
from  one  terminal,  Imhoff  said. 

General  American  Life  Insur¬ 
ance  Co.,  a  beta-test  site  for 
Netspy  Version  4.0,  is  interest¬ 
ed  in  the  product’s  ability  to  for¬ 
ward  alerts  to  Netview,  said  Da¬ 
vid  Gruzeski,  a  senior  systems 
programmer.  “We  will  be  able  to 
set  up  parameters,  such  as  when 
a  host  response  time  gets  over  a 


certain  value,  and  have  alerts 
sent  to  Netview  in  real  time.” 

Legent  also  announced  plans 
to  bring  out  a  LAN  performance 
monitoring  system,  Lanspy,  by 
year’s  end.  Jointly  developed 
with  Network  Intelligence,  Inc. 
in  Palo  Alto,  Calif.,  the  product 
will  feed  into  Netspy  so  a  user 
can  trace  performance  bottle¬ 
necks,  Network  Intelligence 
President  Brian  Szabo  said. 

Better  LAN  tracking 

Lanspy  will  also  report  when 
new  personal  computer  users 
come  onto  a  LAN,  allowing  the 
central  manager  to  better  track 
changing  LAN  configurations, 
Szabo  said. 

General  American  is  very  in¬ 
terested  in  Lanspy  as  a  way  to 
monitor  performance  on  its 
growing  installation  of  token¬ 
ring  LANs,  Gruzeski  said.  “We 
are  starting  to  put  in  100M  bit/ 
sec.  rings,  so  we  really  need  to 
know  what’s  going  on  out 
there.” 

While  companies  such  as  Net¬ 
work  General  Corp.,  with  its 
Sniffer  product,  provide  more  in- 
depth  protocol  analysis,  Lanspy 
will  be  the  first  system  to  offer 
end-to-end  performance  moni¬ 
toring  from  a  central  terminal 
that  feeds  into  Netspy,  Net/Mas¬ 
ter  or  Netview,  Szabo  said. 

Lanspy  will  initially  support 
token-ring  LANs  with  Ethernet 
support  planned  for  the  future, 
Legent  said. 

Pricing  was  not  available. 

Dell  bows  out 
of  S.  Africa 

BY  J.  A.  SAVAGE 

CW  STAFF 


Bowing  to  pressure  from  three 
local  governments,  Dell  Com¬ 
puter  Corp.  has  cut  ties  with  its 
distributor  in  South  Africa. 

Dell’s  vice  president  and  legal 
counsel,  Rick  Salwen,  said  al¬ 
though  the  company  had  certi¬ 
fied  through  the  U.S.  Depart¬ 
ment  of  Commerce  and  the  U.S. 
State  Department  that  Johan¬ 
nesburg-based  Incorporated 
Data  Systems  was  black-owned, 
certification  was  not  enough  to 
satisfy  statutes  in  the  county  of 
Los  Angeles,  the  state  of  Michi¬ 
gan  and  the  city  of  Pasadena, 
Calif.  Those  entities  have  rules 
against  doing  business  with  any 
company  that  does  business  in 
South  Africa  because  it  prac¬ 
tices  apartheid. 

The  three  governments  noti¬ 
fied  Dell  last  spring  that  they 
would  not  do  business  with  the 
company  and  cut  off  their  enter¬ 
prise  with  Dell. 

“We  had  no  orders  from  them 
for  three  or  four  months,”  Sal- 
wen  said.  “Based  on  that,  we  ter¬ 
minated  the  relationship  with  In¬ 
corporated  Data  Systems  in 
October  1990.” 


Computer  Associates  and  Hewlett-Packard  have  announced  a  strategic  alliance  in  which  they  will  co¬ 
develop  software  for  the  HP-UX  operating  system. 

By  combining  the  expertise  of  the  world’s  leading  independent  software  company  with  the 
resources  of  the  world’s  leading  commercial  UNIX  systems-based  vendor,  this  venture  will  produce  a 
complete  family  of  superior  HP-UX  software  solutions  for  systems  management,  business  applications 
and  database  management. 

And  that’s  just  for  starters. 

UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories.  Inc.  in  the  U.S.A.  and  other  countries. 

©  1991  Computer  Associates  International.  Inc.,  711  Stewart  Avenue.  Garden  City.  New  York  11530-4  787 
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Executive  Director/  Information  Sys 
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Ue  need  to  re-evaluate  our  plans 
the  retirement  of  non-programmab 
terminals  by  the  end  of  the  year 

The  substantial  investment  we've 
found  a  better  way  to  integrate 
into  our  SAA  environment. 

McGregor  in  Accounting  says  the 


Name:  Miller/ 
Nickname:  Carl 
Title:  Executi 
Division:  Info 
Mailstop:  MS-4*- 
Tetephone:  7750 
Location:  Milford 


Modify  screen. . . 
Display  letter  catalog 
Edit  letter... 

Send  letter... 
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for  mejkrninal  Blues 


Now  they’re  calling  it  a  non  programmable  terminal.  Which 
might  make  you  think  technology  has  simply  passed  it  by. 

At  SAS  Institute,  we  see  things  a  little  differently.  After 
all,  your  mainframe — and  the  thousands  of  terminals 
attached  to  it — are  the  backbone  of  your  business.  Not  to 
mention  your  largest  single  investment  in  computing.  And 
we  just  don’t  think  you  should  have  to  replace  that  invest¬ 
ment  to  enjoy  the  interactivity  of  a  PC  environment. 

Just  get  the  SAS®  System  of  software. 

Bring  the  Individual  Productivity 
of  a  PC  to  Your  Mainframe. 


Let  the  SAS  System  point  the  way  to  greater  produc¬ 
tivity  on  your  mainframe... on  your  minicomputers  and 
UNIX®-based  workstations.. .and  on  your  PCs  running  OS/2® 
and  MS-DOS!  Wherever  you  choose  to  run  the  SAS  System, 
you’ll  get  fast-and-friendly  software  backed  by  expert 
technical  support,  consulting  services,  documentation, 
and  training. 

All  from  SAS  Institute  Inc.,  one  of  the  world’s  most 
respected  names  in  software.  For  a  SAS  System  executive 
summary,  plus  details  about  how  you  can  receive  the 
SAS  System  for  a  free  trial,  give  us  a  call  at  919-677-8200. 

In  Canada,  call  416-443-9811 . 


Only  the  world’s  leading  applications  system  could  bring  the 
look  and  feel  of  SAA/CUA  to  your  mainframe.. .and  breathe 
new  life  into  your  3270  terminals.  Just  point  and  shoot  to 
gain  total  control  over  your  strategic  data-driven  tasks:  data 
access,  management,  analysis,  and  presentation. 

Pull-down  menus  and  pop-up  windows  make  it  more 
intuitive  than  ever  to  take  advantage  of  the  SAS  System’s 
wide  range  of  applications — from  report  writing  and 
graphics  to  decision  support  and  applications  development. 


SAS  Institute  Inc. 

Software  Sales  Department 
SAS  Campus  Drive 
Cary,  NC  27513 

Phone  919-677-8200  □  Fax  919-677-8123 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  UNIX  is  a  registered  trademark  of 
AT&T.  SAA  and  OS/2  are  registered  trademarks  of  IBM  Corp.  MS-DOS  is  a  registered 
trademark  of  Microsoft  Corp. 

•Computer  Intelligence,  La  Jolla,  CA. 

Copyright  ©  1990  by  SAS  Institute  Inc.  Printed  in  the  USA. 
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Which  looks  better  to  you? 
More  blue  skies.  Or  fast  deliv¬ 
ery  of  real  Open  Systems. 

If  it’s  hardware  and  software 
you  want,  there’s  a  computer 
company  ready  to  supply  them. 

Hewlett-Packard. 

In  fact,  we’ll  make  it  this 
specific.  If  you’re  planning  to 


add  a  system  to  handle  a  new 
strategic  application,  call  us. 

We’ll  deliver  a  computer 
solution  that  will  tackle  the 
immediate  task.  At  the  same 
time,  it  will  integrate  with 
products  from  other  vendors, 
with  other  platforms,  operat¬ 
ing  systems  and  applications. 

Key  to  making  this  work  is  our 


broad  range  of  systems  soft¬ 
ware  technology.  For  the  people 
in  your  company,  this  brings 
point-and- click  simplicity, 
while  allowing  transparent 
integration  of  applications 
and  access  to  data  bases,  both 
local  and  remote. 

This  Open  Systems  reality  has 
a  solid  foundation.  Six  years 


1991  Hewlett-Packard  Company  NSS9017 


Ours 


of  delivering  standards-based 
systems.  A  dedication  to 
networking  standards,  from 
LANs  to  WANs.  And  a  family  of 
RISC-based  computers  offer¬ 
ing  unmatched  scalability 
from  desktop  models  to  multi¬ 
user  systems. 

For  nearly  twenty  years,  we’ve 
been  delivering  computers 


to  handle  company- wide 
strategic  functions.  From 
materials  management  and 
financial  analysis  to  office 
automation  and  distribution. 
And  we  offer  service  so 
superior  that,  in  the  Datapro 
User  Surveys,  HP  has  achieved 
the  best  overall  record  among 
industry  leaders  for  cus¬ 


tomer  support  satisfaction. 
For  seven  straight  years! 

In  short,  there’s  nothing  ‘blue 
sky’  about  our  Open  Systems. 

Call  1-800-752-0900, 

Ext.  1947.  We’ll  deliver. 

That  HEWLETT 
minM  PACKARD 
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TECH  TALK 


Jumpin’  Josephson! 

■  Fujitsu  Laboratories  Ltd., 
Toyo  Sanso  Co.  and  Shinko 
Electric  Industries  Co.  have 
developed  and  tested  the 
world’s  first  cryogenic  sys¬ 
tem  for  Josephson  comput¬ 
ers,  according  to  Fujitsu. 

The  new  system,  which  in¬ 
cludes  Josephson  and  semi¬ 
conductor  chips,  is  more  than 
10  times  faster  than  a  sys¬ 
tem  using  only  semiconduc¬ 
tor  chips,  the  company  said. 
Up  to  now,  scientists  thought 
Josephson  computers  would 
be  impossible  to  build  because 
high-speed  operations  would 
require  I/O  cables  to  be  long¬ 
er  than  1mm  in  order  to  con¬ 
nect  logic  chips  at  low  tem¬ 
perature  and  memory  chips 
at  high  temperature. 

DRAM  dynamo 

■  A  new  64M-bit  dynamic 
random-access  memory  chip 
with  a  cell  size  of  only  2  sq 
microns  and  an  access  time  of 
50  nsec  is  one  of  the  latest 
developments  at  Matsushita 
Electric  Industrial  Co. 
Thanks  to  a  more  precise  la¬ 
ser  lithographic  process,  the 
chip  will  be  easier  to  mass 
produce  than  chips  using 
conventional  manufacturing 
methods,  the  company  said. 
Fujitsu  Ltd.  and  Mitsubishi 
Electronic  Corp.  also  an¬ 
nounced  plans  to  introduce 
prototype  64M-bit  DRAM 
chips.  The  64M-bit  DRAM 
chip,  the  highest  capacity 
chip  developed  to  date,  is  ca¬ 
pable  of  storing  more  than 
250  pages  of  newspaper  text. 

Pixar’s  new  company 

■  Pixar,  based  in  Richmond, 
Calif.,  plans  to  spin  off  a  new 
company  specializing  in 
graphics  applications  based 
on  the  company’s  Render- 
man  photorealistic  rendering 
software  and  other  technol¬ 
ogy.  The  new  company, 
which  is  unnamed,  will  mar¬ 
ket  Macrenderman,  a  render¬ 
ing  program,  and  Show- 
place,  a  program  that  enables 
users  to  create  three-dimen¬ 
sional  pictures  without  having 
to  draw  wire-frame  models. 
Both  products  are  for  the  Ap¬ 
ple  Computer,  Inc.  Macin¬ 
tosh.  Pixar  is  noted  for  ani¬ 
mated  films,  including  Tin 
Toy,  which  won  an  Oscar. 


ADVANCED  TECHNOLOGY 


Diebold:  Multimedia  is  growing  up 

The  field  is  still  in  its  infancy,  but  it  will  be  a  formidable  adult,  computer  expert  says 


The  impact  of  multimedia  on 
the  information  technology 
industry  has  yet  to  be  appre¬ 
ciated,  according  to  John 
Diebold,  chairman  of  the 
board  at  The  Diebold  Group,  Inc. 
Computers  capable  of  pulling  off  mul¬ 
timedia  trickery  are  still  in  their  in¬ 
fancy,  but  it  is  already  apparent  that 
the  technology  will  become  widespread 
and  inexpensive.  Asa  result,  Diebold 
said,  what  will  be  more  important  to 
companies  in  the  multimedia  game  is 
not  the  hardware  but  the  software.  In 
a  recent  interview  with  Computer- 
world  ’s  Senior  Editor  Michael  Alex¬ 
ander,  Diebold  discussed  his  views  on 
the  future  of  multimedia: 

You  say  that  multimedia  will 
change  the  economics  of  the  in¬ 
formation  technology  industry. 
How  so? 

Multimedia  hardware  will  follow  the 
same  pattern  as  the  rest  of  industry.  As 
multimedia  becomes  more  common, 
the  hardware  will  become  commodi¬ 
tized.  You  will  see  a  small  number  of 
large  firms  producing  commodity  prod¬ 
ucts.  There  will  also  be  small  firms 
with  short  life  spans  moving  in  and  out 
of  business. 

The  character  of  interplay  between 
small  and  large  companies  is  uniquely 
multiplied  in  multimedia  because  the 
software  takes  on  a  degree  of  complex¬ 
ity.  The  larger  firms  will  need  images 
and  the  ability  to  access  the  talent  to 
create  images.  You  will  see  more  acqui¬ 
sitions  as  a  result.  This  doesn’t  mean 
you  can’t  have  a  successful  commodity 
hardware  business,  but  you  will  have  a 
better  business  with  software. 

Can  small  entrepreneurial  com¬ 
panies,  especially  those  in  cre¬ 
ative  fields,  mesh  with  larger, 
perhaps  more  staid  companies 
and  yet  remain  innovative? 


You  need  to  strike  a  balance  be¬ 
tween  the  needs  of  a  small  number  of 
highly  talented  people  and  an  organiza¬ 
tion’s  need  to  turn  some  things  into 
commercial  ventures.  In  the  entertain¬ 
ment  industry,  there  is  a  history  of 
large  organizations  interplaying  with 
small  organizations  to  get  the  talent 
and  other  elements  they  need. 


Diebold  predicts  multimedia  will 
someday  be  widely  used  in  the  fields  of 
medicine,  business  and  education 


Would  you  say  American  firms 
are  less  astute  than  the  Japa¬ 
nese  in  foreseeing  the  poten¬ 
tial  of  multimedia  and  the  im¬ 
portance  of  software  over 
hardware? 

American  companies  tend  to  be 
slower  and  have  a  greater  problem 
making  acquisitions  that  don’t  have  an 
immediate  payoff  but  one  that  is  more 
than  five  years  ahead.  In  the  case  of 
Matsushita  and  Sony,  they  are  paying 
high  prices  for  businesses  that  don’t 
currently  have  substantial  earning  po¬ 
tential  and  then  positioning  them  for 


larger  benefit  in  the  multimedia  field. 

The  two  acquisitions  you  noted, 
MCA  and  CBS  Records,  are  of 
companies  in  the  entertainment 
industry.  Is  that  where  the 
money  will  be  in  multimedia? 

I  don’t  think  so.  It  will  be  more  in  the 
professional  fields.  The  medical  uses  of 
multimedia  will  be  very  extensive  and 
very  large.  Multimedia  in  marketing 
will  be  very  important  and  will  change 
that  profession  a  great  deal.  The  educa¬ 
tional  use  will  also  be  important. 

Most  business  people  on  the  user 
side  have  yet  to  begin  to  think  multime¬ 
dia  in  typical  business  systems. 

Let’s  talk  about  multimedia 
from  the  end-user  side  for  a 
moment.  What  would  you  sug¬ 
gest  end-user  companies 
should  be  doing  now? 

I  think  today,  for  example,  there 
ought  to  be  more  experimentation  by 
users  using  compact  discs,  digital  video 
interactive  and  other  disc  technologies. 
Then  they  have  the  opportunity  to  go 
through  the  teething  process  so  that  by 
the  time  the  hardware  is  there,  they  are 
ready.  They  could  be  building  demon¬ 
stration  projects  that  may  cost  much 
more  today  but  then  using  them  with  a 
price  structure  that  will  apply  in  years 
ahead. 

There  has  been  quite  a  bit  of 
discussion  already  about  copy¬ 
right  and  intellectual  property 
in  the  use  of  multimedia.  Any 
thoughts  on  how  this  issue  will 
be  resolved? 

I  don’t  think  legal  specialists  have 
yet  come  to  grips  with  the  heart  of  the 
problem:  getting  rights  to  images,  the 
right  to  edit  them  and  to  use  them  out 
of  their  original  context.  The  complex¬ 
ity  of  getting  rights  leads  to  piracy  by 
people  who  do  not  want  to  do  it. 


Scientists  take  a  new  look  at  meaning  of  life 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


Neural  networks,  expert  sys¬ 
tems,  evolver  software  that 
mutates  according  to  Dar¬ 
winian  principles  and  even 
computer  viruses  attempt 
to  mimic  living  things.  However,  can 
such  computer  programs  really  be  con¬ 
sidered  “alive?”  Some  scientists  who 
are  exploring  the  new  field  of  artificial 
life  believe  so. 

Artificial  life  aims  to  replicate  life¬ 
like  behavior  on  computer  screens  in 
hopes  of  predicting  human  behavior  or 
uncovering  what  makes  us  and  other 
living  things  tick. 

Recently,  some  scientists  have  be¬ 
gun  to  ask  if  computer  viruses  —  self- 


replicating  computer  programs  —  are  a 
form  of  artificial  life.  Simply  because 
computer  viruses  do  not  exist  as  organ¬ 
ic  molecules  may  not  be  sufficient  rea¬ 
son  to  dismiss  the  classification  of  vi¬ 
ruses  as  a  life-form,  according  to 
Eugene  Spafford,  an  associate  profes¬ 
sor  of  computer  science  at  Purdue  Uni¬ 
versity  in  West  Lafayette,  Ind. 

However,  computer  viruses  do  not 
evolve  in  the  truest  sense  of  the  word. 
Artificial  life  proponents  want  their  cre¬ 
ations  to  be  able  to  mutate  or  adapt  and 
more.  Evolver  software,  for  example, 
generates  solutions  to  a  problem  and 
then  selects  the  best  based  on  the  sur- 
vival-of-the-fittest  theory. 

Thinking  Machines  Corp.  has  taken 
the  idea  one  step  further  with  a  num¬ 
ber-sorting  program  that  becomes  pro¬ 


gressively  better  at  solving  problems. 
Eventually,  the  programming  tech¬ 
nique  could  be  used  to  develop  self-gen- 
erating,  ever  improving  software  and 
neural  networks. 

Computer  scientists  at  IBM’s 
Thomas  J.  Watson  Research  Center  in 
Yorktown  Heights,  N.Y.,  were  aston¬ 
ished  to  discover  last  year  that  a  com¬ 
puter  simulation  of  human  brain  waves 
began  giving  off  waves  of  its  own.  The 
discovery  may  provide  insight  into  new 
computer  architectures. 

Interested  in  taking  a  look  at  artifi¬ 
cial  life-forms  firsthand?  Sintar  Soft¬ 
ware,  a  Seattle  software  publisher, 
markets  a  $45  program  called  Cellmas- 
ter  that  allows  you  to  set  the  rules  that 
govern  the  lives  of  paramecium-like 
creatures  and  jellyfish. 
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Management  VS.TFX. 


Ever  hear  your  users  clamor  for  session  management? 
Probably  not.  But  just  try  to  count  requests  for  faster 
access  to  multiple  applications  and  databases.  And  for 
integration  of  applications. 

Your  users  need  more  than  conventional  session 
management.  They  need  a  tool  that  delivers  timely 
information  in  a  form  that  boosts  responsiveness  and 
productivity.  They  need  a  network  tool  that  takes 
them  beyond  session  management.  They  need  TPX 
from  LEGENT. 

TPX  goes  beyond  session  management  to  provide 
the  power  of  Application  Integration  and  present 
information  from  multiple  applications  on  a  single 
customized  screen.  TPX  can  provide  SAA/CUA  compliant 
panels  as  well.  And  now  you  can  use  TPX  to  implement 
Application  Connectivity  for  OfficeVision. 

But  perhaps  the  most  exciting  aspect  of  TPX  is  its 
efficiency.  With  its  modular,  streamlined,  multiserver 
architecture,  TPX  provides  functionality  with  no 
compromise  to  overhead.  You  get  the  power  you  need 
without  exhausting  resources. 

Find  out  why  over  1800  data  centers  worldwide  have 
already  chosen  TPX  for  session  management... and  a 

TPX:  Beyond  whole  lot  more.  Contact  your  local 
session  management.  LEGENT  account  representative  or 


call  800-323-2600  (412-323-2600  in  Pennsylvania).  Free 
evaluations  are  available  for  MVS  and  VM  environments. 


©1991  LEGENT 

TPX®  is  a  registered  trademark  of  LEGENT  Corporation 
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LEGENT 


The  world  and  all  it  encompasses  divides  neatly 
can  control  and  the  things  you  cant.  And  as  my 
tee finds  its  way  to  the  bottom  of  a  water  hazard  at 
little  doubt  in  my  mind  which  group  golf  balls  fal 


that  I  can  easily  control  an  entire  phone  system^ 


but  a  dimplec 


I  mean,  from 


I  get  fauli 


other  hand,  ah 


hope  that  more 


products  for  use 


only  in  the  hope  thai 


ATM  makes  the  broadest  line  of  Systems  Management  products  available  for  both  the  DEFINITY  Communications  System  and  other  PBXs.  For  more  information 
or  a  free  copy  of  THE  AT&T  CATALOG,  call  1  800  247-1212,  Ext.  228.  In  Canada,  call  1  800  387-6100.  For  sporting  goods,  call  someone  else. 


into  two  groups:  The  things  you 


slice  from  the  sixteenth 


though  it  had  a  map,  there 


into.  And  it  is  amazing  to  me 


using  AT&T’s  PBX  Systems  Management  offerings, 
ball  the  size  of  a  dinosaurs  brain  has  me  mastered. 
AT&T  I  get flexible  systems  administration, 
management,  performance  management, 
and  accounting  management.  From  golf,  on  the 
I  really  get  is  frustration.  I  mention  this  not  in  the 
People  will  buy  AT&T  PBX  Systems  Management 
with  their  DEFINITY ®  System.  I  mention  all  this 
AT&T  will  one  day  soon  go  into  sporting  goods. 


AT&T 

The  right  choice. 


VIEWPOINT 


EDITORIAL 

Open  for  whom? 

REPORTS  THAT  A  group  of  leading  PC 
and  workstation  vendors  is  forming  to 
promote  a  standard  for  reduced  instruc¬ 
tion  set  computing  (RlSC)-based  com¬ 
puters  raise  questions  about  what  role  impromp¬ 
tu  standards-setting  bodies  should  play.  Would 
this  group,  which  reportedly  includes  Compaq, 
DEC,  Mips  Computer  Systems,  Microsoft  and 
The  Santa  Cruz  Operation,  really  make  choices 
easier  for  buyers?  Or  would  it  try  to  steal  thunder 
from  Sun  Microsystems  as  that  company  works 
to  push  its  own  Scalable  Processor  Architecture 
(Sparc)  as  a  de  facto  industry  guideline? 

Recent  history  shows  that  anything  is  possible. 
More  than  two  years  ago,  a  group  of  heavy¬ 
weights  banded  together  to  form  the  Open  Soft¬ 
ware  Foundation  (OSF).  The  group’s  stated  char¬ 
ter  was  to  standardize  Unix,  but  it  was  clear  that 
opposition  to  AT&T  and  Sun’s  Unix  System  V 
promotion  was  the  bigger  issue.  Today,  the  OSF 
is  still  struggling  to  get  a  product  out  the  door.  It 
has  suffered  from  constant  bickering  among  its 
members  and  has  recently  come  under  criticism 
for  being  too  restrictive  in  licensing  its  technol¬ 
ogy  to  nonmembers.  This  is  open? 

Contrast  that  with  the  case  of  the  Extended  In¬ 
dustry  Standard  Architecture  (EISA)  bus  specifi¬ 
cation  promoted  so  aggressively  by  Compaq  for 
the  past  three  years.  True,  EISA  was  an  attempt 
to  knock  IBM’s  Micro  Channel  Architecture 
(MCA)  down  a  few  pegs,  but  EISA  is  a  qualified 
success  while  MCA  creaks  under  the  weight  of 
IBM’s  inability  to  exploit  its  purported  benefits. 

The  key  difference  between  these  two  cases 
lies  in  the  goal  both  companies  supposedly 
sought:  openness.  Compaq  promoted  EISA  as  a 
public  domain  standard  that  could  be  freely  li¬ 
censed  by  anyone.  Independents  opted  for  EISA 
because  it  offered  incremental  improvement  over 
the  status  quo  and  carried  no  risk.  To  Compaq’s 
credit,  it  has  resisted  the  temptation  to  profit 
from  its  standards-setting  efforts. 

In  contrast,  the  OSF  has  tried  to  erect  a  stan¬ 
dard  that  would  primarily  benefit  those  who  paid 
to  create  it.  The  jury  is  still  out  on  whether  it  can 
succeed,  but  so  far,  its  performance  has  been  un¬ 
inspiring. 

This  begs  the  question:  Is  this  apparent  new 
effort  to  establish  a  RISC  standard  driven  more 
by  altruism  or  opposition  to  Sun?  Sun’s  relentless 
promotion  of  Sparc  as  a  standard  is  beginning  to 
bear  fruit,  in  large  part  because  it  has  pledged  to 
keep  the  specification  open  and  the  risk  of  cloning 
it  low.  If  an  alternative  standard  emerges  that 
carries  restrictive  licensing  fees  or  serves  the  in¬ 
terests  of  only  a  small  group  of  vendors,  it  will  be 
doomed  to  failure.  The  trend  is  toward  open  sys¬ 
tems,  and  buyers  aren’t  stupid. 

At  best,  these  loose  vendor  coalitions  can  bring 
stability  to  the  market.  At  worst,  they  can  split  it 
down  the  middle.  Users  will  let  their  checkbooks 
do  the  talking,  sending  their  dollars  to  those  ven¬ 
dors  who  they  believe  share  the  goal  of  open  com¬ 
puting.  To  do  otherwise  would  only  encourage 
those  who  stake  their  claims  in  proprietary  soil 
and  try  to  turn  back  the  clock. 


LETTERS  TO  THE  EDITOR 


The  Next  case 

Regarding  Computerworld’ s  re¬ 
porting  on  the  award-winning 
Next  machine  [CW,  Feb.  4],  Mr. 
Blickenstorfer’s  comment  that  a 
Next  machine  “may  be  rather 
unfamiliar  and  exotic  for  busi¬ 
ness  users”  is  completely  out  of 
line  with  my  own  experience. 

Perhaps  most  telling  was  the 
following  example:  A  friend  of 
mine  who  owns  a  small  business 
recently  lamented  that  his  peo¬ 
ple  are  screaming  for  him  to 
computerize.  He  said  he  had 
been  investigating  various  hard¬ 
ware  and  software  but  was  dis¬ 
satisfied.  We  retired  to  my  of¬ 
fice,  where  I  cranked  up  my 
Next.  Simply  by  asking  ques¬ 
tions  of  how  he  would  carry  out 
various  tasks,  I  was  able  to  dem¬ 
onstrate  the  intuitively  simple 
manner  with  which  Next  has  de¬ 
veloped  its  computer.  It  is  simple 
and  elegant  from  the  moment 
you  push  the  power  button. 

The  power  of  a  Next  is  not 
only  in  its  hardware  architecture 
but  in  its  simplicity.  It  is  no  won¬ 
der  that  Next  was  the  first  for¬ 
eign  company  to  win  Japan’s 
prestigious  G-Mark  award. 

Richard  P.  Casey 
American  General 
Information  Services,  Inc. 

Far  Hills,  N.J. 

Small  is  beautiful 

Although  I  agree  with  Charles 
Wang’s  title  theme  that  “No 
software  solution  is  an  island” 
[CW,  Jan.  21],  I  believe  his  state¬ 
ments  claiming  that  only  large 
companies  can  provide  adequate 
integrated  solutions  in  the  future 
reflect  a  self-serving  and  main- 
frame-oriented  bias. 

As  Mr.  Wang  states,  “break¬ 
through”  technologies  do  not  al¬ 


ways  evolve  to  have  as  much  im¬ 
pact  as  was  originally  envisioned 
—  but  some  do.  In  the  software 
industry,  it  is  rarely  the  large 
company  that  provides  these  in¬ 
novations;  it  is  the  small  compa¬ 
ny  with  its  ear  close  to  the  user 
and  an  ability  to  respond  rapidly 
and  creatively  to  what  it  hears. 

Increased  standardization 
creates  an  environment  in  which 
even  the  smallest  developer  can 
build  an  application  that  appears 
and  behaves  like  all  other  appli¬ 
cations  on  the  same  platform. 

I  believe  that  an  integrated 
“comprehensive  solution”  pro¬ 
vided  by  a  large  company  will  fall 
far  short  of  the  same  solution 
provided  by  smaller,  more  fo¬ 
cused  companies  that  have  spe¬ 
cialized  in  a  particular  niche  of 
that  solution  and  have  built  their 
applications  using  the  excellent 
standards  available  today. 

Kim  0.  Jones 
President 
Forecross  Corp. 

San  Francisco,  Calif. 


Time . . . 

In  regards  to  Mr.  Hitchens’  arti¬ 
cle  [CW,  Jan.  28],  we  at  SAS  In¬ 
stitute  several  years  ago  incor¬ 
porated  a  solution  to  the  21st 
century  transition  into  our  soft¬ 
ware.  We  have,  for  many  years, 
used  a  “SAS  date  value”  for  stor¬ 
ing  dates  in  user  variables.  This 
value  is  the  number  of  days  since 
a  base  date  of  Jan.  1,  1960,  and 
all  our  date  processing  algo¬ 
rithms  take  advantage  of  this. 
However,  we  do  allow  users  to 
input  and  output  dates  using 
two-digit  years,  using  such 
forms  as  “91/01/31.”  The  in¬ 
troduction  of  our  user-alterable 
option,  YEARCUTOFF,  allows 
the  user  to  indicate  the  first  year 
of  a  100-year  cycle  that  will  cor¬ 


respond  to  the  two-digit  year. 
For  example,  YEARCUT¬ 
OFF  =1980  would  cause  the 
two-digit  years  80  through  99  to 
be  interpreted  as  1980  to  1999, 
while  00  to  79  would  be  2000  to 
2079.  Our  default  value  for 
YEARCUTOFF  is  now  1900, 
but  it  will  probably  change  as  we 
approach  the  year  2000. 

Richard D.  Langston 
Core  Development 
SAS  Institute,  Inc. 

Cary.N.C. 


. . .  and  time  again 

Regarding  the  story  “Dating 
problems  now?  Wait  ’til  the  year 
2000”  [CW,  Jan.  28],  Mr.  Hit¬ 
chens  should  consider  the  fact 
that  most  systems  designers  are 
not  idiots.  For  example,  the  Pick 
operating  system  uses  a  date  for¬ 
mat  based  on  the  days  from  a 
starting  point  of  Jan.  1,  1968. 
Feb.  1, 1991  would  be  8433,  and 
Jan.  1,2000  will  be  11689. 

I  think  you  will  find  that  most 
of  the  better  systems  people 
have  taken  dates  into  account  for 
many  years.  Those  who  have  not 
will  probably  not  have  a  system 
running  on  Dec.  31, 1999. 

David  Carlson 
Data  Processing  Consultant 
Eastern  Casualty 
Insurance  Co. 

Westboro,  Mass. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor  In  Chief, 
Computerworld,  P.O.  Box  9171, 
375  Cochituate  Road,  Framing¬ 
ham,  Mass.  01 701.  Fax  number: 
(508)  875-8931;  MCI  Mail: 
COMPUTERWORLD.  Please 
include  a  phone  number  for  ver¬ 
ification. 
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VIEWPOINT 


Is  Microsoft  abusing  its  power? 

Smaller  vendors  find  that  the  software  giant  casts  a  long  shadow 


BOB  METCALFE 


? 


I  “Do  you  think 
Microsoft  is  do¬ 
ing  anything  ille¬ 
gal?”  my  venture 
capitalist  friend 
asked  as  we 
I  stood  outside  the 
San  Francisco  hotel  ballroom  in 
which  Go  Corp.  had  just  an¬ 
nounced  its  pen-based  operating 
system  for  notebook  personal 
computers. 

The  subject  of  Microsoft  had 
come  up  often  that  day  because 
Microsoft  was  seen  to  be  pre¬ 
empting  Go,  as  it  has  done  to 
other  small  companies  in  recent 
years,  by  projecting  vaguely  sim¬ 
ilar  future  capabilities  in  its  own 
products.  Anticipating  Go’s  an¬ 
nouncements,  Microsoft  had 
been  talking  about  plans  for  pen- 
based  extensions  to  its  DOS- 
based  Windows  graphical  user 
interface. 

With  tens  of  millions  of  DOS 
installations  giving  it  an  operat¬ 
ing  system  monopoly,  Micro¬ 
soft’s  product  futures  formed  a 
chilling  cloud  over  the  Go  party. 
The  same  chill  is  felt  by  the 
whole  PC  industry,  including 
several  companies  with  which 
I’m  involved.  So,  despite  my  love 
for  lawyer  jokes,  I  decided  to 


Metcalfe  invented  Ethernet  at  Xerox’s 
Palo  Alto  Research  Center  and  founded 
3Com  Corp.  He  is  now  writing  a  book 
called  Ethernet  vs.  Godzilla  and  is  con¬ 
sulting  with  Patriot  Partners,  a  joint  de¬ 
velopment  of  IBM  and  Metaphor  Com¬ 
puter  Systems. 


take  my  friend’s  legal  question 
seriously. 

“Well,  I’m  not  a  lawyer,”  I  an¬ 
swered,  “but  let’s  see,  there’s 
the  Sherman  Act.  As  I  recall, 
that  discourages  monopolistic 
collusion  on  prices  and  anticom¬ 
petitive  territory  allocations. 
There’s  the  Clayton  Act.  I  think 
that  proscribes  unfair  trade 
practices,  such  as  tying  the  sale 
of  one  product  to  another.  And, 
oh  yeah,  there’s  the  Robinson- 
Patman  Act,  which  I  think  re¬ 
quires  companies  to  offer  like 
prices  to  like  customers.” 

My  friend  was  not  happy  with 
this  amateur  legal  checklist. 
“No,  Bob,”  he  said,  “I  was  think¬ 
ing  more  along  the  lines  of  the 
RICO  [Racketeer-Influenced 
and  Corrupt  Organization  Act], 
which  aims  to  break  up  orga¬ 
nized  crime.” 

Concerns  about  Microsoft’s 
dominance  of  the  PC  software  in¬ 
dustry  are  now  common  and  no 
joking  matter,  but  still,  I  had  to 
laugh.  I  thought  about  all  those 
intelligent  young  people  now 
streaming  by  the  hundreds  to 
join  Microsoft  in  Redmond, 
Wash.  Is  it  the  Mann  Act  that 
outlaws  the  transport  of  minors 
across  state  lines  for  immoral 
purposes?  Had  we  just  created  a 
new  joke  genre? 

I  was  laughing,  but  my  friend 
wasn’t.  He  was  deadly  serious. 
Joking  aside,  is  Microsoft  abus¬ 
ing  its  monopoly? 

The  word  monopoly  reminds 
me  of  IBM,  especially  in  the 
1960s.  As  I  recall  my  mother 
telling  me,  it  was  often  alleged 


back  then  that  IBM  abused  its 
mainframe  monopoly  by  making 
preemptive  announcements  to 
thwart  competition.  A  case  in 
point  was  its  announcement  of  a 
subsequently  aborted  main¬ 
frame  (the  360/191,  I  think  it 
was)  to  rain  on  Control  Data’s 
6600  parade.  IBM  was  sued, 
eventually  submitted  to  a  con¬ 
sent  decree  and  has  since  limited 
such  preemptive  behavior. 

Is  Microsoft  in  a  similar  situa¬ 
tion?  Do  its  hints  of  future  pen- 
based  extensions  to  Windows 
constitute  unfair  competition 
with  Go?  I  think  so.  When  you 
begin  to  dominate  an  industry, 
you  take  on  new  responsibilities 
and  certain  new  standards  of  be¬ 
havior. 

Other  Microsoft  tactics,  also 
reminiscent  of  alleged  IBM  mis¬ 
behavior  in  the  1960s,  surround 
its  vertical  integration  into  appli¬ 
cation  software.  We’ve  all  heard 
how  Microsoft  got  the  PC  soft¬ 
ware  industry  ramping  up  on 
OS/2  and  Presentation  Manager 
and  then  suddenly  switched  to 
Windows.  And  what  about  the 
abrupt  introduction  of  a  new  ex¬ 
tended  memory  programming 
interface  with  the  latest  version 
of  Windows? 

Does  this  kind  of  behavior 
constitute  unfair  competition 
against  other  applications  devel¬ 
opers  who  do  not  have  the  ad¬ 
vantage  of  early  access  to  Mi¬ 
crosoft’s  operating  system 
plans?  I  think  so.  I  think  that  if 
the  DOS  world  is  to  remain  a  lev¬ 
el  playing  field  for  the  develop¬ 
ment  of  exciting  new  applica¬ 


tions,  DOS’  supplier  must  divest 
its  applications  business. 

Evidence  of  abuse  of  monopo¬ 
ly  power  may  also  be  found  in 
what  many  consider  Microsoft’s 
extortionate  (catch  the  RICO 
connection?)  software  licensing 
terms.  Do  you  have  a  choice  not 
to  license  DOS  on  Microsoft’s 
terms?  Yes,  you  can  opt  for  Unix 
or  Digital  Research’s  DR-DOS. 
But  considering  their  market 
shares,  are  these  real  alterna¬ 
tives?  I  don’t  think  so. 

Bill  Gates  was  once  my  friend. 
I  haven’t  visited  with  him  since 
long  before  Microsoft  and  my 
former  company,  3Com,  entered 
into  their  ill-fated  partnership  on 
OS/2  LAN  Manager.  That  was 
way  back,  when  Bill,  the  pro¬ 
gramming  language  and  operat¬ 
ing  system  maven,  was  also  still 
friends  with  application  software 
developers  and  PC  manufactur¬ 
ers.  At  that  time,  Bill  was  high- 
mindedly  advocating  open  PC  in¬ 


dustry  standards  as  liberation 
from  the  coercively  proprietary 
mainframe  world. 

Now,  with  Microsoft  on  top, 
most  of  Bill’s  remaining  friends 
are  his  shareholders.  Bill’s 
speeches,  long  a  source  of  vision 
for  the  open  PC  industry,  have 
become  self-serving  outlines  of 
Microsoft’s  rapacious  product 
plans.  Bill’s  industry  partner¬ 
ships  have  turned  one-sided  and 
sour.  And  Bill’s  company,  known 
in  the  past  for  drawing  new  cus¬ 
tomers  to  a  burgeoning  industry, 
is  spending  too  much  of  its  con¬ 
siderable  energy  on  damaging 
dependent  competitors  in  a  stag¬ 
nant  market. 

If  Microsoft’s  abuse  of  its  mo¬ 
nopoly  isn’t  illegal,  it  ought  to  be. 
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Garison  Weiland 


Multimedia:  Big  boys  use 
standards  as  a  weapon 


HARVEY  NEWQUIST 

Multimedia  is 
the  leading  con¬ 
tender  for  the 
hottest  buzz¬ 
word  of  1991. 
Multimedia  is 
not  really  a  new 
technology,  just  a  long-overdue 
synthesis  of  different  technol¬ 
ogies  that  make  data  more  pre¬ 
sentable,  understandable  and  ap¬ 
pealing  to  users.  Even  so,  we're 
already  seeing  the  beginnings  of 
the  kind  of  gruesome  verbal  bat¬ 
tle  that  usually  breaks  out  among 
vendors,  analysts,  the  popular 
press  and  users  during  the  early 
stages  of  every  “new”  commer¬ 
cial  technology. 

What’s  unusual  in  the  case  of 


Newquist  is  chief  executive  officer  of 
the  Relayer  Group,  which  publishes  “AI 
Trends”  and  the  “Multimedia  and  Text 
Report.” 


multimedia  is  that  the  most  noise 
isn’t  coming  from  the  small 
start-ups  —  the  tiny  companies 
that  make  the  biggest  techno¬ 
logical  contributions  —  but  rath¬ 
er  from  a  handful  of  megacorpor¬ 
ations,  such  as  IBM,  Microsoft, 
Tandy,  Zenith  and  AT&T,  which 
still  haven’t  quite  determined 
how  multimedia  fits  into  their 
marketing  strategies.  They 
know  that  it  ultimately  will  have 
to;  they  just  haven’t  figured  out 
the  how,  what,  when  and  where 
of  it. 

To  stall  for  time,  these  ven¬ 
dors  have  introduced  (force-fed 
is  probably  a  better  term)  a  set  of 
standards  to  the  user  communi¬ 
ty,  which  really  muddies  the  per¬ 
tinent  issues  of  multimedia. 

Led  by  IBM  and  Microsoft  — 
neither  of  which  has  a  dedicated 
multimedia  product  offering  out¬ 
side  of  some  splashy  promotional 
ideas  —  this  group  of  companies 
wants  to  impose  standards  for 


development  and  deployment  of 
multimedia  applications  ranging 
from  the  compression  of  video 
images  to  playback  rates.  And, 
as  is  often  the  case,  those  who 
have  bestowed  this  set  of  stan¬ 
dards  upon  us  don’t  have  any¬ 
thing  tangible  to  put  behind  it. 

Cloudy  vision 

Unlike  pioneering  multimedia 
companies  such  as  Macromind, 
Farallon  or  Radius,  IBM  and  Mi¬ 
crosoft  have  offered  the  market 
nothing  in  the  way  of  product; 
they  have  only  offered  vision . 

Standards  are  fine  when  it 
looks  like  enough  companies  are 
taking  disparate  paths  to  develop 
applications  that  ultimately  will 
not  be  compatible  with  each  oth¬ 
er.  But  having  the  two  largest 
and  most  influential  computer 
companies  in  software  and  hard¬ 
ware  arbitrarily  set  their  multi- 
media  standards  without  allow¬ 
ing  the  industry’s  users  to  sort 
through  the  existing  product  of¬ 
fering  smells  a  little  too  self- 
serving,  like  trying  to  cut  up  a  pie 
before  it’s  even  been  made. 

Products  such  as  Lotus’  1-2-3 
and  Microsoft  Word  became  de- 


facto  standards  because  users 
gravitated  toward  them.  No  one 
told  users,  “here’s  your  stan¬ 
dard.  Like  it  and  love  it  because 
that’s  all  you’re  getting.” 

This  same  attitude  set  the  ar¬ 
tificial  intelligence  industry  back 
nearly  five  years,  after  a  quick 
growth  in  the  mid-1980s.  When 
the  AI  vendors  changed  their  at¬ 
titude  and  listened  to  what  the 
customers  wanted  —  a  novel 
concept  —  sales  returned,  and 
revenue  skyrocketed.  Those 
who  didn’t  listen  slipped  quietly 
into  Chapter  11. 

The  first  group  this  IBM/Mi¬ 
crosoft  standards  activity  affects 
is  the  one  comprised  of  dedicated 
multimedia  companies  such  as 
Radius  and  Macromind.  Having 
responded  to  customer  demands 
during  the  last  few  years,  these 
firms  will  now  have  to  further 
modify  their  product  plans  to  be¬ 
come  “standardized”  —  if  they 
follow  IBM  and  Microsoft. 

The  second  group  of  victims 
is  the  users.  Getting  stuck  with  a 
standard  before  it  has  been  thor¬ 
oughly  market  tested  means  us¬ 
ers  will  have  to  accept  products 
that  may  not  meet  their  require¬ 


ments  simply  because  these 
products  are  designed,  first  and 
foremost,  with  IBM  and  Micro¬ 
soft  in  mind.  Look  at  the  Person¬ 
al  System/2,  OS/2  and  Windows 
3.0,  not  to  mention  Officevision. 
Each  of  these  products  is  an  ex¬ 
ample  of  years  of  broken  prom¬ 
ises  made  to  customers  about 
the  “potential  of  the  future,” 
while  substandard  revisions  of 
interim  products  were  fed  piece¬ 
meal  to  feature-starved  users. 
Need  I  say  more? 

Yes,  because  the  third  group 
affected  is  IBM,  Microsoft  and, 
indirectly,  their  compatriots  in 
this  standards  process.  Users 
get  tired  of  nonsense.  That's 
why  they  killed  off  the  PC  Jr.  and 
the  original  IBM  RT,  stuck  with 
Extended  Industry  Standard  Ar¬ 
chitecture-based  PCs  and  avoid¬ 
ed  Micro  Channel  Architecture- 
based  machines  in  droves. 

Until  both  IBM  and  Microsoft 
put  their  products  and  applica¬ 
tions  where  their  mouths  are, 
fancy  videotapes  and  full-page 
advertisements  are  not  going  to 
make  them  multimedia  power¬ 
houses.  In  other  words,  I’m  not 
impressed. 
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NEC  modems  keep 
information  moving  as  if  your 

life  depends  on  it. 


In  a  91 1  emergency,  to  risk  a  communications 
breakdown  is  to  risk  a  life.  So  if  you  don’t  want 
to  take  any  chances,  make  sure  your  modem  can 
handle  the  pressure  in  a  crisis. 

In  Florida,  NEC’s  I  Series  Intelligent  Chassis 
System  is  now  helping  coordinate  the  life-saving 
efforts  of  Lake  County’s  911  services.  The  county 
chose  the  system  after  tests  found 
NEC’s  I-Chassis  modems  out¬ 
performed  others.  And 
they’ve  proved  their  round- 
the-clock  reliability  by  being  on 
the  job  there  for  more  than  a  year  without 
a  single  failure. 

Since  NEC  modems  are  designed  to  rapidly 
and  accurately  transmit  huge  volumes  of  data,  Lake 
County’s  911  operators  can  now  quickly  pinpoint 
accident  locations,  provide  traffic  instructions,  find 
patient  medical  records,  and  dispatch  back-ups  when 
needed.  And  because  NEC’s  Dual  Modem  Card 
links  911’s  control  center  to  NEC  Dial-up  Modems  in 
remote  locations,  Lake  County  feels  it  has  found  the 
best  data  networking  solution  attainable. 

Each  individual  I  Series  Chassis  supports  a 
wide  variety  of  applications  and  products.  These 
include  synchronous  and  asynchronous  operation  in 
dial-up  or  leased  line  networks.  Line  speeds  ranging 
from  300  bits / s  to  56k  bits/s  with  both  analog  and 
digital  capabilities.  As  well  as  compatibility  with 
CCITT  standards  such  as  V32  and  V42/bis.  Plus, 
the  system’s  built-in  flexibility 
eliminates  product  obsolescence  by 
making  it  easy  to  add, 
mix,  and  match 
other  chassis  and  data 
communications 
j  devices  as  network 
t  requirements  change. 

1  No  matter  what 
business  you’re  in,  you  need  a  modem  that  can  keep 
facts  and  information  on  the  move  without  causing  a 
crisis  of  confidence.  So  choose  wisely.  Choose 
NEC’s  I  Series  Intelligent  Chassis  System  and  Net¬ 
work  Manager.  For  a  free  assessment  of  all  your  data 
networking  needs,  call  (800)  222-4NEC. 

©  1990  NEC  America,  Inc. 
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Microvax  still  making  its  mark 


COMMENTARY 

Johanna  Ambrosio 

Strange  way 
to  win  friends 

Some  Computer  Associates 
customers  are  switching  rather 
than  fighting  the  company’s  re¬ 
cent  price  increases  on  about 
one-fifth  of  its  IBM  VSE  prod¬ 
uct  line.  Other  observers  are 
simply  wondering  why  CA 
chose  this  particular  battle  at 
this  time. 

Just  as  CA  is  making  real 
progress  toward  resolving  its 
longstanding  support  and  ser¬ 
vice  problems,  the  company  is 
again  generating  bad  will  over 
the  VSE  move  and  other  pricing 
issues. 

CA  is  demanding  fees  be¬ 
tween  $1,400  and  $11,500  for 
users  upgrading  to  VSE/ESA 
Version  1.1.  According  to  one 
CA  executive,  the  higher  price 
tags  are  justified  because  of  the 
amount  of  work  needed  to  pre¬ 
pare  the  new  VSE-based  re¬ 
leases  [CW,  Feb.  4]. 

However,  CA  appears  to  be 
the  only  independent  software 
vendor  to  take  this  tack. 
Spokesmen  from  five  other  ven¬ 
dors  —  Software  Engineering 
of  America,  On-Line  Software 
International,  Goal  Systems  In¬ 
ternational,  B.I.  Moyle  Asso¬ 
ciates,  Inc.,  and  Cincom  Sys¬ 
tems,  said  they  were  not  asking 
customers  for  any  additional 
costs  for  the  upgrades.  Most  of 
those  vendors  said  the  amount 
of  work  they  had  to  do  was  mini¬ 
mal,  and  they  felt  that  it  was  in¬ 
appropriate  to  ask  users  to  ante 
up  more  money. 

This  radical  difference  in 
philosophy  has  not  escaped  the 
notice  of  at  least  two  users, 
both  of  whom  are  pulling  out 
their  CA  software  over  the 

Continued  on  page  32 
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With  a  roster  of  big  customers 
such  as  Toys  ’R  Us,  Inc.,  Block¬ 
buster  Entertainment  Corp.  and 
a  chain  of  French  banks,  there  is 
a  reasonable  temptation  to  call 
Digital  Equipment  Corp.’s  en¬ 
try-level  business  computer 
“The  Mighty  Microvax.” 

From  the  circa-1985  Micro¬ 
vax  II  to  today’s  Microvax 


3100E,  DEC  has  sold  nearly 
200,000  Microvaxes.  The  bulk 
of  them  have  been  Microvax 
3100s  used  mainly  as  servers  for 
local-area  networks  of  personal 
computers. 

But  now  the  powerful  little 
VAX  4000  has  crashed  the  par¬ 
ty,  dropping  the  “micro”  from 
its  name  and  making  obsolete 
three  other  Microvaxes  that 
have  yet  to  see  their  third  birth¬ 
days. 

Where  is  the  Microvax  line 
headed? 


“It  seems  clear  there’s  going 
to  be  one  Microvax  left  —  the 
3100  —  and  DEC’S  plan  is  to 
move  people  into  the  VAX  4000 
line,”  said  William  Bluest ein,  an 
analyst  at  Forrester  Research, 
Inc.  in  Cambridge,  Mass. 

“DEC’s  strategy  is  to  have  a 
block  called  Entry  Systems, 
which  will  be  the  [Microvax] 
3100  and  3300  initially,”  said 
Robert  Kidd,  an  analyst  at  Data- 
quest,  Inc.  in  San  Jose,  Calif. 
“They’re  blooming  the  upper 
end  of  the  line  and  adding  prod¬ 


ucts  in  between  with  enough  dif¬ 
ferent  technology  and  expand¬ 
ability  to  make  it  attractive  to 
different  buyers.” 

What  Microvax  customers 
can  expect  during  the  coming 
year  is  “time  to  take  a  breath,” 
said  Duncan  Anderson,  a  mar¬ 
keting  manager  at  DEC’s  Entry 
Systems  Business  unit.  “We’re 
done  for  a  while.  The  major  de¬ 
velopments  we  have  coming  will 
be  in  the  software  and  peripher¬ 
als,”  he  added. 

Some  customers  may  feel  a 
bit  disoriented  by  how  quickly 
the  Microvax  3800  and  3900,  in¬ 
troduced  in  April  1989,  were  re¬ 
placed  when  the  VAX  4000 
showed  up  in  October  1990. 

Within  three  months  of  in¬ 
stalling  its  new  Microvax  3800, 
Henry’s  Tackle  and  Sport  Co. 
saw  its  new  computer  undone  by 
the  VAX  4000. 

“Of  course  it  worries  you,” 
said  Mickey  Bowen,  data  pro¬ 
cessing  supervisor  at  the  sport¬ 
ing  goods  distributor  in  More- 
head  City,  N.C.  “You  worry  that 
you  put  your  money  in  the  wrong 
place,  but  at  that  point,  you  have 
to  live  with  it.” 

Better  price/performance 

As  DEC’s  first  system  designed 
for  client/server  applications  — 
and  one  powerful  enough  to 
chomp  into  low-end  VAX  6000 
sales  —  the  VAX  4000  Model 
300  offers  60%  better  price/per¬ 
formance  than  high-end  Micro¬ 
vaxes,  as  well  as  twice  the  mem¬ 
ory,  storage  and  I/O  throughput. 

Yet,  while  it  has  the  same  Gi¬ 
bus  backplane  as  the  Microvax 
3000s,  the  VAX  4000  is  really 
aimed  at  different  users,  Ander¬ 
son  said.  Compared  to  the  aver¬ 
age  Microvax  3100  price  of 
$15,000,  the  VAX  4000’s 
$106,000  price  tag  clearly  labels 
it  for  a  league  that  requires  supe¬ 
rior  I/O  speed,  processor  power 
and  expandable  storage. 

“The  3100  is  a  low-cost,  PC- 
like  machine  that  runs  VMS  — 
the  kind  of  machine  you  string 
Continued  on  page  33 


FEATURE:  MAINFRAME  SPREADSHEETS 

Feeling  the  squeeze  a  decade  later 


BY  MARY  LOU  ROBERTS 

SPECIAL  TO  CW 


Personal  computers  and  spreadsheets. 
The  two  seem  to  go  together  like  base¬ 
ball  and  hot  dogs,  paper  and  pencil, 
Burns  and  Allen. 

Yet,  it  is  easy  to  forget  that  spread¬ 
sheets  gained  their  initial  acceptance  not  on  PCs 
but  on  mainframes.  Joseph  Difilippantonio, 
information  center  specialist  at  Pfizer,  Inc.  in 
Easton,  Pa.,  notes,  “When  we  first  imple¬ 
mented  our  information  center  in  1982  or 
’83,  the  PC  was  not  all  that  popular.  We 
needed  a  spreadsheet,  so  we  bought 
Dynaplan  [a  product  of  Dynasoft  Corp.] 
for  our  mainframe.  ’  ’ 

A  decade  later,  however,  the  main¬ 
frame  spreadsheet  market  has  fallen  on 
hard  times.  The  widespread  acceptance  of 
PCs  in  the  corporate  world,  coupled  with 
increased  hardware  and  software  power  on 
the  desktop,  have  caused  spreadsheets  to  be 
viewed  largely  as  a  desktop  function:  Hardly  a 
company  exists  that  does  not  own  multiple 
copies  of  Lotus  Development  Corp.’s  1-2-3  or  a 
similar  spreadsheet. 

Is  the  mainframe  spreadsheet  on  the  verge  of 


extinction?  Some  think  so.  Jack  McGrath,  pub¬ 
lisher  of  “@MAX,”  a  newsletter  dedicated  to 
PC  spreadsheet  computing,  suggests  “most  of 
the  tasks  that  have  to  be  done  anymore  can  be 
done  on  micros  or  on  networks  of  micros.”  Bill 

Continued  on  page  33 
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NAPERSOFT,  Inc. 

One  Energy  Center 
Naperville,  IL  60563-8466 
708/420-1515 


Treats  Customers  Write 

NAPERSOFT®  Automated  Correspondence  Software  handles  your  written 
communications  to  customers  quickly,  accurately  and  professionally  with: 

•  On-line  or  batch  letter  writing  •  On-line  notepads  •  Spell  checker 

•  On-line  letter  history  •  Full  function  word  processor  •  Full  printer  support 

With  your  IBM  mainframe  and  NAPERSOFT  software  you  can  streamline  your  customers 
correspondence!  NAPERSOFT...  for  businesses  that  treat  customers  write. 
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Do  you  wish  you  had  selective  amnesia  every  time  you  think 
about  what  your  3090  memory  is  costing  you?  Well  remember  this. 
StorageTek  can  install  memory  that  works  just  like  you-know-who’s 
for  a  fraction  of  the  price.  In  fact,  depending  on  your  storage  needs, 
we  can  save  you  millions  on  central  and  expanded  storage  (Yes,  we 
did  say  millions). 

And  these  savings  come  complete  with  the  kind  of  support 
that  Big  Blue  would  be  proud  of.  Not  only  is  installation  certified  by 
IBM,  but  every  byte  of  StorageTek  memory  is  backed  around  the 
clock  by  a  fully  IBM-compatible  Remote  Support  Facility,  including 
redundant  hardware  suppon  and  over  2,000  StorageTek  customer 
services  engineers  worldwide.  And  in  turn,  the  entire  program  is 
backed  by  the  resources,  personnel  and  reputation  of  a  billion  dollar 
Fortune  500  company 

We  know  claims  like  these  are  bound  to  raise  some  questions 
and  some  eyebrows.  So  for  all  the  answers,  talk  to  your  StorageTek 
representative  or  call  1-800-456-7689.  Well  let  you  know  just  how 
much  you  can  expect  to  save  on  your  next  upgrade.  It’s  sure  to  be 
a  figure  you’ll  want  to  commit  to  the  bottom  line  as  well  as  to  memory 

StorageTek 

1-800-456-7689 


IBM  is  a  registered  trademark  oflnternational  Business  Machines  Corporation. 


Automated  Operations  Fact: 


Candle 

HAS  MORE  LICENSED 
USERS  THAN  ANY 
OTHER  INDEPENDENT 

VENDOR. 


▼  ▼  ho’s  the  real  leader  in  the 
automation  market?  The  facts  speak  for 
themselves:  Candle  has  more  than  500 
licensed  users  worldwide  -  more  than 
any  other  independent  software  vendor. 

Only  Candle  provides  the  ability  to 
collect  detailed  data  enterprise-wide, 
display  vital  information  at-a-glance,  and 
act  at  machine  speed  to  resolve  problems 
so  you  can  avoid  the  next  outage. 

And  here’s  another  fact  worth  con¬ 
sidering:  Candle  has  been  named  #\  in 
service  and  support  by  more  research 
firms  and  magazines  than  any  other  ISV 
in  automation. 

Candle’s  AF/OPERATOR®  greatly  im¬ 
proves  service  levels  by  automating  con¬ 
sole  management  and  eliminating  costly 
human  errors  and  delays.  (One  of  our 


AF/OPERATOR  customers  has  already 
used  it  to  save  more  than  $750,000  in 
just  two  years.)  AF/REMOTE™  gives  you 
the  power  to  remotely  manage  complex 
systems,  including  non-IBM  platforms 
and  environmentals.  And  our  newest 
product,  AF/PERFORMER™,  provides 
expert  solutions  that  safeguard  availabil¬ 
ity,  response  time,  and  throughput. 

When  mainframe  shops  around  the 
world  need  to  “do  more  with  less,”  they 
look  for  integrated  automated  solutions 
that  save  time  and  money. . .  and  their  #1 
choice  is  Candle. 

That’s  not  a  claim  -  it’s  a  fact.  We’ve 
got  more  than  500  success  stories  to 
share  with  you.  So  call  (800)  843-3970 
today  and  ask  for  Department  308. 

Copyright  ©  1991  Candle  Corporation.  All  Rights  Reserved. 
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Per-user  pricing  may  be  fair  but  a  headache,  too 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


When  you  go  to  the  butcher,  you 
buy  meat  by  the  pound.  At  the 
gas  station,  you  buy  by  the  gal¬ 
lon.  How  about  software?  Right 
now,  most  multiuser  database 
software  packages  are  sold  by 
the  yard,  either  by  site  license  or 
by  hardware  platform. 

However,  database  manage¬ 
ment  system  vendors  are  consid¬ 
ering  a  move  to  per-user  pricing, 
and  users  are  left  to  wonder 
whether  that  approach  is  going 
to  make  them  pay  more. 

Per-user  pricing  will  shift  the 
burden  of  proof  to  the  user  pre¬ 
cisely  at  the  time  when  cost-con¬ 
scious  vendors  want  to  raise 
their  monthly  revenues.  Until 
now,  most  sites  have  paid  a  flat 


fee  for  DBMS  software  accord¬ 
ing  to  the  type  of  computer  hard¬ 
ware  used.  Accordingly,  some 
DBMS  users  feel  per-user  pric¬ 
ing  will  increase  their  total  costs, 
and  vendors  maintain  this  will  be 
true  in  many  cases.  Per-user 
pricing  also  creates  a  new  level 
of  complexity  in  information  sys¬ 
tems  administration,  something 
some  users  are  unhappy  about. 

“The  worst-case  scenario  is 
that  it  would  be  a  headache  to  ad¬ 
minister,”  said  Tom  Moore,  a 
senior  consultant  at  Internation¬ 
al  Data  Corp.  in  Framingham, 
Mass.  “It  could  be  difficult  to  de¬ 
termine  how  many  people  are 
using  the  system  at  any  one 
time.” 

However,  users  interviewed 
recently  at  10  sites  around  the 
country  said  per-user  pricing 


may  prove  more  equitable  than 
the  current  system,  which  works 
against  small  numbers  of  devel¬ 
opers  using  large  machines. 

“The  Oracle  financial  applica¬ 
tions  modules  we  bought  are 
very  expensive  and  based  on  the 
processor  size,”  said  Lyria 
Charles,  director  of  IS  at  Dunn 
Edwards  Corp.,  a  Los  Angeles- 
based  retailer  of  paint  products. 
“We  said  we  would  only  have  a 
few  people  using  the  system,  so 
it  wasn’t  fair  to  pay  such  a  big 
price.” 

Making  plans 

Sumitomo  Bank  Capital  Mar¬ 
kets,  Inc.,  a  New  York-based 
trading  company  that  uses  Sy¬ 
base,  Inc.  software,  is  already 
planning  for  the  expected  vendor 
move.  “Per-user  pricing  just 


means  that  you’re  paying  a  fan- 
share  based  on  usage  of  the  soft¬ 
ware,”  said  Kevin  Scully,  vice 
president  of  systems  and  tech¬ 
nology  at  the  60-person  firm. 

So  far,  most  of  Sumitomo’s 
software  is  paid  for  on  a  site-li¬ 
cense  basis.  But  per-user  pricing 
is  in  step  with  the  firm’s  budget¬ 
ing  practices,  which  already  cal¬ 
culate  per-user  costs  for  hard¬ 
ware. 

Vendors  that  have  tried  per¬ 
user  pricing  reported  that  the 
system  worked  well  even  if  there 
is  some  uncertainty  at  user  sites 
about  how  to  pay  for  software. 
Informix  Software,  Inc.  has  been 
selling  most  of  its  database  prod¬ 
ucts  on  a  per-user  basis  since 
January  1990. 

“Clients  usually  notify  us 
when  the  business  changes  and 


they  need  to  put  more  users  on 
the  database  system,”  said  Gil¬ 
bert  Wai,  vice  president  of  prod¬ 
uct  marketing  at  Informix.  “We 
do  it  on  the  honor  system  be¬ 
cause  you  can’t  enforce  against 
software  piracy.  But  we  do  have 
built-in  [software]  monitors  to 
let  people  know  when  they’ve 
exceeded  their  bounds.” 

Sybase,  which  uses  per-user 
pricing  on  a  limited  basis,  may 
soon  expand  it.  Oracle  Systems 
Corp.  and  Ask  Computer  Sys¬ 
tems,  Inc.  also  said  they  are  con¬ 
sidering  a  wider  move  to  per¬ 
user  pricing.  A  taste  of  what  may 
come  has  already  been  seen  in  lo¬ 
cal-area  network  software  use. 

“If  you  pay  for  a  10-user  li¬ 
cense,  and  the  11th  person  logs 
on,  the  software  may  lock  that 
person  out,”  said  David  Alessan¬ 
dro,  manager  of  technical  ser¬ 
vices  at  Textron  Financial  Ser¬ 
vices,  Inc.  in  Providence,  R.I. 


Computers  help  launch 
space  research  projects 
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SACRAMENTO,  Calif.  —  The 
U.S.  space  shuttle  program  is 
getting  a  new  type  of  power 
boost  in  the  form  of  the  Ad¬ 
vanced  Solid  Rocket  Motor,  a  so¬ 
phisticated  propulsion  system 
from  Aerojet  that  will  replace 
the  traditional  rocket  boosters 
used  to  propel  objects  such  as 
the  shuttle  and  the  futuristic 
space  plane  through  the  atmo¬ 
sphere. 

As  with  other  projects,  there 
is  competition  for  the  research 
contract,  and  computers  are 
playing  a  role  in  that  competi¬ 
tion. 

Aerojet  is  a  division  of  Gen- 
corp,  Inc.,  and  it  is  using  a  Pick 
Systems  Pick-compatible  data¬ 
base  management  system  from 
Prime  Computer,  Inc.  to  peform 
cost  analysis  for  bidding  projects 
such  as  the  $1  billion  Advanced 
Solid  Rocket  Motor  contract 
from  the  National  Aeronautics 
and  Space  Administration. 

The  DBMS,  Prime  Informa¬ 
tion,  was  developed  for  the 
Prime  minicomputer  environ¬ 
ment  and  provides  Aerojet  with 
cost  tracking,  budgeting,  mate¬ 
rials  and  man-hour  expenditures 
for  data  analysis. 

According  to  Chris  Amdt- 
Kohlway,  computer  scientist  at 
Aerojet,  the  facility  has  been  us¬ 
ing  the  software  for  almost  five 
years  and  last  November  began 
using  it  in  conjunction  with  the 
space  project. 

The  company  also  has  experi¬ 
ence  in  the  Oracle  Systems 
Corp.  Oracle  relational  database 
environment. 

Aerojet  runs  Prime  Informa¬ 


tion  on  a  Prime  6550  supermini¬ 
computer  platform  for  cost  anal¬ 
ysis,  and  the  Oracle  database 
resides  on  Digital  Equipment 
Corp.  VAX  machines  and  sup¬ 
ports  in-house  problem  tracking 
and  inventory  systems.  The 
DEC  VAX  6430  and  6330  are 
used  primarily  for  engineering 
analysis  and  computer-aided  de¬ 
sign  and  manufacturing  applica¬ 
tions. 

Arndt-Kohlway  said  he  finds 
that  Prime  Information  provides 
a  better  development  environ¬ 
ment  than  relational  databases 
currently  offer. 

Quick  fixes 

“It  really  allows  us  to  fix  things 
on  the  fly,”  he  said,  adding  that 
Prime  Information  records  and 
fields  are  not  restricted  by  fixed 
lengths,  making  quick  changes 
easier. 

Aerojet  will  also  be  using  PI 
Plus,  Prime’s  version  of  Prime 
Information  optimized  for  the 
Unix  environment,  for  all  nonac¬ 
counting  applications  such  as  in¬ 
ternal  billing,  human  resources 
and  inventory  functions.  The 
product  will  also  be  used  for  bid¬ 
ding  on  future  contracts. 

Noting  that  cost  analysis  is 
not  as  glamourous  as  designing 
the  actual  space  age  technology, 
Arndt-Kohlway  said  that  it  is  just 
as  critical  in  many  ways. 

“Theoretically,  one  can  de¬ 
sign  anything.  But  can  it  be  done 
for  a  reasonable  cost?”  he  asked. 
“There  is  the  real  issue.” 

In  addition  to  NASA  subcon¬ 
tract  projects,  Aerojet  supplies 
advanced  sensors  for  sophisti¬ 
cated  satellites  and  plays  a  major 
role  in  the  National  Aero-Space 
Plane,  which  is  a  runway  craft 
now  being  designed  for  space 
travel. 


More  than  200  users  simulta¬ 
neously  access  the  Prime  Infor¬ 
mation  system  on  a  daily  basis, 
and  Arndt-Kohlway  said  he  ex¬ 
pects  that  number  to  grow  to 
300  by  the  end  of  the 
year. 

All  in  all,  there  are 
2,000  users  connected 
to  the  Prime  and  DEC 
systems  via  Ethernet 
with  Transmission  Con¬ 
trol  Protocol/  Internet 
Protocol  and  DEC’s  Lo¬ 
cal  Area  Transport. 

Aerojet  is  currently  in 
the  process  of  convert¬ 
ing  all  its  Prime  Infor¬ 
mation-based  applica¬ 
tions  to  a  Prime  EXL 
7680  Unix-based  plat¬ 
form.  The  reduced  in¬ 


struction  set  computing  (RISC)- 
based  system  will  use  PI  Plus. 

Describing  the  EXL  7680  as 
“super  powerful,”  Arndt-Kohl¬ 
way  said  the  company  bench¬ 


marked  a  number  of  vendors,  in¬ 
cluding  AT&T,  Hewlett- 
Packard  Co.  and  various  value- 
added  reseller  products,  before 
committing  to  the  Prime  box. 

“The  price/pefor- 
mance  on  the  EXL  was 
the  best,”  he  said.  He 
added  that  converting 
the  Prime  Information 
software  to  the  PI  Plus 
format  has  been  ex¬ 
tremely  easy. 

“We’ve  actually  tak¬ 
en  entire  applications 
over  without  recompil¬ 
ing,”  Arndt-Kohlway 
said.  “We  just  had  to  do 
some  recataloging.  We 
moved  an  application  in 
one  day  and  tested  it 
the  next.” 


Computers  help  contractors  determine  if  proj¬ 
ects  such  as  the  space  plane  will  get  off  the  ground 


CASE  speeds  development  for  insurer 


BY  ROSEMARY  HAMILTON 
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SPRINGFIELD,  Mass.  —  After 
committing  to  computer-aided 
software  engineering  (CASE) 
four  years  ago,  Massachusetts 
Mutual  Life  Insurance  Co.  is  now 
reaping  some  rewards. 

Earlier  this  month,  it  started 
to  phase  in  an  office  administra¬ 
tion  package,  the  third  major 
module  of  a  CASE  project  that 
will  overhaul  many  of  the  soft¬ 
ware  programs  used  by  the  in¬ 
surance  company.  Last  year,  the 
firm  delivered  a  medical  provider 
system,  which  gives  on-line  ac¬ 
cess  to  approved  medical  exam¬ 
iners  and  facilities  throughout 
the  country,  and  a  client  man¬ 
agement  system,  a  database  sys¬ 
tem  of  all  insured  clients. 

An  application  data  entry 
package  is  slated  for  release  this 
year. 

All  of  the  systems  have  come 
from  an  internal  project  called 
Horizon,  which  relies  on  the 
suite  of  CASE  tools  from  Texas 
Instruments,  Inc.,  said  Peter  Da- 


boul,  senior  vice  president  of  in¬ 
formation  systems  and  services. 

The  company  began  the 
CASE  project  in  1987.  It  devot¬ 
ed  nearly  two  years  to  planning, 
learning  the  TI  methodology, 
preparing,  training  and  perform¬ 
ing  initial  development  before 
the  official  software  develop¬ 
ment  and  installation  began. 

Although  Mass  Mutual  is  now 
using  several  software  packages 
from  this  effort,  Daboul  said,  the 
company  has  yet  to  get  the  big 
payback  from  CASE.  He  said  he 
expects  that  it  will  come  later 
when  developers  can  reuse  soft¬ 
ware  from  the  Horizon  project. 
What  is  more,  maintenance  and 
changes  to  current  applications 
will  require  less  time  because  of 
their  CASE  foundation. 

“There’s  a  near-term  pay¬ 
back,  but  the  big  hitter  will  come 
over  time,”  Daboul  said. 

Daboul  said  there  are  cur¬ 
rently  175  staff  members  in¬ 
volved  with  CASE.  Initially,  he 
was  faced  with  some  staff  reluc¬ 
tance,  which  he  attributes  to  the 
“fear  of  the  unknown.”  To  com¬ 


bat  this,  Daboul  introduced  the 
CASE  tools  in  “vertical  slices,” 
or  small  development  projects, 
in  which  staff  members  could 
work  on  a  program  from  start  to 
finish.  This  approach  allowed 
him  to  phase  in  the  CASE  tools 
and  allowed  staff  members  to  ad¬ 
just  to  them  slowly. 

He  also  gave  a  thumbs  up  to 
the  TI  product  and  said  he  has  no 
qualms  about  tying  himself  to 
one  vendor’s  product.  This  con¬ 
trasts  with  IBM’s  position  that  a 
user  should  select  tools  from 
various  vendors  to  achieve  a 
“best  of  breed”  solution. 

“If  IBM  had  an  integrated 
tool  set,  then  their  marketing 
pitch  would  be  different,”  Da¬ 
boul  said.  “One  of  the  most  diffi¬ 
cult  issues  is  the  integration  of 
unlike  components.  I  prefer  the 
integrated  product  approach” 
that  TI  promotes. 

Nonetheless,  he  has  kept  an 
eye  on  IBM  AD/Cycle  develop¬ 
ments.  “We  are  watching  it,”  he 
said,  “but  we  trust  TI  to  do 
whatever  they  have  to  do  to  re¬ 
main  compatible”  with  IBM. 
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The  IEF  ™  can  help  you  devel 
unprecedented  quality,  prod 


“The  IEF  is  a  superior  tool  for  implement¬ 
ing  Information  Engineering  because  it 
integrates  the  entire  process  from  planning 
through  code  generation.  We’re  deploying 
the  IEF  throughout  the  corporation.” 

David  V.  Evans 
Vice  President 

Director,  Information  Systems 
J.C.  Penney 


“Our  On-line  Banking  system  has  been  in 
production  for  more  than  12  months — 
500,000  transactions  a  day — without  a 
single  code  failure.  And  we  had  very  few 
enhancements  to  do.  Our  users  got  what 
they  needed  the  first  time  out.” 

Mark  Quinlan 

Senior  Programmer/Analyst 
Huntington  National  Bank 


“To  meet  the  dramatically  reduced  time- 
to-market  requirements  for  our  products, 
we  need  high-quality  systems  that  can  be 
changed  fast.  That’s  why  we’ve  chosen 
the  IEF  as  the  CASE  solution  for  our  entire 
organization.” 

John  Pajak 

Executive  Vice  President 
Mass  Mutual  Life  Insurance 


“The  strengths  of  the  IEF  are  clear-cut. 

One  obvious  quality  advantage  is  that 
application  changes  are  made  to  diagrams, 
not  code.  This  ensures  ongoing  integrity 
—the  specification  always  matches  the 
executing  system.” 

Paul  R.  Hessinger 
Chief  Technology  Officer 
Computer  Task  Group 


“We  are  using  the  IEF  to  develop  a  new 
generation  of  manufacturing  systems 
replacing  over  300  existing  systems.  We 
estimate  that  IEF  will  increase  our  produc¬ 
tivity  by  between  2-to-1  and  3-to-1  for 
new  systems  development..” 

Wal  Budzynski 

Head  of  Operations,  Systems/Computing 
Rolls-Royce 


“I’ve  seen  other  CASE  tools  fail,  so  I  raised 
the  bar  high  when  we  evaluated  the  IEF.  It 
passed  with  flying  colors.  I  could  not  be 
happier  with  my  decision  to  adopt  the 
IEF  company-wide.” 

John  F.  Mott 
President 

AMR  Travel  Services 


“We  used  the  IEF  to  rebuild  our  aging 
Frequent  Flight  Bonus  system.  With  DB2 
tables  of  up  to  52  million  rows,  we  needed 
high  performance.  And  we  got  it.. .98%  of 
our  transactions  complete  in  less  than 
3  seconds.” 

Cloene  Goldsborough 

Director  of  Data  Resource  Management 

TWA 


“Our  users  were  extremely  pleased  when 
we  finished  our  first  project— a  60-trans- 
action  system — in  one-half  the  budgeted 
time.  We  had  tried  interfaced  CASE  tools 
without  success.  IEF  integration  makes 
the  difference.” 

Giorgio  Sorani 
Division  Head  -  MIS 
Lubrizol 


“Our  first  IEF  system  was  completed 
faster,  and  with  fewer  errors,  than  any 
system  I’ve  ever  seen.  If  I  had  to  go  back 
to  the  old  ways,  I’d  find  another 
job. ..outside  the  DP  world.  It  means  that 
much  to  me.” 

Mogens  Sorensen 
Chief  Consultant 
Nykredit  (Denmark) 


op  information  systems  with 
uctivity  and  maintainability. 

The  success  of  Texas  Instruments 
CASE  product  is  proven — in  the  field. 


Major  companies  have  used  TI’s 
CASE  product,  the  Information 
Engineering  Facility™  (IEFM),  for 
everything  from  rebuilding  aging 
high-maintenance-cost  systems  to 
development  of  new  enterprise' 
wide  strategic  systems. 

Study  shows  zero  code  defects. 

The  quality  of  IEF'developed 
systems  is  remarkable.  In  recent 
CASE  research  by  The  Gartner 
Group,  application  developers 
were  asked  to  report  the  number 
of  abends  they  had  experienced. 
(An  “abend”  is  a  system  failure 
or  “lock-up”  caused  by  code 
defects.)  IEF  developers  reported 
zero  defects— not  one  abend  had 
occurred  in  IEF -generated  code. 

Maintenance  productivity 
gains  of  up  to  10-to-l. 

In  this  same  study,  developers 
were  asked  to  compare  IEF 
maintenance  productivity  with 
their  former  methods.  Of  those 
responding,  more  than  80  percent 
had  experienced  gains  of  from  2 -to- 1 
to  10-to-l.  (See  chart.) 

Specifications  always  match 
the  executing  application. 

With  the  IEF,  application 
changes  are  made  to  diagrams, 
not  code.  So,  for  the  life  of  your 
system,  specifications  will  always 
match  the  executing  application. 
The  Gartner  Group  research 
showed  that  all  IEF  users  who 
reported  making  application 
changes  made  all  changes  at  the 
diagram  level. 


IEF  Maintenance  Productivity 
Compared  to  Traditional  Techniques. 


(Source:  Gartner  Group,  Inc.,  8/90) 
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Productivity  Productivity  Productivity 

Developers  were  asked  to  compare  IEF  maintenance  to 
former  methods.  Of  those  responding,  more  than  80% 
reported  productivity  gains  of  from  2 'to- 1  to  10-to-l. 

Mainframe  applications  can  be 
developed  and  tested  on  a  PC. 

With  our  new  OS/2  toolset,  you 
can  develop  mainframe  applica- 
tions,  from  analysis  through 
automatic  code  generation,  on 
your  PC.  Then,  using  the  IEF’s 
TP  monitor  simulator  and  the 
diagram-level  testing  feature,  you 
can  also  test  these  mainframe 
applications  without  ever  leaving 
the  PC. 

More  environmental 
independence  coming  soon — 
develop  on  PC,  generate  for 
DEC/VMS,  TANDEM, UNIX. 

The  IEF  has  generated  applica¬ 
tions  for  IBM  mainframe  environ¬ 
ments  (MVS/DB2  under  TSO, 
IMS/DC,  and  CICS)  since  early 
1988.  Soon  you’ll  be  able  to 
develop  systems  in  OS/2  and  then 
automatically  generate  for  other 
platforms.  DEC/VMS,  TANDEM 
and  UNIX  are  scheduled  for 
availability  in  1991.  More  will 


follow.  We  are  committed  to 
increased  environmental  indepen¬ 
dence  in  support  of  the  Open 
Systems  concept. 

We  are  committed  to  standards. 

IEF  tools  and  IEF-generated  code 
will  comply  with  standards  as 
they  emerge.  We  will  adhere  to 
CUA  standards  and  to  the  prin¬ 
ciples  of  IBM’s  AD/Cycle  and 
DEC’s  COPiESION— and  we  will 
support  Open  Systems  environ¬ 
ments  centering  around  UNIX.  In 
any  environment,  the  COBOL,  C 
and  SQL  we  generate  adhere  closely 
to  ANSI  standards.  Our  presence 
on  standards  committees  helps  us 
keep  abreast  of  ANSI  and  ISO 
developments  affecting  the 
CASE  world. 

Full-service  support. 

Of  course,  our  technical  support, 
consultancy,  training  courses, 
satellite  seminars,  and  other  infor¬ 
mational  assistance  will  continue 
apace.  We  also  offer  re-engineering 
and  template  services.  This  full- 
service  support  will  remain  an 
integral  part  of  the  IEF  product. 

For  more  information, 
including  a  VHS  video  demo, 
call  800-527-3500  or 
214-575-4404. 

Or  write  Texas  Instruments, 
6550  Chase  Oaks  Blvd., 

Plano,  Texas  75023. 

Texas 

Instruments 

66106 
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CONTINUED  FROM  PAGE  25 
pricing  issue. 

‘‘This  is  completely  wrong,  and  I’m 
not  going  to  pay  it,”  said  one  user  who  did 
not  want  to  be  identified  because  he  is  in 
the  midst  of  negotiations  with  the  new 
vendor.  The  user  added  that  it  will  take 
him  no  more  than  about  a  weekend  to  re¬ 
place  his  copy  of  CA-Dynam/T  with  a 
competing  product. 

“There  are  other  viable  products  out 
there.  For  what  CA  is  charging  to  up¬ 
grade,  you  can  buy  an  alternative,”  said 
the  second  user,  Alvin  Drake,  who  is  man¬ 
ager  of  technical  support  at  Spartan 
Food  Systems,  Inc.  in  Spartanburg,  S.C. 


Drake  said  he  plans  to  replace  five  of  his 
CA  products  unless  the  price  increase  is 
rescinded. 

So  far,  CA  has  stuck  to  its  guns,  tell¬ 
ing  users  if  they  don’t  pay,  they  don’t  get 
the  tapes  of  the  new  products.  However, 
Drake  said,  “I  wonder  how  many  custom¬ 
ers  they’ll  have  to  lose  before  they  re¬ 
consider  that  policy.” 

Especially  galling  to  some  users  is 
that  they  still  have  not  received  any  for¬ 
mal  notification  or  explanation  of  the 
new  pricing  policy,  despite  a  CA  execu¬ 
tive’s  assertion  that  a  letter  was  sent  out 
to  CA  customers  during  the  week  of  Jan. 
28. 

Although  some  users  are  too  “mar¬ 
ried”  to  their  CA  products  to  consider 
switching,  this  can’t  help  but  further 


damage  CA’s  already  shaky  relationship 
with  the  user  community. 

“Even  if  customers  don’t  switch,  it 
can’t  help  CA  to  have  customers  upset,” 
said  Charles  Phillips,  vice  president  of 
Soundview  Financial  Group  in  Stamford, 
Conn.  “Because  even  if  they  can’t  leave 
now,  maybe  they’ll  start  thinking  about 
doing  so  eventually.” 

Phillips  said  that  the  VSE  issue  is 
“just  the  tip  of  the  iceberg.  CA  is  taking 
every  opportunity  to  gouge  customers 
with  very  inconsistent  pricing  practices.” 
He  said  he  has  talked  to  users  that  CA 
has  charged  up  to  $100,000  to  “re-do  the 
paperwork”  in  administrative  matters 
such  as  two  data  centers  merging.  “A  lot 
of  customers  are  ticked  off  at  CA,”  Phil¬ 
lips  said. 


So  far,  there  has  been  no  great  cry 
from  CA’s  VSE  user  base,  which,  by  con¬ 
servative  estimates,  includes  at  least 
70%  of  the  10,000  or  so  VSE  users  in  the 
U.S. 

Some  customers  have  quietly  com¬ 
plained  to  CA  and  are  waiting  to  see  if  any 
action  will  be  taken,  while  others  have 
decided  to  pay  because  they  feel  it’s  their 
only  option. 

Still,  as  more  users  upgrade  to  the 
new  version  of  VSE  during  the  next  18 
months,  time  will  tell  whether  they  will, 
in  the  time-honored  tradition  of  the  com¬ 
puter  industry,  “vote  with  their  pocket- 
books.” 


Ambrosio  is  Computerworld’s  Mid-Atlantic  se¬ 
nior  correspondent. 


Turn  it  on  and  forget  about  it. 


Forget  about  walking  into 
work  to  find  last  night’s  modem 
problems  waiting  for  you. 

Forget  about  downtime. 
About  line  problems.  About 
resending  data. 


The  Courier  HST™, 
Courier  V.32  b/s™,  and  Courier 
HST  Dual  Standard™  modems  all  come 
in  internal,  external,  and  rackmount  models. 


Forget  about  staying  late 
and  waiting  for  your  data  to 
get  through. 


Courier™  high  speed  modems 
work  so  well,  you  can  forget 
about  them  altogether. 

DuPont.  Eastman  Kodak. 
USWest.  Forty-three  of  the 
Fortune  50  rely  on  Couriers. 
They  can’t  afford  trouble  any 
more  than  you  can. 

Only  Couriers  give  you  ASL™ 
to  keep  you  at  maximum  speed. 

ASL  is  U.S.  Robotics’ 
Adaptive  Speed  Leveling.  All 
modems  slow  down  for  line 
noise.  But  two  high  speed 
Couriers  working  together  will 
speed  up  again  when  line 
conditions  improve. 

Other  modems  leave  you 


stuck  in  “low”  That  can  turn  a 
$1  call  into  a  $10  call. 

So  if  you  think  a  modem 
that  gives  you  38,400  bps 
throughput  has  to  be  temper¬ 
amental,  relax. 

Nobody  handles  all  the 
hassles  of  dial-up  lines  better 
than  U.S.  Robotics. 

We’re  proud  to  say  we 
make  the  most  forgettable 
modems  in  the  world. 


Hflobotics 

The  Intelligent  Choice  in  Data  Communications 


U.S.  Robotics.  Inc..  8100  N  McCormick  Blvd  , Skokie,  IL  60076.  Call  1-800-DIAL-USR.  In  Canada:  1-800-553-3560.  In  the  U.K.:  Miracom  Technology,  Ltd.  0473-233-888. 

US  Robotics  and  the  U.S.  Robotics  logo  are  registered  trademarks,  and  Couner.  Courier  V.32  bis.  Courier  HST,  Courier  HST  Dual  Standard.  ASL  and  Adaptive  Speed  Leveling  are  trademarks  ot  U.S.  Robotics.  Inc. 


NEW  DEALS 

Bull  wins 
court  pact 

Bull  HN  Information  Systems, 
Inc.  was  recently  awarded  a  blan¬ 
ket  contract  from  Massachusetts 
for  the  Superior  Court,  Department 
of  the  Trial  Court.  The  $3.4  million 
contract  covers  three  years  and  in¬ 
cludes  two  optional  one-year  exten¬ 
sion  periods.  Under  the  terms  of  the 
agreement,  Bull  will  provide  hard¬ 
ware,  software,  service,  support 
and  consultation  for  the  Common¬ 
wealth’s  20  Superior  Court  seats. 

Quotron  Systems,  Inc.  and 
Paine  Webber,  Inc.  in  New  York, 
recently  signed  a  multiyear  agree¬ 
ment  to  upgrade  all  Paine  Webber 
branches  to  the  Quotron  1000  serv¬ 
er  and  to  later  migrate  some  of  the 
securities  firm’s  275  branch  offices 
to  the  Unix-based  IBM  RISC/Sys¬ 
tem  6000  server.  The  IBM  work¬ 
stations  will  support  brokers  by  de¬ 
livering  market  data  and  applica¬ 
tions  to  direct-connect  or  remote 
terminals.  The  servers  will  act  as 
file  servers  to  customer  personal 
computers  and  workstations. 

Phillips  Petroleum  Co.  in  Atlan¬ 
ta  has  signed  a  $1  million  contract 
with  Dim  &  Bradstreet  Soft¬ 
ware  for  education  and  consulting 
services  in  support  of  14  previously 
licensed  applications.  Last  year, 
Phillips  signed  nearly  $4  million  in 
contracts  with  D&B  for  software 
that  was  used  in  the  firm’s  down¬ 
stream  operations,  which  include 
refining,  supply,  transportation,  pe¬ 
troleum  products  and  others. 

The  New  York  State  Office  of 
Mental  Retardation  and  Devel¬ 
opmental  Disabilities  has  joined 
forces  with  Digital  Equipment 
Corp.  and  Creative  Socio-Med¬ 
ics  Corp.  to  produce  a  tracking  and 
billing  system  for  the  70,000  people 
in  long-term  care  facilities  in  New 
York  state.  The  new  system,  writ¬ 
ten  in  the  MUMPS  language,  re¬ 
places  multiple  separate  systems 
and  will  be  one  of  the  largest 
MUMPS  networks  in  the  world. 
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Get  down  to  business.  ENTIRE.  A  bold  new  approach  to  client/server  computing. 


Looking  beyond  the  obvious. 
That's  how  SOFTW  ARE  AG  arrived  at 
our  F'.NTIRE  philosophy  of  client/server 
computing. 

It's  the  first  truly  open,  cooperative 
environment  that  gives  users  the 
information  they  need  when  they  need 
it.  Designed  from  a  unique  software,  per¬ 
spective.  ENTIRE  does  what  no  hard¬ 
ware-based  approach  can:  it  makes 


functions  completely  independent  of  their 
platforms  giving  you  the  flexibility  to  im¬ 
plement  what  you  want, 
where  you  want  it.  With  the 
freedom  to  move  applications 
where  and  when  it  makes 
sense. 

ENTIRE  also  gives 
you  the  benefit  of  a  single,  consistent 
interface.  What's  more.  ENTIRE  lets  MIS 


SOFTWARE  AG’s  vision  of 
Client/Server  technology  is  one 
that,  has  been  touted  by  other 
vendors  . . .  But  SOFTWARE  AG 
has  products  and  functionality 
to  show  for  its  strategy. 

InformatlonWeek  * 


management  employ  the  most  effective, 
economical  combinations  of  hardware 
and  software 
resources.  Main¬ 
frames.  minis.  PCs 
and  workstations  act 
as  both  clients  and 
servers,  depending 
on  their  strengths.  And  all  the  connec¬ 
tions  are  transparent.  So  users  can 


build  applications  on  a  variety  of 
platforms  today  knowing  that  those 
investments  can  be  used  across  other 
environments  tomorrow. 

Freedom  to  choose. 

And  freedom  to  change. 

if  there's  one  area  of  a  business 
that  demands  flexibility,  it's  information 
systems.  Vet  surprisingly;  this  hinction 


is  among  the  least  flexible  in  many 
companies,  with  hardware  and  soft 
ware  incompatibilities 
that  tie  the  hands  of 
managers  and  lock 
them  into  their  present 
configurations. 

Now.  thanks  to 
ENTIRE,  you  can  maximize  the  return 
on  your  existing  investments,  uniting 


The  move  marks  a  major  step 
in  the  company’s  transition  . . 
Analysts  and  customers 
applauded  the  move. 

Computer  Systems  News* 


previously  incompatible  components  into 
a  whole  which  is  truly  greater  than  the 

sum  of  its  parts.  ENTIRE 
lets  you  create  an 
enterprise-wide  net¬ 
worked  computing 
solution  based  on 
NATURAL,  our  4th 
Generation  technology  that  virtually 
eliminates  platform  dependencies. 


With  ENTIRE,  each  fractional  service 
is  provided  on  the  most  appropriate  hard¬ 
ware  platform,  which  may  then  be  accessed 
by  users  from  any  other  platl'oim.  all  with¬ 
out  cumbersome  commands  or  protocols. 

Whether  your  universe  contains 
IBM,  DEC.  Apple,  Hewlett-Packard. 
Wang.  Siemens,  or  other  technology, 
with  ENTIRE  you'll  soon  be  w'orking 
in  a  seamless  environment  that  lets 


you  focus  on  business.  And  ENTIRE 
is  open  to  functions  that  go  far  beyond 
traditional  data  process¬ 
ing  to  encompass  office 
automation,  text  manage¬ 
ment.  imaging,  geographi¬ 
cal  information  systems 
and  knowledge-based 
systems  with  a  path  to  sophisticated 
multimedia  approaches. 


Observers  seem  impressed  with 
the  plan. 

Computerworld*  * 


Best  of  all.  ENTIRE  leaves  the 
details  of  portability  and  Interoperability 
where  they  belong: 
out  of  your  way.  And 
it  leaves  your  systems 
completely  open  so 
changes  in  your  envi¬ 
ronment  brought  on 
by  increased  competition  or  other  factors 
won't  catch  you  unprepared. 


SOFTWARE  AG. 

Striving  for  j  oin'  success. 

Thousands  upon  thousands  of  orga¬ 
nizations  around  the  world  have  experi¬ 
enced  the  benefits  of  SOFTWARE  AG 
technology  .  .And  our  firmly  established 
pattern  of  innovation  will  continue  to  help 
heighten  your  success  w  ell  into  the  frture. 

We're  also  known  for  the  depth  and 
effectiveness  of  our  customer  support 


with  consulting  and  professional  ser¬ 
vices  designed  to  help  you  implement 
the  solutions  you  need.  Plus  complete 
education  and  training  to  maximize  your 
in-house  resources.  It  all  adds  up  to  a 
strategic  partnership  that  can  help  you 
overcome  the  barriers  of  an  increas¬ 
ingly  competitive  business  world. 

Find  out  more  about  ENTIRE.  Fbr 
further  information,  call  1-800-843- 


9534.  (in  Virginia,  call  703-860-5050: 
in  Canada,  call  519-622-0889:  and  in 
Europe,  call  (49)61  51  920.)  Learn  how 
a  change  in  perspective  can  make  all  the 
difference  in  your  world. 


Your  success  is  how 
we  measure  ours. 


Q  SaftlURRE  RG 
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Sales  and  Service  Offices 


u.s.  SALES 
Atlanta 

100  Ashford  Center  North,  Suite  350 
Atlanta,  GA  30338 
Phone:  (404)  390-9258 

Boston 

100  Grandview  Road,  Suite  1 10 
Braintree,  MA  02184 
Phone:  (617)  848-5057 

Chicago 

Citicorp  Plaza 

8420  W.  Bryn  Mawr  Avenue.  Suite  825 
Chicago.  IL  60631 
Phone:  (312)  693-0430 

Cleveland 

Four  Commerce  Park  Square 
23200  Chagrin  Boulevard 
Suite  600 

Beachwood,  OH  44122 
Phone:  (216)  292-8182 

Dallas 

5005L.B.J,  Freeway,  Suite  1250 
Dallas,  TX  75244 
Phone:  (214)  991-8900 

Denver 

300  Union  Boulevard,  Suite  610 
Lakewood,  CO  80228 
Phone:  (303)  987-3972 

Detroit 

39111  W.  Six  Mile  Road 
Livonia,  MI  48152 
Phone:  (313)  591-7222 

Houston 

5 1 5  West  Greens  Road.  Suite  630 
Houston.  TX  77067 
Phone:  (713)  872-0003 

Indianapolis 

8910  Purdue  Road.  Suite  150 
Indianapolis,  IN  46268 
Phone:  (317)  875-8242 


Kansas  City 

8900  Indian  Creek  Pkwy. 

Suite  260,  Bldg.  6 
Overland  Park.  KS  66212 
Phone:  (913)  451-1651 

Los  Angeles 

18300  Von  Karman  Avenue 
Suite  1020 
Irvine.  CA  92715 
Phone:  (714)  553-0880 

Minneapolis 

1 650  W,  82nd  Street.  Suite  750 
Bloomington,  MN  5543 1 
Phone:  (612)  888-4404 

New  Jersey 
400  Kelby  Street 
Fort  Lee.  NJ  07024 
Phone:  (201)461-6611 

New  York 

Air  Park  Estates  Bldg. 

1250  Scottsville  Road 
Rochester,  NY  14624 
Phone:  (716)  436-5850 

Philadelphia 

630  Sentry  Parkway 
Blue  BeU,  PA  19422 
Phone:  (215)941-2140 

Pittsburgh 

The  Landmark  Building 
1  Station  Square,  Suite  1918 
Pittsburgh,  PA  15219 
Phone:  (412)  471-4667 

Puerto  Rico 
SYNTAX  INC.  (PR) 

Metmor  Plaza,  Suite  802 
Ponce  de  Leon  268 
Hato  Rey,  Puerto  Rico  00918 
Phone:  (809)  758-5358 

St.  Louis 

1 1 1  West  Port  Plaza,  Suite  600 
St.  Louis,  MO  63146 
Phone:  (314)  542-3024 


San  Francisco 

101  California  Street,  Suite  3750 
San  Francisco,  CA  941 1 1 
Phone:  (415)  989-5010 

Seattle 

10900  N.E.  8th  Ave. 

Bellevue,  WA  98004 
Phone:  (206)  451-8055 

Washington,  D.C. 

Software  AG  Federal  Systems,  Inc. 
11130  Sunrise  VaUey  Drive,  Suite  200 
Reston.VA  22091 
Phone:  (703)  620-0100 

INTERNATIONAL  SALES 
Argentina 

Teleinformatica  S.A. 
Phone:01-313-1747 

Australia 

SPL  (Australia)  Pty„  Ltd. 

Phone:  02-498-8555 

Brazil 

CONSIST 

Phone:011-283-5111 

Canada 

Software  AG  of  Canada 
Phone:  519-622-0889 

Hong  Kong 

SPL  Systems  (Far  East),  Ltd. 

Phone:  5-493-828 

Israel 

SPL  System  Programming  (Israel),  Ltd. 
Phone:  03-775111 

Japan 

Software  AG  of  Far  East 
Phone:  03-340-2467 

Korea 

Penta  Computer  Korea  Co.,  Ltd. 

Phone:  2-272-4751 


Malaysia 

Software  AG  (M)  Sdn.  Bhd. 

22nd  Floor  Plaza  1GB 
Jalan  Kampar,  off  Jalan  Tun  Razak 
50400  Kuala  Lumpur 
Phone:  (60-3)441-1188 
FAX:  (60-3)  441-0880 

Mexico 

Software  AG  of  Mexico  S.A. 

Phone:  905-687-7816 

New  Zealand 

System  Programming  (NZ),  Ltd. 
Phone:  04-720-967 

Panama 

Software  Technology,  Inc. 

Phone:  27-4930 

Peru 

SIL  DATA 

Ave.  Santa  Cruz  410 
San  Isidro,  Lima  27 
Phone:  (51-14)41  6348 
FAX:  (51-14)41  1914 

Philippines 

SPL  Systems  (Far  East),  Ltd. 
Phone:  632-815-6501  to  505 

Singapore 

SPL  Systems  (S.E.A.)  Pte..  Ltd. 
Phone:  225-0608 

Venezuela 
A.P.S.  C.A., 

Phone:  02-329-205 


C  BOftlURRE  RG 

^  Solutions  Worldwide 

We  urge  you  to  find  out  more.  For  further  information,  contact: 

SOmVARE  AG  of  North  America,  Inc. 

1-800-843-9534  (In  Virginia,  call  703-860-5050:  in  Canada,  call  519-622-0889.) 

11190  Sunrise  Valley  Drive.  Reston,  VA  22091  LISA 
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Microvax 

CONTINUED  FROM  PAGE  25 

together  in  a  network,”  Anderson  said. 

At  Toys  ’R  Us,  which  is  adding  1,300 
Microvax  3100s  to  its  network  this  year, 
the  machines  contain  the  price  look-up  file 
that  is  accessed  each  time  a  clerk  runs  an 
electronic  wand  over  the  price  tag.  Micro- 
vaxes  also  perform  back-office  applica¬ 
tions  such  as  credit  verification  and  real¬ 
time  inventory  control. 

Insteel  Industries,  Inc.  in  Mount  Airy, 
N.C.,  relies  on  Microvax  3100s  and 
3800s  for  production  applications  and 
LANs  at  its  10  mills  and  manufacturing 
plants.  Six  Microvax  3800s  support  a  net¬ 
work  with  200  nodes,  while  a  handful  of 
3 1 00s  create  LANs  at  the  plants. 

“In  our  current  environment,  the  Mi¬ 
crovax  is  a  perfect  match  to  our  needs,” 
said  John  Claxton,  Insteel’s  systems  ad¬ 
ministrator.  “The  two  things  I’m  happi¬ 


Spreadsheets 

CONTINUED  FROM  PAGE  25 

McNee,  program  director  of  software 
services  at  Stamford,  Conn.-based 
Gartner  Group,  Inc.,  said,  “The  main¬ 
frame  spreadsheet  market  is  very  weak. 
For  the  most  part,  when  people  say  they 
want  to  move  beyond  the  PC,  what  they 
are  really  looking  for  is  a  more  sophisti¬ 
cated  modeling  tool.” 

Software  vendors  see  a  stagnating 
mainframe  spreadsheet  market.  “The 
market  is  in  drastic  decline,”  says  Michael 
J.  May,  group  marketing  manager  for  data 
center  management  products  at  Goal  Sys¬ 
tems  International,  Inc.  Goal  acquired  the 
Omnicalc  product  as  part  of  its  acquisition 
of  Tower  Systems  International  last  year 
and  is  still  supporting  it,  but  “we  don’t  see 
it  as  strategic,”  May  says. 

“The  mainframe  spreadsheet  market 
is  not  very  hot,  ”  acknowledges  F.  Tom 
Cox,  vice  president  of  marketing  at  Trax 
Softworks,  Inc. 

Mainframe  to  PC 

One  company  that  has  moved  from  the 
mainframe  to  PCs  is  Amsco  International, 
a  manufacturer  of  hospital  equipment  in 
Erie,  Pa.  “Until  the  mid-1980s,  we  had 
about  100  users  using  Dynaplan  on  the 
mainframe,”  says  Ron  DelPorto,  supervi¬ 
sor  of  network  assistance.  “For  the  most 
part,  they  worked  individually  without  at¬ 
tempting  to  share  data.  But  back  then,  we 
were  used  to  viewing  the  mainframe  as  an 
end-user  computing  platform.” 

Today,  the  company’s  500  spread¬ 
sheet  users  still  work  independently,  but 
they  do  it  using  Computer  Associates  In¬ 
ternational,  Inc.’s  Supercalc5  on  a  Novell, 
Inc.  PC  network. 

Pfizer  has  also  seen  some  of  its  users 
move  away  from  the  mainframe,  accord¬ 
ing  to  Difilippantonio.  “Dynaplan  is  very 
compatible  with  Lotus’  1-2-3,  and  we  do 
have  about  100  people  who  prefer  to  use 
1-2-3  on  their  PCs.  We  offer  our  users 
both,  and  we  don’t  tell  them  which  way  to 
go.  But  with  new  users,  we  are  definitely 
seeing  a  trend  toward  using  the  PC,”  Difi¬ 
lippantonio  says. 

However,  in  spite  of  the  trend  away 
from  mainframe  use,  some  users  and  ven¬ 
dors  say  there  is  still  justification  for  main¬ 
frame  spreadsheet  computing.  One  fre¬ 
quently  heard  reason  is  that  most 
corporate  data  still  resides  on  main- 


est  with  are  the  networking,  which  is 
close  to  painless,  and  the  hardware  plat¬ 
form  itself.  We  just  have  not  experienced 
many  problems.” 

Yet  Claxton  noted  that  if  the  VAX 


THE  MICROVAX  is  a 
perfect  match  to  our 
needs.  We  just  have 
not  experienced  many 
problems/’ 

JOHN  CLAXTON 
INSTEEL  INDUSTRIES 


4000s  had  been  available  before  last  Oc¬ 
tober,  Insteel  would  have  gone  that  route 
rather  than  choosing  Microvax  3800s. 

When  DEC  recently  began  offering  an 
upgrade  path  for  Microvax  users  to  the 


VAX  4000  Model  200  —  the  $75,000 
low-end  of  the  4000  line  —  the  company 
was  startled  by  the  avid  response.  Micro¬ 
vax  users  are  apparently  jumping  at  the 
chance  to  double  performance,  boost  I/O 
throughput  and  offload  the  CPU  by  up¬ 
grading  to  the  4000  Model  200  at 
$15,000  for  a  server  upgrade  and 
$21 ,000  for  a  time-sharing  machine. 

The  only  real  catch  is  that  the  Model 
200  is  not  upgradable;  a  move  to  the  4000 
Model  300  requires  a  box  swap. 

At  CSX  Transportation,  Inc.  in  Jack¬ 
sonville,  Fla.,  where  a  duo  of  high-end  Mi- 
crovaxes  are  used  to  develop  applications, 
the  VAX  4000  did  lure  away  a  recent  sale. 
When  a  new  department  required  more 
power  than  the  3000  series  could  provide, 
CSX  bought  a  VAX  4000  Model  300  in¬ 
stead,  said  Art  Masson,  director  of  trans¬ 
portation  systems.  “We  still  see  a  lot  of 
utility  for  the  [Microvaxes],  especially  in  a 
development  environment  for  smaller 
type  applications,”  Masson  said. 


New  business 

The  bulk  of  DEC’s  Microvax  sales  are  new  or 
add-on  installations 


Source:  Computer  Intelligence  CW  Chart:  Doreen  St  John 


frames.  “It  is  easier  to  access  data  when 
the  spreadsheet  resides  in  the  middle  of 
the  corporate  data  environment,”  says 
Ed  Spire,  president  of  Dynasoft  Corp.  An¬ 
other  reason  is  that  a  company  might  pur¬ 
chase  a  single  mainframe  copy  of  a 
spreadsheet  as  an  economy  of  scale  in¬ 


place  so  that  data  can  be  moved  around 
easily.”  He  does  note  one  drawback: 
“The  one  thing  most  users  don’t  like  is 
the  way  in  which  they  enter  data.  They 
see  the  data  entry  process  as  much  easier 
and  faster  on  the  PC.” 

John  Halligan,  manager  of  information 


sheet  and  others  are  responsible  for  main¬ 
taining  it.  By  keeping  it  on  the  mainframe, 
everybody  can  access  it  from  his  or  her 
own  terminal.” 

Also,  Ansonia  Copper  and  Brass  has 
not  bought  a  lot  of  PCs,  Halligan  says. 

Still,  that  doesn’t  necessarily  translate 


1-2-3  for  mainframes 


Amid  the  flood  of  mainframe  market  pessimism,  why  did  Lotus,  which 
has  set  the  de  facto  industry  standard  for  PC  spreadsheets,  decide  to  de¬ 
liver  a  mainframe  version  of  1-2-3?  Is  this,  in  the  words  of  Gartner 
Group’s  Bill  McNee,  “a  waste  of  resources  that  doesn’t  make  any 
sense”? 

1-2-3/M,  which  was  unveiled  last  year,  has  been  called  a  “clone”  of  the  compa¬ 
ny’s  PC  spreadsheet  product,  although  Lotus  takes  exception  to  that  description. 
“The  world  has  a  lot  more  in  it  than  just  PCs.  We  have  always  had  the  goal  of  mak¬ 
ing  the  product  cross-platform  compatible,”  says  Mike  Mitsock,  senior  product 
marketing  manager  at  Lotus. 

However,  Mitsock  acknowledges,  “the  vast  majority  of  the  code  is  the  same 
across  the  platforms  on  which  Lotus  runs,”  suggesting  that  Lotus  and  IBM  — 
which  have  exclusive  sales  and  marketing  rights  to  the  product  —  have  positioned 
1-2-3/M  not  as  a  stand-alone  mainframe  product  but  rather  as  an  extension  of  the 
PC  version  that  is  unlikely  to  affect  other  mainframe  spreadsheets.  This  increases 
the  likelihood  that  purchasers  of  1-2-3/M  will  be  existing  Lotus  PC  customers 
who  were  unlikely  prospects  to  purchase  any  other  mainframe  spreadsheet  prod¬ 
ucts. 

MARY  LOU  ROBERTS 


stead  of  purchasing  hundreds  of  PC 
copies. 

Cox  divides  users  of  mainframe 
spreadsheets  into  three  profiles:  First,  he 
says,  there  are  large  companies  with  us¬ 
ers  who  want  large  spreadsheets  or  who 
have  on-line  or  real-time  access  to  a  data¬ 
base  in  which  the  data  changes  so  rapidly 
that  it  is  impractical  to  download  it.  Sec¬ 
ond,  there  are  those  companies  that  have 
few  PCs.  Finally,  there  are  companies 
with  mainframes  already  that  simply  can¬ 
not  afford  to  purchase  PCs  or  enough 
copies  of  a  PC  spreadsheet  product. 

Staying  with  the  mainframe 

There  are  users  —  generally  those  who 
have  had  mainframe  spreadsheets  for 
some  time  —  who  buck  the  current 
trends  and  continue  to  prefer  the  main¬ 
frame. 

“I  don’t  see  the  PC  as  necessarily  bet¬ 
ter,”  Difilippantonio  says.  “For  large 
spreadsheets,  the  mainframe  gives  you 
faster  processing  speeds  and  more  stor¬ 
age  capability.  And  we  have  a  network  in 


systems  at  Ansonia  Copper  and  Brass  in 
Ansonia,  Conn.,  an  Omnicalc  user,  also 
declares  himself  in  favor  of  the  main¬ 
frame:  “In  our  company,  some  people  are 
responsible  for  generating  the  spread¬ 


HE  MAINFRAME 
spreadsheet  market  is 
very  weak.  When 
people  say  they  want  to  move 
beyond  the  PC,  what  they  are 
really  looking  for  is  a  more 
sophisticated  modeling  tool.” 

BILL  MCNEE 
GARTNER GROUP 


to  a  healthy  market.  “The  trend  line  is 
turning  down  because  most  of  the  people 
who  want  a  corporate  mainframe  spread¬ 
sheet  have  already  bought  one.  Our  prod¬ 
uct  is  active,  and  we  will  continue  to  sup¬ 
port  it,  but  the  market  isn’t  growing,” 
Spire  says. 

While  uses  remain  for  mainframe 
spreadsheets,  the  computing  community 
—  even  vendors  —  accepts  the  reality  of 
their  dwindling  importance.  “We  under¬ 
stood  from  the  beginning  that  this  was  a 
niche  sort  of  thing,”  Cox  says. 


Roberts  is  a  free-lance  writer  and  consultant  in 
Glenside,  Pa. 


TSO  SPREADSHEET 


Use  ESS,  the  mainframe  spreadsheet  for  TSO.  ESS  offers: 


♦  DB2  interface 

♦  Load  VSAM  files 

♦  PC  spreadsheet  compatibility 


♦  Macro  support 

♦  Desktop  printer  support 

♦  OfficeVision  compatibility 


For  more  information,  call  Tom  Cox  at: 


1  800  367-8729 

(1  800  FOR-TRAX) 


5840  Uplander  Way  I  Culver  City,  CA  90230-6620  I  21  3  649-5800 


Trax 

Softworks,  Inc. 


FEBRUARY  25, 1991 


COMPUTERWORLD 


33 


Adobe  and  PostScript  are  registered  trademarks  of  Adobe  Systems.  Inc.  AppleTalk  and  Macintosh  are  registered  trademarks  of  Apple  Computer,  Inc.  HP  and  LaserJet  are  registered  trademarks  of  Hewlett-Packard,  Inc. 


aid  take  laser 
far,  this  fast. 


All  it  took  was  a  little  RISC. 

Introducing  the  Epson®  EPL-7500  laser  printer. 
One  of  the  first  true  Adobe®  PostScript®  laser  printers 
designed  around  a  lightning-fast  RISC  processor. 

The  result  is  significantly 
faster  output. 

It  is  also  significantly 
better. 

Thanks  to  true  Adobe 
PostScript  — not  a  clone  — 
the  EPL-7500  is  able  to  pro¬ 
duce  razor-sharp  text  in  35 
scalable  fonts,  plus  equally 
impeccable  graphics.  Blacks 
are  blacker  and  lines  are 
finer,  courtesy  of  the  printer’s 
unique  MicroArt  Printing  technology. 

The  EPL-7500  handles  paper  as  well  as  it  handles 
text  and  graphics.  A  250-sheet  tray  comes  standard, 
a  second  is  optional.  Also  standard  are  serial,  parallel 
and  AppleTalk®  interfaces,  allowing  the  printer  to 
work  smoothly  in  both  PC  and  Macintosh®  environ¬ 


ments.  For  even  greater  versatility,  HP®  LaserJet® 
Series  II  emulation  is  included. 

Of  course,  not  everyone  needs  a  PostScript 
printer.  That’s  why  the  Epson  laser  line  also  includes 

the  new  EPL-7000.  Like  the 
EPL-7500,  it  offers  brilliant 
MicroArt  Printing,  superior 
paper  handling  and  HP  com¬ 
patibility.  Plus  a  host  of  other 
serious  business  features,  all 
loaded  into  an  extremely 
affordable  package.  More¬ 
over,  the  EPL-7000  even 
allows  upgradability  to  the 
EPL-7500’s  true  PostScript 
and  RISC  processing. 

With  the  EPL-7500  and  EPL-7000,  the  engi¬ 
neers  of  Epson  have  succeeded  in  raising  the  stan¬ 
dards  for  laser  printing.  Without  raising  the  price. 

In  fact,  a  demonstration  will  quickly  and  clearly 
show  you  why  these  are  the  most  innovative  printers 
in  their  class.  By  far. 


POSTSCRIPT 

The  new  Epson  EPL-7500  laser  delivers  brilliant 
PostScript  output  at  blazing  RISC  processing  speeds. 
The  new  EPL-7000  provides  serious  business 
performance  at  a  very  personal  price. 


Engineered  For  The  Way  You  Work” 


PSON 


©1991  Epson  America,  Inc.,  20770  Madrona  Ave.,  Torrance,  CA  90509  800-BUY-EPSON  (800-289-3776).  In  Canada,  call  416-881-9955. 
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NEW  PRODUCTS  —  SOFTWARE 


Applications  packages 

Jobscope  Corp.  has  announced  a  software 
package  designed  to  assist  manufacturing 
companies  in  authorizing  and  tracking 
materials  that  have  been  forwarded  to 
outside  processors  and  items  returned  by 
customers  for  repair,  replacement  or 
credit. 

The  External  Materials  Tracking 
Module  enables  users  to  define  multiple 
shipping  destinations  for  the  same  materi¬ 
al.  It  also  automatically  creates  shipping 
records  that  a  billing  function  can  use  to 
create  invoices. 


The  product  runs  on  IBM  Application 
System/400s  or  Hewlett-Packard  Co. 
HP3000  machines.  Pricing  begins  at 
$5,000. 

Jobscope 
P.O.  Box  6767 
Greenville,  S.C.  29606 
(803)233-1853 

Digital  Equipment  Corp.  has  announced  a 
job  scheduling  application  designed  to 
automate  scheduling  and  execution  of 
routine  system  management  and  repeti¬ 
tive  production  tasks. 

Decscheduler  for  VMS  Version  1.1 
features  a  Decwindows  interface,  which 


displays  job  dependency  relationships  for 
real-time  job  control  and  monitoring;  a 
Decforms  menu-driven  interface,  which 
provides  users  with  job-status  informa¬ 
tion;  and  a  customizable  fiscal  calendar. 

Pricing  ranges  from  $970  to  $62,500, 
depending  on  type  of  Vaxcluster  CPU. 
DEC 

111  Lock  Drive 
Marlboro,  Mass.  01752 
(508)480-5175 

Clarity  Software,  Inc.  has  announced 
Rapport,  a  suite  of  object-oriented  appli¬ 
cations  designed  to  run  under  the  Open 
Software  Foundation’s  Motif  or  Unix  Sys¬ 
tems  Laboratories’  Open  Look  graphical 
user  interfaces  on  Unix  workstations. 

The  product  enables  users  of  personal 


Word  (or  Window: 


i 


yNorkFlo  Business  System  soft 
ware  electronically  paper  clips 
documents  together  so  they 
never  get  separated. 


The  power  of  image  processing  is  now 
accessible  from  your  PCs. ..with  WorkFlo* 
Business  System  software. 

WorkFlo  software  transforms  your  PC 
into  a  multi-function  image  workstation 
operating  under  Windows  3.0. 

Liberate  vour  paperwork 

WorkFlo  software  helps  you  to  auto¬ 
mate  the  repetitive,  high-volume  paper  pro¬ 
cesses  that  overwhelm  today’s  businesses 
—  processes  that  existing  computer  tech¬ 
nology  can’t  effectively  address.  In  doing 


so,  WorkFlo  software  actually  allows  you 
to  reshape  the  way  you  do  business. 

WorkFlo  software  gives  you  the  ability 
to  design  new  processing  systems  that  can 
grow  with  your  needs.  It  enables  you  to 
network  hundreds  of  PCs  on  a  FileNet 
imaging  system.  A  system  that  can 
enhance  productivity  up  to  100%  or  more 
by  making  people  more  efficient. 

Efficiency  that  can  reflect  in  your  competi¬ 
tive  position,  in  your  customer  service,  and 
in  your  bottom  line. 


FileNet  and  WorkFlo  are  registered  trademarks  of  FileNet  Corporation. 


Free  information 

To  find  out  how  WorkFlo  software  can 
make  your  company  more  productive,  ask 
for  a  free  brochure.  Call  Ray  Brown  at 
(714)966-3900.  Or  write 
FileNet,  3565  Harbor  Blvd., 

Costa  Mesa,  California 
92626. 


FijeNet 

First  in  image  processing. 


FileNet’s  PC 
imaging  software 
adds  imaging  to 
your  other  PC 
applications  such 
as  Excel™  Word ® 
for  Windows, 
and  RUMBA ® 


ViorkFlo  Business 
System  software  automatically  links, 
prioritizes,  routes,  and  manages  document  images 
for  increased  productivity  and  efficiency. 


VIorkFlo  Business  System  soft¬ 
ware  creates  suspense  files. 

It  waits  until  all  information  is  gath¬ 
ered  before  sending  the  file  on. 


VforkFlo  Business  System 
software  queues  image  files 
for  processing  according  to 
priority  or  workloads. 


FileNet 's 
WorkFlo 

Business  System 
software  offers  the 
most  comprehen¬ 
sive  collection  of 
image  processing 
services  for  PC 
workstations 
in  the  industry. 


WORKFLO. . .  THE  WORLD'S 
MOST  POPULAR  IMAGING  SOFTWARE 
IS  NOW  AVAILABLE  ON  THE  PC. 


computers,  Unix  systems  or  Apple  Com¬ 
puter,  Inc.  Macintosh  systems  who  are 
not  working  in  a  Rapport  environment  to 
exchange  mixed-media  formatted  docu¬ 
ments  with  Rapport  users. 

Rapport  is  scheduled  for  a  first-quarter 
release.  Pricing  is  $895  per  user. 

Clarity  Software 
2700  Garcia  Ave. 

Mountain  View,  Calif.  94043 
(415)  691-0320 


Utilities 

BGS  Systems,  Inc.  has  announced  Re¬ 
lease  2  of  Best/ 1 -VAX,  a  set  of  software 
tools  designed  for  performance  analysis 
and  capacity  planning  of  VAX/VMS  sys¬ 
tems  and  Vaxclusters. 

The  products  include  Capture/VMS 
Release  2,  which  enables  managers  to 
view  daily  reports  of  systemwide  and  key 
work-load  performance  of  a  particular 
VAX  system,  and  Best/l-VMS,  which  fea¬ 
tures  performance  modeling  that  allows 
users  to  predict  the  effects  of  work-load 
growth  and  system  changes  on  response 
times. 

Pricing  for  typical  installations  of 
Best/l-VAX  ranges  from  $20,000  to 
$40,000. 

BGS  Systems 
128  Technology  Center 
Waltham,  Mass.  02254 
(617)891-0000 


NEW  PRODUCTS 
—  HARDWARE 


Data  storage 

Mountain  Network  Solutions,  Inc.  has  an¬ 
nounced  a  Vi-in.  small  computer  systems 
interface  (SCSI)  tape  subsystem  designed 
for  midrange  to  high-end  workstations 
and  network  environments. 

The  Filesafe  7500  ($3,495)  can  re¬ 
portedly  store  up  to  525M  bytes  of  data. 
It  enables  users  to  back  up  or  restore  a 
complete  525M-byte  cartridge  in  less 
than  45  minutes,  the  vendor  said. 

The  drive  is  bundled  with  Mountain 
Network  Solutions’  Filesafe  Version  5.1 
SCSI  tape  backup  software.  A  dual-drive 
configuration,  the  Filesafe  7500d 
($5,495),  features  more  than  1G  byte  of 
storage  capacity  for  unattended  backups. 
Mountain  Network  Solutions 
240  E.  Hacienda  Ave. 

Campbell,  Calif.  95008 
(408)  379-4300 


I/O  devices 

Interface  Systems,  Inc.’s  ISI  7224  series 
of  IBM  mainframe-  and  midrange-com¬ 
patible  dot  matrix  printers  now  features 
an  optional,  dual-hopper  automatic  cut- 
sheet  feeder  and  output  stacker. 

Each  hopper  yields  an  output  of  130 
sheets,  and  escape  sequences  may  be  in¬ 
serted  into  mainframe  or  midrange  appli¬ 
cations  to  direct  outputs  to  the  first  or 
second  hopper.  The  printers  operate  at  a 
rate  of  400  char. /sec.  and  feature  144  by 
144  dot/in.  graphics  resolution. 

Pricing  ranges  between  $5,375  and 
$5,550,  depending  on  options  purchased. 
Interface  Systems 
5855  Interface  Drive 
Aim  Arbor,  Mich.  48103 
(313)769-5900 
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PCs  &  WORKSTATIONS 


Multiprocessor  wait  continues 


ANALYSIS 


BY  RICHARD  PASTORE 

CW  STAFF 


Now  that  IBM  will  apparently 
join  the  notebook  personal  com¬ 
puter  fray  sometime  in  late 
March,  there  remains  just  one 
PC  niche  in  which  the  firm  is  un¬ 
accounted  for:  the  symmetric 
multiprocessor  superserver. 
While  observers  said  such  a  sys¬ 
tem  is  necessary  and  inevitable, 
IBM  is  following  a  strategy  of  up¬ 
gradable  uniprocessor  and  loose¬ 
ly  coupled  multiprocessor  tech¬ 
nology. 

Users  said  they  see  an  obvi¬ 
ous  gap  in  IBM’s  high-end  prod¬ 
uct  line.  “You’ve  got  the  486, 
and  then  you  go  to  RISC,”  Medi¬ 
cal  Cost  Control,  Inc.  President 
Joesph  Duane  said,  referring  to 


IBM’s  Intel  Corp.  1486-based 
Personal  System/2  and  the  very 
different  technology  of  reduced 
instruction  set  computing 
(RISC)  platforms. 

Users  who  are  inter¬ 
ested  in  multiprocess¬ 
ing  claimed  that  IBM 
representatives  have 
been  stringing  them 
along.  “They  say  they 
are  working  on  it  and 
expect  to  have  news  for 
us  sometime  midyear,” 
said  Stephen  Anderson, 
information  systems  ar¬ 
chitect  at  the  state  of 
Washington’s  Depart¬ 
ment  of  Social  and 
Health  Services. 

However,  IBM’s  teasers 
were  not  enough  to  make  some 
users  delay  purchase.  “I  wasn’t 
going  to  base  my  ability  to  up¬ 


grade  on  IBM’s  word  as  to 
whether  they’re  going  to  do 
[multiprocessing]  or  not,”  said 
Gerard  Nussbaum,  director  of 
MIS  at  Premier  Hospitals  Alli¬ 


ance,  Inc.  in  Westchester,  Ill. 
The  firm  bought  a  Systempro 
from  Compaq  Compter  Corp. 

IBM  said  it  is  not  currently  in¬ 
terested  in  tightly  coupled,  sym- 


1  WASN'T  GOING  to 
base  my  ability  to 
upgrade  on  IBM’s  word 
as  to  whether  they’re  going  to 
do  [multiprocessing]  or  not.” 

GERARD  NUSSBAUM 
PREMIER  HOSPITALS  ALLIANCE 


metric  multiprocessing  in  which 
the  CPUs  share  memory  and  re¬ 
quire  specialized  operating  soft¬ 
ware.  “There  is  relatively  little 
software  today  that  can  exploit 
that  configuration  and  fewer 
multiuser  applications,”  said 
Robert  Carberry,  assistant  gen¬ 
eral  manager  of  systems  tech¬ 
nology  at  IBM’s  Personal  Sys¬ 
tems  Division. 

Carberry  said  multiproces¬ 
sor-capable  operating  systems 
such  as  Portable  OS/2  and  the 
Open  Software  Foundation’s 
OSF  2  —  which  are  12  to  24 
months  away  —  must  be  deliv¬ 
ered  before  such  technology 
would  be  practical  to  implement. 

Meanwhile,  IBM  hopes  to 
satisfy  users’  power-enhance¬ 
ment  needs  by  designing  upgra¬ 
dable  uniprocessor  systems  such 
as  the  PS/2  Models  90  and  95. 

There  were  two  design 
choices,  Carberry  explained.  A 
user  could  add  a  second  proces- 
Conti n  ued  on  page  4  7 


WordPerfect  pacifying 
users  with  interim  Office 


BY  PATRICIA  KEEFE 

CW  STAFF 


OREM,  Utah  —  In  response  to 
customer  enhancement  requests 
and  reported  problems  with 
WordPerfect  Office  Version  3.0, 
WordPerfect  Corp.  has  released 
an  interim  version,  Office  3.01. 

Also  announced  was  Word- 
perfect  Connections  MCI  Mail 
Gateway  for  WordPerfect  office 
users,  which  retails  for  $495. 

In  addition,  the  word  process¬ 
ing  company  updated  some  prod¬ 


uct  plans.  Office  for  Apple  Com¬ 
puter,  Inc.’s  Macintosh  and  Unix 
are  slated  to  ship  in  the  second 
quarter,  and  work  has  begun  on  a 
Windows  version.  A  gateway 
supporting  Retix  Corp.’s  X.400 
software  is  expected  to  ship  in 
the  second  quarter  as  well. 

The  improvements  in  Office 
3.01  include  marking  within  mail 
in/out  boxes,  enhanced  mail/ 
scheduled  notification,  X.400  ad¬ 
dressing  changes  and  Banyan 
Systems,  Inc.  Virtual  Network¬ 
ing  Software  (Vines)  Streettalk 


System  Administration. 

Users  can  now  mark  mes¬ 
sages  in  either  the  in  or  out  mail¬ 
boxes  to  copy,  print,  save  or  de¬ 
lete.  Notification  has  been 
enhanced  to  improve  speed,  in¬ 
teraction  with  calendar  alarms 
and  different  network  types. 
Multiple  users  can  now  access 
the  same  machine  and  receive  in¬ 
dividual  notification. 

Critical  support 

A  key  change,  according  to  the 
vendor,  is  support  in  the  User  In¬ 
formation  Files  for  X.400  ad¬ 
dressing  and  cross-platform 
compatibility. 

These  changes  allow  user 
lists  to  be  sent  across  various 
platforms  that  support  WordPer¬ 
fect  Office  and  will  reflect  the 


X.400  specification.  Office  3.01 
also  now  provides  a  utility  to  ex¬ 
tract  information  from  the  Vines 
Streettalk  directory  service  and 
automatically  put  it  into  the  Of¬ 
fice  user  administration  file. 

There  will  be  no  free  upgrade 
period.  The  interim  update  can 
only  be  purchased  from  Word- 
perfect.  The  cost  is  $10  for  Of¬ 
fice  PC  and  $20  for  Office  LAN. 

The  MCI  Mail  Gateway  pro¬ 
vides  access  to  the  following  ser¬ 
vices:  wordwide  electronic  mail, 
facsimile,  telex,  IBM’s  Profes¬ 
sional  Office  Systems,  X.400, 
postal  services,  CompuServe  and 
Wang  Laboratories,  Inc.  ser¬ 
vices.  The  MCI  Mail  messaging 
system  can  extend  WordPerfect 
Office  LAN  configurations 
across  a  wide-area  network. 


Kit  for  OS/2 
released 


BY  JAMES  DALY 

CW  STAFF 


REDMOND,  Wash.  —  Micro¬ 
soft  Corp.  claims  it  has  untangled 
some  of  the  problems  of  Win¬ 
dows  developers  wishing  to  tar¬ 
get  OS/2  without  rewriting  their 
applications  with  its  recent  re¬ 
lease  of  the  Windows  Libraries 
for  OS/2  Development  Kit. 

With  the  new  kit,  developers 
can  write  to  a  single  set  of  appli¬ 
cation  programming  interfaces 
and  simultaneously  create  both 
Windows  and  OS/2-based  appli¬ 
cations.  “OS/2-specific  features 
[can  then  be  added]  to  the  con¬ 
verted  OS/2  applications  if  they 
have  the  time  and  desire,”  Se¬ 
nior  Vice  President  of  Systems 
Software  Steve  Ballmer  said. 

The  package  —  an  extension 
for  the  Windows  Software  De¬ 
velopment  Kit  —  includes  the 
tools  necessary  to  convert  a 
Windows  3.0  or  later  application 
to  run  on  OS/2.  The  converted 
applications  interact  with  native 
OS/2  applications  as  well  as  oth¬ 
er  converted  applications  as  if 
they  were  all  native  OS/2  Pre¬ 
sentation  Manager  applications, 
Microsoft  officials  said. 

One  beta-test  user  said  the 
$150  Windows  Libraries  for 
OS/2  Development  Kit  provides 
a  capable  way  of  killing  two  de¬ 
velopment  birds  with  one  stone. 
“Not  only  have  we  found  the 
conversion  process  painless,  but 
we’re  pleased  with  the  perfor¬ 
mance  of  the  converted  applica¬ 
tions,”  said  Daniel  Browning, 
president  of  Precision  Software, 
Inc.  in  Irving,  Texas. 


It’s  Time  ... 


To  Attend  the  1991  Micro  Focus  Users  Conference 

May  13-16,  Orlando,  Florida 


If  you  develop 
applications  with  Micro 
Focus  COBOL  products 
you  can’t  afford  to  miss 
the  Third  Annual  Micro 
Focus  Users  Conference 
This  year’s  Conference 
offers  a  record  number 
of  sessions  and  includes 
something  for  everyone: 

MIS  Managers  will  learn  how  PC-based 
programming  can  provide  additional  productivity 
while  leveraging  current  investments  in  sessions 
that  examine: 


Enterprise  Application  Programmers  will  learn 
how  PC-based  application  development  can  save  time 
and  money  in  sessions  that  include: 

•  Micro  Focus  CICS  and  IMS  Options  for  Workbench 

•  Mainframe  Compatibility  -  Enhancements  and  Issues 

•  MF  370  Assembler  -  An  Overview 

PC  Programmers  will  be  shown  the  newest  Micro 
Focus  tools  and  technologies  in  sessions  that  include: 

•  The  User  Interface  Solution 

•  File  Handling  -  The  Technical  Details 

•  COBOL  -  The  Database  Connection 

UNIX  Application  Developers  will  see  how 
COBOL  and  open  systems  can  be  an  efficient 
combination  in  sessions  that  include: 


These  are  just  a  few  of  the  50+  technical  sessions 
scheduled  for  this  year’s  Conference.  But  the  Micro 
Focus  Users  Conference  is  more  than  three  days  of 
seminars;  it’s  a  unique  opportunity  for  developers  to 
meet  the  Micro  Focus  technical  and  support  staffs 

and  share  solutions  with  other  users  through  the 
Conference’s  Special  Interest  Groups. 

The  Micro  Focus  Users  Conference  is  tte.  forum 
for  Micro  Focus  COBOL  users  ...  Consider  how  your 
company  could  benefit  from  attending  this  year  ... 

And  Don’t  Miss  It! 

For  more  information  or  to  register,  call:  4 1 5-856-98 1 7  and 
ask  for  the  Users  Conference  Desk. 


•  Micro  Focus  Workbench  -  Making  The  Financial  Case 

•  Strategies  for  Implementing  Programmer  Workstations 

•  COBOL  in  the  90's,  including  Object  Oriented  COBOL 


Mixed  Language  Application  Development 
Under  UNIX 

Writing  Portable  Applications 


MICRO  FOCUS* 

A  Better  Way  of  Programming  m 
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Without  the  proper  venue,  dazzling  ability  often  falls 
short  of  expectations.  That’s  certainly  been  the  case  with  the 
Intel  486™  microprocessor,  a  processor  that  hasn’t  been 
utilized  to  its  full  potential.  So  that’s  what  IBM  set  out  to  do. 
Just  as  it  takes  a  seasoned  jockey  to  turn  a  thoroughbred  into 
a  champion,  it  took  IBM  to  give  the  486  processor  every  oppor¬ 
tunity  to  work  its  genius.  Introducing  IBM  Personal  System/2® 
Model  90  XP  486  and  Model  95  XP  486. 

From  speed  and  storage  capacity  to  graphics 
capabilities  and  upgradability,  the  new  PS/2® 

Models  90  and  95  are  designed  to  optimize  the 
power  of  the  Intel  486  processor  and  deliver  a 
truly  balanced  performance — equipping  you 
with  solutions  for  today,  and  providing  a 
platform  of  growth  for  tomorrow. 

The  90’sAre 
A  Powerful  Breed. 


enhancements  and 
will  allow  you  to 
benefit  from  advanced 
operating  systems  to 
come.  Plus  these  other 
innovations:  a  wider 
64 -bit  data  path  which 
optimizes  the  486 
processor’s  access  to 
system  memory; 
4MB  memory 
standard 


Right  out  of  the  starting 
gate,  the  Models  90  and  95  will 
astound  you  with  their  power 
and  sophistication.  Featuring  a 
33  MHz  processor  and  a  25  MHz 
processor  that’s  easily  upgraded 
to  33  MHz,  they  deliver  blazing 
speed  and  balanced  performance, 
expanding  your  capacity  for  com¬ 
puter-intensive  applications  like 
CAD/CAM,  financial  modeling  and 
multimedia.  The  course  between  your 
data  and  your  processing  has  also  been 
strengthened — the  Micro  Channel™ 
32-bit  data  path,  combined  with  a 
lightning- quick  data-transfer  rate, 
not  only  optimizes  the  present  power 
of  the  486  processor  by  feeding 
it  a  steady  stream  of  information, 
but  also  provides  for  processor 


_ 


(expandable  to  32MB);  and  a  256KB  cache 
option  for  even  greater  speed.  All  in  all,  it’s 
easy  to  see  how  the  concept  of  computer 
“power' '  has  been  enhanced,  and  how 
IBM  helps  you  take  full  advantage  of 
every  second  of  computing  time. 

Brilliance 

_ On  Display. _ 

With  increased  power 
comes  increased  capabilities — 
the  most  visually  stunning  of 
which  is  Extended  Graphics 
Array  (XGA),  standard  on  the 
PS/2  Models  90  and  95,  and 
the  heart  of  IBM’s  spectacular  new 
display  presentation. 

With  high  resolution 
(1,024  x  768  pels)  and  execution 
that’s  significantly  faster  than  VGA, 
XGA’s  sharper,  clearer  picture,  coupled 
with  the  IBM  8515  color  display, 
gives  you  swifter  performance 
in  windowed  environments,  and 
provides  graphics -intensive 
applications  such  as  desktop 


horses  run. 

realizes  its  full  potential. 


publishing,  image  processing  and  engineering  design  with  a 
stunning  new  look. 

Fast  Times 


Are  In  Store. 

' 

To  satisfy  even  the  most 
demanding  storage  needs,  from 

-A 

LAN  systems  to  data  base  man¬ 
agement  to  numeric-intensive 

applications  like  financial  analy- 

sis  and  modeling,  IBM  has  one 
of  the  most  advanced  solutions 
available.  IBM’s  super-fast  SCSI 
hard  disks  are  pure  state-of-the- 
art  performers.  With  additional 
hardfile  expansion  bays,  the 
PS/2  Models  90  and  95  have  enormous  storage  potential — up  to 

.96  gigabytes  on  the  Model  90 
and  up  to  1.6GB  on  the 
Model  95.  And  with  the  PS/2 
External  Storage  Enclosures, 
the  Models  90  and  95  can 
provide  8.96GB  and  more. 
We’ve  also  augmented 
the  computing  power  by 

adding  more  flexibility  to 
resident  memory — our 
new  1.3  version  of  OS/2® 
requires  as  little  as  2MB 
on  your  system.  With 
this  streamlined 

"O _ 


Features 

IBM  PS/2  Model  90 

IBM  PS/2  Model  95 

Microprocessor 

Standard 

80486 

80486 

Clock  speed 

25-33  MHz 

25-33  MHz 

Optional  upgrade 

33  MHz 

33  MHz 

Memory 

Standard 

4MB  (70ns) 

4MB  (70ns) 

Maximum 

32MB 

32MB 

Integrated  Functions 

Extended  Graphics  Array  (XGA)  and  display  port,  DMA 
serial  port  (dual  ports  on  Model  90),  DMA  parallel  port, 
pointing  device  port,  keyboard  port,  diskette  controller 
support  for  three  drives,  SCSI  Adapter  with  Cache. 

Fixed  Disk  Storage 

Standard 

80-320MB 

160MB-320MB 

Display  Modes 

APA  Modes 

XGA  (includes  all  VGA  modes)  640  x  480  x  256  colors/ 

64  gray  shades;  1024  x  768  x  16  colors/gray  shades; 
hardware  support  for  132  column  text  mode;  16-bit 
direct  color  mode  at  640  x  480  x  64K  colors 

Available  Expansion  Slots 

three  32-bit 

six  32-bit 

Bus  Architecture 

Data  path 

MCA  32-bit 

MCA  32-bit 

version  you  not  only  get  more  room  for  applications, 
but  some  users  will  experience  a  substantial  per¬ 
formance  increase  in  system  functions  as  well.  So 
when  you  need  to  make  great  strides  with  your 
computing  power,  you  can  count  on  IBM  to  give  you 
terrific  storage  capability  wherever  you  may  need  it. 


of  your  system.  With  Micro  Channel  busmaster  adapters,  you  can 
incorporate  multiple  processors — like  adding  “computers”  to 
your  computer.  And  coupled  with  the  industry- standard  Small 
Computer  System  Interface  (SCSI),  you’ll  be  able  to  support 
new  applications  and  continue  to  build  on  your  system  as  your 
needs  become  more  varied  and  complex. 

With  optimized  performance  in  balance,  power,  speed  and 
adaptability,  the  new  PS/2  Models  90  and  95  are  designed  to 
keep  you  ahead  of  the  pack.  To  find  out  more  about  the  new 
leader  in  486  computing,  contact  your  IBM  Authorized 
Remarketer  or  IBM  marketing  representative.  For  a  remarketer 
near  you,  call  1 800  272-3438. 


Designed  To  Keep  You 
Out  In  Front. 


For  the  turns  and  hurdles  ahead,  you  11  need 
technology  that  has  foresight  built  in.  Through  a 
unique  design,  the  Expandable  Processor  (XP) 
allows  for  an  architected  family  of  upgradable 
processor  enhancements  that  can  extend  the  life 


How  re  you 
going  to  do  it? 

PS/2  it! 


IBM.  Personal  System/2.  PS/2  and  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  ol  International  Business  Machines  Corporation  486  is  a  trademark  ol  Intel  Corp  Technical  illustration  created  using  MKrogralx  Designer  and  provided  courtesy  ol  Microgratx.  Inc  Richardson  Texas  4:  1990  IBM  Corp 


•Microsoft  SQL  Server  1-5  User  Version.  Promotional  pricing  subject  to  change  without  pnor  notice.  DataEase  is  a  registered  trademark  of  DataEase  International,  Inc.  Microsoft  and  A  Microsoft  SQL  Business  Partner 

the  Microsoft  logo  arc  registered  trademarks  of  Microsoft  Corporation.  ©  1991  DataEase  International,  Inc.  All  rights  reserved. 


PC  Magazine  just  confirmed  what 
Microsoft  and  DataEase  already  know. 


\-V; 


The  qualities  which  led  PC  Magazine  to  name 
DataEase  SQL  Best  of 1990  also  prompted  Microsoft 
to  name  us  a  key  SQL  Business  Partner. 

No  wonder— combining  DataEase  SQL  with 
Microsoft’s  SQL  Server,  creates  a  virtually  limitless 
client-server  computing  environment. 

DATAEASE:  A  PROVEN  WINNER. 

DataEase  4.2,  which  our  SQL  front-end  prod¬ 
uct  is  based  on,  has  long  been  the  corporate 
solution  for  “industrial  strength”  database  applica¬ 
tions  development. 

Not  only  did  it  place  first  at  the  PC  Week  Data¬ 
base  Shoot-Out,  but  we  converted  the  standalone 
application  into  a  fully-functional  client-server 
system  in  only  19  minutes.  It  also  won  PC  Magazine 
Editor’s  Choice  in  ’86,  ’88,  ’89,  and  Best  of 1988. 

TWO  STAR  PERFORMERS  ON  ONE  TEAM. 

Now  that  many  corporations  are  making  a 
strategic  investment  in  client-server  computing,  it 
only  makes  sense  to  invest  in  the  winning  team: 
DataEase  and  Microsoft. 

Only  Microsoft  SQL  Server  makes  optimum 
use  of  client-server  architecture  with  something 
called  Server  Intelligence.  It  lets  you  centrally 
manage  critical  corporate  data  for  your  entire  PC 
network  with  ease. 

And  only  DataEase  SQL  takes  full  advantage  of 
Microsoft’s  technology  by  giving  you  transparent 


access  to  all  its  server  capabilities,  like  triggers  and 
stored  procedures,  distributed  updates,  and 
multi-threaded  server  access.  Plus,  DataEase  SQL 
supports  both  DOS  and  OS/2  workstations. 

When  you  team  the  award-winning  features 
of  DataEase  with  the  performance,  security  and 
integrity  of  Microsoft  SQL  Server,  you  have  one 
powerful  business  computing  solution. 

AN  OFFER  YOU  CANT  REFUSE. 

And  now  for  a  limited  time,  you  can  buy  both 
DataEase  SQL  and  Microsoft  SQL  Server  for  only 


$995  (regularly,  $1990).  Or  DataEase  SQL  alone  is 

only  $595  (regularly,  $995):' 

To  take  advantage  of  either  of  these  limited 
time  offers,  or  for  the  name  of  an  authorized  dealer, 
call  DataEase  Inside  Sales  at  1-800-334 -EASE 
(in  CT,  374-8000).  For  more  information  on 
Microsoft  SQL  Server,  call  Microsoft  Inside  Sales  at 
1-800-227-6444  and  mention  Account  P60. 

DataEase 

—F  INTERNATIONAL 

Ife  time  you  know  more  about  us. 
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Ancient  Torah  art  gets 
new  look  via  computer 


ON  SITE 


BY  MEL  MANDELL 

SPECIAL  TO  CW 


Computers  are  supplementing  a 
craft  —  Hebrew  calligraphy  — 
that  goes  back  millennia.  A  com¬ 
puterized  service  is  automatical¬ 
ly  proofreading  Torah  scrolls  to 
ensure  that  there  is  not  a 
single  error  among  the 
304,805  characters. 

For  more  than 
2,500  years,  cen¬ 
turies  before 
the  famous 
Dead  Sea 
Scrolls  were 
written,  scribes 
have  been  hand 
lettering  the  first 
five  books  of  the  Old 
Testament.  To  this 
day,  they  still  use  quill  pens 
on  parchment  made  from  the 
skin  of  sheep.  At  least  four  times 
per  week,  congregants  read 
from  the  scrolls.  A  Torah  must 
be  “perfect”  to  be  used  in  prayer 
services.  If  an  error  is  detected, 
the  scroll  is  immediately  set 
aside  and  not  used  again  until  it  is 
corrected. 

Unfortunately,  despite  years 
of  training,  today’s  scribes  some¬ 
times  fall  short  of  the  perfor¬ 
mance  of  earlier  calligraphers. 
According  to  Rabbi  David 
Greenfeld,  who  conceived  the 
computerized  service  Vaad 
Mishmereth  Stam  15  years  ago, 
more  than  90%  of  new  Torahs 
contain  errors.  In  contrast,  few 
of  the  older  Torahs  contain  mis¬ 
takes. 

Categories  of  errors 

The  unacceptable  errors  fall  into 
five  categories:  wrong  letters, 
missing  letters,  extra  letters, 
missing  words  and,  rarest  of  all, 
extra  words.  After  a  scribe  com¬ 
pletes  a  Torah,  which  can  take 
12  to  18  months,  three  proof¬ 
readers  or  teams  proofread  the 
new  scroll,  according  to  custom. 
Nevertheless,  errors  still  escape 


them,  Greenfeld  said. 

“One  reason  for  the  failure  to 
detect  all  errors  is  that  today’s 
proofreaders  are  paid  a  standard 
fee  [ranging  from  $500  to 
$1,000  per  Torah],  whereas  old- 
time  proofreaders  were  paid  per 
error  detected,”  Greenfeld  said. 


Michael  S.  Klein 

That  is  where  the  service, 
which  is  now  located  in  Brook¬ 
lyn,  N.Y.,  Jerusalem  and  Stras¬ 
bourg,  France,  comes  in.  For  a 
fee  of  $750,  it  matches  Torahs 
that  have  already  been  proofread 
by  humans  against  the  “per¬ 
fect”  standard  in  the  memories 
of  the  computers,  Intel  Corp. 


80386-based  personal  comput¬ 
ers  from  Dell  Computer  Corp. 
The  perfect  copy  takes  up  25M 
bytes  on  a  320M-byte  hard  disk. 

To  date,  more  than  3,500 
scrolls,  some  from  synagogues 
as  far  away  as  Australia,  have 
been  proofread. 

Copies  made 

Each  Torah  to  be  checked  is  first 
photocopied.  The  photocopy  is 
scanned  page  by  page  into  com¬ 
puter  memory.  To  ensure  that 
every  one  of  the  approximately 
250  columns  in  a  Torah 
has  been  included,  the 
system  displays 
blowups  of  the  cor¬ 
ners  of  each 
scanned  column 
to  the  operator 
manning  the  scan¬ 
ner. 

After  the  Torah  is 
scanned,  it  is  compared 
automatically  letter  by 
letter  with  the  standard. 

The  comparison  process  em¬ 
ploys  a  number  of  algorithms. 
For  instance,  the  “stroke-analy¬ 
sis”  technique  used  in  systems 
that  recognize  hand-printed 
characters  is  one  such  algorithm. 

If  an  error  is  detected  or 
there  are  any  uncertainties  that 
may  be  induced  by  discoloring  of 
the  parchment,  a  bell  sounds.  If 
there  is  a  letter  or  word  in  error, 
the  operator  commands  it  to  be 
stored  in  memory  with  its  posi¬ 
tion  by  column  and  line. 


At  the  end  of  the  comparison 
process,  which  takes  about  two 
hours,  any  errors  with  the 
phrases  in  which  they  appear  and 
their  locations  are  printed  out  on 
a  Hewlett-Packard  Co.  LaserJet 

n. 

Crime  deterrent 

The  printout  indicating  errors 
and  the  complete  photocopy  of 
the  Torah  are  returned  to  the 
owner.  Coincidentally,  since  the 
service  was  launched  in  1984, 
there  has  been  a  marked  decline 
in  the  once-lucrative  trade  of 
stolen  Torahs  because  the  pho¬ 
tocopies  provide  a  positive 
means  of  identification,  Green¬ 
feld  said. 

Greenfeld  and  his  associate, 
Rabbi  Shmuel  E.  Granatstein, 
are  constantly  striving  to  im¬ 
prove  the  technology  to  cope 


with  the  many  subtle  variations 
in  styles  of  calligraphy.  For  in¬ 
stance,  they  are  planning  to  re¬ 
place  the  present  300-dot/in. 
scanners  with  400-dot/in.  ver¬ 
sions.  The  dozen  or  so  program¬ 
mers  working  part-time  on  the 
technology  are  steadily  refining 
the  algorithms,  which  are  mostly 
written  in  C  language. 

Benefactors  have  contributed 
about  $2  million  to  the  the  non¬ 
profit  service,  which  has  yet  to 
break  even. 

When  the  service  was  intro¬ 
duced,  the  ultra-Orthodox 
scoffed  at  it.  However,  once  it 
proved  itself  by  detecting  errors 
in  Torahs  that  have  been  in 
weekly  service  for  decades,  the 
scoffers  became,  in  Greenfeld’s 
words,  “true  believers.” 

Mandell  is  a  technical  writer 
based  in  New  York. 


Torah  goes  to  the  Gulf 


Among  the  Torahs  recently  proofread  by  Vaad  Mish¬ 
mereth  Stam  was  a  rare  miniature  Torah. 

The  decades-old  Torah,  most  likely  the  creation  of 
a  pre-World  War  II  Polish  scribe,  was  destined  for  the 
Persian  Gulf  to  meet  the  religious  needs  of  the  ap¬ 
proximately  1,500  Jews  serving  with  U.S.  forces  in  that  region. 

The  six-inch-wide  Torah,  less  than  half  the  width  of  today’s 
Torahs,  was  selected  because  it  could  be  transported  in  a  small 
container  that  would  not  indicate  its  contents.  The  Allied  forces 
downplay  all  religious  expressions  other  than  Muslim  because 
Saudi  law  does  not  sanction  any  other  religious  expression. 


PC  buyers  scout  new  retail  outlets 


BY  RICHARD  PASTORE 

CW  STAFF 

Personal  computers?  Third  aisle 
on  the  left  opposite  the  frozen 
waffles. 

No,  supermarkets  are  not 
selling  PCs  yet.  But  warehouse 
clubs,  which  sell  everything  from 
butter  to  bicycles  at  less  than  9% 
markup,  will  sell  hundreds  of 
thousands  of  systems  this  year. 
For  corporate  and  business  buy¬ 
ers  who  are  members  of  the 
clubs,  these  may  be  a  lower  cost 
alternative  to  the  traditional 
dealers  and  mail-order  channels. 

Like  the  computer  super¬ 


store  channel,  warehouse  clubs 
are  aimed  at  cost-conscious  buy¬ 
ers  who  already  know  what  they 
want.  “Users  who  don’t  require 
hand-holding  can  get  what  they 
want  at  an  attractive  price,”  said 
Andy  Bose,  an  analyst  at  Link 
Resources  Corp.  in  New  York. 
The  warehouse  club  is  particu¬ 
larly  suited  to  PC  upgrade  buy¬ 
ers,  he  said. 

The  5%  to  7%  markups  of  na¬ 
tional  clubs  such  as  Sam’s  and 
Price  Club  contrast  well  with 
traditional  channel  markups  of 
up  to  25%.  As  much  as  60%  of 
club  sales  are  to  business  buyers 
rather  than  home  consumers,  ac¬ 


cording  to  retail  analyst  Robert 
Cheadle  at  Montgomery  Securi¬ 
ties  in  San  Francisco. 

While  a  majority  of  these  sales 
are  to  small  firms,  corporate  cus¬ 
tomers  are  on  the  rise  as  budgets 
tighten  and  alternative  channels 
become  more  acceptable,  ana¬ 
lysts  said. 

“At  first,  companies  are  sus¬ 
picious.  Before  they  order  in  vol¬ 
ume,  they  buy  two  and  tear  them 
apart  for  evaluation,”  said  Bryan 
Kerr,  executive  vice  president  of 
Positive  Corp.,  a  PC  maker  that 
markets  its  boxes  exclusively 
through  the  clubs. 

The  domestically  built  Posi¬ 


tive  line,  which  begins  with  a 
$1,499  Intel  Corp.  20-MHz 
80386SX,  was  extended  earlier 
this  month  to  include  a  $3,999 
33-MHz  1486-based  model.  The 
high-end  unit  includes  a  64K- 
byte  cache,  a  200M-byte  hard 
disk,  a  Super  Video  Graphics  Ar¬ 
ray  monitor,  a  mouse  and  pre- 
loaded  DOS  4.1  and  Microsoft 
Corp.’s  Windows  3.0.  A  similarly 
configured  name-brand  unit 
from  a  dealer  could  run  $8,000 
to  $12,000. 

Positive  and  other  club  ven¬ 
dors  try  to  answer  support  con¬ 
cerns  by  offering  toll-free  tele¬ 
phone  support  and  depot 
returns.  Positive  also  contracts 
with  dealers  located  near  club 
stores  to  provide  on-site  service. 


DB20N  YOUR  PC 


Develop  full  scale  DB2  applications  on  your  PC! 
Join  the  thousands  of  DB2  developers  already 
benefiting  from  the  productivity  gains  provided 
by  the  XDB-Workbench  for  DB2. 

XDB  puts  a  100%  DB2  compatible  SQL  DBMS 
and  COBOL  precompiler  in  your  PC — seamlessly 
integrated  with  Micro  Focus  COBOL/2  Workbench 
and  its  CICS  option  for  interactive  development. 

Multi-user  development  can  be  supported  by  the 
XDB-SQL  Database  Server  in  MS-DOS,  UNIX, 
OS/2,  and  Netware  386  environments. 


“The  only  tool  available  that  adheres  closely 
enough  to  IBM's  DB2  to  allow  applications 
developed  on  the  PC  to  be  migrated  to  the 
mainframe  with  little  or  no  modification.” 

PC  Week 
June  12,  1989 

"Develop  on  PCs  . . .  then  run  the  finished 
software  without  changes  against  DB2  data  on 
mainframes  thanks  to  XDB’s  DB2-compatible 
database  server  software." 

DBMS 
January  1990 


Interested  in  DB2  power 
on  a  PC? 

Call  (301)  317-6800 


XDB  Systems,  Inc. 

14700  Sweitzer  Lane 
Laurel,  MD  20707 
FAX  (301)  317-7701 


1990  XDB  Systems.  Inc.  XDB  is  a  registered  trademark  of  XDB  Systems.  Inc.  DB2  is  a  trademark  of  IBM.  Other  product  names  are  trademarks  of  their  respective  holders. 
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TECHNOLOGY  ANALYSIS:  SPREADSHEETS 


PCs  &  WORKSTATIONS 

Reviewers  find  few  faults  with  Excel  3.0 


Technology  A  nalysis  —  a  roundup  of  expert  opin¬ 
ion  about  new  products.  Summary  written  by 
Computerworld  intern  Derek  Slater. 

Three  years  after  its  most  recent  upgrade, 
Microsoft  Corp.’s  Excel  has  beaten  its 
biggest  spreadsheet  rivals  to  the  Win¬ 
dows-compatible  market  with  Version 
3.0.  Reviewers  said  the  new  Excel  is 
worth  the  wait,  citing  powerful  analysis  functions 
and  graphics  capabilities. 

Performance:  Because  it  is  a  heavily  graphical 
program,  Excel  is  not  the  fastest  gun  among  spread¬ 
sheets.  However,  Excel  3.0  sports  powerful  num¬ 
ber-juggling  features  such  as  worksheet  outlining, 
which  allows  the  user  to  graph  and  present  only  sig¬ 
nificant  summary  data  while  still  manipulating  less 
important  numbers  in  the  background.  Linking  or 
consolidating  different  worksheets  is  also  easily  ac¬ 
complished. 

Compatibility:  Excel  is  compatible  with  all  ver¬ 
sions  of  Lotus  Development  Corp.’s  1-2-3  files  and 
includes  a  special  dialog  window  to  help  translate 
1-2-3  commands  into  their  Excel  equivalents. 
Graphics:  Operating  under  Windows  provides  a 
natural  advantage  in  graphics  capabilities  over 
DOS-based  programs.  Excel’s  charts  and  graphs 
can  be  rotated  on  any  axis,  labeled  with  icons  and 
arrows  and  placed  anywhere  on  a  worksheet.  Text 
wraps  automatically  around  graphs  where  desired 
and  can  also  be  placed  within  a  graph. 

Database:  In  addition  to  its  own  flat-file  database 
capabilities,  Excel  includes  bundled  software  that 
allows  it  to  import  files  from  Microsoft’s  SQL  Serv¬ 
er  and  Ashton-Tate  Corp.’s  Dbase  III  and  IV. 
Output:  What  you  get  is  what  you  see  on  the  pro¬ 
gram’s  display.  Formatting  control  is  excellent,  ac¬ 
cording  to  reviewers.  Users  can  reduce  print  size  to 
keep  larger  worksheets  on  a  single  printed  page  and 
create  style  sheets  that  make  future  worksheets 
conform  to  a  standard  output  format. 
Documentation:  Excel’s  documentation  has 
been  completely  revamped  for  the  Windows  ver¬ 
sion.  Reviewers  also  noted  the  addition  of  on-line 
Help  windows. 

Ease  of  use:  Ease  of  use  is  enhanced  by  the  point- 
and-click  Windows  environment.  A  tool  bar  offers 
quick  and  simple  cell  formatting,  and  graphs  are 
also  easy  to  set  up.  The  outliner  feature  enables  us¬ 
ers  to  handle  complicated,  multilevel  worksheets. 
Support:  Microsoft  offers  solid  technical  support, 
reviewers  said.  Telephone  support  is  unlimited  and 
free,  although  not  toll-free.  Excel  also  comes  with  a 
30-day  return  policy. 

Value:  Excel  is  one  of  the  best  values  on  the 
spreadsheet  market,  reviewers  reported.  Priced  at 
$495,  Microsoft  is  offering  the  package  for  $129 
for  the  next  nine  weeks  to  users  who  say  they  are 
currently  using  another  spreadsheet  product. 


Microsoft’s  Excel  combines  a  powerful  spread¬ 
sheet  with  the  easy-to-use  Windows  interface 


Reviews  Summary 


Criteria 

Infoworld 

PC  Week 

PC  World 

1/28/91 

1/14/91 

2/91 

Performance 

Excellent 

No  speed 
demon 

NC 

Compatibility 

Very  good 

NC 

Simple  to 
convert 

Graphics 

Excellent 

Superior 

integration 

Leapfrogs 
major  rivals 

Database 

Excellent 

NC 

Mainly 

unchanged 

Output 

Excellent 

Has  an  edge  in 
presentations 

Brings  report  format 
to  a  higher  level 

Documentation 

Excellent 

NC 

NC 

Ease  of  use 

Excellent 

Easier  than 
previous  version 

Spectacular 

Support 

Very  good 

NC 

NC 

Value 

Excellent 

NC 

A  new  caliber  of 
style  and  substance 

Reviewer’s  score 

8.9 

Users  will 
have  a 
field  day 

A  cornucopia 
of  timely 
additions 

Numeric  ratings  are  based  on  a  weighted  scale  of  1  to  10  where  10  is  best.  NC:  No  comment. 
These  are  excerpts  from  reviews.  Refer  to  actual  articles  for  details. 


RATINGS 

What  the  experts  say 


•  Users:  Bill  Remmert,  manager  of 
end-user  computing,  Contel  American 
Satellite  Co.  ( overall  performance  of 
product:  10,  cost  to  get  product  up  and 
running:  10) 

“Microsoft  has  made  a  tremendous 
leap  from  Version  2.0  to  this  version. 
It’s  as  big  as  the  leap  from  Word  to 
Word  for  Windows.  The  outlining  fea¬ 
ture,  excluding  certain  columns  from 
view  with  the  click  of  a  button,  makes 
some  things  10  times  easier  to  do.  The 
ability  to  design  my  own  macros  is  also 
important.  The  cost  isn’t  even  a  question.  You’ll  get  your  mon¬ 
ey  back,”  Remmert  said. 

Bob  Cohen,  division  systems  manager,  Baxter  Internation¬ 
al,  Inc.  (9,8) 

“The  graphics  are  excellent,  and  the  formatting  options  for 
a  spreadsheet  are  really  nice;  it’s  almost  like  a  word  processing 
environment.  It’s  not  inexpensive,  but  it’s  a  lot  of  product  for 
the  money,”  Cohen  said. 

Steve  Alverson,  project  engineer,  Cincinnati  Milacron  (9,8) 

•  Analysts:  Amy  Wohl,  Wohl  Associates  ( overall  performance 
of  product:  10,  cost  to  get  product  up  and  running:  7) 

“The  interface  on  Excel  is  very  appealing  and  very  easy  to 
use.  Also,  customers  find  feature-rich  products  very  appealing, 
and  right  now,  it  has  the  most  features,”  Wohl  said. 

Marshall  Moseley,  Dataquest,  Inc.  (8.5,8);  David  Cearley, 
Gartner  Group,  Inc.  (8,8) 

•  Financials:  Christopher  Mortenson,  Alex.  Brown  &  Sons, 
Inc.  ( overall  financial  performance  of  product  and  company: 
9) 

“Excel  is  about  10%  of  Microsoft’s  revenues  and  earnings. 
Although  Version  3.0  is  just  starting  to  ship,  I  have  a  very  posi¬ 
tive  feeling  about  it,  ”  Mortenson  said. 

David  Bayer,  Montgomery  Securities  (10) 

“Excel  is  the  spreadsheet  to  beat  for  Windows  3.0,”  Bayer 
said. 

Thomas  Erickson,  Wessels  Arnold  &  Henderson  (9);  Jim 
Weil,  Soundview  Financial  Group  (9) 


Contel  ASC’s 
Remmert 


Points 

(maximum) 

Category 

27  (30) 

Published  reviews 

1  8  (20) 

Analysts’  ratings 

14  (15) 

Users’  ratings 

16  (20) 

Cost  evaluation 

14  (15) 

Vendor  financials 

(Maximum  score:  100) 

Microsoft 

responds 


Comments  from  Rich 
Tong,  product  manager: 
Performance:  We  de¬ 
signed  Excel  to  run  on  [In¬ 
tel  Corp.  80286-based] 
machines  with  1M  byte  of 
random-access  memory. 
Excel  has  one  of  the  fastest 
recalculation  speeds  out 
there.  Most  of  the  prob¬ 
lems  with  speed  come 
from  trying  to  run  too 
many  applications  at  once. 
The  point  of  Windows  is  to 
be  able  to  load  as  many 
programs  as  possible. 
Whether  good  or  bad,  it 
doesn’t  tell  you,  “Hey,  this 
is  really  dumb  to  load  18 
applications.” 

Database:  We’ll  continue 
to  write  drivers  to  support 
additional  databases.  But 
since  most  databases  can 
convert  to  Dbase  files,  you 
can  work  around  this  al¬ 
ready.  Also,  managers  can 
write  their  own  browsers 
because  the  format  is 
open-ended.  The  SQL 
Server  is  really  the  crucial 
thing  because  it  will  allow 
people  integrating  main¬ 
frames  with  personal  com¬ 
puters  to  bring  their  data¬ 
base  data  down  to  the 
micros. 

Support:  We  recently 
changed  from  a  30-day  re¬ 
turn  policy  to  a  60-day  pol¬ 
icy.  But  the  return  rate  is 
extremely  low,  regardless. 


NEXT  WEEK 

►  The  latest  version  of 
Computer  Associates  In¬ 
ternational,  Inc.’s  Super- 
calc5  keeps  pace  with  the 
market  leaders. 


Methodology:  Published  reviews:  average  of  numeric  scores  from  product 
reviews  published  by  personal  computer  publications  listed  in  reviews  sum¬ 
mary  chart  multiplied  by  three.  All  ratings  are  based  on  a  l-to-10  scale, 
where  10  is  excellent.  Analysts:  average  overall  product  ratings  multiplied 


by  2.  Users:  average  overall  product  ratings  multiplied  by  1.5.  Cost:  average 
cost  to  get  product  up  and  running  ratings  from  both  groups  multiplied  by  2. 
Financials:  average  of financial  analysts’  ratings  of  vendor  financials  and 
ability  to  support  product  multiplied  by  1.5. 
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INFORMATION 

GRIDLOCK 


You’re  not  alone  if  you’re  drowning 
in  too  much  paper  and  electronic 
information.  Because  of  the  explo¬ 
sive  growth  of  desktop  computing 
and  networking  capabilities,  any 
workgroup  that  produces  volumes 
of  documentation,  and  the  IS  peo¬ 
ple  that  support  it,  are  apt  to  be 
facing  this  problem. 

Howard  Woolf,  Digital's 
Manager  of  Network  Application 
Support  and  Electronic  Publishing, 
discusses  how  a  new  networked 
application  area  called  Document 
Management  offers  an  integrated 
solution. 


Too  many  files, 
in  too  many  places, 
in  too  many  formats? 
Document 

Management  lets  you 
keep  information  on 
track  and  flowing 
smoothly. 


WHAT  IS  DOCUMENT  MANAGEMENT? 

AND  WHAT  INFORMATION  MANAGEMENT 
PROBLEMS  DOES  IT  ADDRESS? 

It’s  now  fairly  simple  for  people  to  create 
professional-looking  documents  on  rheir 
computers,  including  graphics,  images,  and 
other  types  of  information  with  their  text, 
then  distribute  that  information  quickly  and 
easily  to  others.  And,  of  course,  it’s  also 
much  easier  to  revise  such  documents  at  any 
time. 

But  along  with  the  benefits  of  desktop 
publishing  have  come  a  host  of  problems — 
electronic  files  that  can’t  be  located  when 
you  need  them;  obsolete  and  incomplete 
information;  different  versions  of  the 
same  document  in  multiple  loca¬ 
tions.  The  problem  is  made 
worse  because  most  docu¬ 
ments  result  from  the  con¬ 
tributions  of  various 
people — writers,  editors, 


certainly  benefit  from  Document 
Management.  Both  state  and  federal  agen¬ 
cies,  as  well  as  organizations  that  deal  with 
government  agencies,  have  an  urgent  need 
for  Document  Management.  For  instance, 
the  government  requires  the  filing  and 
tracking  of  millions  of  pages  of  safety  docu¬ 
mentation,  technical  manuals,  and  other 
mission-critical  documentation  from  many 
organizations. 
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graphic  designers,  and 
reviewers  all  working 
together  to  produce  the  final 
document. 

Keeping  track  of  that 
document  from  creation 
through  revisions  to  final 
approval  across  workgroups, 
departments,  and  the  entire 
organization  can  be  a  management  night¬ 
mare.  Equally  difficult  is  ensuring  that  the 
document  is  kept  current  and  accessible  to 
the  people  who  depend  on  the  information  it 
contains. 

A  good  way  of  addressing  these  problems 
is  through  networked  applications  that  inte¬ 
grate  desktops  and  other  systems  in  a 
client/server  computing  environment.  That's 
what  Document  Management  is  all  about. 


WHAT  MAKES  A  GOOD  DOCUMENT 
MANAGEMENT  SYSTEM? 

You  should  look  for  a  Document  Manage¬ 
ment  system  that  embraces  the  following 
capabilities: 

ROUTING:  The  ability  to  track,  route, 
and  store  documents  as  they  are 
being  written,  reviewed,  and 
revised  no  matter  what  desktop 
application  is  used  to 
create  the  document. 

STORING:  The 

ability  to  store 
documents  in 
a  structured 
text  database — 
versions  of  a 
technical  man¬ 
ual,  for  instance. 
These  documents 
should  also  be  available  to  all  authorized 
users  over  a  network. 

RETRIEVING:  The  ability  of  any  desktop 
system  to  retrieve  compound  document 
information  from  within  multiple  applica¬ 
tions  without  needing  to  know  where  the 
information  is  stored. 

LINKING:  The  ability  to 
link  associated  objects.  For 


WHAT  SORT  OF  BUSINESSES  WOULD 
BENEFIT  MOST  FROM  DOCUMENT 
MANAGEMENT? 

Discrete  and  process  manufacturers  such 
as  aerospace,  petrochemical,  and 
pharmaceutical  companies  are 
all  good  examples  of  organizations 
that  produce  a  massive  amount 
of  documentation  and  can 


instance,  having  a  mainte¬ 
nance  manual  linked 
to  relevant  OSHA 
regulations. 
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>-  Document  Management  continued 


HOW  ARE  THOSE  CAPABILITIES  REFLECTED 
IN  REAL  PRODUCTS? 

We  have  a  variety  of  excellent  products  for 
Document  Management,  including: 

■  ODMS  from  Odesta  Corporation,  which 
works  as  client/server  software  and  allows 
users  to  route  documents,  track  revisions, 
and  control  versions  of  the  document. 
Digital  jointly  markets  ODMS  with  Odesta 
today,  and  plans  to  sell,  distribute,  and  sup¬ 
port  a  future  version  of  this  product. 

■  BASISplus,  from  Information  Dimensions, 
Inc.,  which  provides  a  large,  centralized 
library  where  writers  and  reviewers  can  check 
out  and  work  on  documents. 

■  TOPIC,  from  Verity,  Inc.,  which  allows  users 
working  in  a  distributed  client/server  envi¬ 
ronment  to  retrieve  documents  in  order  of 
importance.  Digital  sells  and  distributes  this 
product. 

■  PixTex,  from  Excalibur  Technologies,  which 
is  an  ideal  application  for  locating  informa¬ 
tion  in  image  documents.  PixTex  can  search 
documents  that  contain  misspellings.  For 
example,  if  a  document  has  been  scanned 
and  then  converted  into  text  with  an  optical 
character  reader,  the  chances  are  good  it  con¬ 
tains  some  misspellings — but  PixTex  can  still 
find  the  desired  information  even  if  the 
words  it  is  searching  for  are  incorrectly 
spelled.  Digital  sells,  distributes,  and  sup¬ 
ports  Pixlex. 


Howard  Woolf 

Manager  of  Network 
Application  Support 
and  Electronic 
Publishing 


“Any  successful 
Document 

Management  strategy 
must  address 
how  to  get 
information  to  and 
from  the  desktops 
in  a  mixed-vendor 
environment.” 


EDCS  II,  which  provides  a  secure  structured 
library  for  engineering  drawings  and 
technical  documents. 

These  are  only  a  few  of  the  many  prod¬ 
ucts  available  as  part  of  the  Digital 
Document  Management  strategy — all  based 
on  Network  Application  Support  (NAS)  ser¬ 
vices  as  the  integration  software. 

HOW  DOES  DIGITAL  FIT  INTO  THE 
DOCUMENT  MANAGEMENT  PICTURE? 

That’s  a  key  point.  Obviously, 
Document  Management  won’t 
work  unless  it  works  for  every¬ 
one  who  needs  access  to  the  doc¬ 
ument.  There  are  over  40 
million  desktop  computers  in  use 
today,  and  any  successful  Document 
Management  strategy  must  address  how 
to  get  the  information  to  and  from 
those  desktops  in  a  mixed-vendor 
environment. 

Also,  documents  often  include  such 
things  as  graphics  and  charts  as  well  as 
text — what  we  call  compound  documents. 
People  who  need  access  to  documents  need 
access  to  the  entire  document.  It  shouldn’t 
matter  what  applications  or  computers  are 
being  used. 

That’s  where  Digital  comes  in.  Thanks 
to  our  NAS  software,  we  believe 
that  Digital  already  leads  in  ease  of  inter¬ 
operating  with  other  vendors’  systems — from 
DOS-based  PCs  to  Apple  Macintosh  systems, 
to  UNIX  workstations,  and  IBM  mainframes. 
Because  of  NAS,  all  the  Document  Manage¬ 
ment  products  I’ve  mentioned  are  interoper¬ 
able  in  multivendor  environments. 


We’re  also  working  closely  with  the 
application  vendors  to  ensure  that  their 
Document  Management  products  support 
all  the  key  NAS  services  such  as  Digital’s 
Compound  Document  Architecture  (CDA). 

SO,  ALL  THESE  PRODUCTS  WORK 
USING  NAS? 

Yes.  ODMS  currently  supports  Macintosh 
and  VT  clients  on  a  VMS  server,  and 
will  soon  be  available  for  Motif  and 
MS-Windows  clients  on  a  VMS  server. 

BASISplus  supports  VT,  X-Windows, 
and  MS-Windows  as  time-sharing  clients 
with  a  VMS  server.  TOPIC  supports  the 
MS-Windows,  Macintosh,  and  Motif  clients, 
with  UNIX  and/or  VMS  servers.  PixTex 
supports  X-Window  clients  on  a  VMS  server, 
and  a  RISC/ULTRIX  server  is  under  develop¬ 
ment  for  Pixlex. 


HOW  DO  YOU  GET  STARTED  WITH 
DOCUMENT  MANAGEMENT? 

Everyone  has  their  unique  needs.  The 
best  way  to  get  started  is  by  contacting  a 
Digital  salesperson.  Together,  you  can  select 
products  that  will  match  your  Document 
Management  needs  and  integrate  with  your 
current  or  planned  computing  systems. 
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New 

MEMORY  MODULES 

for  VAX  6000  Systems 


Todays  applications — whether  they  are  database,  scientific,  or  vector  pro¬ 
cessing  applications — require  superior  performance.  Digital  now  offers 
three  new  memory  modules  to  help  you  obtain  the  performance  these 
applications  demand. 


Designed  specifically  for  VAX  6000  systems, 
the  new  MS65A  modules  come  in  128  MB, 
64  MB,  and  32  MB  sizes.  All  offer  marked 
improvements  in  speed,  flexibility,  and  capacity 
over  the  existing  MS62A  memory. 

The  modules  provide  a  smooth  system 
growth  path,  working  to  protect  your  invest¬ 
ment  in  existing  equipment.  They  are  forward 
compatible,  so  you  can  use  them  when  you 
upgrade  to  the  VAX  6000  Model  300.  And 
they  are  backward  compatible,  so  you  can  use 
them  with  earlier  VAX  6000  systems,  including 
Models  200,  300,  and  400. 

Bigger  and  Faster 

Thanks  to  high-density,  state-of-the-art 
4 -Mbit  DRAM  technology,  the  modules  have 
larger  memory  capacities.  When  you  upgrade 


to  the  VAX  6000  Model  500,  the  new  modules 
support  a  write-back  cache  that  bolsters  the 
efficiency  of  the  system  bus  to  make  your 
whole  system  still  faster. 

The  new  memory  modules’  unique  design 
gives  you  faster  access  to  your  memory  data. 
On  the  average,  the  modules  are  25  percent 
faster  than  the  MS62A.  A  new  streamlined 
memory  controller  design  provides  memory 
bandwidths  that  surpass  those  previously  avail¬ 
able  for  VAX  6000  systems.  The  new  memory 
modules  let  you  double  the  size  of  your  mem¬ 
ory,  from  256  MB  to  512  MB. 

Flexible  and  Secure 

The  range  of  memory  options  and  a  new 
mixed-module  interleaving  capability  give  you 
flexibility  when  configuring  memory.  You  can 


More  memory 
means  more 
performance. 
And  that’s  what 
you  get  with 
the  three  new 
MS65A  modules 


free  up  slots  in  heavily-loaded  systems  by 
replacing  your  MS62A  memories  with  the  new, 
higher-density  modules.  You  can  mix  MS65A 
and  MS62A  modules  on  the  same  VAX  6000 
system  (Models  200,  300,  400)  and  still  benefit 
from  the  performance  advantages  of  interleaving. 

Flexible  also  means  cost  effective.  You  can 
buy  memory  in  the  increments  that  best  suit 
your  needs — 32  MB,  64  MB,  or  128  MB.  By 
choosing  the  128  MB  module,  you  can  save 
20  percent  of  the  cost  you  would  pay  if  you 
bought  equivalent  amounts  of  memory  in  the 
32  MB  or  64  MB  options. 

Whatever  new  module  you  choose,  your  data 
is  safe.  The  new  memories  are  tightly  inte¬ 
grated  with  the  VAX  6000  system  architec¬ 
ture — to  deliver  superior  data  integrity  and 
high  systems  availability.  The  modules  come 
with  built-in  self-test  capabilities,  battery  back¬ 
up  capability,  and  error  detection  and 
correction. 


With  Maintenance  Included 

In  the  United  States,  maintenance  for  memory 
is  free  of  charge  when  your  system  is  covered 
by  a  Digital  service  contract.  This  cost-of- 
ownership  savings  adds  up  over  the  lifetime  of 
your  system.  System  service  is  done  on-site,  so 
you  can  avoid  extended  periods  of  downtime. 

For  more  information  on  configuring  mem¬ 
ory  options  for  VAX  6000  systems,  contact  your 
local  Digital  sales  representative,  or  call  our 
Technical  Consulting  Center  at  800-343-4040. 
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New  Link  Between  Mac  and  VAX  VTX 

A  new  Macintosh  interface,  VTXpress,  is  avail¬ 
able  for  Digital’s  VAX  VTX  videotex  product. 
Developed  under  a  joint  agreement  with  White 
Pine  Software,  VTXpress  offers  Mac  users  the 
power  of  Digital’s  leading  electronic  informa¬ 
tion  distribution  system  while  working  under 
the  Macintosh  interface,  including  windows, 
icons,  menus,  and  pointers.  All  the  Macintosh 
software  required  to  run  VTXpress  is  included 
in  the  $399  product. 

VTXpress  is  compatible  with  Digital’s 
PATHWORKS  for  Macintosh  product- 
software  from  Digital  enabling  Micro  VAX  and 
VAX  computers  to  act  as  application,  data,  elec¬ 
tronic  mail,  and  resource  servers  for  large 
groups  of  Macintosh  computers.  To  order  or  for 
more  information  on  VTXpress,  contact: 

White  Pine  Software,  Inc. 

94  Route  101 A 
Amherst,  NH  03031 
603-886-9050 
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Lower  Prices  for  MS650  Memory  Products 

Digital  recently  announced  up  to  25  percent 
savings  on  its  8  MB  and  16  MB  MS650  mem¬ 
ory  products.  Designed  to  enhance  the  perfor¬ 
mance  of  Digital  systems,  and  unsurpassed  in 
reliability  and  availability,  the  MS650  memories 
are  high-performance  ECC  memory  products 
used  on  the  following  systems: 

■  MicroVAX/VAXserver 
3300/3400/3500/3600/3700/3800/3900 

■  VAXstation  3200/3500 

■  DECsystem  5400. 

License  to  Save  for  MicroVAX  Users 

Thanks  to  the  new  VAX/VMS  Unlimited  User 
License  Upgrade  program,  existing  MicroVAX 
sites  that  plan  to  upgrade  before  June  28,  1991 
can  save  as  much  as  77  percent  off  the  cost  of 
the  standard  VAX/VMS  unlimited  user  license. 
Approximately  60,000  MicroVAX  II  and 
MicroVAX  3000  system  customers  with  time¬ 


sharing  licenses  of  VMS  Version  4.0 
and  higher  are  eligible  for  the  program. 
Call  800-DIGITAL  (800-344-4825)  to  order, 
or  for  more  details. 

More  Realtime  Benefits 

Digital’s  new  Version  4.2  of  its  VAXELN  real¬ 
time  software  provides  users  with  support  for 
its  VAX  4000  Model  300  system,  support  for 
a  half  dozen  new  devices,  and  increased  func¬ 
tionality  at  the  kernel  level.  VAXELN  V4.2 
extends  low-cost  realtime  support  to  the 
VT1300  X  Window  graphics  terminal; 
VAXstation  2000  and  VAXstation  3000  work¬ 
station  graphics;  graphics  accelerators  in  the 
VAXstation  3100  SPX  workstation  and  the 
MicroVAX  3500/3600/3800/3900  computers; 
the  DEClancontroller  400  high-performance 
Ethernet/802. 3  controller;  and  the  RV20 
Write-Once  Optical  Drive. 


special 


advertising  section 


February  1991 


DIGITAL'S  STRATEGY 


Certainly  you  are  already  familiar  with 
OS/2 — the  newest  personal  computing  operating 
system  from  IBM,  offering  multitasking  capabil¬ 
ity  and  virtual  memory  management.  You  know 
you  can  use  OS/2  to  develop  and  support  more 
powerful  applications  than  were  available  under 
MS-DOS.  OS/2  includes  the  Presentation  Man¬ 
ager  graphical  user  interface  and  is  an  excellent 
platform  for  networked  applications. 

Of  course,  to  get  the  most  out  of  OS/2,  you’ll 
want  to  integrate  it  into  your  corporate  network. 

The  following  series  of  questions  and  answers 
addresses  Digital’s  strategy  for  doing  just  that. 
(First,  some  foundation-building  information; 
then  to  the  heart  of  the  matter.) 

What  is  PCSA? 

The  Personal  Computing  Systems  Architecture 
(PCSA)  is  Digital’s  solution  for  integrating 
personal  computers  into  your  total  computing 
environment,  so  that  they  can  share  all  of 
the  information  and  resources  that  your  business 
possesses. 

As  the  architecture  that  underlies  the 
PATHWORKS  family  of  products,  PCSA  is  based 
on  DECnet  and  LAN  Manager,  with  support 
for  the  TCP/IP  transport  to  be  offered  in  the 
future.  PCSA  offers  basic  file  and  print  services, 
as  well  as  value-added  applications  and  utilities 
such  as  terminal  emulation  and  mail. 

PCSA  support  also  extends  to  Macintosh 
systems  using  AppleTalk  and  AFP.  In  this  way, 
Digital  supports  Macintosh  systems  within  our 
networks  by  using  the  industry  standards  pre¬ 
ferred  by  Macintosh  users,  much  like  we  support 
DOS  and  OS/2  users  via  LAN  Manager. 

What  does  Digital’s  PATHWORKS  offer  that 
competitive  products  don’t? 

First,  PATHWORKS  provides  interconnectivity 
between  all  Digital  LANs  and  host  systems,  so 
you  can  access  services  from  any  server  in  the 
network.  I  he  PATHWORKS  product  family 
includes  servers  on  VAX-based  VMS  systems,  on 
VAX-based  and  RISC-based  ULTRIX  systems,  and 
on  OS/2-based  Intel  systems. 

Second,  PATHWORKS  is  based  on  industry- 
standard  architectures,  such  as  LAN  Manager, 
MS-DOS,  and  OS/2  Standard  Edition.  Digital 
believes  in  open  computing,  so  PCSA  is  not  a 
proprietary  architecture. 


Third,  you  benefit  from  Digitals  high-quality 
product  engineering  and  state-of-the-art  technology. 
You  also  receive  our  comprehensive  service  and 
support,  plus  guaranteed  customer  satisfaction. 

Now,  the  key  questions: 

What  is  Digital’s  strategy  for  OS/2  support? 

Digital  supports  OS/2  under  our  Network 
Application  Support  (NAS)  strategy.  NAS  offers 
you  transparent  access  to  a  backbone  set  of  appli¬ 
cations  and  services  that  are  located  anywhere  on 
the  network,  yet  are  available  to  users  of  any 
desktop  platform.  Digital  has  licensed  Microsoft’s 
LAN  Manager  network  operating  software  as  the 
basis  of  our  PATHWORKS  for  OS/2  (formerly 
PCSA  for  OS/2)  product.  PATHWORKS  for  OS/2 
allows  OS/2-based  PCs  to  be  used  as  both  clients 
and  servers. 

Digital  is  developing  a  number  of  other  OS/2 
products  under  the  NAS  program.  Two  products 
which  are  currently  available  are  DECwrite  for 
OS/2,  a  desktop  publishing  application;  and  CDA 
Base  Services  for  OS/2,  a  collection  of  tools  which 
brings  the  power  of  Digital’s  Compound 
Document  Architecture  to  OS/2  users. 

What  are  the  principal  features  of  PATHWORKS 
for  OS/2? 

PATHWORKS  for  OS/2  gives  you  all  of  the  soft¬ 
ware  and  documentation  you  need  to  configure 
an  OS/2  client  or  server  in  a  single  package. 
PATHWORKS  for  OS/2  provides  full  support  of 
the  LAN  Manager  Application  Programming 
Interface  (API)  so  that  you  can  develop  dis¬ 
tributed  OS/2  applications.  VI. 1  includes  server 
software  which  has  been  optimized  for  superior 
performance  on  IBM  386  and  486  systems.  Vl.l 
of  PATHWORKS  for  OS/2  will  also  include  sup¬ 
port  for  the  LAN  Manager  Peer  Services  feature 
that  lets  individual  OS/2  users  share  local  disks 
and  printers  with  other  users,  one  connection  at 
a  time. 

PATHWORKS  for  OS/2  includes  DECnet  net¬ 
work  transport  software,  so  OS/2  users  can  par¬ 
ticipate  in  DECnet  computer  networks.  Some  key 
features  of  DECnet  include  task-to-task  commu¬ 
nications,  network  file  transfer,  network  manage¬ 
ment  utilities,  and  NETBIOS  interface  support. 

A  PATHWORKS  for  OS/2  client  can  access 
file,  print,  and  mail  services  of  VMS,  ULTRIX, 
and  OS/2  PATHWORKS  servers.  You  can  access 
one  or  more  servers  simultaneously,  so  that  all 
resources  of  the  network  are  available  to  you. 
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The  PATHWORKS  for  OS/2  server  software 
also  includes  mail  server  software,  allowing  the 
OS/2  server  to  route  electronic  mail  messages 
between  PC  users.  Both  DOS  and  OS/2 
PATHWORKS  clients  can  have  mail  accounts  on 
the  OS/2  server. 

The  OS/2  client  mail  utility  lets  you  send  mail 
to  PC,  VMS,  and  ULTRIX  mail  users.  Other 
client  applications  and  utilities  provided  with 
PATHWORKS  for  OS/2  are  VT320  terminal 
emulation,  a  full-screen  editor,  a  broadcast 
sender,  and  a  broadcast  receiver. 

PATHWORKS  for  OS/2  supports  the  Network 
Device  Interface  Specification  (NDIS).  NDIS  was 
jointly  developed  by  Microsoft  and  3Com 
Corporations  and  is  a  standard  which  allows 
network  software  and  hardware  to  work  together. 
When  you  purchase  PATHWORKS  for  OS/2, 
you  receive  NDIS-compliant  drivers  for  sev¬ 
eral  Ethernet  controllers,  including  the 
DEC  EtherWORKS  products.  PATHWORKS  for 
OS/2  may  also  be  used  with  other  vendors’ 
Ethernet  controllers,  which  are  supplied  with 
NDIS-compliant  drivers.  Digital’s  support  of 
NDIS  is  another  example  of  Digital’s  commit¬ 
ment  to  standards  and  to  open  computing. 

Does  PATHWORKS  for  OS/2  support  Presentation 
Manager? 

Yes.  PATHWORKS  for  OS/2  utilities  run  in 
full-screen  mode.  Applications  that  use  Presen¬ 
tation  Manager  windowing  features  are 
supported  under  PCSA,  and  can  run  in  a 
networked  environment. 

What  are  the  configuration  requirements  for  a 
system  running  PATHWORKS  for  OS/2? 

PATHWORKS  for  OS/2  Vl.l  supports  OS/2 
Standard  Edition  Vl.l  and  VI. 21  on  client  con¬ 
figurations;  it  supports  OS/2  VI. 21  on  server 
configurations.  PATHWORKS  for  OS/2  may  be 
run  on  a  wide  variety  of  PCs,  including  IBM  286, 
386,  386sx,  and  486  models.  Supported  models 
include  Digital’s  DECstation  PCs,  IBM  AT  and 
PS/2  models,  as  well  as  models  from  COMPAQ, 
Olivetti,  Tandy,  Toshiba,  and  Zenith  Data 
Systems.  A  minimum  of  4  MB  of  memory  is 
required  on  client  systems.  A  minimum  of  6  MB 
of  memory  is  required  to  run  the  server  or  Peer 
Services  software.  An  Ethernet  controller  is  also 
required  in  each  OS/2  client  or  server  system. 

Is  it  difficult  to  configure  PCs  as  clients? 

Not  at  all.  PATHWORKS  for  OS/2  comes  with  a 
menu-driven  utility  which  makes  installation  and 
configuration  quick  and  simple.  You  use  a  single 
utility  to  install  the  software  and  configure  an 
OS/2  system  as  a  client  or  server.  The  installation 
utility  gives  you  context-sensitive  help  and 
default  settings  for  most  of  the  required  input 
values,  so  that  even  a  novice  user  can  install  and 
configure  a  PATHWORKS  for  OS/2  system. 
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VAXstation,  VAX  VTX,  VMS,  and  V  I .  ■  Apple.  AppleTalk,  and  Macintosh  are  registered  trademarks  of  Apple  Computer,  Inc  BASISplus  is  a  registered  trademark  of  Information  Dimensions,  Inc.  IBM,  OS/2,  and  PS/2  arc  registered  trade¬ 
marks,  and  NE’I  BIOS  is  a  trademark  of  International  Business  Machines  Corporation.  Intel  is  a  registered  trademark  of  Intel  Corporation.  Motif  is  a  registered  trademark  of  Open  Software  Foundation,  Inc  MS  and  MS-DOS  are  regis¬ 
tered  trademarks  of  Microsoft  Corporation.  ODMS  is  a  trademark  ol  Odesta  Corporation.  PixTex  is  a  trademark  of  Excalibur  Technologies.  TOPIC  and  Verity  are  registered  trademarks  of  Verity,  Inc  UNIX  is  a  registered  trademark  of 
UNIX  System  Laboratories.  ■  Listed  prices  are  U.S.  and  subject  to  change. 
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Tax  programs  ease  the  burden 


PRODUCT  REVIEW 


BY  PETER  BARTOLIK 

CW  STAFF 


If  you  do  your  own  tax  returns,  the  ques¬ 
tion  is  not  whether  to  buy  a  tax  prepara¬ 
tion  software  package,  but  which  one  to 
buy  —  and  write  off  on  next  year’s  return. 

Considering  that  tax  preparation  ser¬ 
vices  charge  from  $40  at  the  storefront  to 
astronomical  amounts  for  full-fledged  ac¬ 
counting  time,  even  a  hesitant  self-filer 
can  easily  justify  the  up-front  expense  of 
the  popular  software  packages  now  avail¬ 
able. 

Last  year  was  my  initiation  into  this 
technology  via  Chipsoft,  Inc.’s  Turbotax. 
Emboldened  by  that  experience,  this  year 
I  decided  on  a  head-to-head  evaluation  of 
both  Turbotax,  because  it  was  familiar, 
and  Softview’s  Macintax  for  Windows 
3.0,  quite  simply  because  it  was  designed 
for  Microsoft  Corp.’s  Windows  interface. 

Both  scored  well  in  terms  of  function¬ 
ality  and,  most  important,  usability.  For 
Windows  aficionados,  the  choice  is  easy: 
Macintax  has  the  point-and-click  process 
down  pat  so  the  user  can  click  on  line  34  of 
Form  1040  and  up  pops  the  intimidating 
Schedule  A  for  itemized  deductions. 

If  you  are  comfortable  with  the  mouse, 
navigating  through  related  forms  and 
schedules  is  much  more  convenient  than 
Turbotax’s  functional  but  ponderous 
menu  scheme. 

Despite  the  absence  of  a  bona  fide 
graphical  user  interface,  Turbotax  is  well 
ahead  of  the  game  in  terms  of  intuitive 
assistance  to  the  tax  filer.  While  both 
packages  employ  checklists  to  determine 
which  forms  and  schedules  should  be 
used,  Turbotax  systematically  takes  you 


through  the  process  of  filling  in  data  on 
one  form  that  will  be  subsequently  con¬ 
solidated  into  another. 

For  example,  in  compiling  data  on  an 
independent  business,  a  depreciation 
worksheet  compiled  data  that  was  pulled 
into  Form  4562  that  was  then  consolidat¬ 
ed  into  Schedule  C. 

However,  Macintax’s  reliance  on  Win¬ 
dows  actually  detracts  from  the  product 
in  a  couple  of  areas. 

First,  the  graphical  representation  of 


tax  forms  becomes  tiresome  after  a 
while.  Not  only  does  the  white  form  rep¬ 
resentation  seem  glaring  after  spending 
some  time  in  front  of  the  screen,  but  the 
character  fonts  are  just  not  robust  enough 
for  the  job. 

Turbotax  provides  the  option  to  switch 
to  a  graphical  representation,  but  memo¬ 
ry  is  an  apparent  issue  as  I  was  unable  to 
make  this  switch  when  using  640K  bytes 
of  memory  on  an  Intel  Corp.  80286-based 
system.  The  hard-core  data  entry  seems 
much  easier  in  the  standard  character- 


based  display  format. 

Secondly,  while  Turbotax  provides  a 
convenient  pop-up  calculator,  Macintax 
ironically  seems  to  rely  on  the  Windows 
calculator,  which  you  cannot  access  unob¬ 
trusively  unless  you  are  running  the  pack¬ 
age  in  an  inadequate-size  window. 

Both  provide  electronic  filing  options. 
Macintax  gets  a  plus  here  because  it  bun¬ 
dles  the  required  software  right  into  the 
package,  whereas  Turbotax  requires  you 
to  order  its  supplemental  Chiplink  disks. 
With  Macintax,  you  have  to  mail  a  disk  to 
a  service  bureau  for  transmission  to  the 
Internal  Revenue  Service.  But  with  Tur¬ 


botax,  you  can  transmit  via  modem  to  its 
service  bureau.  The  service  bureau  fee  is 
$29.95  for  Macintax  users  and  $15  for 
Turbotax  users  who  have  to  pay  an  addi¬ 
tional  $1 1.50  for  the  Chiplink  software. 

Both  service  bureaus  also  provide  for 
IRS  direct  deposit  of  refunds  into  the  us¬ 
er’s  bank  account.  However,  the  elec¬ 
tronic  age  still  has  its  limitations:  Filers 
will  have  to  mail  in  the  W-2  form  along 
with  a  signed  form  that  the  IRS  requires 
for  electronic  filing.  Do  we  need  further 
proof  that  bureaucracy  is  self-sustaining? 


Will  they  tax  your  system? 

Chipsoft’s  Turbotax 

•  List  price:  $75  (plus  $11.50  for  electronic  filing  software;  $15  for  service  bu¬ 
reau  filing  fee) 

•  System  requirements:  512K  bytes  random-access  memory,  DOS  2.0  or  higher 

•  State  versions:  44  state  supplements,  $40  each 

Softview’s  Macintax 

•  List  price:  $99  ($29.95  for  service  bureau  electronic  filing  fee) 

•  System  requirements:  Intel  80286-  or  80386-based  system;  lM-byte  RAM 
minimum;  Microsoft’s  Windows  3.0 

•  State  versions:  14  state  supplements,  $69  each 


Peachtree  offers  accounting 
modules  for  Windows  3.0 


NORCROSS,  Ga.  —  Peachtree  Software 
has  announced  Crystal  Accounting,  a  six- 
module  accounting  system  for  the  Micro¬ 
soft  Corp.  Windows  environment.  Priced 
at  $495,  it  is  scheduled  to  ship  later  this 
month. 

The  product  was  originally  developed 
by  Accounting  by  Design  in  Berkeley, 
Calif.,  and  was  sold  under  the  name  Book- 


Multiprocessor 

CONTINUED  FROM  PAGE  37 

sor  to  a  symmetric  multiprocessor  sys¬ 
tem,  upgrade  his  operating  software  to 
recognize  it  and  gain  only  a  60%  perfor¬ 
mance  improvement.  On  the  other  hand, 
with  a  uniprocessor  box,  he  could  swap 
the  old  chip  for  the  latest  generation,  re¬ 
tain  the  same  uniprocessor  software  and 
double  the  CPU  performance.  “We  view 
the  latter  approach  as  the  more  viable  in 
the  relatively  near  term,”  Carberry  said. 

IBM  has  also  been  customer-testing  a 
loosely  coupled  superserver,  Carberry 
confirmed.  In  this  system,  the  processors 
are  distributed  across  various  I/O  boards, 
run  in  parallel  and  access  separate  memo¬ 
ry.  The  only  link  is  a  simple  communica- 


keeping  by  Design.  Peachtree  officials 
said  they  are  the  first  major  software  pub¬ 
lisher  to  market  an  accounting  package 
for  the  Windows  environment. 

Crystal  Accounting  uses  Windows’ 
graphical  user  interface  to  provide  ac¬ 
counting  features  that  are  said  to  be  visual 
and  intuitive. 

Pop-up  menus  and  on-line  Help  are 


tion  protocol. 

This  architecture  lets  users  upgrade 
the  entire  system  or  only  specific  portions 
“in  a  very  cost-effective  manner,”  Car¬ 
berry  said.  He  would  not  comment  on 
when  such  a  box  would  be  generally  avail¬ 
able  except  to  say  it  has  been  widely  test¬ 
ed  since  the  latter  half  of  last  year. 

According  to  analysts,  IBM  should  not 
wait  much  longer  to  announce  some  sort 
of  multiprocessor.  “Otherwise,  they’re 
going  to  get  eaten  alive”  by  the  Intel- 
based  competition,  said  Will  Fas  tie,  editor 
of  the  Baltimore-based  “Fastie  Report.” 

At  least  seven  firms  —  Compaq,  Ad¬ 
vanced  Logic  Research,  Inc.,  Netframe 
Systems,  Inc.,  Wyse  Technology,  Inc., 
Tricord  Systems,  Inc.,  AT&T  and  Paral- 
lan  Computer,  Inc.  —  have  announced  or 
are  shipping  multiprocessor  systems. 


available  from  within  any  of  the  system 
modules:  General  Ledger,  Accounts  Re¬ 
ceivable,  Invoicing,  Accounts  Payable, 
Payroll  and  Financial  Writer.  Sample  data 
and  transactions,  which  can  be  used  as 
models  for  customizing  accounting  re¬ 
cords,  are  also  provided. 

The  package  supports  Windows  Dy¬ 
namic  Data  Exchange  (DDE),  enabling 
hot  links  to  other  Windows  applications. 
For  example,  data  from  one  of  the  mod¬ 
ules  can  be  included  in  a  Windows  word 
processing  document  or  spreadsheet  us¬ 
ing  DDE.  When  changes  are  made  to  the 
module,  the  linked  files  are  simultaneous¬ 
ly  updated. 

The  accounting  modules  are  fully 
networkable  and  can  handle  an  unlimited 
number  of  transactions  and  accounts. 
Switching  modules  is  fast  and  simple,  the 
vendor  claimed,  adding  that  “on-the-fly” 
hookups  and  record  alterations  are  possi¬ 
ble.  Also  featured  are  import/export  capa¬ 
bilities  through  ASCII  files  as  well  as  auto¬ 
matic  backup  and  data  repair  utilities. 

Crystal  Accounting  comes  with  a  60- 
day  money-back  guarantee.  Technical 
support  is  available  through  Peachcare 
on  a  per-call  basis  or  priced  at  $99  for  60 
minutes  of  telephone  support.  The  pack¬ 
age  requires  Windows  3.0;  IBM’s  En¬ 
hanced  Graphics  Adapter-,  Video  Graph¬ 
ics  Array-compatible  or  a  Hercules 
Computer  Technology  Co.  Hercules- 
compatible  graphics  card;  and  a  minimum 
of  640K  bytes  of  memory,  although  1M 
byte  of  memory  is  “highly  recommend¬ 
ed,”  the  vendor  said. 


Do 

unattended 

terminals 

expose 

your 

VTAM 

network? 


Terminal  users  leave  their 
terminals  signed  on  to 
VTAM  applications. 


Fact  #1 


Inactive  terminals  con¬ 
sume  resources  and  cre¬ 
ate  security  exposures. 


Fact  #2 


Fact  #3 


Now  you  can  do  some¬ 
thing  about  it  no  matter 
what  application  has  the  terminal’s 
session. 


The  Network  Center’s  Timeout  component 
from  North  Ridge  Software  operates  at  the 
VTAM  level,  monitoring  activity  for  all  ter¬ 
minals  in  Timeout’s  VTAM  domain. 

Tferminals  connected  to  any  and  all  VTAM 
applications,  such  as  C1CS,  TSO,  NetView, 
IMS/DC,  etc.,  can  be  monitored  and  the  ses¬ 
sion  can  be  timed  out  based  upon  Timeout 
Rules.  Inactive  virtual  sessions  from 
Session  Managers  can  also  be  terminated 
automatically. 

Rules  can  be  created  online  through  SAA / 
CUA  compliant  panels.  For  example,  Rules 
can  be  created  easily  to  terminate  VTAM 
sessions  that  have  been  inactive  over  10 
minutes.  Or,  Rules  can  be  created  to  termi¬ 
nate  sessions  that  exist  with  CICS  after 
5:00  pm  weekdays.  Rules  can  be  changed 
dynamically. 

Timeout  is  now  available  for  MVS  and 
VM  VTAM  environments.  Contact  the  VTAM 
experts  at  North  Ridge  Software  for  com¬ 
plete  information  and  a  Timeout 
demonstration  diskette.  Call  or 
FAX  today.  ; 


North  Ridge  Software,  Inc. 

14450  NE  29th  Place,  Suite  111 
Bellevue,  Washington  98007-7690  USA 
Phone:  (206)  882-2600 
FAX:  (206)  881-6904 


Timeout  and  The  Network  Center  are  proprietary  to  North  Ridge  Soft 
ware.  VTAM,  MVS,  VM.  CICS,  TSO.  NetView,  and  IMS  DC  are  proprietary 
to  IBM. 
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NEW  PRODUCTS 


Software  applications 
packages 

Metier  Management  Systems,  Inc.’s  Ar¬ 
temis  Planner  Version  2.0,  a  recently  an¬ 
nounced,  graphical  user  interface-based 
planning  tool  for  IBM  Personal  Comput¬ 
ers,  enables  users  to  convert  a  desktop 
PC  into  a  professional  planning  tool. 

The  product’s  user  interface  includes 
pull-down  menus,  enabling  users  to  draw, 
annotate  and  modify  plans  interactively 
on-screen  via  a  mouse,  the  vendor  said. 

Artemis  Planner  Version  2.0  is  priced 
at  $865. 


Metier  Management  Systems 
12701  Fair  Lakes  Circle 
Fairfax,  Va.  22033 
(703)222-1111 

IXI  Ltd.  has  announced  X.desktop  3,  the 
third  component  of  its  Open  Software 
Foundation  Motif-compliant  desktop 
management  software  package. 

The  product  is  a  graphical  user  inter¬ 
face  that  features  a  drag-and-drop  proto¬ 
col  that  can  be  used  to  drag  data  as  objects 
between  a  desktop  and  another  applica¬ 
tion,  the  vendor  said.  It  runs  on  platforms 
such  as  Sun  Microsystems,  Inc.’s  Sun  3 
and  Sun  4,  Digital  Equipment  Corp.’s  Ul- 


trix-based  systems  and  Hewlett-Packard 
Co.’s  9000  Series  300  and  800  worksta¬ 
tions. 

X.desktop  3  is  scheduled  to  begin  ship¬ 
ping  next  month  and  is  priced  between 
$175  and  $795,  depending  on  number  of 
users. 

IXI 

6274  Burleigh  St. 

Cambridge,  England  CB1  lOJ 
(011-44)223-462-131 

Richmond  Technologies  and  Software, 
Inc.  has  announced  Version  2.1  of  Maxi¬ 
mizer,  its  contact  management  software 
package  designed  for  IBM  Personal  Com¬ 
puter  XTs,  ATs  or  compatibles. 

Features  include  Maxmerge,  which 
automatically  creates  a  separate  set  of 


data  files  that  can  be  transferred  to  other 
Maximizer  users,  and  the  ability  to  switch 
among  separate  Maximizer  databases 
while  remaining  within  a  program. 

The  product  costs  $395  for  a  single- 
user  version  and  $895  for  a  local-area  net¬ 
work  version. 

Richmond  Technologies  and 

Software 

6400  Roberts  St. 

Burnaby,  B.C. 

Canada  V5G  4C9 
(604)299-2121 

Software  utilities 

Softrax  has  announced  Odd,  a  software 
product  that  comprises  three  utilities  fre¬ 
quently  omitted  from  Ashton-Tate  Corp. 
Dbase-compatible  applications. 

The  product  includes  a  utility  for  de¬ 
termining  optimal  field  widths  within  a  da¬ 
tabase,  a  duplicate  and  nonduplicate  re¬ 
cord  detection  utility  and  a  frequency 
distribution  analysis  utility  for  numeric, 
date  and  character  fields. 

The  product  requires  an  IBM  Personal 
Computer  XT,  AT  or  compatible,  Dbase- 
compatible  files,  MS-DOS  Version  2.01 
or  higher  and  512K  bytes  of  memory.  It  is 
priced  at  $35. 

Softrax 
4  Van  Ness  St. 

Springfield,  Mass.  01107 
(413)746-5175 

Mapping  Information  Systems  Corp. 
(Mapinfo)  has  introduced  an  add-in  soft¬ 
ware  tool  designed  for  Autodesk,  Inc.’s 
Autocad  Release  11. 

Mapinfo  CAD  Link  ($395)  enables  files 
to  be  transferred  between  Autocad  and 
Mapinfo’s  desktop  mapping  software 
package.  Users  can  access  Mapinfo  maps 
directly  from  Autocad,  edit  the  files  with 
Autocad  drawing  tools  and  save  the  files 
in  a  Mapinfo  format,  the  vendor  said. 
Mapinfo 

Hendrick  Hudson  Building 
200  Broadway 
Troy,  N.Y.  12180 
(518)274-8673 

Irwin  Magnetic  Systems,  Inc.  has  an¬ 
nounced  an  OS/2  backup  software  pack¬ 
age  that  can  be  used  under  IBM  Presenta¬ 
tion  Manager. 

Eztape  PM  complies  with  IBM’s  and 
Microsoft  Corp.’s  Common  User  Access 
windows  management  guidelines  for  Pre¬ 
sentation  Manager.  The  software  enables 
users  to  start  any  backup  function  from 
the  main  menu  at  any  time  without  going 
through  a  set  of  backup  steps. 

The  product  is  scheduled  to  begin  ship¬ 
ping  next  month  and  costs  $329. 

Irwin  Magnetic  Systems 
2101  Commonwealth  Blvd. 

Ann  Arbor,  Mich.  48105 
(313)930-9000 

Witzend  Software  has  announced  a  text 
editor  designed  for  IBM  Personal  Com¬ 
puter  XTs,  ATs  and  compatibles. 

The  Witzend  Editor  ($39)  is  written  in 
assembly  language  and  uses  standard 
ASCII  formatting.  Features  include  drop¬ 
down  menus;  context-sensitive,  on-line 
Help;  and  a  word  wrap  procedure  with 
automatic  formatting.  The  product  re¬ 
quires  a  single  disk  drive  and  85K  bytes  of 
memory. 

Witzend  Software 
10810  37th  Ave.  SW 
Seattle,  Wash.  98146 
(206)439-9371 


INTRODUCING  THE  FIRST  SHOW  OF  FORCE 

OBJECT  TECHNOLOGY. 


REGISTER  FOR  OBJECT  WORLD,  JUNE  3-7, 
1991,  SAN  FRANCISCO. 

Why  are  more  and  more  smart  compa¬ 
nies  embracing  object  technology?  Because 
they  want  to  get  an  edge  on  the  competi¬ 
tion. 

It’s  true.  Enterprising  companies  are 
betting  on  object  technology  as  the  way  to 
decrease  development  time,  lower  the  cost 
of  maintenance,  and  reduce  the  complexity 
of  applications  programming. 

Object  World  will  bring  together  users 
and  vendors  of  object  technology  for  five 
intensive  days  of  seminars,  conferences, 
and  exhibits.  It  all  takes  place  June  3-7  at 
the  historic  Fairmont  Hotel  in  San  Fran¬ 
cisco. 

A  PRACTICAL  LOOK  AT  WHAT'S 
AVAILABLE  TODAY. 

Object  World  is  the  first  show  of  force 
in  object  technology.  And  the  first  industry 
event  to  focus  exclusively  on  its  commer¬ 
cial  aspects. 

You’ll  hear  firsthand  from  industry 
leaders  like:  Esther  Dyson,  Release  1.0', 
Christopher  Stone,  Object  Management 
Group;  Brad  Cox,  Stepstone;  John  Rymer, 
Seybold  Office  Computing;  Tom  Love, 
Orgware,  and  more.  And  get  the  inside 
story  on  how  IT  professionals  like  you  are 
successfully  using  object-technology  prod¬ 
ucts  in  business  today. 

TWO  DAYS  OF  IN-DEPTH  SEMINARS. 

Attend  dynamic  half-day  seminars 
like:  An  Executive  Briefing  on  Object 
Technology  (OT);  Building  Commercial 
Object  Applications;  Integrating  Legacy 
Systems  with  Objects  Systems;  OT  Tools 


and  Building  Blocks;  Surviving  the  Move 
to  Objects;  Adding  Sizzle  to  Object  Appli¬ 
cations;  The  Emerging  Software  Compo¬ 
nents  Industry;  and  Integrating  Objects  and 
Databases. 

THREE  DAYS  OF  POWERFUL 
PROGRAM  SESSIONS. 

Or  take  part  in  hard-hitting  program 
sessions  divided  into  four  separate  tracks: 

•  The  Applications  Track  focuses  on 
managing  the  development  process,  analy¬ 
sis  and  design,  applications  frameworks, 
and  the  future  of  object  management 
systems. 

•  The  Management  Track  covers  sub¬ 
jects  like  gaining  competitive  advantage, 
adopting  object  technology,  leapfrogging 
technologies  with  OT,  and  migration  plan¬ 
ning. 

•  The  Technology  Track  explores  topics 
like  needs  assessment;  evaluating  languages, 
environments,  and  data¬ 
bases;  and  standards  and 
user  groups. 

•  In-depth  Applications 
Case  Studies  give  you  a 
close-up  look  at  the  many 
companies  who  are  running 
object-oriented  commercial 
applications  today — the 
successes,  as  well  as  the 
failures. 


tional,  Digital  Equipment  Corp.,  Digitalk, 
Hewlett-Packard,  Parc  Place  Systems, 
Servio  Corp.,  Sun  Microsystems,  and 
more — the  people  who  are  shaking  up  the 
present  and  shaping  the  future  of  object 
technology. 

WHO  SHOULD  ATTEND? 

Chief  information  officers,  IS  manag¬ 
ers,  MIS/DP  managers,  technology  plan¬ 
ning  managers,  managers  of  systems  devel¬ 
opment/architecture,  programming  supervi¬ 
sors,  and  software  development  managers. 
In  short,  anyone  and  every¬ 
one  who  wants  to  explore 
the  potential  of  this  rapidly 
growing  technology  should 
be  in  San  Francisco  June 
3-7, 1991. 

Attend  Object  World, 
the  first  show  of  force  in 
object  technology. 


JUNE  3-7 
SAN  FRANCISCO 


n 


VISIT  THE  LEADERS  OF 
OBJECT  TECHNOLOGY. 

In  between  you  can 
stop  by  our  exhibit  hall  and 
talk  with  companies  like 
AT&T,  Borland  Interna- 


Objecl  World  is  sponsored  by  the  Object  Management  Group,  the  leading  organization  dedicated  to  promoting 
the  commercial  success  of  object  technology  worldwide.  The  event  is  produced  by  World  Expo  Corporation,  an 
International  Data  Group  Company,  the  world's  leader  in  information  services  on  information  technology. 


SAVE  $100. 


n 


REGISTER  FOR  OBJECT  WORLD  BY  APRIL  1. 

This  coupon  is  worth  $100 — if  you  register  for  Object  World  by 
April  1, 1991.  For  more  information  and  a  complete  registration 
package,  please  call  (800)  2254698  or  mail  this  coupon  to:  Object 
World,  c/o  World  Expo  Corp.,  Ill  Speen  Street,  P.O.  Box  9107, 
Framingham,  MA  01701-9107. 

CAN'T  WAIT?  REPLY  BY  FAX:  (508)  872-8237. 

□  YES.  I  plan  to  attend  Object  World.  Please  rush  me  a  complete 
information  package  so  1  can  register  early  and  save  $100. 

NAME  _ 

ORGANIZATION 


STREET 


an 


_  STATE/ZIP  . 


COUNTRY 


TELEPHONE 


FAX 


L. 
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NSPnetwork:  Still  plenty  ofwork to  do 


BY  ELISABETH  HORWITT 

CW  STAFF 


WASHINGTON,  D.C.  —  The 
45M  bit/sec.  upgrade  to  the  Na¬ 
tional  Science  Foundation’s 
(NSF)  Nsfnet  backbone  is  pro¬ 
ceeding  on  schedule,  with  imple¬ 
mentation  on  all  12  nodes  slated 
for  year’s  end.  However,  the 
foundation  has  other  areas  to  ad¬ 
dress  before  the  academic,  sci¬ 
entific  and  research  communi¬ 
ties  can  take  full  advantage  of 
Nsfnet’s  potential,  according  to 
Steve  Goldstein,  program  direc¬ 
tor  for  interagency  and  interna¬ 
tional  coordination  at  the  NSF. 

One  major  project  recently 
started  [CW,  Feb.  18]  is  the  in¬ 
terconnecting  of  domestic 
Nsfnet  users  to  their  counter¬ 
parts  on  overseas  regional  net¬ 
works.  One  potential  stumbling 
block  to  this  venture  is  how  to 
ensure  connectivity  between  the 
NSF  and  other  regional  net¬ 


works.  Domestic  Nsfnet  uses  a 
proprietary  system  developed 
by  IBM  as  its  router.  However, 
Nsfnet’s  overseas  links  will  be 
based  on  Cisco  Systems,  Inc. 
routers,  and  overseas  networks 
will  have  their  own  types  of  rout¬ 
ers.  None  of  these 
devices  now  intero¬ 
perate. 

The  foundation 
faced  a  similar  prob¬ 
lem  when  it  was  set¬ 
ting  up  links  be¬ 
tween  Nsfnet  and 
other  federal  agency 
backbones,  each  of 
which  used  a  different  type  of 
router,  Goldstein  said.  The  solu¬ 
tion  was  to  set  up  Ethernet  hubs 
that  accept  and  packetize  vari¬ 
ous  routers’  transmissions  so 
they  can  be  exchanged,  Gold¬ 
stein  added. 

What  the  NSF  is  really  wait¬ 
ing  for,  however,  is  widespread 
vendor  implementation  of  the 


Point  to  Point  Protocol,  a  de  fac¬ 
to  standard  that  ensures  intero¬ 
perability  across  different  rout¬ 
ers,  Goldstein  said. 

Another  important  step  for 
Nsfnet  to  take  is  migration  from 
Transmission  Control  Protocol/ 
Internet  Protocol  to 
Open  Systems  Inter¬ 
connect  (OSI)  proto¬ 
cols.  While  this  has 
long  been  an  NSF 
goal,  the  overseas 
links  add  urgency 
because  European 
academic  and  scien¬ 
tific  users  are  ag¬ 
gressively  implementing  the 
standard,  Goldstein  said. 

On  a  basic  level,  the  founda¬ 
tion  wants  to  ensure  that  the 
transition  to  OSI  is  as  easy  as 
possible  for  users,  Goldstein 
said.  The  organization  is  looking 
at  services  it  can  provide  to  us¬ 
ers,  such  as  a  network  informa¬ 
tion  center  that  explains  how  to 


access  electronic  mail  and  other 
Nsfnet  services,  he  added. 
“Right  now,  if  you’re  not  in  In¬ 
ternet,  you  say,  ‘How  do  I  get 
connected?  How  do  I  get  mail? 
Someone  help  me.’  ” 


The  move  to  OSI  is  also  pre¬ 
senting  NSF  with  some  unique 
challenges,  such  as  how  to  orga¬ 
nize  user  addresses  under  OSI’s 
hierarchical  system,  which  in¬ 
sists  that  each  user  be  tied  to  a 
specific  region.  Because  users 
often  belong  to  more  than  one 
region  and  change  regions,  this 
will  be  quite  a  task. 


Goals  and  obstacles 


The  following  are  areas  of  the  National  Science  Foundation’s 
Nsfnet  that  need  work  if  the  high-speed  backbone  is  to  fulfill  its 
potential: 

Goal:  To  effectively  interconnect  with  the  users  of  other  gov¬ 
ernment  and  research  networks. 

Obstacle:  Different  networks  use  different  types  of  routers 
that  cannot  talk  directly  to  one  another. 

Goal:  To  provide  users  with  easy  access  to  each  other  and  to 
Nsfnet  services  during  the  migration  to  OSI  protocols. 
Obstacles:  Tracking  users’  changing  allegiances  to  regional 
networks  under  OSI’s  hierarchical  addressing  scheme  and 
helping  users  get  comfortable  with  the  differences  between 
the  new  OSI-based  services  and  the  older  Transmission  Con¬ 
trol  Protocol/Internet  Protocol  regime. 


Wireless  networks  pass  early  tests 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


When  the  concept  of  a  wireless 
network  running  at  local-area 
network  speeds  was  introduced 
in  technology  form  by  Motorola, 
Inc.’s  Radio/Telephone  Systems 
Group  last  October,  the  industry 
was  intrigued  but  skeptical  as  to 
how  such  a  network  would  mea¬ 


sure  up  to  its  cabled  counter¬ 
parts. 

Motorola  turned  its  wireless 
technology  into  a  microwave- 
based  Ethernet-compatible 
product  called  Altair  at  the  re¬ 
cent  Networld  ’91  show  in  Bos¬ 
ton,  and  other  vendors  are  jump¬ 
ing  into  the  market. 

“Our  users  find  their  re¬ 
sponse  time  to  be  the  same  and 
haven’t  noticed  any  difference  in 
the  way  they  interact  with  the 
network,”  commented  Richard 
Shankle,  telecommunications  as¬ 


sociate  at  The  Dow  Chemical  Co. 
in  Midland,  Mich.,  and  an  Altair 
beta-test  user. 

Jim  Scott,  who  is  running  a 
20-user  Altair  test  at  Boeing 
Computer  Services,  Inc.,  is  hav¬ 
ing  similar  results.  “Our  wire¬ 
less  users  are  connected  to  a  cor¬ 
porate  backbone,  and  the  perfor¬ 
mance  levels  are  very  accept¬ 
able,”  he  said.  “We’ve  seen  no 


difference  between  air  and 
wire.” 

Shankle  said  his  company’s 
three-  to  five-year  future  “defi¬ 
nitely  includes  wireless,”  and  he 
added  he  is  hoping  for  a  wireless 
product  that  merges  both  voice 
and  data  applications. 

Motorola’s  Altair  consists  of  a 
user  module,  which  connects  to 
six  Ethernet  devices  via  thin  co¬ 
axial  cable  and  transmits  data 
across  low-frequency  radio 
waves  to  a  centrally  located  con¬ 
trol  module.  The  control  module 


acts  as  a  “traffic  cop”  that 
checks  addresses  for  up  to  32 
Ethernet  devices  and  forwards 
data  packets  to  their  destination. 

An  Altair  user  module  is 
priced  at  $3,495,  and  a  control 
module  costs  $3,995.  Sample 
pricing  is  $7 15  per  port  for  a  30- 
user  Altair  network,  not  includ¬ 
ing  the  cost  of  the  Ethernet 
adapter  card  that  must  go  into 
any  Ethernet-attached  device. 

“Cabling  is  responsible  for 
the  lion’s  share  of  network 
downtime.  As  the  amount  of  traf¬ 
fic  on  networks  continues  to 
grow,  the  vulnerability  of  cable 
becomes  a  greater  issue,”  said 
Ed  Anderson,  president  of  Com- 
puterland  Corp.  U.S.A.,  a  Mo¬ 
torola  reseller. 

Industry  analysts  have  ex¬ 
pressed  concern  about  the  secu¬ 
rity  of  wireless  technology  in  the 
past.  Motorola  said  that  Altair 
implements  security  at  several 
levels,  including  the  ability  to 
simply  pass  encrypted  data 
through  the  air. 

In  addition,  the  company  said, 
Altair  includes  a  “restrictive  ac¬ 
cess”  feature  that  allows  net¬ 
work  administrators  to  specify 
which  user  modules  can  commu¬ 
nicate  with  a  control  module. 

The  wireless  LAN  market, 
which  market  research  firm  In¬ 
ternational  Data  Corp.  predicted 
will  reach  $267  million  by  1995, 
is  already  picking  up  steam.  Last 
month,  for  example,  The  Travel¬ 
ers  Corp.  said  it  has  committed 
to  installing  six  initial  $2,995 
base  units  of  Infralan,  a  4M/16M 


Cable  cut 

Motorola’s  microwave-based  local-area  network  eliminates  the  need  for 
wires  connecting  desktops  to  the  wall-mounted  control  module 
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bit/sec.  token-ring-compatible 
infrared  wireless  LAN  from 
BICC  Communications  in  Au¬ 
burn,  Mass.  [CW,  Jan.  14]. 

Windata,  Inc.,  a  start-up  com¬ 
pany  in  Northboro,  Mass.,  said  it 
is  on  the  brink  of  rolling  out  a 
standards-based  wireless  LAN 
that  uses  spread-spectrum  tech¬ 
nology. 

NCR  Corp.’s  Wavelan  was 
first  out  of  the  gate  with  a 
spread-spectrum  LAN  last  Sep¬ 
tember.  Wavelan,  however, 
transmits  data  at  just  2M  bit/sec. 
speeds,  which  is  not  on  a  par  with 
LAN  speeds. 

Hub  support  anticipated 

Vendors  of  intelligent  wiring 
hubs  are  expected  to  support  the 
wireless  medium  soon.  Ralph 
Unger mann,  president  of  smart- 
hub  company  Ungermann-Bass, 
Inc.,  sanctioned  Altair,  saying 
that  it  “gives  customers  more 
choices”  and  is  “complemen¬ 
tary”  to  cabled  LANs. 

Wireless  technology  is  “mak¬ 
ing  waves”  in  the  wide  area,  too. 
For  example,  Persoft,  Inc.  in 
Madison,  Wis.,  recently  intro¬ 
duced  Intersect,  a  wireless  re¬ 
mote  bridge  that  connects  sepa¬ 
rate  Ethernet  LANs  up  to  800 
feet  apart  over  spread-spectrum 
radio  waves.  It  is  said  to  link 
LANs  at  T1  speeds  and  can  com¬ 
municate  through  structures. 

Laser  Communications,  Inc. 
has  offered  Ethernet  and  token¬ 
ring  remote  bridging  with  its  la¬ 
ser-based  Lace  product  line  for 
some  time.  The  Lace  product  — 
unlike  Intersect  —  requires  line- 
of-sight  positioning  but  passes 
data  at  native  channel  speeds. 


TCP/IP  key 
element  in 
Netware  V3. 11 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


The  Ides  of  March  is  slated  to 
bring  Novell,  Inc.  users  capabili¬ 
ties  that  will  allow  them  to  inte¬ 
grate  the  widespread  yet  propri¬ 
etary  Netware  local-area 
network  with  other  communica¬ 
tions  protocols  and  computing 
environments. 

Netware  V3.ll,  which  was 
announced  two  weeks  ago  [CW, 
Feb.  11],  is  slated  to  start  ship¬ 
ping  March  15  and  will  come 
bundled  with  “five  protocols 
right  out  of  the  box,”  said  Mark 
Calkins,  Novell’s  vice  president 
of  product  marketing. 

Perhaps  most  significant  is 
the  bundling  of  Transmission 
Control  Protocol/Internet  Pro¬ 
tocol  (TCP/IP)  into  the  core  op¬ 
erating  system.  TCP/IP  repre¬ 
sents  a  widespread,  de  facto 
standard  for  communications 
protocols  that  are  often  “spo¬ 
ken”  over  Unix-based  networks. 
TCP/IP  networks  cannot  speak 
to  Netware  LANs,  which  run 
proprietary  IPX/SPX  communi¬ 
cations  protocols,  without  one 
set  of  protocols  being  converted 
to  the  other  by  a  gateway  func¬ 
tion. 

“Third-party  gateway  func¬ 
tions  are  cumbersome  and  mem- 
Continued  on  page  56 
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24  gigabytes  of  disk. 
4  gigabytes  of  cache. 

8  channels. 
Redundant  controllers 
and  power  supplies. 
Full  battery  backup. 
All  in  one  box. 


It's  true.  EMC's  Symmetrix  Series 
of  Integrated  Cached  Disk  Arrays 
does  away  with  the  large  size  of  tra¬ 
ditional  DASD-  while  delivering 
sizable  capacity  and  performance. 
The  innovative  use  of  proven  tech¬ 
nology  makes  it  all  possible. 

We  started  with  lots  of 
small  ideas.  Like  twenty-four  SW' 
diskdrives. 

Symmetrix  uses  up  to  twenty- 
four,  1-gigabyte  drive  units.  Each 
drive  is  one  logical  volume.  And 
each  unit  contains  its  own  micro¬ 
processor-based  controllers  and 
data  buffer  to  maximize  data 
transfer  speed. 


We  then  added  up  to  4  giga¬ 
bytes  of  cache. 

That's  16  times  more  cache  than 
IBM's  3990-3  storage  controller. 
With  Symmetrix,  all  data  is  written 
to  cache  -  eliminating  rotational 
latency  and  head-seek  delays. 

Our  proprietary  cache  search 
algorithm  determines  if  a  record  is 
located  in  cache  much  faster  than 
traditional  methods.  And  because 
Symmetrix's  cache  is  transparent  to 
the  host,  you  don't  give  up  CPU 
cycles  for  cache  management. 

Built-in  controllers  emulate 
an  IBM  3880  or  3990. 

Our  proprietary  board-level 


controllers  manage  all  caching,  data 
flow,  and  disk  functions  -  while 
providing  data  transfer  rates  as  high 
as  4.5  MB/sec.  per  CPU  channel. 
Finally -a  real  breakthrough  in 
reducing  I/O  bottlenecks. 

Mirroring.  Hardware  redun¬ 
dancy.  And  full  battery  backup. 

In  mirroring  mode,  data  is 
written  to  two  disks  simultane¬ 
ously- virtually  eliminating  the 
possibility  of  data  loss. 

Redundant  logic  cards,  power 
supplies,  and  channel  connections, 
combined  with  mirroring,  result  in 
exceptional  reliability. 

A  built-in,  full-system  battery 


backup  takes  over  in  the  event  of  a 
power  loss.  Cache  memory  is  auto¬ 
matically  written  to  disk,  further 
assuring  data  integrity. 

A  host  of  other  great  features. 

■  Data  write  verify  option. 

■  Automatic  disk  scrubbing  and 
defect  reallocation. 

■  100%  write  caching. 

■  Easy  menu-driven  system 
configuration. 

■  Auto-call  service. 

■  Uses  80%  less  power  and  cooling 
than  a  comparable  3390/3990-3 
system. 

■  Compatible  with  IBM  9370, 43XX, 
308X,  3090,  and  ES/9000  and  com¬ 


patible  CPUs. 

No  software  changes  required. 

Symmetrix  emulates  IBM  3370, 
3380,  and  3390  storage  devices.  It 
brings  MVS,  VM,  and  VSE  users  the 
extended  functions  of  IBM's  3990-3 
control  unit  -  such  as  write  caching 
and  mirroring- without  an  operat¬ 
ing  system  change. 

A  whole  DASD  farm  in  just 
5.9  square  feet. 

Advanced  technology  puts 
disk  storage,  controllers,  cache,  and 
battery  backup  -  all  in  one  compact 
unit.  The  Symmetrix  Series.  The 
great  leap  forward  in  data  storage 
technology.  Only  from  EMC. 


Get  all  the  data.  Call  1-800-222- 
EMC2.  MA  residents  call  1-508-435- 
1000.  In  Canada  call  1-800-543-4782. 
Ask  for  extension  L041. 

IBM,  IBM  3990,  IBM  3880,  IBM  3390,  IBM  3370,  IBM  3380,  MVS,  VM 
and  VSE  are  trademarks  of  International  Business  Machines  Corp 
Symmetrix  and  ICDA  (Integrated  Cached  Disk  Arrays)  are  trade¬ 
marks  of  EMC  Corporation. 
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Niagara  Mohawk  looks  to  tap 
the  power  of  networking 


ON  SITE 


BY  JIM  NASH 

CW  STAFF 


SYRACUSE,  N.Y.  —  Enticed  by  the  pos¬ 
sibility  of  increasing  database  access  by  as 
much  as  25%,  Niagara  Mohawk  Power 
Corp.  is  moving  some  of  its  employees  off 
the  mainframe  and  onto  personal  comput¬ 
er-based  networks. 

The  upstate  New  York  utility  company 


sees  local-area  networks  as  one  way  of 
boosting  the  efficiency  of  work  groups  us¬ 
ing  specialized  data  that  is  now  accessed 
through  an  IBM  3090  Model  400S.  Niag¬ 
ara  Mohawk  even  expects  to  see  modest 
savings  in  the  process. 

Frank  Mantha,  Niagara  Mohawk’s  in¬ 
formation  center  supervisor,  estimated 
users  will  access  data  10%  to  25%  faster 
once  the  data  is  downloaded  from  the 
mainframe.  He  said  the  company  also  an¬ 
ticipates  faster  in-house  software  devel¬ 


opment  and  upgrades  for  network  users. 

Mantha  said  Niagara  Mohawk  could 
save  $2,000  annually  for  every  main¬ 
frame  user  who  can  be  switched  to  a 
networked  PC.  It  is  not  yet  clear  how 
many  of  the  5,000  employees  will  eventu¬ 
ally  be  moved  to  PCs,  he  said. 

A  typical  four-person  department  ac¬ 
cessing  the  mainframe  a  total  of  14  hours 
each  day  will  be  charged  $12,000  per 
year  for  mainframe  access,  Mantha  said. 
A  one-time  expenditure  of  $10,000  buys 
that  department  PCs,  a  printer,  network¬ 
ing  software  and  support  for  one  year. 

Mike  Cullen,  manager  of  information 
systems,  said  Niagara  Mohawk  will  con¬ 
tinue  to  exploit  the  strengths  of  the  main¬ 
frame:  central  control,  disaster  backup, 
recovery,  support  and  security. 


APPOINTMENT 

OF 

DEPUTY 

TO 

CHIEF 

INFORMATION 

OFFICER 

IN 

SINGAPORE 


Chief  Information  Officer 
P.O.  Box  628 
Robinson  Road  Post  Office 
Singapore  9012. 


We  are  a  leading  banking  group  headquartered  in 
Singapore  with  an  international  network  of  branches  in 
major  financial  centres  around  the  world.  The  banking 
group  is  operating  profitably  and  has  Total  Assets  exceeding 
US$15  billion  and  Capital  and  Reserves  of  more  than 
US$1.2  billion.  We  currently  have  about  6,000  employees. 

As  part  of  our  expansion  programme,  we  are  inviting 
applications  from  senior  IT  professionals  for  the  post  of 
Deputy  To  Chief  Information  Officer. 

The  Deputy  To  Chief  Information  Officer  will  be  based  in 
Singapore  and  reports  to  the  Executive  Vice  President/ 
Chief  Information  Officer.  A  flexible  compensation 
package  will  be  offered  to  the  successful  candidate. 

The  primary  responsibilities  of  the  Deputy  To  Chief 
Information  Officer  are: 

•  Assist  top  management  in  formulating  and  executing 
IT  strategies  and  policies 

•  Manage  a  group  of  IT  professionals 

•  Coordinate  user  requirements  in  implementing  IT 
projects 

•  Act  as  resource  person  for  state-of-the  art  technologies 
and  their  applications 

•  Contribute  to  the  training  and  development  of  EDP 
personnel 

This  is  a  senior  appointment  and  the  person  we  are  looking 
for  is  expected  to  have  the  following  qualifications: 

•  At  least  12  years  of  project  management  experience, 
preferably  in  a  large  commercial  bank 

•  At  least  5  years  of  experience  in  IBM  software, 
particularly  MVS,  CICS  and  RACF,  communications 
and  networks 

•  Management  of  a  large  IT  Centre 

•  University  degree 

•  Ability  to  communicate  well  with  different  levels  of 
employees 

Interested  candidates  who  can  take  up  the  challenge  of 
this  interesting  position  are  invited  to  write  in  giving 
details  of  qualifications  and  experience,  age,  career  history 
and  salary  expectation  together  with  a  recent  photograph. 


Cullen  and  Mantha  said  only  selected 
business  applications  will  be  transferred 
to  the  company’s  12  IBM  OS/2  LAN 
Server  and  three  OS/2  Extended  Edition 
networks. 

By  March,  at  least  one  work  group  will 
be  using  such  a  transferred  application 
that  records  fixed  assets  at  one  of  Niagara 
Mohawk’s  two  nuclear  plants.  The  soft¬ 
ware,  developed  on  IBM’s  MVS/XA  oper¬ 
ating  system,  is  written  in  Information 
Builders,  Inc.'s  Focus,  Mantha  said. 

“The  justification  [behind  moving  ap¬ 
plications  onto  networks]  is  to  be  able  to 
put  everyone  in  their  own  MVS  environ¬ 
ment,’’  said  Louis  Kowalski,  associate  se¬ 
nior  systems  analyst  in  the  company’s 
management  systems  and  services  de¬ 
partment.  “That  way,  they  have  100%  of 
their  own  CPU,  and  you’re  not  vying  for 
any  resources  the  way  you  have  to  on  a 
mainframe.” 

Kowalski  said  his  department  makes  a 
recommendation  on  whether  an  applica¬ 
tion  goes  on  Niagara  Mohawk’s  main¬ 
frame,  networked  PCs  or  3,126  stand- 


Extended 

EDITION’S 
PROMISE  is  that  you 
can  merge  data  from  it  and 
DB2.  If  it  does,  that  will  be 
another  point  in  favor  of 
downsizing  more 
applications.” 

FRANK  MANTHA 
NIAGARA  MOHAWK 


alone  PCs.  About  850  of  the  stand-alones 
have  micro-to-mainframe  connections. 
Mantha  said  decisions  about  which  appli¬ 
cations  to  use  are  made  on  a  case-by-case 
basis.  “The  major  factors  are  how  many 
people  will  be  using  it  and  whether  the  ap¬ 
plication  is  needed  across  several  depart¬ 
ments.” 

The  3090  currently  holds  90  to  100 
systems  applications,  including  IBM’s 
Netview,  according  to  Kowalski.  Niagara 
Mohawk  is  waiting  to  see  how  well  OS/2 
Extended  Edition  works  in  partnership 
with  database  management  systems  on 
the  mainframe.  “Extended  Edition’s 
promise  is  that  you  can  merge  data  from  it 
and  DB2,”  Mantha  said.  “If  it  does,  that 
will  be  another  point  in  favor  of  downsiz¬ 
ing  more  applications.” 

All  corporate  information  programs 
such  as  the  company’s  in-house  payroll 
and  accounting  applications  will  remain  on 
the  mainframe,  Cullen  said.  Typically,  if 
there  are  more  than  one  dozen  users  for 
an  application,  it  goes  on  the  mainframe, 
Kowalski  said. 

Niagara  Mohawk  already  has  in  place  a 
nascent  enterprisewide  network  hooking 
LANs  to  the  mainframe  in  Syracuse  via 
the  company’s  own  telephone  lines  or  in- 
house  microwave  transmissions.  All  net¬ 
works  have  either  token-ring  or  coaxial 
cable  adapter  cards. 

Niagara  Mohawk  is  working  to  ensure 
that  data  remaining  on  the  mainframe  can 
be  accessed  by  PCs.  The  company  bought 
20  licenses  for  Software  Publishing 
Corp.’s  Infoalliance  database  integration 
software.  The  licenses  allow  20  networks 
to  access  Infoalliance.  Kowalski  said  Info- 
alliance  has  been  used  to  build  a  directory 
of  users  combining  Ashton-Tate  Corp.’s 
Dbase  II  and  OS/2  databases. 
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HDMS 

PERFORMANCE  SUMMARY 


Now  with  new  HD/4232hs  " , 
MNP  "  10  Modems  to  38,400 
bps  and  cellular  support 


Four  layers  of  dial  access 
security  including  Outbound 
Security 


Threshold  Processing  with 
Automatic  Remedial  Action" 


Security  Database  with 
support  for  up  to  3,000  users 


Real-time  reports,  including 
RS-232  monitoring 


Support  for  up  to  25 6  central 
site  modems 


Manages  12  sites  <3,072 
modems)  from  one  console 


Chaos.  In  a  word, 
it’s  the  inevitable 
outcome  when 
you  begin  add¬ 
ing  more  and 
more  modems 
to  your  net¬ 
work. 

Surveillance. 
It’s  the  only 
network  management  option 
you  have  when  your  network  finally  begins 
to  get  out  of  hand. 

HDMS™.  Once  again,  Microcom  has  taken  a  good  thing  and  made  it  bet¬ 
ter.  In  fact,  Microcom’s  HDMS  is  the  most  flexible,  most  comprehensive 
dial-up  network  management  and  security  system  available  today.  With 
powerful  new  enhancements  like  Threshold  Processing™  and  Outbound 
Call  Security™,  designed  to  restore  order  to  even  the  most  unruly 
networks. 

Threshold  Processing  is  like  having  extra  staff  on  hand  24  hours  a 
day.  Extra  staff  whose  only  job  is  to  constantly  monitor  your  network, 
and  take  intelligent  action  (including  calling  you  at  home)  if  anything 
goes  wrong.  Outbound  Call  Security  lets  you  restrict  and  track  out¬ 
bound  calls  from  switches,  ISDN  or  analog  modem  pools,  and  LAN 
communications/terminal  servers  to  put  you  back  in  control  of 
costs,  and  modem  access. 

And,  Microcom  HDMS  is  field-proven.  In  fact,  since  1986,  we’ve 
shipped  thousands  of  HDMS  systems  to  hundreds  of  customers, 
worldwide.  So,  if  you  plan  as  few  as  six  centrally-located  modems,  or 
if  you’re  adding  modem  after  modem  to  your  central-site  network, 
only  one  product  can  put  an  end  to  your  network  growing  pains. 
HDMS.  New  and  improved.  From  Microcom. 


Call  1-800-822-8224 


SHOULDN’TYOU  BE  COMMUNICATING 
WITH  MICROCOM? ' 


FREE  GUIDE 

To  find  out  how 
HDMS  can  help  you 
manage  your  network 
more  efficiently 
and  effectively,  just 
call  for  this  free 
guide,  “Managing  a 
Dial-Up  Network" . 

Cal I  toll-free 
1-800-822-8224. 


500  River  Ridge  Drive 
Norwood,  Massachusetts 
02062-5028 
(800)  822-8224 
(617)551-1000 
FAX:  (617)  551-1968 
TWX:  7103367802 
Microcom  NWD 
Worldwide  Distribution 
International  FAX: 
(617)551-1007 


MNP  is  a  registered  trademark  of  Microcom  Systems.  Inc.  QX/4232hs.  Adverse  Channel  Enhancements.  ACE,  Password  Connection  Security.  PCS.  and  Microcom  Networking  Protocol  are  trademarks  of  Microcom  Systems,  Inc.c  Microcom.  Inc..  1991  All  Rights  Reserv  ed 


Your  personal  computer  networks  are  growing.  In  size,  in  number  and  in  importance  to  your  company. 


Downsizing-allocating  the  workload  of  a  mini  or  mainframe  to  a  personal  computer  server-has  become  an 
attractive  way  of  making  information  processing  more  efficient.  In  cost.  And  in  resource  management. 

All  this  makes  the  choice  of  PC  servers  more  critical.  All  the  more  reason  to  look  at  Compaq. 

At  Compaq,  we  approach  connected  computing  from  your  point  of  view.  Not  ours.  That’s  why  our  hardware 


solutions  are  designed  to  meet  your  needs.  For 
optimized  performance.  Seamless  compatibility. 
Flexible  multivendor  solutions.  Unquestionable 
reliability.  And  complete  technical  support. 

The  COMPAQ  SYSTEMPRO  Family  of  PC 
Systems  is  just  one  powerful  example.  Since  its 
introduction,  it  has  literally  defined  a  new  class 
of  server  personal  computers. 

It  offers  a  series  of  unprecedented  inno¬ 
vations,  including  the  power  to  use  multiple 
Intel  486  and  386  microprocessors.  A  512-Kbyte 
ServerCache  design.  A  high-speed  EISA 
expansion  bus  that  eliminates  network  bottle- 


Serves 

you 

nght. 


necks.  Drive  array  technology  that  lets  multiple  users  access  data  simultaneously.  And  a  range  of  data  security  features. 

It  also  expands  to  meet  the  needs  of  your  network  or  multiuser  system.  You  can  use  up  to  11  expansion 
slots,  store  up  to  4.28  gigabytes  of  data  and  add  up  to  256  megabytes  of  memory. 

All  of  these  innovations  give  the  COMPAQ  SYSTEMPRO  the  technical  muscle  to  excel  in  a  range  of  server 
functions.  From  resource  sharing  to  departmental  database  management  and  client-server  applications. 

The  COMPAQ  SYSTEMPRO  also  represents  a  price/performance  breakthrough  for  companies  that  are  migrating 
applications  from  their  minicomputer  or  mainframe  to  the  power  of  a  personal  computer  server. 

COMPAQ.  DESKPRO.  SYSTEMPRO.  Registered  U  S  Patent  and  Trademark  Office  Product  names  mentioned  herein  may  be  trademarks  and/or  registered  trademarks  of  other  companies.  O  1991  Compaq  Computer  Corporation.  All  rights  reserved. 


At  Compaq,  network  performance  also  means  delivering  the  highest  possible  levels  of  reliability  and  compatibility. 
We  ensure  this  through  exhaustive  compatibility  and  reliability  testing.  And  through  unique  partnerships  with 
industry  leaders  like  Banyan,  Microsoft,  Novell  and  The  Santa  Cruz  Operation  (SCO). 

These  partnerships  allow  for  joint  product  development,  testing  and  support,  creating  solutions  that  are 
optimized  to  work  together  now  and  in  the  future.  So  your  company  can  work  together.  Faster.  And  better. 

Our  commitment  to  connected  computing 
has  not  gone  unnoticed.  Systems  Integration 
magazine  readers  named  Compaq  the  1990 
Hardware  Manufacturer  of  the  Year,  awarding  the 
COMPAQ  SYSTEMPRO  winner  in  both  file  server 
and  multiuser  PC  categories.  PC  Magazine  also 
gave  it  top  marks  for  technical  excellence  in  the 
PC  category. 

You’ll  find  the  same  attention  to  detail  in 
the  COMPAQ  DESKPRO  486/33L  and  COMPAQ 
DESKPRO  386/33L  Personal  Computers.  These 
powerhouses  are  ideal  servers  for  your  smaller 
networks  or  for  less  demanding  applications. 

To  see  which  COMPAQ  server  is  right  for  you,  call  your  Authorized  COMPAQ  Computer  Dealer.  Our  dealers 
are  trained  to  build  integrated  multivendor  solutions  using  the  best  connectivity  hardware  and  software.  And  since 
each  offers  different  levels  and  areas  of  expertise,  you  can  choose  the  one  that  best  fits  your  needs.  The  result:  a 
multivendor  solution  that  will  serve  you  right.  For  the  nearest  Authorized  COMPAQ  Computer  Dealer,  just  call 
1-800-231-0900,  Operator  142.  In  Canada,  please  call  1-800-263-5868,  Operator  142. 
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It  simply  works  better. 


NETWORKING 


Netware 

FROM  PAGE  49 

ory  hogs,”  commented  Francis 
Paquin,  a  LAN  support  and  de¬ 
sign  consultant  at  Ontario  Hy¬ 
dro,  a  large  Canadian  utility 
based  in  Toronto.  Paquin  runs 
8,000  Novell  nodes  in  addition  to 
seven  other  computing  plat¬ 
forms.  He  said  he  is  anxious  to 


get  his  hands  on  Netware  V3.ll 
because  ‘‘the  only  common  de¬ 
nominator  among  my  platforms 
is  TCP/IP.” 

The  Novell-engineered  TCP/ 
IP  capability  in  Netware  V3.ll 
will  allow  the  tunneling  of  IPX 
through  TCP/IP  internetworks 
to  connect  Netware  servers 
across  the  internetwork,  routing 
of  TCP/IP  packets  from  one 
LAN  to  another,  Simple  Net¬ 


work  Management  Protocol 
support  and  other  functions. 

Prices  are  $3,495  for  a  20- 
user  version,  $6,995  for  a  100- 
user  version  and  $12,495  for  a 
250-user  version. 

‘‘The  only  disappointments 
are  the  pricing,  which  has  always 
been  extravagant  at  Novell,  and 
the  lack  of  a  500-user  3.11  ver¬ 
sion,”  noted  Nigel  Newsham, 
one  of  Paquin’s  colleagues  at 


Ontario  Hydro. 

Paquin  added  that  he  just  up¬ 
graded  his  250-user  version  of 
Netware  286  Version  2.15  for 
$10,660  and  could  have  saved 
about  $1,300  had  he  known  that 
V3.ll  was  coming  and  moved 
straight  from  Version  2.15  to 
V3.ll. 

Novell  is  aiming  to  address 
the  enterprise  network  with  the 
addition  of  TCP/IP  and  other 


protocols  as  well  as  with  its  re¬ 
cent  reseller  and  licensing 
agreement  with  IBM  [CW,  Feb. 
18].  Appletalk,  Open  Systems 
Interconnect  (File  Transfer,  Ac¬ 
cess  and  Management)  support, 
Network  File  System  file  and 
print  services  for  Unix  clients 
and  hooks  to  IBM’s  Netview  en¬ 
terprise  network  management 
system  will  be  available  in  V3.ll 
as  extra-cost  options. 


Hayes  eyes 
niche  in 
networking 


BY  CAROL  HILDEBRAND 

CW  STAFF 


Hayes-compatible  is  certainly 
the  standard  in  the  personal 
computer  modem  market,  but 
what  about  local-area  network 
operating  systems? 

Hayes  Microcomputer  Prod¬ 
ucts,  Inc.  recently  stepped  fur¬ 
ther  into  the  LAN  arena  with  the 
introduction  of  Lanstep,  an  oper¬ 
ating  system  targeted  for  small 
and  medium-size  businesses  and 
work  groups. 

A  key  function  of  Lanstep  is 
its  ease  of  installation  and  main¬ 
tenance,  according  to  Hayes’ 
spokesman  Joe  Fuller.  “You 
don’t  need  a  full-time  network 
administrator  or  even  a  LAN  ex¬ 
pert  on-site,”  he  said.  “Someone 
with  a  working  knowledge  of 
DOS  and  familiarity  enough  to 
install  a  network  interface  card 
can  install  the  product  and  actu¬ 
ally  serve  as  system  manager.” 

Beyond  beginner 

Fuller  said  he  expects  the  sys¬ 
tem  to  cover  entry-level  custom¬ 
ers  but  added  that  it  expands  to 
handle  midrange  networking 
needs  as  well.  “It’s  designed  to 
provide  a  growth  path  for  cus¬ 
tomers  eventually  expanding 
their  network,”  he  said. 

The  product  is  the  first  roll¬ 
out  from  Hayes  Canada,  a  divi¬ 
sion  formed  from  the  acquisition 
of  Waterloo  Microsystems,  Inc. 
in  December.  Lanstep  provides 
file  and  printer  sharing.  It  is  also 
IBM  Netbios-compatible. 

The  system  supports  Ether¬ 
net,  token-ring  and  Arcnet  and 
has  built-in  electronic  mail. 

The  announcement  was  met 
with  skepticism.  “We  need  some 
standards;  we  don’t  need  yet  an¬ 
other  operating  system,”  said 
John  Girard,  senior  analyst  at 
New  Science  Associates,  Inc.  in 
Southport,  Conn. 

The  operating  system  is 
priced  at  $595,  but  that  can  be 
misleading,  Girard  said:  “It’s  a 
small  price  to  pay  to  buy  it  off  the 
shelf,  but  look  what  you’re  going 
to  have  to  pay  in  person-years 
when  you  add  it  to  the  load  of 
systems  that  have  to  be  recon¬ 
ciled  later.” 
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Synoptics  airs  customer  support  plan 


BY  JIM  NASH 

CW  STAFF 


While  it  lacks  the  skill  of  downhill 
skiing  and  the  grace  of  gymnas¬ 
tics,  finger-pointing  is  so  well 
practiced  in  some  circles  that  it 
could  end  up  as  an  Olympic 
sport. 


One  of  those  circles  is 
networking  customer  support, 
and  some  vendor  firms  are  pro¬ 
moting  service-and-support 
agreements  that  tie  in  many  re¬ 
lated  companies.  Synoptics,  Inc. 
in  Santa  Clara,  Calif.,  recently 
began  to  showcase  its  version  of 
the  new  agreements,  called  the 


Customer  Support  Affiliate  Pro¬ 
gram. 

AT&T,  Hewlett-Packard  Co. 
and  two  other  firms  have  signed 
on  to  the  program,  a  Synoptics 
spokesman  said.  Each  will  re¬ 
ceive  technical  training  and  ac¬ 
cess  to  advanced  support  and  re¬ 
sources  from  Synoptics.  The 


aim,  according  to  the  spokes¬ 
man,  is  to  give  network  adminis¬ 
trators  one  vendor  to  call  for  net¬ 
work  help. 

Steve  Ehlerding,  systems  en¬ 
gineer  at  Ford  Motor  Co.’s  Cen¬ 
tral  Glass  Division,  said,  “All  you 
hear  from  [vendor]  reps  is,  ‘Well, 
that’s  not  our  equipment.’  ”  The 
division,  in  Dearborn,  Mich.,  is 
installing  an  integrated  voice, 
video  and  paging  system  manu- 


l  ousiness  you’re  in. 


With  all  the  ups  and  downs  in  business,  there’s  one  thing 
that’s  predictable.  3M  data  storage  products  can  save  your 
hard  work  in  virtually  any  format.  From  tape  to  optical 
—and  now  in  a  new  generation  of  larger  capacity  diskettes  and 
data  cartridges. 

That’s  why  more  business  protects  important  information 
on  3M  brand  diskettes  and  data  cartridges  than  any  other  brand 
in  the  world.  Call  1-800-888-1889  ext.  9  to  find  out  more. 


Innovation  working  for  you™ 


3MIQSP 


Worldwide  Sponsor  1002  Olympic  Games 


36USC380 


factured  by  five  major  vendors. 

Synoptics  and  AT&T  are  two 
of  the  contractors,  Ehlerding 
said.  As  part  of  Synoptics’  new 
support  program,  AT&T  will  co¬ 
market,  service  and  support 
Synoptics  wiring  products.  HP 
will  work  with  Synoptics  to  solve 
problems,  sharing  resources  and 
publicly  available  technical  infor¬ 
mation. 

The  agreement  is  not  unique 
for  Synoptics.  For  the  past  year, 
it  has  had  a  similar,  but  separate, 
program  in  place  with  Digital 
Equipment  Corp.  However,  the 
latest  offering  is  the  first  time 
the  company  has  played  up  such 
a  pact,  according  to  Synoptics. 

Ehlerding  said  he  has  not 
heard  of  a  program  similar  to 
Synoptics’,  noting,  “I  do  think 
customers  will  force  [similar] 
agreements  on  a  lot  of  compa¬ 
nies.” 

Jeff  Kaplan,  an  analyst  at 
Ledgeway/Dataquest  in  Lexing¬ 
ton,  Mass.,  added,  “We’re  now 
seeing  companies  making  a  stra¬ 
tegic  decision  to  ally  themselves 
with  an  assortment  of  service 
and  production  companies  for 
the  purpose  of  building  a  support 
bond”  with  customers. 

Strategic  manufacturing  alli¬ 
ances  designed  to  use  the  exper¬ 
tise  of  two  or  more  companies  on 
a  new  product  or  technology 
have  given  birth  to  the  new  sup¬ 
port  alliances.  Compaq  Comput¬ 
er  Corp.  and  Apple  Computer, 
Inc.,  he  said,  both  have  made 
low-key  support  agreements 
with  other  vendors. 

Many  companies  that  strike 
such  agreements  are  recogniz¬ 
ing  that  “service  and  support  is 
not  the  way  they  are  going  to 
win,”  Kaplan  said.  “It’s  still  im¬ 
portant,  and  they’ve  allied  them¬ 
selves  with  good  firms.”  Howev¬ 
er,  they  have  decided  to  put 
more  money  into  research  and 
development,  he  said. 


BIT  BLAST 

Price  cuts 
for  3+ Open 

Microsoft  Corp.  is  discounting 
its  LAN  Manager  Version  2.0 
network  operating  system  for 
users  upgrading  from  3Com 
Corp.’s  3  + Open  and  3  + Share 
software.  Both  3Com  products 
are  being  absorbed  by  LAN 
Manager.  Reduced  prices  will 
range  from  $595  for  a  3  + Open 
Entry  system  to  a  five-user  LAN 
Manager,  to  $995  for  3  + Open 
to  a  LAN  Manager  2.0  server. 

An  on-line  service  for  the  com¬ 
munications  and  microcomput¬ 
ing  industries  is  available  from 
General  Electric  Informa¬ 
tion  Services.  Quiknews 
Newsletter  delivers  daily  news 
summaries  of  data  communica¬ 
tions,  public  policy,  distribution 
agreements  and  other  issues  to 
electronic  mailboxes. 
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There  are  still  some  t] 


j 


Motorola  introduces  the  Altair™wireless  network-connectivity  for  your  Ethernet  LAN  that 
gives  you  all  the  advantages  of  wire,  without  the  wire. 

Oh,  the  disadvantages  of  hard  wiring  your  Ethernet  LAN.  It  starts  with  installation :  the  endless 
waiting  for  workmen  to  tear  up  your  walls,  ceilings  or  carpeting  only  to  discover  that  there  isn’t 
room  for  one  more  wire.  But  it  doesn’t  stop  there.  When  you  need  to  reconfigure  your  LAN,  you 
may  find  yourself  starting  the  process  all  over  again. 

That’s  the  beauty  of  Altair  wireless  Ethernet.  Its  revolutionary  wireless  technology  lets  you 


®,  Motorola  and  Altair  are  trademarks  of  Motorola,  Inc.  ©  1991  Motorola,  Inc. 


LAN  is  not  one  of  them. 


reconfigure  your  LAN  quickly  with  no  construction  and  no  delays.  And,  it  saves  you  money 
every  time  you  move,  add  to  or  change  your  LAN.  It  also  lets  you  put  LANs  where  they  couldn’t 
go  before.  Motorola’s  patented  technology  makes  Altair  wireless  Ethernet  as  secure  and  reliable 

tas  wire. 

See  for  yourself.  Call  1-800-233-0877  for  more  information  and  the  name  of  an  Altair  wireless 
LAN  representative  near  you.  Because  if  you’re 

still  using  wire,  you’re  getting  clipped.  (AA)  MOTOROLA 

ALTAIR 


NETWORKING 


NEW  AT  NETWORLD  ’91 


The  following  were  among  the  products 
introduced  this  month  at  Networld  ’91  in 
Boston. 


Gateways,  bridges, 
routers 

Madge  Networks,  Inc.  unveiled  a  token- 
ring-to-token-ring  source-routing  bridge 
that  supports  unshielded  twisted-pair  and 
shielded  twisted-pair  wiring  operating  at 
4Mor  16M  bit/sec. 

The  Smart  16/4  AT  bridge  comprises 
two  Smart  16/4  AT  bridge  nodes  and  a 
source-routing  bridge  program  that  can 


The  East- West  Education 
Development  Foundation,  a 
not-for-profit  foundation,  is 
seeking  donations  of  surplus 
personal  computers  and 
peripherals  for  placement  in 
educational  institutions  in 
the  USSR  and  Eastern 
Europe.  The  goal  of  the 
Foundation  is  to  introduce 
information  technology  into 
the  educational  system  of 
those  countries  evolving 
toward  a  democratic,  free 
market  society.  By 
educating  the  students  on 
the  power  of  information 
technology,  they  will  be 
better  equipped  to  compete 
in  the  global  market  of 
tomorrow. 


reportedly  be  installed  in  any  IBM  Per¬ 
sonal  Computer  AT  or  compatible.  The 
product  can  forward  28-byte  frames  at  a 
maximum  speed  of  8,500  frame/sec. 

The  product  is  scheduled  to  ship  in 
April  and  is  priced  at  $3,995. 

Madge  Networks 
1580  Oakland  Road 
San  Jose,  Calif.  95131 
(408)441-1300 

Cabletron  Systems,  Inc.  has  introduced 
gateways  that  tie  its  Remote  Lanview  and 
Spectrum  network  management  plat¬ 
forms  into  IBM’s  Netview  mainframe- 
based  management  system. 


Information  Technology 
Vendors: 

Excess  inventory  donated  to 
the  East- West  Education 
Development  Foundation 
may  earn  an  additional  tax 
deduction*,  as  well  as  build 
market  share  for  your  brand 
in  emerging  markets. 

Corporations: 

As  systems  are  upgraded  to 
new  technology  platforms, 
East-West  Education 
Development  Foundation 
will  place  your  old 
equipment  where  it  will  be 
used  and  valued.  Your 
corporation  may  earn  an 
additional  tax  deduction.* 


Spectrum,  Cabletron’s  Unix-based 
network  management  software  package, 
can  be  directly  linked  to  Netview  via  a 
built-in  Systems  Network  Architecture 
(SNA)  gateway.  The  gateway  uses  Brix- 
ton  Systems,  Inc.’s  SNA  interface  soft¬ 
ware  to  communicate  with  the  Netview 
interface.  A  gateway  for  Remote  Lan- 
view/Windows,  a  midrange  network  man¬ 
agement  platform,  connects  to  the  SNA 
environment  via  IBM’s  Netview  PC. 

The  Spectrum  and  Remote  Lanview/ 
Windows  gateways  are  priced  at  $11,995 
and  $5,995,  respectively.  Both  are  sched¬ 
uled  to  begin  shipping  in  mid-April. 
Cabletron  Systems 
35  Industrial  Way 
Rochester,  N.H.  03867 
(603)332-9400 


Of  special  note: 

The  East- West  Education 
Development  Foundation 
will  match  computer 
donations  to  schools  in  the 
USSR  and  Eastern  Europe 
with  donations  in  the 
United  States. 


For  further  information, 
please  contact: 

The  East- West  Education 
Development  Foundation 

One  Exeter  Plaza,  15th  Floor 
Boston,  MA  02116 
Tel:  (617)  542-1234 
Fax: (617) 542-3333 


Network  management 

The  Network  Products  Division  of  Lan- 
systems,  Inc.  has  announced  Lansight 
Version  2.0,  a  network  management  soft¬ 
ware  package  that  enables  users  to  view, 
control  and  monitor  workstations,  file 
servers  and  special-purpose  servers  on  a 
Novell,  Inc.  Netware-based  local-area 
network  by  using  a  single  program. 

The  product  allows  administrators  to 
communicate  on-line  with  users  and  re¬ 
spond  to  their  needs  by  executing  pro¬ 
grams  from  a  remote  workstation  and 
sending  files  to  user-accessible  areas  of 
the  network. 

Lansight  Version  2.0  also  features 
configurable  hot  keys  and  support  for  43- 
and  50-line  text  modes.  A  single-server 
unlimited  license  is  priced  at  $395. 

Lansystems 
300  Park  Ave.  South 
New  York,  N.Y.  10010 
(212)473-6800 


NEW  PRODUCTS 


Gateways,  bridges, 
routers 

Ungermann-Bass,  Inc.  has  announced  a 
multiple  serial  port  bridge/router  de¬ 
signed  to  connect  devices  on  remote  Eth¬ 
ernet  networks. 

The  Access/One  ASM  8320,  part  of  a 
line  of  multiprotocol  bridge/router  mod¬ 
ules  designed  for  Ungermann-Bass’ 
Access/One  smart  wiring  hub,  is  a  hub- 
based  router  that  reportedly  provides  to¬ 
ken-ring  and  Ethernet  connections.  The 
product  can  also  provide  Fiber  Distribut¬ 
ed  Data  Interface  and  Apple  Computer, 
Inc.  Macintosh  network  connections.  It 
can  be  configured  with  one  or  two  serial 
ports  and  can  serve  as  a  remote  or  local 
router,  according  to  the  vendor. 

The  device  can  route  protocols  con¬ 
currently,  and  multiprotocol  routing  or 
bridging  can  be  done  on  the  same  port, 
the  vendor  said.  Routing  can  also  report¬ 
edly  be  performed  via  point-to-point  seri¬ 
al  lines  or  via  private  or  public  X.25  data 
networks. 

The  ASM  8320  is  priced  at  $7,495.  A 
single-port  version  costs  $4,995,  and 
bridging/routing  software  is  $995.  An 
X.25  software  option  is  priced  at  $495. 

Ungermann-Bass 
3900  Freedom  Circle 
Santa  Clara,  Calif.  95054 
(408)  987-6509 


Local-area  networking 
software 

Digital  Equipment  Corp.  has  announced 
Vaxeln  Window  Server,  a  layered  soft¬ 
ware  package  designed  to  allow  users  to 
simultaneously  access  multiple  hosts  via 
Decnet  or  Transmission  Control  Proto¬ 
col/Internet  Protocol  or  both. 

The  product  allows  users  to  access  ap¬ 
plications  running  under  VMS  or  Ultrix 
and  features  support  for  Vaxstation  Mod¬ 
els  2000,  II,  3200, 3100  and  3500. 

The  product  is  licensed  at  $570  per 
Vaxstation,  and  a  media  kit  for  the  host 
VAX  system  costs  $310. 

DEC 

186  Main  St. 

Maynard,  Mass.  01754 
(508)493-5111 


•Under  IRS  Section  170(e)(3),  corporations  which  donate  their  inventory  (properly  sold  in  the  normal  course  of  business)  to  certain 
charitable  educational  organizations,  receive  an  additional  tax  benefit.  The  deduction  will  be  the  total  of  (a)  the  donor's  tax  basis  in 
the  donated  inventory,  plus  (b)  one-half  of  the  difference  between  the  inventory’s  tax  basis  and  its  fair  market  value,  (c)  any 
incidental  costs  associated  with  donating  the  inventory,  such  as  shipping,  postage  or  warehousing. 
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EXE  CUT  I  V  E 
TRACK 


Donald  N. 

Reeves  was 

named  to  the 
newly  created 
position  of  senior 
vice  president  of 
systems  at  R.  R.  Donnelley 
&  Sons  Co.,  a  large  Chicago- 
based  printer  of  catalogs, 
magazines,  books  and  com¬ 
puter  documentation. 

Reeves,  54,  is  part  of  the 
company’s  recently  restruc¬ 
tured  information  technology 
unit.  He  is  responsible  for  in¬ 
tegrating  the  operations  and 
information  systems  of  the 
unit’s  key  operating  groups. 

Reeves  joined  Donnelley 
in  1959  as  a  sales  trainee.  He 
became  head  of  the  financial 
printing  operation  in  1988. 

A  native  of  Minneapolis, 
Reeves  is  a  graduate  of  the 
University  of  Minnesota. 


The  Internal  Revenue  Ser¬ 
vice  announced  two  recent 
IS  appointments: 

John  A.  Ressler  was 
named  assistant  regional 
commissioner  of  data  pro¬ 
cessing  for  the  IRS  Southeast 
Region.  He  assists  the  region¬ 
al  commissioner  in  planning 
and  coordinating  returns  pro¬ 
cessing,  computer  services, 
telecommunications,  revenue 
accounting  and  other  func¬ 
tions. 

Ressler  was  most  recently 
assistant  director  at  the 
Memphis  Service  Center,  a 
position  he  had  held  since 
1988.  Before  that,  he  was  di¬ 
rector  at  the  IRS  office  of 
user  requirements  in  Wash¬ 
ington,  D.C.  He  joined  the 
IRS  in  San  Francisco  in  1969. 

Ressler  holds  a  bachelor’s 
degree  from  the  University  of 
Oregon  in  Eugene,  and  a 
master’s  degree  from  New 
Hampshire  College  in  Man¬ 
chester. 

Richard  P.  Oakes  was 

named  projects  director  for 
the  service  center  support 
system  and  corporate  sys¬ 
tems  modernization  transi¬ 
tion  for  IS  development. 

Oakes  had  been  chief  of 
the  collection  systems  branch 
since  1984.  Before  that,  he 
was  chief  of  the  automated 
data  processing  standards 
branch  for  one  year.  He  joined 
the  IRS  in  1971  as  a  comput¬ 
er  programmer  in  Washing¬ 
ton,  D.C.  He  holds  a  bache¬ 
lor's  degree  in  IS  manage¬ 
ment  from  the  University  of 
Maryland  in  College  Park. 


Being  the  best  in  business 

Fedex  CEO  Smith  credits  effective  use  of  technology  as  key  to  his$8  billion  firm 


BY  JOSEPH  MAGLITTA 

CW  STAFF 


THE  CEO  VIEW 


Federal  Express  Corp.  Chief 
Executive  Officer  Frederick 
W.  Smith  doesn’t  have  a  per¬ 
sonal  computer  on  his  desk. 
“I  never  have  liked  to  type,” 
admits  the  amiable  founder  of  the 
world’s  largest  express  transportation 
company. 

But  don’t  be  fooled.  Smith’s  Mem¬ 
phis  office  is  among  the  few  corners  of 
the  $8  billion  company  that  doesn’t 
boast  the  latest  computer  and  telecom¬ 
munications  technology. 

Since  its  founding  in  1973,  Fedex 
has  been  known  as  a  technology  com¬ 
pany.  The  firm  that  pioneered  airbill 
bar  coding  uses  multiple  vendor  sys¬ 
tems  and  highly  distributed  computing 
to  handle  14  million  transactions  daily. 
Last  year,  it  spent  more  than  $243  mil¬ 
lion  on  information  technology. 

It’s  no  surprise  that  Smith,  46, 
credits  the  effective  use  of  technology 
with  Fedex’s  having  won  the  1990  Mal- 
com  Baldrige  National  Quality  Award. 
Technology,  Smith  says,  “is  absolutely 
the  key  to  our  operations.” 

To  keep  abreast  of  new  develop¬ 
ments,  Smith,  a  Yale  graduate  and  for¬ 
mer  U.S.  Marine  Corps  officer,  reads 
voraciously,  consuming  computer  and 
defense  trade  newspapers,  Wall  Street 
analyses  and  business  publications.  He 
has  strong  opinions  on  technology  and 
how  it  should  be  used: 

•  On  the  role  of  information  tech¬ 
nology  in  quality: 

Smith  says  the  quality  goals  that  tech¬ 
nology  must  support  at  Fedex  are  as 
simple  as  they  are  awesome:  “100% 
on-time  deliveries,  100%  accurate  in¬ 
formation  on  every  shipment  to  every 
location  in  the  world  and  100% 
Continued  on  page  64 


George  Lange 


The  man:  Frederick  W.  Smith,  46;  B. A.,  economics, 
Yale  University,  1966;  Captain,  U.S.  Marine  Corps., 
1966-1970 

The  firm:  Federal  Express  is  the  world’s  largest  ex¬ 
press  transport  firm,  handling  1.5  million  daily  shipments  to  127 countries 

Accomplishments:  Construction  of  worldwide  tracking  system  using  hand¬ 
held  computers,  vehicle  on-board  systems  and  11,000  computers  at  customer  sites 
to  provide  real-time  information  on  package  location  almost  instantly 

Future  goals  and  projects:  Reduce  error  index  to  one-tenth  of  the  present 
size  by  1995,  while  increasing  volume  of  shipments  by  two  to  three  times.  Continue 
development  of  the  Cosmos2  relational  databases  and  distributed  processing  sys¬ 
tems 


Smaller  may  be  better  in  health  care  IS 


BYJ.  A.  SAVAGE 

CW  STAFF 


Chief  information  officers  at 
large  health  care  organiza¬ 
tions  are  beginning  to  consid¬ 
er  open  systems  and  network¬ 
ed  systems  under  pressure  to 
control  the  spiraling  cost  of  health  care. 
However,  smaller  hospi¬ 
tals,  with  more  flexibility 
and  fewer  resources,  ap¬ 
pear  to  have  already  em¬ 
braced  the  open  systems 
concept. 

This  dichotomy  in 
awareness  and  implemen¬ 
tation  of  open  systems 
showed  up  during  the  annual  Health¬ 
care  Information  and  Management  Sys¬ 
tems  Society  conference  in  San  Fran¬ 


cisco  earlier  this  month. 

“Industry  says  it’s  had  enough  [of 
high  health  care  insurance  costs],  and 
they  say  they’re  not  going  to  pay  any¬ 
more,”  said  Ward  Keever,  senior  vice 
president  of  information  systems  at  the 
Medical  Center  of  Delaware  in  Wil¬ 
mington.  He  admonished  other  CIOs  to 
consider  nonmainframe-based  solu¬ 
tions,  largely  networking, 
to  improve  the  quality  and 
cost  of  service.  “But  I 
question  whether  many  of 
us  have  strategic  plans  to 
deliver  transformed  health 
care,”  he  said. 

CIOs  from  other  large 
institutions  acknowledged 
that  health  managers  should  be  looking 
into  the  less  expensive  Unix-based  sys¬ 
tems  but  relegated  their  current  use  to 


specialized  applications  such  as  re¬ 
search  and  imaging. 

“The  large  institutions  have  a  para¬ 
digm  paralysis,”  said  Stephen  Wood, 
director  of  IS  at  Middlesex  Hospital  in 
Middletown,  Conn.  “They  think  of 
Unix  as  a  small  box  with  no  power.” 

Ludwig  Johnson,  vice  president  of  IS 
at  The  Stamford  Hospital  in  Stamford, 
Conn.,  agreed.  “There’s  not  a  lot  of 
consciousness  in  health  care  about 
Unix;  the  larger  institutions  are  en¬ 
trenched  in  IBM  mainframes,”  he  not¬ 
ed. 

Obstacles  to  open  systems  in  health 
care  include  the  lack  of  standards. 
“Other  industries,  like  financial  insti¬ 
tutions  and  airlines,  have  standard 
methods  of  operation,”  said  Lynn  Scha- 
tek,  director  of  IS  at  Stanford  Universi¬ 
ty  Medical  Center  in  Palo  Alto,  Calif. 
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NEA  program  hopes  to  turn  PC 
into  teacher’s  newest  pet 


BY  ELLIS  BOOKER 

CW  STAFF 


Skip  the  apple.  Give  the  teacher  a  PC. 

Education  advocates  are  calling  for 
putting  personal  computers  in  the  hands 
of  more  teachers.  However,  the  National 
Education  Association  (NEA),  recogniz¬ 
ing  that  cash-strapped  public  schools  are 
unlikely  to  get  “a  PC  on  every  desk,”  is 
trying  a  different  tactic  to  expose  its 
members  to  PC  technology. 


Last  summer,  the  Washington,  D.C.- 
based  NEA  began  Edstar,  a  project  to  sell 
computers  at  cut  rates  to  teachers  for  use 
at  home.  The  computers  would  have  to 
be  easy  to  operate  and  preloaded  with  ap¬ 
propriate  software  and  templates. 

A  pilot  of  the  program  began  late  last 
month  in  Tampa  and  Clearwater,  Fla., 
where  NEA,  the  nation’s  largest  teacher 
group,  has  about  10,000  members. 

For  $2,249,  NEA  members  will  be 
able  to  purchase  an  IBM  Personal  Sys¬ 


How  can  you  know  which 
lease  proposal  is  best? 


tem/l  with  printer.  The  so-called  NEA 
Edstar  Special  Edition  —  a  $3,000  value 
—  will  also  come  loaded  with  Microsoft 
Corp.’s  Works  integrated  software.  Oth¬ 
er  preloaded  programs  in¬ 
clude  applications  for  track¬ 
ing  student  grades  and 
attendance  as  well  as  a  desk¬ 
top  publishing  program  for 
creating  newsletters. 

Join  the  club 

The  PCs  will  also  come  loaded 
with  communications  soft¬ 
ware  for  the  Prodigy  national 
on-line  service,  which  will 
soon  have  an  Edstar  club  to  answer  teach¬ 
ers’  technical  questions  and  allow  them  to 
share  information.  NEA  members  will  be 


A  lease  agreement  is  far  more  than 
simply  a  method  for  acquiring  high- 
tech  equipment.  It’s  a  partnership 
between  you  and  your  leasing 
company. 

To  know  which  lease  proposal  is 
best,  you  must  consider  how  your 
long-term  costs  and  hardware 
choices  will  be  affected: 

■  Can  you  install  new  or  used 
upgrades,  features,  and  parts  from 
the  source  of  your  choice? 

■  Can  you  sublease  your  equipment 
to  another  leasing  company? 

■  Can  you  change  manufacturers  if 
costs  or  technology  warrant? 

The  best  lease  proposal  is  one  that 
allows  you  to  meet  your  hardware 
needs  today  while  positioning 
yourself  for  tomorrow's  changes. 

That’s  exactly  what  Comdisco, 
the  world’s  largest  independent 
lessor  and  remarketer  of  high-tech 
equipment,  gives  you:  the  ability  to 
upgrade  or  replace  your  equipment 
during  the  lease  term  as  your  needs 
change  or  as  the  price/performance 
of  technology  improves.  Without 
surprises.  Without  restrictive  terms 
and  conditions. 

For  more  information,  call 
Comdisco  today. 


More  than  a  leasing  company. 
Much  more. 

compt/co’ 

Comdisco  Inc. 

6111  North  River  Road 
Rosemont,  Illinois  60018 

708-698-3000 


able  to  get  15  months  of  Prodigy  for  the 
price  of  a  three-month  subscription. 

A  Macintosh  Edstar  configuration 
from  Apple  Computer,  Inc.  will  also  be 
available  soon,  according  to 
NEA  officials. 

Arleigh  Greenblat,  direc¬ 
tor  of  special  services  at  the 
NEA,  estimated  the  program 
will  sell  350,000  to  450,000 
Edstar  computers  to  its  2  mil¬ 
lion  members  during  the  next 
five  years. 

“We  are  very  proud  of  the 
fact  that  we  are  on  the  leading 
edge.  NEA  will  help  literally 
tens  of  thousands  of  teachers  get  comfort¬ 
able  with  this  technology,”  Greenblat 
said.  He  added  that  about  30%  of  NEA 
members  currently  use  computers  at 
home,  but  many  of  those  systems  are  old 
or  discontinued  brands. 

Christine  Flynn,  who  teaches  6th 
grade  English  at  General  Wayne  Middle 
School  in  Malvern,  Pa.,  is  one  of  the  first 
NEA  members  to  buy  an  Edstar  system. 

A  self-described  computer  illiterate, 
Flynn  said  she  has  high  hopes  for  using 
the  computer  to  better  manage  her  at- 


I  THINK  THE  biggest 
issue  in  the  ’90s  is  how 
technology  will  be  used 
in  assessing  students  and 
schools.” 

DAVID  WALLACE 
CHRISTA  MCAULIFFE  INSTITUTE 


home  administrative  chores  such  as  grad¬ 
ing  her  classes.  She  admitted  that  getting 
a  PC  was  necessary  to  keep  pace  with  her 
precocious  pupils.  “My  students  know 
more  about  this  stuff  than  I  do,”  she  said. 
Computers  may  be  able  to  help  the  educa¬ 
tional  system  in  general,  according  to  Clif¬ 
ford  Cox,  chief  information  officer  at  the 
Chicago  Public  Schools.  Cox  said  he  hopes 
more  data  on  students,  teachers  and 
schools  will  mean  a  more  methodical  un¬ 
derstanding  of  what  works  and  what  does 
not  work  in  education. 

“I  believe  we’re  going  to  be  able  to 
evaluate  the  impact  of  educational  pro¬ 
grams,”  he  said.  “Right  now,  frankly, 
[education]  is  a  lot  about  politics  and  sub¬ 
jective  assessments.” 

The  broader  view 

However,  David  Wallace,  director  of  the 
Christa  McAuliffe  Institute  at  the  Nation¬ 
al  Foundation  for  the  Improvement  of 
Education,  an  independent  group  associ¬ 
ated  with  the  NEA,  wants  educators  in¬ 
volved  in  the  development  of  systems  for 
evaluating  students  and  curriculum. 

“My  concern  is  that  unless  we  look  at 
broader  uses  of  the  technology,  we  won’t 
get  a  full  picture  of  the  student’s  perfor¬ 
mance  and  potential,”  he  said. 

Collecting  test  scores  is  not  enough, 
Wallace  said.  He  noted  that  some  pro¬ 
gressive  school  districts  are  building  stu¬ 
dent  “profiles”  using  test  scores,  writing 
samples  and  videotapes  of  projects.  “I 
think  the  biggest  issue  in  the  ’90s  is  how 
technology  will  be  used  in  assessing  stu¬ 
dents  and  schools,”  Wallace  said. 

This  and  other  issues  will  be  on  the 
agenda  when  the  NEA  holds  its  confer¬ 
ence  focusing  on  technology  March  8-10 
in  San  Francisco. 
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BOOK  REVIEW 


Advice  for  the  joblorn, 
their  companies  and 
their  managers 

WHY  THIS  HORSE  WON’T  DRINK 

By  Ken  Matejka 
Amacom,  $22.95 


“What  would  you  think  if  you  were  a 
horse,  and  I  told  you  to  head  toward  the 
water  and  then  held  a  bunch  of  carrots  in 
the  opposite  direction?  Confusing,  isn’t  it? 
We  wouldn’t  do  that  to  a  horse,  would  we? 
Then  why  do  we  do  it  to  people?” 

This  is  the  foundation  of  Ken  Matejka’s 
fast-reading  and  sometimes  humorous 
book  on  how  to  motivate  employees. 

The  206-page  book  is  well  worth  a 
read  by  information  systems  managers 
and  employees  who  are  accustomed  to 
the  dictatorial  management  style  de¬ 
scribed  above.  Managers  get  a  chance  to 
look  at  their  role  in  employee  problems 
and  to  receive  some  good  advice  on  how 
to  deal  with  the  variety  of  people  they 
work  with,  whether  they  be  dissatisfied 
programmers,  annoying  users  or  an  un¬ 
bearable  chief  executive  officer.  Employ¬ 
ees  will  discover  ways  to  deal  with  “baf¬ 
fling  bosses”  and  may  get  a  bit  of  insight 
into  themselves  at  the  same  time. 

The  author  breaks  the  subject  into  four 
sections:  “What  are  we  doing  instead  of 
managing  performance?”  “Managing 
payoffs  to  get  maximum  effort,”  “Turn¬ 
ing  on  turned-off  employees”  and  “Man¬ 
aging  commitment  to  get  results.”  Each 
section  is  divided  into  short  chapters  that 
end  with  “action  exercises”  intended  to 
help  readers  apply  the  information  to 
their  own  companies. 

Matejka,  who  is  a  consultant  and  pro¬ 
fessor  of  management  at  Duquesne  Uni¬ 
versity’s  School  of  Business  Administra¬ 
tion  in  Pittsburgh,  says  most  firms, 
managers  and  employees  in  the  U.S.  suf¬ 
fer  from  “diseases  of  excellence.”  These 
diseases  “occur  when  great  amounts  of 
effort  are  expended  on  being  excellent  at 
unimportant  things  or  excellent  in  the 
wrong  directions,”  he  says. 

Ailments  such  as  “corporate  elephan¬ 
tiasis,”  in  which  corporations  grow  be¬ 
yond  their  ability  to  react  effectively,  and 
“management  by  mind  reading,”  in  which 
managers  assume  their  subordinates 
know  what  is  expected  of  them  without 
ever  telling  them,  restrict  U.S.  compa¬ 
nies’  ability  to  compete  in  the  world  mar¬ 
ket,  Matejka  claims. 

After  describing  the  problems  that  af¬ 
fect  companies’  corporate  culture,  the  au¬ 
thor  suggests  a  variety  of  techniques  for 
more  effectively  managing  people.  His 
methods,  based  on  behavioral  psycholo¬ 
gist  B.  F.  Skinner’s  theories,  work  from 
the  idea  that  “people  tend  to  repeat  be¬ 
havior  that  is  rewarded,  avoid  behavior 
that  is  punished,  and  drop  or  forget  be¬ 
havior  that  produces  neither.” 

This  may  seem  straightforward,  but  as 
Matejka  points  out,  putting  theory  into 
practice  is  not  easy.  Determining  what 
people  consider  to  be  rewards  or  punish¬ 
ment  can  require  considerable  effort.  But 
the  effort  is  worth  it  because  improper 
use  of  reward  and  punishment  systems 
leads  to  lack  of  commitment,  a  decrease  in 
productivity  and  loss  of  good  staff. 

Even  with  well-tuned  reward  systems, 
managers  will  encounter  dissatisfied  staff 


members.  The  book  offers  advice  on  how 
to  deal  with  problem  employees. 

Matejka  first  describes 
techniques  for  identifying  the 
“problem  self.”  He  invites 
the  reader  to  look  for  “blind 
spots”  and  “hidden  biases” 
that  might  be  the  real  causes 
of  problems  at  work.  He  then 
goes  on  to  discuss  techniques 
for  overcoming  these  short¬ 
comings. 

Chapters  on  dealing  with 
“baffling  bosses”  and  “diffi¬ 
cult  employees”  stress  taking 
a  caring  approach  and  trying  to  find  a  mid¬ 
dle  ground  on  contentious  issues,  tem¬ 
pered  with  the  advice  that  people  should 
not  waste  their  lives  finding  a  solution  to 


an  unworkable  situation.  To  that  end,  Ma¬ 
tejka  also  offers  counsel  on  how  and  when 
to  quit  and  under  what  cir¬ 
cumstances  to  fire  someone. 

The  final  chapters  of  the 
book  promote  techniques  to 
enhance  employee  ownership 
of  work  and  to  build  commit¬ 
ment  to  the  company.  Ma¬ 
tejka  is  a  strong  proponent  of 
employee  participation  and 
delegation  of  authority. 

One  real-world  example  he 
uses  to  illustrate  such  meth¬ 
ods  is  the  Skippy  Peanut  But¬ 
ter  plant  in  Little  Rock,  Ark.  Matejka  de¬ 
scribes  the  plant  as  having  130  employees 
and  no  traditional  line  managers.  Teams 
of  workers  decide  the  best  way  to  accom¬ 


plish  company  goals  and  then  act  accord¬ 
ingly  —  with  great  success.  His  answer  to 
why  this  experiment  has  not  been  applied 
elsewhere?  Managers’  fear.  “If  workers 
can  achieve  goals  themselves,  then  why 
do  companies  have  all  those  managers 
standing  around?”  he  explains. 

While  readers  will  find  no  radical  new 
ideas  here,  they  will  find  a  carefully  con¬ 
structed  description  of  the  problems  fac¬ 
ing  people  in  most  companies  and  a  series 
of  possible  solutions  to  them.  Common 
sense  would  seem  to  dictate  most  of  the 
answers  Matejka  proposes,  but  as  the  au¬ 
thor  writes:  “Common  sense  isn’t  very 
common  and  often  makes  little  sense.” 

CHRISTOPHER  LINDQUIST 


Lindquist  is  a  Computerworld  copy  editor. 


UDS  puts  Sync-Up 
modem  software  support 
at  your  fingertips 


Superior  software  support  is  one  of 
the  many  reasons  why  Sync-Up™ 
emulator/modems,  by  UDS,  have 
become  the  industry-wide  choice 
for  remote  micro-to-mainframe, 
micro-to-mini  and  micro-to-micro 
communication  solutions. 

Leading  software  publishers, 
writing  for  today’s  (and  tomorrow’s) 
most  popular  applications  —  that's 
the  combination  that  has  brought 
Sync-Up  to  the  forefront  of  remote 
PC  communications.  Consider  these 
applications,  and  the  software 
houses  that  support  them: 

•  TAX  FILING— CPAid;  Nelco; 

TaxSimple;  Teletax 

•  EDI— Scheme  Software  Corp.; 

Edwin  Systems;  CTI;  Fortell 


•  REMOTE  ACCESS— Triton  Tech¬ 
nologies;  NSA;  SoftKIone;  CRG 
(Blast) 

•  3270  EMULATION— CQ  Computer 
Communications;  NSA;  Attach- 
mate;  Black  Box;  Sterling  Software 

•  5250  EMULATION— CQ  Computer 
Communications;  Black  Box; 
Emerald 

•  X.25— Microdyne;  NSA 

•  UNIX,  XENIX,  AIX— The  Santa 
Cruz  Operation;  Cleo;  Serengeti 
Software 

•  REMOTE  JOB  ENTRY— CQ  Com¬ 
puter  Communications;  Serengeti 
Software;  Eastham  Assoc.;  Sterling 
Software;  Barr  Systems;  NSA; 
Black  Box;  Cleo 

•  APPC/LU6.2— NSA 


For  information  about  specific 
packages  available  from  these  and 
other  outstanding  software  sup¬ 
pliers,  consult  our  Sync-Up  prod¬ 
uct  management  team.  Contact 
UDS,  5000  Bradford  Drive, 
Huntsville,  AL  35805-1993. 
Telephone  205/430-8000; 

FAX  205/430-8926. 
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customer  satisfaction.” 

The  task  is  enormous.  Fedex 
delivers  1.5  million  packages  ev¬ 
ery  workday  to  127  countries 
around  the  world  with  the  help  of 
its  420  aircraft,  94,000  employ¬ 
ees  and  30,000  computer-  and 
radio-equipped  delivery  vehi¬ 
cles. 

The  entire  quality  process  de¬ 
pends  on  statistical  quantifica¬ 
tion,  according  to  Smith,  which 
in  turn  depends  on  state-of-the- 
art  technology.  “That  measure¬ 
ment  system  is  the  key  link  in 
our  overall  quality  effort.  With¬ 
out  it,  there  would  be  no  quality, 
no  Cosmos  or  Cosmos  2  or  Cos¬ 
mos2,”  Smith  says,  referring  to 
the  company’s  various  package 
tracking  systems. 

“We  had  to  come  up  with  a 
system  that  actually  measured 
our  performance  on  every  trans¬ 
action  —  regardless  of  the  fact 
that  we’re  talking  about  hun¬ 
dreds  of  thousands  of  transac¬ 
tions,”  Smith  explains. 

“We  now  have  two  measure¬ 
ment  systems,  which  are  abso¬ 
lutely  the  key  to  our  operations. 
Quite  frankly,  they  are  why  the 
company  received  the  Baldrige 
Award. 

[You  must  have]  the  ability  to 
manage  information  on  a  real¬ 
time  basis  and  be  able  to  slice  and 
dice  it  to  really  understand 


what’s  happening  in  the  opera¬ 
tion.  Whether  it’s  the  number  of 
rejects  per  10,000  units  of  wid¬ 
gets  or  measuring  the  SQI  indi¬ 
cator  at  Fedex,  if  you  don’t  have 
the  ability  to  measure  that  and 
improve  on  it,  then  you’re  not 
going  to  be  effective.  And,  in 
most  cases,  that  has  to  be  pro¬ 
duced  by  the  application  of  infor¬ 
mation  and  telecommunications 
technology.” 

Smith  can  barely  contain  his 
enthusiam  about  the  systems  — 
or  technology  in  general.  “It’s 
amazing,”  he  says.  “You  go  into 
[Cosmos]  and  ask  where  that 
shipment  is,  and  99.99%  of  the 
time  it’s  going  to  tell  you  within  a 
very  short  period  of  time  exactly 
where  that  thing  is.  In  fact,  it’s 
generally  limited  by  the  time  it 
takes  the  systems  to  dial  up  and 
get  into  the  computer.” 

•  On  measuring  service 
quality: 

“We  use  what  we  call  SQI 
(pronounced  sky)  service  quality 
indicators.  We  have  12  things 
that  we  know  disappoint  our  cus¬ 
tomers,  and  we  measure  them 
every  single  day  —  how  many 
packages  were  delivered  on  the 
wrong  day,  how  many  were  de¬ 
livered  on  the  right  day,  how 
many  packages  were  delivered 
late,  how  many  we  damaged, 
how  many  billing  corrections  we 
had  to  make  and  things  like  that. 

These  12  indicators  are 
weighted  in  terms  of  the  way 


George  Lange 


Y 

lOU  MUST  HAVE 
the  ability  to  manage 
information 
on  a  realtime  basis... 
to  really  understand 
what’s  happening 
in  the  operation.  ” 

Fred  Smith 

Chairman  and  CEO 
Federal  Express 


they  are  viewed  by  the  custom¬ 
er.  If  we  lose  a  package,  it’s  rated 
10  times  more  than  if  something 
is  a  little  bit  late.  We  measure  it 
every  day  there  is  a  mathemati¬ 
cal  measurement  of  Fedex  ser¬ 
vice  levels.” 

•  On  Fedex’ s  philosophy  of 
information  technology: 

“Our  approach  has  always 
been  more  pedestrian  than  a  lot 


of  people.  I  have  always  felt  . .  . 
that  the  application  of  informa¬ 
tion  and  telecom  technology  has 
to  be  very  incremental  and  very 
user-friendly.  Its  main  goal  must 
be  to  improve  quality  one  way  or 
another,  whether  it’s  the  quality 
of  the  employee’s  work  life  or 
the  quality  of  the  information  to 
the  customer.  [We  don’t  do] 
what  a  lot  of  people  have  tried  to 
do  —  use  technology  to  save  la¬ 
bor  or  to  be  Big  Brother  to  em¬ 
ployees.” 

•  On  technology  spending: 

“We  certainly  are  pouring  the 
coals,  trying  to  exploit  informa¬ 
tion  and  telecommunications  ad¬ 
vantages.  We  do  a  lot  of  justify¬ 
ing;  we  don’t  want  to  just  spend 
money  for  the  hell  of  it.  We  think 
we  understand  where  the  high 
leverage  points  are,  and  when 
we  put  the  money  in  there  we 
can  get  a  good  return  on  it.  ” 

•  On  tracking  technology’s 
success: 

“We  monitor  the  rollout  of  all 
our  strategic  projects,  many  of 
which  are  information-  and  tele- 
communications-based.  Presen¬ 
tations  are  made  monthly  to  the 
entire  senior  management  group 
of  12  people,  which  includes  the 
chief  operating  officer  and  the 
chief  information  officer.” 

•  On  organizing  information 
systems: 

“We  consider  our  information 


technology  division  a  line  organi¬ 
zation;  it’s  an  operating  unit  that 
is  absolutely  involved  in  the  day 
to  day  operation  of  the  company. 
We  measure  its  performance. 
I’m  just  as  close  to  the  informa¬ 
tion  technology  division  as  to  our 
sales  division  —  and  the  sales¬ 
people  are  the  ones  who  bring  in 
all  the  bacon.” 

•  On  IS  project  failure: 

“[Unsuccessful  projects]  are 
usually  run  by  people  who  have 
unrealistic  expectations  of  hu¬ 
man  nature  on  the  one  side  and 
funded  by  corporate  executives 
who  have  a  very  poor  knowledge 
of  what  the  technology  can  do  on 
the  other  side.  I  think  that  peo¬ 
ple  who  follow  that  model  in  the 
future  are  going  to  be  competi¬ 
tively  annihilated.” 

Federal  Express  uses  a  team 
approach  that  gives  IS  a  degree 
of  participation  unmatched  in 
most  organizations.  Smith  de¬ 
pends  heavily  on  COO  James  L. 
Barksdale,  a  former  IBM  execu¬ 
tive  who  previously  ran  Fedex’s 
Information  and  Telecommuni¬ 
cations  Division,  and  CIO  Ron  J. 
Ponder. 

Because  of  his  appreciation  of 
technology,  Smith  keeps  his  IS 
staff  hopping.  “I  keep  asking  for 
the  moon,  and  they  keep  saying 
they  can  only  provide  a  small  sat¬ 
ellite,”  he  says.  Judging  by  Fe¬ 
dex’s  recent  technological  ac¬ 
complishments,  that  may  be 
enough. 


CALENDAR 


The  U.S.’  largest  conference  on  intercompany  electronic  payment 
and  data  interchange,  the  fourth  annual  Corporate  EFT/Financial 
EDI  Conference,  will  be  held  April  7-10  at  the  Palmer  House  Hotel  in 
Chicago. 

Some  70  workshop  sessions,  mostly  by  corporate  users  of  elec¬ 
tronic  data  interchange  (EDI),  will  outline  steps  to  cost-justify,  imple¬ 
ment  and  integrate  EDI  with  other  corporate  information  systems. 

For  registration  or  information,  contact  Ruth  Blalock,  University 
of  North  Carolina  Business  School,  Chapel  Hill,  N.C.  (919)  962- 


9630. 


MARCH  17-23 


Guide  79.  Anaheim,  Calif.,  March  17-22  — 
Contact:  Guide  Headquarters,  Chicago,  Ill. 
(312)644-6610. 

Conference  on  Multimedia  and  CD- 
ROM.  San  Jose,  Calif.,  March  18-20  —  Con¬ 
tact:  Cahners  Expositions  Group,  Customer 
Services,  Stamford,  Conn.  (203)  964-8287. 

Directions  '91.  Boston,  March  19  —  Con¬ 
tact:  International  Data  Corp.,  Framingham, 
Mass.  (508)  879-6700. 

Making  the  Investment  in  Imaging. 

Marlboro,  Mass.,  March  19  —  Contact:  Moni¬ 
ca  Falzone,  AGS,  Wakefield,  Mass.  (617)  438- 
0680. 

Usenix  Symposium.  Atlanta,  March  21-22 
—  Contact:  Usenix  Conference  Office,  El 
Toro,  Calif.  (714)  588-8649. 


MARCH  24-30 


DB/Expo  '91 .  San  Francisco,  March  24-26 
—  Contact:  Norm  De  Nardi  Enterprises,  Los 
Altos,  Calif.  (4 1 5)  94 1  -8440. 

Computers,  Freedom  and  Privacy 
Conference.  Burlingame,  Calif.,  March  25- 
28  —  Contact:  CPSR,  Palo  Alto,  Calif.  (415) 


322-3778. 

Fiber  Optics  Conference.  Leningrad, 
March  25-29  —  Contact:  Jennifer  Kady,  Infor¬ 
mation  Gatekeepers,  Boston,  Mass.  (617) 
232-3111. 

The  Software  Solution  Show  and  Con¬ 
ference  for  Manufacturing  and  Dis¬ 
tributing  Businesses.  Toronto,  March  26- 
27  —  Contact:  Alwyn  Mitchell,  Software 
Matchmakers,  Willowdale,  Ont.  (416)  756- 
3221. 

Quick  Response  ’91 .  Nashville,  March  26- 
27  —  Contact:  Quick  Response  '91,  Pitts¬ 
burgh,  Pa.  (412)963-8588. 


MARCH  31  -  APRIL  6 


The  Information  Systems  Security  As¬ 
sociation  Conference.  San  Diego,  April  1- 
5  —  Contact:  Richard  Rueb,  Irvine,  Calif. 
(714)854-5500. 

Network  Analysis  Users  Group  Meet¬ 
ing.  Vail,  Colo.,  April  1-5  —  Contact:  Sandy 
Moretto,  NAUG,  Menlo  Park,  Calif.  (415) 
688-2700. 

The  Global  Economy:  Implications  for 
Telecommunications  Policy  and  Man¬ 
agement.  Los  Angeles,  April  4-6  —  Con¬ 


tact:  Matthew  Bemdt,  Center  for  Telecom¬ 
munications  Management,  Los  Angeles,  Calif. 
(213)740-0980. 


APRIL  7-1  3 


Focus  on  Operations  XI.  Las  Vegas,  April 
7-11  —  Contact:  Computer  Operations  Man¬ 
agement,  Orange,  Calif.  (714)  997-7966. 

IEEE  International  Conference  on  Ro¬ 
botics  and  Automation.  Sacramento, 
Calif.,  April  7-12  —  Contact:  Robotics  and 
Automation,  Boca  Raton,  Fla.  (407)  483- 
3037. 

Service  Trends  Conference.  San  Francis¬ 
co,  April  8-9  —  Contact:  Lori  Larsen, 
Ledgeway/Dataquest,  Lexington,  Mass.  (617) 
862-8500. 

Information  Security  Managers  Sym¬ 
posium.  Chicago,  April  8-10  —  Contact: 
Pamela  Bissett,  MIS  Training  Institute,  Fra¬ 
mingham,  Mass.  (508)  879-7999. 

Loop  Implementation:  The  Next  Steps. 

Monterey,  Calif.,  April  8-10  —  Contact:  Elec- 
tronicast,  San  Mateo,  Calif.  (415)  572-1800. 

Turning  Audit  Costs  into  Profits:  Super- 
strategies  for  the  Internal  Audit  De¬ 
partment  of  the  1990s.  San  Francisco, 
April  8-10  —  Contact:  Pamela  Bissett,  MIS 
Training  Institute,  Framingham,  Mass.  (508) 
879-7999. 

Computers  and  Software  for  Manu¬ 
facturing  Expo.  Chicago,  April  8-11  — 
Contact:  Doug  Kuna,  Cahners  Exposition 
Group,  Stamford,  Conn.  (203)  352-8202. 

National  Design  Engineering  Confer¬ 
ence.  Chicago,  April  8-11  —  Contact:  Na¬ 
tional  Design  Engineering,  Stamford,  Conn. 
(203)964-0000. 

Business  Re-engineering  Forum.  Cam¬ 
bridge,  Mass.,  April  8-12  —  Contact:  Marga¬ 
ret  Murphy,  Computer  Sciences  Corp.  Ex¬ 


change,  Cambridge,  Mass.  (617)499-1227. 

The  Conference  Board  Information 
Management  Conference.  New  York, 
April  9-10  —  Contact:  Conference  Board  Reg¬ 
istrar,  New  York,  N.Y.  (212)  339-0290. 

Seybold  Technology  Forum.  Cambridge, 
Mass.,  April  9-11  —  Contact:  Deborah  Hay, 
Seybold  Computing  Group,  Boston,  Mass. 
(617)742-5200. 

The  Software  Development  Manage¬ 
ment  Conference.  San  Francisco,  April  9- 
12  —  Contact:  Software  Development  Confer¬ 
ences,  San  Francisco,  Calif.  (415)  995-2471. 

Supercomputer  Conference.  Newport, 
R.I.,  April  9-12  —  Contact:  John  Miguel,  Fed¬ 
eral  Information  Processing  Council,  Middle- 
town,  R.I.  (401)  841-4591. 

Society  for  Information  Management 
1991  Institutional  Member  Confer¬ 
ence.  Tucson,  Ariz.,  April  10-12  —  Contact: 
SIM,  Chicago,  Ill.  (312)  644-6610. 

Unix  Challenge  1991.  Tyngsboro,  Mass., 
April  10-12  —  Contact:  Andree  Fontaine,  Bos¬ 
ton  University,  Corporate  Education  Center, 
Tyngsboro,  Mass.  (508)  649-9731. 

Voice  '91.  Anaheim,  Calif.,  April  10-12  — 
Contact:  \foice  '91,  Houston,  Texas  (713)  974- 
6637. 


APRIL  1  4-20 


Congress  on  CIM  Databases.  Cam¬ 
bridge,  Mass.,  April  14-17  —  Contact:  Wilma 
A.  Hurwitz,  CAD/CIM  Alert,  Boston,  Mass. 
(617)232-8080. 

International  Technical  Communica¬ 
tion  Conference.  New  York,  April  14-17 
—  Contact:  ITCC,  Thomwood,  N.Y.  (914) 
742-5999. 

Information  User  Association:  Archi¬ 
tecting  for  the  ’90s.  Salt  Lake  City,  April 


14-18  —  Contact:  IUA  Headquarters,  Chica¬ 
go,  Ill.  (312)  644-6610. 

Nastec  3.0.  Atlanta,  April  14-19  —  Con¬ 
tact:  Dave  Cochrane,  National  System  Pro¬ 
grammers  Association,  Milwaukee,  Wis.  (414) 
423-2420. 

Comten  Users’  Exchange.  Baltimore, 
April  15  —  Contact:  Ron  Block,  CUE,  New 
York,  N.Y.  (212)  633-5080. 

Cardtech  ’91 .  Crystal  City,  Va.,  April  15-17 

—  Contact:  American  Electronics  Association, 
Santa  Clara,  Calif.  (408)  987-4256. 

Securtech  ’91.  Crystal  City,  Va.,  April  15- 
17  —  Contact:  American  Electronics  Associa- 
ton,  Santa  Clara,  Calif.  (408)  987-4256. 

Wireless  Data  Networks  Conference. 

Washington,  D.C.,  April  15-17  —  Contact: 
Business  Communications  Review,  Hinsdale, 
Ill.  (800)  227-1234. 

Lap  &  Palmtop  ’91 .  New  York,  April  16-17 

—  Contact:  Peter  O’Connor,  Laptop  Exposi¬ 
tions,  New  York,  N.Y.,  (212)  682-7968. 

Downsizing  Conference:  Moving  from 
Mainframes  to  PCs.  Boston,  April  16-17 

—  Contact:  Digital  Consulting,  Andover, 
Mass.  (508)  470-3880. 

Electro/International.  New  York,  April 
16-18  —  Contact:  Alexes  Razevich,  Elec- 
tro/Intemational,  Los  Angeles,  Calif.  (213) 
215-3976. 

IMSL  User  Group  Europe  Conference. 

Paris,  April  17-19  —  Contact:  Karen  G.  Men¬ 
dez  (713)  782-6060. 

Instore  Systems:  The  Key  to  Better 
Customer  Service.  Orlando,  Fla.,  April  17- 
19  —  Contact:  National  Retail  Federation, 
New  York,  N.Y.  (2 1 2)  563-5 113. 

World  Computer  Law  Congress.  Los 

Angeles,  April  18-20  —  Contact:  Michael  D. 
Scott,  Center  for  Computer/Law,  Manhattan 
Beach,  Calif.  (213)  689-5186. 
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RELATIONAL  DBMS 


Making  peace  with  the  past 


BY  AARON  ZORNES 


The  walls  that  separate 
nonrelational  and  rela¬ 
tional  database  manage¬ 
ment  systems  are  gradu¬ 
ally  starting  to  crumble. 
Even  IBM’s  rigidly  struc¬ 
tured  IMS  database  ap¬ 
pears  to  be  opening  its 
domain  to  what  some  tra¬ 
ditionalists  have  consid¬ 
ered  to  be  the  anarchist  world  of 
Unix  and  even  Apple  Computer, 
Inc.  Macintosh  relational  data¬ 
bases  and  tools. 

Considering  the  difficulty  of 
migrating  legacy  databases  and 
nonrelational  applications  to  the 
relational  model  as  well  as  the 
length  of  time  it  takes  to  do  so, 
the  ability  for  the  two  to  interact 
will  be  very  important. 

Applications  written  for  rela¬ 
tional  databases  often  need  to  ac¬ 
cess  either  the  master  main¬ 
frame  databases  or  shadow 
extracts  of  those  databases.  Fur¬ 
thermore,  data  generated  by 
new  applications  databases  often 
needs  to  be  integrated  into  exist¬ 
ing  application  systems.  In  the 
interim,  you’ll  need  the  two  data¬ 
bases  to  collaborate. 


Squeaky  wheels 

People  are  demanding  products 
that  go  beyond  maintaining  the 
databases  as  separate  entities 
and  allow  closer  interaction. 
Each  type  of  product  differs  in  its 
approach,  however,  and 
achieves  such  interaction  to  a 
lesser  or  greater  degree. 

Most  of  the  major  RDBMS 
vendors  are  now  positioning 
their  gateways  as  products  that 
can  map  SQL  onto  non-SQL  da¬ 
tabases.  This  allows  program¬ 
mers  to  access  old  databases 
with  the  latest  SQL-based  access 
tools,  such  as  fourth-generation 
languages  (4GL),  graphically  ori¬ 
ented  query  and  report  writing 
tools  and  computer-aided  soft¬ 
ware  engineering  tools. 

The  gateway  applications  ac¬ 
cess  the  database,  not  a  dated 
copy  of  the  database.  Extract 


Zornes  is  vice  president  and  director  of 
application  development  strategies  at 
Meta  Group,  Inc.,  a  consulting  firm  in 
Westport,  Conn. 


tools,  on  the  other  hand,  take 
data  from  the  non-SQL  database 
and  dump  it  into  the  SQL  data¬ 
base  (see  story  page  69).  As 
such,  gateways  achieve  a  higher 
degree  of  data  currency. 

The  gateway  software  keeps 
the  entire  process  transparent 
to  the  user  or  programmer,  so 
there  is  no  need  to  be  concerned 
with  different  SQL  dialects,  er¬ 
ror  handling,  catalog  and  dictio¬ 
nary  conventions  or  communica¬ 
tions  protocols. 

There  are  still  some  problems 
with  gateways,  however.  Such 
up-to-date  data  comes  at  the  ex¬ 
pense  of  performance  degrada¬ 
tion.  In  fact,  the  future  populari¬ 
ty  of  gateways  depends  on  the 
vendors’  ability  to  increase 
throughput  and  lessen  impact  on 
operational  systems. 

Currently,  gateways  are  best 
used  in  organizations  that  need 
to  have  current  data  but  have 


enough  capacity  to  tolerate  the 
extra  processing  load.  They 
started  appearing  as  off-the- 
shelf  packages  only  about  one 
year  ago  and  are  still  fragile 
products.  Vendors  have  been  im¬ 
plementing  them  on  a  one-of-a- 
kind  basis  in  large  firms  that  can 
afford  a  high  degree  of  support. 

Stocking  up 

Implementing  DBMS  gateways 
also  requires  organizations  to 
purchase  components  such  as 
the  DBMS,  the  gateway  and 
networking  software  from  multi¬ 
ple  vendors.  The  issues  that 
arise  include  staffing  and  release 
coordination  between  compo¬ 
nents. 

Costs  can  also  run  high. 
DBMS  gateways  cost  from  ap¬ 
proximately  $1,000  per  person¬ 
al  computer  up  to  more  than 
$100,000  on  a  midrange  system, 
exclusive  of  any  DBMS  licenses. 


Computer  Associates  Inter¬ 
national,  Inc.,  on  the  other  hand, 
offers  a  single-database  strate¬ 
gy.  The  company’s  emulator 
product  can  physically  migrate 
legacy  databases  such  as  Cincom 
Systems,  Inc.’s  Total,  IMS, 
DL/1  and  VSAM  into  CA’s  rela¬ 
tively  new  RDBMSs,  CA-IDMS 
Version  12  and  CA-Datacom/DB 
Version  8.  According  to  CA,  ex¬ 
isting  applications  can  continue 
to  run  unchanged. 

The  legacy  applications  are 
managed  by  a  CA  service-layer 
product  that  maps  the  old  DBMS 
data  structures  and  data  manipu¬ 
lation  routines  onto  the  relation¬ 
al  model  of  CA-IDMS  or  CA-Da¬ 
tacom/DB.  This  eliminates 
duplicate  software  licenses,  ne¬ 
gates  the  processing  overhead  of 
keeping  both  databases  in  sync, 
gets  rid  of  duplicate  direct-ac¬ 
cess  storage  device  require¬ 
ments  and  eliminates  duplicate 
DBMS  expertise. 

What  you  do  lose  with  CA's 
approach  is  strong  SQL  support. 
CA’s  SQL  is  not  as  robust  or  as 
compatible  with  DB2  as  other 
vendors’  implementations.  As  a 
result,  there  is  a  lack  of  portable 
applications  development  tools 
supporting  CA-IDMS  and  CA- 
Datacom/DB  databases. 

This  is  a  relatively  large  issue, 
Continued  on  page  66 
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PRODUCT  SPOTLIGHT 


Three  varieties  of  coexistence 


•  Gateways: 

Apple  Computer,  Inc. 

Ask  Computer  Systems,  Inc. 
DB/Access,  Inc.* 

Digital  Equipment  Corp. 

Evolutionary  Technologies* 
Gupta  Technologies,  Inc. 
Information  Builders,  Inc.* 
Micro  Decisionware,  Inc. 
Natural  Language,  Inc. 
On-Line  Software,  Inc. 
Oracle  Systems  Corp. 
Sterling  Software,  Inc. 
Sybase,  Inc. 


Data  Access  Language 

Ingres/Star 

Access/Star,  View/PC 

Decnet  DTF 

Rdbaccess 

SQL  Services 

Extract 

Sqlgateway 

Focus  Interfaces 

PC/SQL-Link 

NLI  Gateway 

Ramis 

SQIAConnect 
Micro/ Answer  II 
Open  Gateways 


Oracle,  RDB,  Ingres 
IMS,  DB2,  SQL/DS,  VSAM,  RDB,  RMS 
DB2,  VSAM,  SQL/DS,  RDB 
VSAM,  SAM 

DB2,  VSAM,  RDB,  Oracle 
DB2,  RMS 

IMS,  IDMS,  DB2,  Oracle 
DB2,  Oracle 

All  major  file  and  database  managers 

DB2,  SQL/DS,  Tandem,  Teradata 

Oracle,  RDB,  Ingres,  Informix,  Sybase 

DB2,  SQL/DS,  IMS,  DL/1,  CA-IDMS,  Adabas,  VSAM 

IMS,  DB2,  SQL/DS,  VSAM 

DB2,  VSAM,  CA-IDMS 

DB2 


•  Emulation  products: 
Computer  Associates 
International,  Inc. 


•  Transparency  products: 
Cincom  Systems,  Inc. 


CA-Datacom/DB  Version  8 
Escape  series 
CA-IDMS  Version  12 
Transparency  series 

Supra  IMS  Coexistence 
Facility 


IMS,  VSAM,  Total,  DL/1 
IMS,  VSAM,  Total 

IMS,  VSAM,  Total 


*  Extract 
products  that 
can  function 
as  gateways 


Source:  Meta  Group,  Inc. 


CW  Chart  Marie  Haines 


Continued  from  page  65 
considering  that  one  of  the  anticipated 
benefits  of  coexistence  strategies  is  to  le¬ 
verage  all  the  new  tools,  such  as  graphics- 
oriented  query  and  report  writer  prod¬ 
ucts  that  are  based  on  standard  SQL 
application  program  interfaces. 

Cincom  takes  a  similar  approach  to  CA, 
but  unlike  CA’s  products,  database  migra¬ 
tion  is  unnecessary.  With  Cincom’s  Supra 
database,  users  can  keep  their  IMS,  DL/1 
and  VSAM  data  in  place  and  use  Supra’s 
full  SQL  and  Mantis  4GL  to  develop  new 


relational-based  applications  against  the 
old  data. 

As  an  alternative,  developers  can  also 
use  the  language  with  which  they’re  fa¬ 
miliar  to  develop  new  databases  and  appli¬ 
cations  in  the  old  systems. 

With  Supra,  users  can  integrate  and 
control  data  from  multiple,  heteroge¬ 
neous  data  sources  from  one  portable  ap¬ 
plication  development  environment. 

As  with  CA’s  coexistence  strategy, 
there  will  continue  to  be  a  lack  of  third- 
party  application  development  tools  to 


Discover  the  latest  in  Databases,  Tools  &  Connectivity 
From  Micro  to  Mainframe. 


FREE  Admission  to  Over  400 
exhibits:  Andersen  Consulting, 
Apple,  Ashton-Tate,  Borland,  CA, 
Cincom  Systems,  DEC,  Fox, 
Gupta,  IBM,  Informix,  Microrim. 
Microsoft,  Oracle,  Servio  Corp  , 
Tandem  andVersant ... 


A  multi-track  conference  de¬ 
signed  for  both  managers  and 
technicians.  Over  80  speakers 
will  be  featured. 

▼  Shaku  Atre  ▼  Jeff  Tash 

▼  E.F.  Codd  ▼  Colin  White 

▼  Chris  Date 

▼  Richard  Finkelstein 

▼  Adam  Green 

▼  Vaughan  Merlyn 

▼  Dr  Michael  Stonebraker 
Key  areas: 

▼  The  Move  Towards  UNIX 

▼  Object  Oriented  and  Rela¬ 
tional  Database  Evolution 

▼  The  Impact  of  Standards 
T  CASE  Tools  and  Repositories  c„r 

Intonrotinn  'Of  mOTB  I  (110  TITISt  I  Of! ,  C3ll  US 

integration  t(Xjay  at  1  (800)  2DB-EXP0  or 

▼  rmow. edge-based  Systems,  (415)  94^440  24-Hour  info 

Natural  Languages,  Multi-media  vja  FAX:  (41 5j  944 ,2o66. 

▼  Distributed  Processing  and 
Interoperability 

▼  Downsizing  and  the 
Micro-Computer 
Revolution 


rYES,  I  Want  To  Attend  DB/EXPO  91 n 

Please  send  me: 

□  _ _  FREE  EXHIBIT  PASSES 

□  Information  on  conference 
sessions  and  early  registration 
DISCOUNTS 


The  National  Database 

EXPOSITION  AND  CONFERENCE 
March  2G  28, 1991 
San  Francisco,  California 


Name 


Title 


Company 


Address 


City 


State  and  Zip 


Telephone 


Emerging 

Database 


FAX 

NDN  Enterprises.  289  So. 
San  Antonio  Rd.,  Ste  204, 

Los  Altos.  California  94022 
(415)  941-8440.  1  (800)  2DB-EXP0  , 

I _ c  w_ _ | 


Coexistence  conditions 


Not  everyone  will  want  to  consider  products  that  facilitate  coexistence.  They  are 
best  used  if  your  next  generation  of  applications  needs  data  that  is  tied  up  in  the 
mainframe  or  minicomputer  nonrelational  database  or  if  you  cannot  cost-justify  a 
massive  re-engineering  of  existing  applications  into  a  relational  environment. 

There  are  cases,  however,  in  which  gateways,  propagators  and  migration 
strategies  offered  by  independent  software  vendors  are  not  for  you.  For  instance, 
in  all  cases,  it  will  probably  be  difficult  to  map  your  nonrelational  applications  and 
database  into  a  new,  relational  one. 

You  will  not  want  to  consider  any  of  these  strategies  if  the  following  are  true: 

•  The  file  structures  of  your  older  databases  are  not  especially  well  designed. 

•  You  are  unwilling  to  risk  the  on-line  performance  of  operational  systems. 

•  You  are  looking  for  high-performance,  fully  distributed  databases. 

AARON  ZORNES 


use  with  Supra  because  of  its  SQL  dialect. 

CA  and  Cincom  offer  their  products  in 
hopes  of  migrating  customers  to  their 
RDBMSs.  This  is  in  direct  competition 
with  IBM  and  Digital  Equipment  Corp. 

Both  of  these  companies  are,  of 
course,  privy  to  the  internals  of  their 
DBMSs.  As  a  result,  they  can  provide 
low-level  hooks  between  nonrelational 
and  relational  databases,  thereby  creating 
a  new  class  of  coexistence  facilities  known 
as  data  propagators  or  distributors. 

IBM’s  announced  Data  Propagator 
(Dprop)  is  intended  to  maintain  old  and 
new  databases  as  mirror  images.  Because 
the  two  are  made  into  one  logical  data¬ 
base,  IS  departments  need  not  dread  the 
conversion  of  IMS  legacy  systems. 

Dprop  updates  are  propagated  either 
asynchronously  or  synchronously.  With 
the  asynchronous  method,  transaction 
files  are  built  when  the  nonrelational  data¬ 
base  is  being  updated  and  are  then  used 
later  to  update  the  relational  one. 

Makes  no  difference 

The  benefit  here  is  that  there  is  no  impact 
on  the  performance  of  operational  or  mis¬ 
sion-critical  systems.  The  operational 
system  doesn’t  have  to  wait  for  the  mir¬ 
rored  system  to  complete  updates. 

Synchronous  updates  work  on  both  da¬ 
tabases  within  the  same  transaction;  that 
is,  two-phase  commit  is  required  in  each 
of  the  target  DBMSs.  While  this  provides 
the  maximum  level  of  currency  of  data,  it 
also  slows  down  and  complicates  opera¬ 
tional  procedures  for  backup,  recovery 
and  warm  restart. 

Some  users  anticipate  disadvantages 
from  Dprop.  For  instance,  transaction 
performance  under  IMS  may  be  adverse¬ 
ly  affected  by  the  wait  for  two-phase  com¬ 
mit  to  be  completed  under  the  DB2  trans¬ 
action  recovery  manager.  While  the 


asynchronous  method  will  have  minimal 
operational  impact  on  IMS  database  per¬ 
formance,  the  less  current  data  may  be 
less  valuable  to  end  users. 

Like  gateways,  the  cost  of  maintaining 
dual  databases  should  be  a  major  consider¬ 
ation.  IBM  has  announced  support  only 
for  IMS/DC,  the  communications  portion 
of  IMS,  not  CICS  in  the  first  release. 

DEC  goes  one  step  further  than  IBM 
by  providing  reverse  propagation  with  its 


Emigrants 

Most  of  the  RDBMS  users  surveyed  said  they 
plan  at  some  point  to  move  fully  to  relation¬ 
al,  although  more  than  30%  said  they  intend 
never  to  do  so 


Less  than  1  year 

8.1% 

Within  1-2  years 

6.4% 

Within  2-5  years 

13.2% 

More  than  5  years 

10.2% 

Already  use  only  relational 

24.3% 

Never 

31.5% 

Don’t  know 

6.3% 

Percent  of  respondents  (Base:  235) 

Source:  Computerworld  survey  CW  Chart:  Marie  Haines 


Data  Distributor.  Data  Distributor  pro¬ 
vides  timer-  or  event-based  and  user-initi¬ 
ated  propagation.  For  example,  extracts 
of  a  master  price  list  can  be  downloaded 
from  IMS,  DB2  or  VSAM  into  an  RDB  da¬ 
tabase  on  a  VAX  system.  This  can  be 
routed  across  a  Decnet  or  Systems  Net¬ 
work  Architecture  network  to  distributed 
VAX  or  Unix  systems. 

Data  Distributor  can  also  roll  up  entire 
databases  or  just  the  logged  updates  as 
part  of  its  reverse  propagation  options.  So 
far,  it  reverse-propagates  only  to 
Continued  on  page  69 


CICS  DOCUMENT  PROCESSOR 


EdWord  provides: 

♦  Desktop  printer  support 

♦  Pull-down  menus 

♦  Panel-driven  mail  merge 


♦  Macro  support 

♦  PC  document  compatibility 

♦  Automated  letter  writing 


For  more  information  and  samples  of  high  quality  output, 
call  Tom  Cox  at: 


1  800  367-8729 

(1  800  FOR-TRAX) 

5840  Uplander  Way  I  Culver  City,  CA  90230-6620  I  21  3  649-5800 


Irax 

Softworks,  Inc. 
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With  DB2  LOADPLUS,  new 
from  BMC  Software ,  DB2  tables 
can  be  loaded  two  to  four  times 
faster  than  by  using  the  IBM  DB2 
Load  Utility.  DB2  LOADPLUS 
reduces  elapsed  time,  CPU  cycles 
and  EXCPs.  This  translates  into 
money  saved  for  any  DB2  opera- 
tion,  whether  an  initial  user  of 
DB2  or  an  extensive  user  with 
many  mission-critical  applica- 
tions  in  production. 

DB2  LOADPLUS  is  a  func- 
tional  replacement  for  the  IBM 
utility  that  fully  exploits  DB2  ver¬ 
sion  2.2  and  prior  releases.  DB2 
LOADPLUS  takes  advantage  of 
multiple  CPUs,  multi-tasking  and 
parallel  processing. 


DB2  LOAD  UTILITY  vs  DB2  LOADPLUS 


DB2  LOADPLUS,  comes 
from  BMC  Software,  the  leader  in 
utilities  for  IBM  database  man¬ 
agement  systems.  For  more  infor¬ 
mation,  or  to  start  a  30-Day-Plus 
Free  Trial  of  DB2  LOADPLUS, 
fax  your  request  to  713  242-6523, 
or  call  BMC  toll  free  at: 

1  800  841-2031 


Kg 

SOFTWARE 

P.O.  Box  2002 

Sugar  Land,  TX  77487-2002 
713  240-8800 


Internationally,  contact  one  of  BMC’s  wholly  owned  subsidiary  offices  in. 


Australia 

Denmark 

England 

France 

Germany 

Italy 

Japan 

(61)3  819  6733 

(45)  44  68  22  00 

(44)  276  24622 

(33)  1  48  77  77  77 

(49)  69  664060 

(39)2  48193850 

(81)3  837-8651 

FAX:  (61)  3  819  6758 

FAX:  (45)  44  68  33  00 

FAX:  (44)  276  61201 

FAX:  (33)  1  48  77  01  17 

FAX:  (49)  69  6661047 

FAX:  (39)  2  481 93846 

FAX:  (81)  3  837-8585 

Spain 

(34)  1  639  30  62 
FAX:  (34)  1  639  42  75 


©  1990  BMC  Software.  Inc.  All  rights  reserved 

IBM  is  a  registered  trademark  of  International  Business  Machine  Corp. 

DB2  is  a  trademark  of  IBM  Corp. 


RELATIONAL  DBMS 


Si  ;as> 


PRODUCT  SPOTLIGHT 


RDBMSs  for  mainframe,  midrange  systems1 


VENDOR 

PRODUCT 

HARDWARE  REQUIRED 

OPERATING  SYSTEMS  SUPPORTED 

IMPORT/EXPORT  FILE  FORMATS 

SUPPORTED 

TYPE  OF  SQL 

SQL  EXTENSIONS  INCLUDED 

APPLICATION  DEVELOPMENT 

TOOLS  INCLUDED 

RECOVERY  FUNCTIONS 

SECURITY  FEATURES  PROVIDED 

ACCESS  METHODS  USED 

NETWORKS  SUPPORTED 

PRICE 

« 

UJ 

UJ 

u. 

UJ 

U 

z 

< 

z 

UJ 

H- 

z 

< 

5 

Ask  Computer 

Systems,  Inc., 

Ingres  Products 

Division 

(415)769-1400 

Ingres 

Intelligent 

RDBMS 

Amdahl  5800  series,  Bull 
XPS-100,  DG  MV,  Avion 
series,  DEC  (all  models), 
IBM  370  and  PCs, 

Pyramid,  Sequent, 

Tandem,  Unisys  5000, 
6000, 7000  series 

UTS,  Unix  System  V 
Release  3,  AOS/VS, 
DOS,  VMS,  Ultrix, 
Berekely  BSD,  AIX, 
OSX,  Dynix 

ASCII,  binary, 

DIF.  SYLK 

Interac¬ 
tive,  em¬ 
bedded 

Knowledge  and  object 
management  rules 

4GL,  form,  menu 
and  report 
generators 

Roll  back  and  forward, 
transaction  logging, 
Vaxcluster  node  failure 
indicator 

Limited  user  access 
via  role  and  group 
protection,  page 
locking 

Btree, 

hash, 

direct, 

index 

NP 

$4,000- 

$450,000 

15%  of 
license  fee 

Bull  HN  Information 
Systems,  Inc. 

(508)  294-5276 

Interel 

RFM II 

Bull  DPS  8000  Model  41 
through  DPS  9000  Model 
94 

GCOS8 

ASCH,  DIF, 

Excel,  Lotus’  1-2- 
3,  SYLK,  WKS 

Interac¬ 
tive,  em¬ 
bedded 

Teradata  TQL 
extensions 

4GL,  form,  menu 
and  report 
generators, 

CASE  tools 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Page  locking,  user 
views,  grant/revoke 
permission 

B  tree, 
index 

Bull  DSA,  SNA, 
OSI,  TCP/IP 

$1,800- 
$6,600  per 
month 

None 

Cincom  Systems,  Inc. 
(513)  662-2300 
(800)  543-3010 

Supra 

IBM  System  370s  and  PCs, 
DEC  VAX,  HP,  Pyramid, 
Sequent,  Sun,  Sequoia, 
Fujitsu,  Compaq 

DOS,  VSE/SP, 

MVS/SP,  VM/CMS, 
AIX,  VMS,  Ultrix, 

MSP.  FSP,  HP-UX, 
OSX,  Dynix,  Sun  OS, 
Topix,  Interactive  SCO 

ASCII,  binary, 
EBCDIC 

Interac¬ 
tive,  em¬ 
bedded 
SAA, 
ANSI, 

DB2 

Referential  integrity, 
domains,  autocursor, 
scroll  cursor 

Mantis 
development 
tools,  integration 
with  other 
vendors  CASE 
tools,  project 
management 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  dual  logging 

Row  locking,  limited 
user  access  via  multi¬ 
level  privileges 

Btree, 

hash, 

direct, 

index 

LAN  Manager, 
LAN  Server, 
Netware 

$1,100- 

$600,000 

19%  of  price 

Cognos,  Inc. 

(617)  229-6600 
(800)  426-4667 

Power¬ 

house 

Starbase 

DEC  VAX,  HP  3000  and 
9000  Series  800/600,  DG 
Avion 

DEC  VMS,  HP  MPE 
XL,  HP-UX,  DG-UX 

ASCII,  binary,  any 
that  can  be  read, 
stored  in  BLOB 
data  type 

Interac¬ 
tive,  em¬ 
bedded 

Triggers,  computed 
fields,  domains,  user- 
defined  functions,  two- 
phase  commit 

4GL,  form,  menu 
and  report 
generators, 

CASE  tools 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  database 
shadowing 

Record  locking, 
limited  user  access, 
group  security 

Btree, 
direct  se¬ 
quential 
scan, 
heap 

TCP/IP,  Dec- 
net,  HP 
Advancenet 

$10,000- 

$200,000 

15%  of 
license  fee 

Computer  Associates 
International,  Inc. 
(516)  227-3300 

CA-Data- 
com  Re¬ 
lease  8.0 

IBM  Models  9370,  3080,- 
3090,  3900,  System  370, 
PCs  and  compatibles 

MVS,  VSE,  VM,  DOS 

Supercalc,  Dbase 
in  and  IV 

Interac¬ 
tive,  em¬ 
bedded 

32-character  name, 
ANSI  Cobol  record 
structures,  CAISQL 

4GL,  form,  menu 
and  report 
generators 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Record  locking, 
limited  user  access 

Btree, 

direct, 

index 

SNA,  Netbios 

$96,390- 

$137,500 

15%  of  price 

CA-DB  / 

VAX  Re¬ 
lease  1.5 

DEC  Microvax  9000 

VMS 

ASCII,  binary 

Interac¬ 
tive,  em¬ 
bedded 

32-character  name, 
ANSI  Cobol  record 
structures,  CAISQL 

Menu,  report 
and  code 
generators 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Record  locking, 
limited  user  access 

Btree, 

direct, 

index 

Any  VMS-  or 

Unix-based 

networks 

$5,040  - 
$161,280 

15%  of  price 

CA-IDMS 

Release 

12.0 

IBM  Models  9370, 3080, 
3090, 3900,  System  370, 
PCs  and  compatibles; 
Hitachi,  Fujitsu,  Siemens 
mainframes 

MVS,  VSE,  VM.  DOS 

ASCII,  binary, 

DIF,  Excel,  Lotus' 
1-2-3,  SYLK, 

WKS,  Supercalc, 
Dbase  III  and  IV 

Interac¬ 
tive,  em¬ 
bedded 

32-character  name, 
ANSI  Cobol  record 
structures,  CAISQL 

4GL,  form,  menu 
and  report 
generators 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Record  locking, 
limited  user  access 

Btree, 

hash, 

direct, 

index 

SNA,  Netbios, 
TCP/IP 

$73,500- 

$141,800 

15%  of  price 

Concurrent  Computer 
Corp. 

(201)758-7518 

Reliance 

Concurrent  3200  series 

OS/32 

ASCII,  DIF 

None 

None 

4GL,  form, 
menu,  report 
generators 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Record  locking, 
limited  user  access, 
file  and  application 
locking 

Btree 

OSI 

$6,900- 

$38,870 

10%  of  price 

Data  General  Corp. 
(508)  366-8911 
(800)  328-2436 

DG/SQL 

Revision 

5.0 

DG  MV  series 

AOS/VS,  AOS/VS  II 

ASCII,  binary, 

DIF,  Excel,  Lotus’ 
1-2-3,  SYLK, 

WKS.  CEO,  DBF 

Interac¬ 
tive,  em¬ 
bedded, 
ANSI 

Set  and  cursor 
functions  to  fetch, 
insert,  select 

Data  dictionary, 
query  tool 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  entity  and 
referential  integrity 

Record  locking, 
limited  user  access, 
read  and  update  at 
table,  column,  row 
levels 

B  tree, 
hash, 
index, 
cluster¬ 
ing,  parti¬ 
tioning 

Xodiac, 

TCP/IP,  PCI 

$4,070- 
$48,720  for 
full  license; 
$1,080- 
$12,945  for 
runtime 
license 

$936- 
$2,340  for 
full  license; 

$360  -  $936 
for  runtime 
license 

Digital  Equipment 

Corp. 

(603)  884-2417 

Rbd/VMS 
Version  4.0 

DEC  VAX 

VAX/VMS 

ASCII,  DEC’S 
export  format 

Interac¬ 
tive,  em¬ 
bedded 

Some  SQL2  features 

Precompiler, 
ISQL,  SQL 
module  language 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  Vaxcluster 
support 

Record  locking, 
limited  user  access 
via  grant/revoke 
privileges  and  VMS 
access  control  lists 

B  tree, 

hash, 

direct 

Decnet 

$3,680- 
$236,600  for 
development 
license 

$120- 

$6,684 

IBM 

(800)426-2468 
Contact  local 

IBM  sales  office 

SQL/400 
Release  3 

IBM  AS/400 

OS/400  Release  3 

ASCII,  DIF, 

SYLK,  DOS 
Random,  BASIC 
Sequential  and 
Random 

Interac¬ 
tive,  em¬ 
bedded 

Prompting  support,  on¬ 
line  Help,  access  to  and 
from  native 
applications,  dynamic 
SQL  functions,  group 
security 

None 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  point-in-time 
recovery,  save/restore 
single  objects,  back  out, 
multiple  isolation  levels 

Record  locking, 
limited  user  access 
to  field,  view,  record, 
library,  object-level 
locking,  storage 
protection 

Direct, 

index 

VTAM,  SNA 

$1,575- 

$11,020 

None 

SQL/DS 
Version  3.1 

IBM  Enterprise  Sys¬ 
tem/9000,  System  370 

VM,  VSE 

Binary 

Interac¬ 
tive,  em¬ 
bedded 

Referential  integrity, 
dynamic  SQL  functions 

None 

Roll  back  and  forward, 
transaction  logging,  audit 
trails 

Record  locking, 
limited  user  access 

Btree, 

direct, 

index, 

direct 

scan 

VTAM,  SNA 

$364  -  $4,810 
monthly 
license  fee 

None 

Informix  Software, 

Inc. 

(415)  926-6300 

Informix- 
Online 
Version  4.0 

DEC  VAX,  Pyramid, 

AT&T  3B  series,  HP 

9000,  Sequent  Symmetry, 
DG  Aviion 

Ultrix,  DG-UX,  Unix 
System  V 

ASCII,  binary 

Interac¬ 
tive,  em¬ 
bedded 

Matches,  unique 
keyboard,  into 
temporary  tables 

None 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  archive,  restore 

Record  locking, 

grant/revoke 

permissions 

B  tree 

TCP/IP, 

Stargroup 

$5,000  - 
$168,000 

$900- 

$30,240 

Informix- 
SE  Version 
4.0 

Same  as  above 

Unix  System  V,  DOS 
Xenix,  Ultrix,  DG-UX 

ASCII 

Interac¬ 
tive,  em¬ 
bedded 

Matches,  unique 
keyboard,  into 
temporary  tables 

None 

Roll  back  and  forward, 
transaction  logging 

Record  locking, 

grant/revoke 

permissions 

Btree 

TCP/IP, 

Stargroup 

$2,500- 

$142,000 

$450- 

$25,700 

Interbase  Software 
Corp. 

(617)275-3222 

Interbase 
Version  3.0 

DEC  VAX,  HP  9000,  DG 
Aviion,  Sun,  Silicon 
Graphics 

Sun  OS,  Domain,  VMS, 
Ultrix,  HP-UX,  1PIX, 
ADC  3.3 

ASCII,  DIF,  Rdb, 
Starbase 

Interac¬ 
tive,  em¬ 
bedded 

Dynamic  SQL 
functions,  triggers, 
some  ANSI  SQL2 
features,  GDML 
proprietary  language 

4GL,  form,  menu 
and  report 
generators. 

Roll  back,  disk  mirroring 
and  shadowing, 
multigeneration  record 
structures,  recovery 

Record  locking, 
limited  user  access 
via  grant/revoke 
permissions 

Direct 

TCP/IP. 

Decnet.  Apollo 
Mailbox 

$5,000  - 
$200,000 

12% 

Microsystems 
Engineering  Corp. 
(708)  882-0111 

Mass-II 
Manager 
Version  9.0 

DEC  VAX 

VAX/VMS  4.2  and 
higher 

ASCII 

None 

None 

Form  and  report 

generators, 

proprietary 

command 

language 

Maintain  backup  files 

Limited  user  access 

Direct 

None 

$1,000- 

$21,000 

15%  of 
price;  first  6 
months  free 

Must  Software 
International 
(203)  845-5000 
(800)  441-6878 

Nomad  3.0 
for 

VAX/VMS 

DEC  VAX,  Microvax, 
Vaxstation 

VMS  5.1  and  higher 

DIF,  Lotus’  1-2-3, 
Dbase,  Nomad 

ANSI 

Some  ANSI  SQL2 
features,  procedural 
language,  outer  joins 

4GL,  form, 
report,  schema 
and  maintenance 
code  generators, 
procedural 
language 

Roll  back 

Record  locking, 
limited  user  access 

Index 

Digital 

Pathworks, 

Decnet, 

TCP/IP, 

Netbios 

$3,000- 

$125,600 

12% -18% 
of  price;  first 
year  free 

Oracle  Systems 

Corp. 

(415)  506-7000 
(800)  345-3267 

Oracle 
Version  6.0 

Stratus  XA2000,  Prime  50 
series 

VOS,  Primos 

ASCII 

Interac¬ 
tive,  em¬ 
bedded 

Some  SQL2  functions 

4GL,  form,  menu 
and  report 
generators, 

CASE  tools 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Record  locking, 
limited  user  access 

B  tree, 
index 

Stratalink, 

Stratanet, 

TCP/IP, 

Pnmenet 

$7,700+  for 
Stratus 
version; 
$11,000+  for 
Prime  version 

15%  of 
license  fee 

'All  products  listed  started  shipping  after  January  1990. 2  All  maintenance  fees  are  per  year  unless  otherwise  noted. 

The  companies  included  in  this  chart  responded  to  a  recent  survey  conducted  by  Computerworld.  When  a  vendor  is  unable  to  provide  specific  information  about  its  product,  the  abbreviation  NP  (not  provided)  is  used.  When  a  question  does  not  apply  to  a 
vendor's  product,  the  abbreviation  NA  (not  applicable)  is  used.  Further  product  information  is  available  from  the  vendors. 
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VENDOR 

PRODUCT 

HARDWARE  REQUIRED 

OPERATING  SYSTEMS  SUPPORTED 

IMPORT/EXPORT  FILE  FORMATS 

SUPPORTED 

TYPE  OF  SQL 

SQL  EXTENSIONS  INCLUDED 

APPLICATION  DEVELOPMENT 

TOOLS  INCLUDED 

RECOVERY  FUNCTIONS 

SECURITY  FEATURES  PROVIDED 

ACCESS  METHODS  USED 

NETWORKS  SUPPORTED 

PRICE 

|  MAINTENANCE  FEE3 

Progress  Software 

Corp. 

(617)  275-4500 

Progress 
4GL/ 
RDBMS 
Release  6.0 

AT&T  3B2,  Decsystem, 
IBM  PCs  and  compatibles 

A/UX,  Unix  System  V, 
Ultrix,  DOS, 

VAX/VMS, 
CTOS/BTOS,  OS/2, 
Xenix,  AIX 

ASCII,  DIF, 

Excel,  Lotus’  1-2- 
3,  SYLK,  Uniplex, 
Multiplan,  20/20, 
WordPerfect, 
Wordstar,  Micro¬ 
soft  Word,  BTOS 
Ofis  Writer 

Interac¬ 
tive,  em¬ 
bedded 

Progress  4GL 
extensions 

4GL,  form, 
menu,  report  and 
QBF  generators 

Roll  back  and  forward 

Record  locking, 
limited  user  access 
at  database,  file  and 
field  levels 

Btree 

Netbios, 

Decnet, 

SPX/IPX, 

TCP/IP 

$1,500- 

$220,000 

15%  of  price 

Recital  Corp. 

(508)  750-1066 

Recital 

DEC  VAX,  NCR,  Sun, 

IBM,  HP,  DG 

VMS,  Ultrix,  Unix 
System  V,  Release  3.2, 
SCO  Unix,  Xenix 

ASCII,  binary, 

DIF,  Excel,  Lotus’ 
1-2-3,  SYLK, 

WKS 

Interac¬ 
tive,  em¬ 
bedded 

Triggers,  ANSI 
extensions,  dynamic 
SQL  functions 

4GL,  form,  menu 
and  report 
generators 

Journaling  before  and  after 
image 

Limited  user  access 
via  permissions  for 
time,  location,  file, 
column,  table  levels 

Btree, 

hash. 

direct, 

index 

Decnet, 

TCP/IP.  NFS 

$5,625- 
$87,500  for 
VAX  version; 
$995  for 
single-user 

Unix  version 
to  $9,380  for 
16-user  Unix 
version 

First  year 
free;  then 

15%  of  price 
for  VAX  or 

Unix  version 

Sharebase  Corp. 

(408)  378-7000 

Server/ 

8000  Model 
250 

Sharebase  Server/8000 

DOS,  Sun  OS, 
VAX/VMS,  Unix, 

Ultrix,  MVS, 

VM/CMS,  OSX 

ASCII,  DIF, 

Excel,  Lotus’  1-2- 
3,  SYLK 

Interac¬ 
tive,  em¬ 
bedded, 
ANSI 

Compiled  commands, 
dynamic  SQL 
functions,  date/time, 
referential  integrity 

4GL,  form,  menu 
and  report 
generators 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring 

Limited  user  access 
via  passwords, 
permissions  to 
column  level 

Btree, 

index 

3Com, 

Netware, 

Decnet, 

TCP/IP,  RS232 

$165,000  for 
hardware  and 
software 

10%  of  price 

Sterling  Software,  Inc., 
International/ AD 

Labs  Division 
(613)  727-1397 

ZIM 

Release 

3.11  for 
Aviion 

DG  Aviion  and  Model  88 

DG  UX,  88  Open 

ASCII 

Interac¬ 

tive 

Some  SQL2  features 

4GL,  form,  menu 
and  report 
generators 

Roll  back  and  forward, 
transaction  logging 

Record  locking, 
limited  user  access 
via  passwords,  field 
level  security 

B  tree 

NFS 

$1,725  + 

$305  + 

Sybase,  Inc. 

(415)  596-3500 

Sybase 
Release  4.0 

DEC  VAX,  HP  9000, 

AT&T  Star  server, 

Sequent,  Pyramid 
Miserver,  DG  Aviion 

VMS,  Unix,  VOS,  OS/2 

ASCII,  binary, 
Lotus'  1-2-3 

Interac¬ 
tive,  em¬ 
bedded 
ANSI 

Stored  procedures, 
triggers 

4GL,  form, 
menu, 

application  and 

report 

generators 

Roil  back  and  forward, 
transaction  logging,  disk 
mirroring 

Limited  user  access 

Btree, 

clustered 

index 

None 

$3,750- 

$250,000 

10% -15% 
of  license  fee 

Tandem  Computers, 
Inc. 

(408)  285-6000 

Non-Stop 

SQL 

Tandem  Non-Stop 
machines 

Guardian 

ASCII,  binary, 

DIF,  Excel,  Lotus’ 
1-2-3,  SYLK, 

WKS,  DDE, 
EBCDIC,  RBS, 
RPT.WKI 

Interac¬ 
tive,  em¬ 
bedded 

OLTP  optimizations, 
parallel  queries, 
dynamic  SQL  functions 

4GL,  form,  menu 
and  report 
generators, 

CASE  tools 

Roll  back  and  forward, 
transaction  logging,  disk 
mirroring,  fault  tolerance 

Record  locking, 
limited  user  access, 
integrated  systems 
security 

Btree, 
direct, 
hash, 
index,  se¬ 
quential 
block 

OSI,  SNA, 
TCP/IP,  LAN 
Manager, 
Netware, 

3Com,  Starlan 

$1,495  + 

$265  + 

Unidata,  Inc. 

(303)  756-0897 

Unidata 
RDBMS 
Release  2.0 

DEC  Ultra-  and  VMS- 
based  machines.  IBM 
RS/6000,  Tandem 

Integrity  S2,  DG  Aviion, 
Pyramid,  Sun,  HP 

VMS,  Unix 

ASCII,  binary, 

user-defined 

formats 

Interac¬ 
tive,  em¬ 
bedded 

ANSI  extensions 

4GL,  form,  menu 
and  report 
generators 

Transaction  logging;  disk 
mirroring  (on  VMS  only) 

Record  and  table 
locking,  field-level 
security 

Btree, 

hash, 

index 

TCP/IP 

$599- 

$210,000 

15%  of  price 

Unisys  Corp. 

(215)  986-3501 

RDMS1100 

Unisys  1100,  2200  series 

OSllOO 

None 

Interac¬ 
tive,  em¬ 
bedded 

Area  management, 
triggers 

4GL,  report 
generator 

Roll  back,  transaction 
logging,  disk  mirroring, 
auto  recovery,  message 
recovery 

Record  locking, 
limited  user  access 

Btree, 

hash, 

direct, 

index 

Oracle  Sqlnet 

$43,054  - 
$110,032  for 
five-year 
license 

Included  in 
price 

Extractors  take  the 
wheelbarrow  approach 


The  quickest,  dirtiest  and  oldest 
method  of  maintaining  two  data¬ 
bases  is  via  extract  products. 

Extract  products  are  like 
wheelbarrows,  pulling  produc¬ 
tion  data  from  operational  data¬ 
bases  on  a  periodic  basis  and 
then  reloading  the  data  into  a  re¬ 
lational  database.  An  example  is 
IBM’s  DXT  product,  which  ex¬ 
tracts  databases  from  IMS  and 
VSAM  into  DB2  and  SQL/DS. 

With  extract  products,  up¬ 
dates  to  the  decision  support 
system  (DSS)  databases  are  not 


usually  rolled  back  up  into  the 
operational  databases.  Because 
the  data  is  only  as  current  as  the 
last  extract,  this  method  is  best 
used  for  DSSs,  which  do  not  re¬ 
quire  highly  current  data.  SQL 
databases  are  also  well-suited  for 
ad  hoc  querying,  reporting  and 
analysis. 

The  cost  of  maintaining  shad¬ 
ow  databases  may  appear  high 
because  they  require  duplicate 
disk  storage,  plus  duplicate  or 
additional  software  licenses  for 
the  second  database.  Extract 


software  typically  costs  $10,000 
to  $20,000  per  database  inter¬ 
face. 

In  addition,  DSS  applications 
can  be  very  expensive  in  terms 
of  operational  resources. 

Nevertheless,  this  method 
does  not  require  any  differentia¬ 
tion  in  who  accesses  the  data¬ 
base,  sidestepping  organization¬ 
al  politics. 

The  extract  method  has  been 
successfully  marketed  by  IBM  in 
its  Information  Center  efforts,  as 
well  as  by  independent  software 
vendors  such  as  Information 
Builders,  Inc.  and  Must  Software 
International,  Inc.,  whose  DSS- 
oriented  fourth-generation  lan¬ 
guage  products  fit  nicely  into 
this  architecture.  • 

AARON  ZORNES 


Continued  from  page  66 
DEC-supplied  data  managers. 

Aside  from  this  propagator, 
DEC  has  gone  to  considerable  ef¬ 
fort  to  line  up  products  for  coex¬ 
istence  strategies  with  both  IBM 
and  third-party  databases  with 
extract  facilities  and  gateways. 

The  Rdbaccess  family  of  gate¬ 
ways  provides  on-line  access  to 
DB2  and  Oracle  Systems  Corp. 
databases.  When  used  with  its 
extract  product  Vaxlink,  it  can 
tap  into  almost  any  mainframe 


data  source. 

DEC  remarkets  the  Sterling 
IMS  and  VSAM  gateways,  while 
Sterling  markets  gateways  to 
databases  such  as  Total  and  CA- 
Datacom/DB. 

Vaxlink  is  primarily  an  ex¬ 
tract  facility;  however,  the  ex¬ 
tracts  go  into  an  RDB  database, 
which  allows  the  DEC  Data  Dis¬ 
tributor  to  propagate  the  extract 
through  the  environments. 

Although  its  Dprop  has  in¬ 
voked  a  lot  of  interest,  IBM  is 


not  alone  in  recognizing  the  mar¬ 
ket  requirements  for  coexis¬ 
tence  with  legacy  systems.  Inde¬ 
pendent  software  vendors  have 
had  such  strategies  and  products 
in  place  for  years. 

By  1993,  when  DBMS  ven¬ 
dors  work  out  kinks  in  their  gate¬ 
ways  and  products  mature,  coex¬ 
istence  products  will  become 
strategic  for  IBM,  DEC  and  key 
independents  to  assist  users  in 
migrating  and  converting  legacy 
databases  and  applications.  • 


Everything’s  relational 


As  most  information  systems  professionals  know  by 
now,  the  relational  model  is  the  most  popular  form  of 
database  management  system.  Users  are  gradually 
migrating  toward  relational  standards,  especially 
SQL,  which  is  used  by  many  products  to  access  the 

database. 

However,  the  debate  rages  on  about  what  is  relational  and 
what  is  not. 

The  discussion  is  fueled  by  vendors  that  try  to  modify  their 
nonrelational  systems  to  look  and  act  more  relational  and  by 
purists  who  insist  on  relational  guru  E.  F.  Codd’s  1 2  rules  for  re¬ 
lational  DBMSs  [CW,  Oct.  14, 1985]  as  the  only  definition. 

For  practical  purposes,  the  definition  of  relational  is  less  im¬ 
portant  than  the  behavior  of  a  given  database.  If  a  system  is  la¬ 
beled  relational,  it  creates  certain  expectations  for  the  user  — 
SQL  conformance  among  them. 

According  to  Colin  White,  president  of  Database  Associates, 
a  consulting  firm  in  Morgan  Hill,  Calif.,  there  are  three  key  as¬ 
pects  to  Codd’s  model  that  should  be  reflected  in  any  RDBMS: 

•  Language.  Not  only  should  SQL  be  fully  supported  as  the  da¬ 
tabase  query,  administration  and  programming  language,  but 
the  physical  file  structure  of  the  database  should  also  be  opti¬ 
mized  for  SQL. 

•  Structure.  Data  must  be  organized  as  values  in  tables  at  the 
logical  level.  Data  elements  should  be  logically  accessible 
through  the  use  of  a  primary  key.  Null  values  representing  miss¬ 
ing  or  inapplicable  information  should  be  explicitly  supported. 

•  Integrity  support.  Data  integrity  must  be  built  into  the  da¬ 
tabase  and  into  its  access  languages,  rather  than  into  the  apnli- 
cations. 
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It  delivers  200  +  transactions  per 
second  and  from  fourteen  to  168 
MIPs  in  modular,  cost-effective 
increments.  It  supports  from  one 
to  twelve  RISC  CPUs.  It  runs  UNIX® 
System  V  and  complies  with  a  host 
of  open  networking  protocols, 
including  a  new  parallel  version  of 
our  award-winning  StarGROUP™ 
software.  Its  the  AT&T  System  7000, 
and  it  brings  scalability  and  superi¬ 


or  performance  to  your  most  vital 
business  applications. 

The  System  7000  s  scalable  pro¬ 
cessor  architecture  and  expanda¬ 
ble  memory  allow  you  to  add 
power  and  storage  space  as  your 
needs  grow  (see  chart). 

In  recent  audited  tests,  the  System 
7000  logged  a  record  208  + 


Oracle®  TP1  transactions  per  sec¬ 
ond,  clearly  outperforming  its  chal¬ 
lengers.  Its  optimized  for  intense 
commercial  data  processing 
environments,  like  OLTP  and  rela¬ 
tional  databases.  Special  features 
like  disk  mirroring  help  ensure 
the  security  of  your  information, 
and  minimize  downtime.  The 
System  7000  also  exploits  die  full 
power  of  UNIX  System  V,  and  con- 


forms  to  virtually  every  standard 
set  by  ISO,  X/Open,  UNIX  Inter¬ 
national,  and  other  guardians  of 
open  systems. 

To  top  it  off,  behind  every  System 
7000  stand  AW  service,  support, 
and  UNIX  software  expertise,  our 
one-year  warranty,  and  our  satisfac¬ 
tion  guarantee.  For  immediate 
additional  information  on  the 


AT&T 

SYSTEM 

7000 

MODEL  7080 

DEC* 

VAX  6000 
MODEL  500 

HP*  9000 
MODEL  870 

SEQUENT* 
SYMME¬ 
TRY  S81 

#  CPUs 

1-12 

1-6 

1-2 

2-30 

TPS 

(Oracle  TP1 
benchmark)1 

208  + 

151 

N/A 

205  + 

Max 

Memory 

512  MB 

512  MB 

768  MB 

384  MB 

TPS 

(Informix*  TP1 
benchmark) 

201 

N/A 

N/A 

175' 

CPU 

Performance 

Range 

14-168 

MIPS 

13-72 

VUPs 

53-100 

MIPS 

10-150 

MIPs 

Disk 

Storage 

128  GB 

5  TB  + 

85.76  GB 

443  GB 

Elhernet* 

Channels 

12 

6 

N/A 

4 

Customers  choose  System  7000  tor  its  high  degree  of  scalability 
’Source  Cobb  and  Date 


powerful,  flexible,  scalable  AW 
System  7000,  call  1  800  247-1212, 
Ext.  985. 

O  1991  AT&T  StarGROUP  is  a  trademark  of  AT&T 

UNIX  is  a  registered  trademark  of  UNIX  System  Laboratories.  Inc 

All  other  brand  or  company  names  are  trademarks  ol  their  respective  owners 
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The  next  standard  for  SQL 
and  what  it  will  mean  to  you 

BY  ALLEN  G.  TAYLOR 


If  you  thought  SQL-89,  the  last  ANSI 
standard  for  SQL,  was  complex,  you 
haven’t  seen  SQL2. 

From  the  preliminary  drafts,  it  is  clear 
that  SQL2  —  the  informal  name  for  the 
next  SQL  standard  that  has  been  formu¬ 
lated  but  not  officially  adopted  —  will  be 


big  and  extremely  complex.  Database 
vendors  have  access  to  this  draft,  but  no 
one  is  anywhere  near  compliance  with  it. 

If  vendors  did  fully  comply  with  one 
standard  or  another,  SQL  could  serve  as  a 
common  language  for  accessing  all  data  in 
all  databases,  whether  it  resided  on  a 
mainframe,  personal  computer  or  mini¬ 
computer.  This  would  do  wonders  to  for¬ 
ward  the  trend  of  computing  in  heteroge¬ 
neous  environments  in  which  different 
computers  running  different  operating 


systems  and  applications  need  to  share 
data. 

As  it  stands,  not  even  vendors  claiming 
full  compliance  with  SQL- 
89  necessarily  offer  com¬ 
patible  products. 

They  may  comply  with 
the  100  pages  of  rules  that 
address  the  basic,  core  ca¬ 
pabilities  of  SQL,  but 
they’ve  also  found  it  neces¬ 
sary  to  add  proprietary  ex¬ 
tensions  that  go  beyond 
the  facilities  defined  in  the 
ANSI  standard  to  produce 
a  hopefully  richer  language. 

As  a  result,  major  incompatibilities  ex¬ 
ist  among  the  different  vendors’  products, 
even  though  they  may  all  claim  to  be  SQL- 


89-compliant. 

SQL2  is  an  attempt  to  overcome  the 
limitations  of  the  earlier  standard.  The 
work  that  the  American 
National  Standards  Insti¬ 
tute  (ANSI)  and  the  Inter¬ 
national  Standards  Organi¬ 
zation  began  in  1987  to 
develop  a  richer  standard 
has  produced  more  than 
700  pages  of  documenta¬ 
tion,  broken  into  two 
parts. 

The  first  part  is  SQL2. 
It  consists  of  those  fea¬ 
tures  that  the  committee  thought  could 
be  implemented  within  a  few  years.  The 
second  part,  SQL3,  includes  facilities  that 
will  be  harder  to  implement. 

When  SQL2  is  finally  approved,  it  will 
be  formally  named  SQL-92  or  SQL-93, 
depending  on  which  is  appropriate. 

Now,  however,  because  the  new  stan¬ 
dard  has  so  many  rules  to  comply  with, 
the  stakes  of  full  compliance  have  been 


IF  VENDORS  DID  fully 
comply  with  one  standard 
or  another,  SQL  could 
serve  as  a  common  language 
for  accessing  all  data  in  all 
databases,  whether  it  resided 
on  a  mainframe,  personal 
computer  or  minicomputer. 


raised  even  higher.  Many  moons  will  pass 
before  any  vendor  offers  all  the  features 
specified  in  the  standard. 

Moreover,  SQL2  will  offer  three  levels 
of  compliance  —  entry,  intermediate  and 
full  —  just  as  SQL-89  offered  two  levels. 
The  entry  level  is  only  a  small  step  beyond 
SQL-89,  consisting  mainly  of  bug  fixes, 
according  to  Colin  White,  president  of  Da¬ 
tabase  Associates  in  Morgan  Hill,  Calif. 
Intermediate  is  the  level  most  users  need, 
and  the  full  level  contains  additional  func¬ 
tions  that  only  a  few  users  will  need. 

This  raises  a  couple  of  issues  for  buy¬ 
ers.  The  many  levels  of  compliance  —  not 
to  mention  the  many  different  SQL  “stan¬ 
dards”  —  are  a  prescription  for  confu¬ 
sion.  When  vendors  claim  to  be  ANSI 
SQL-compliant,  it  will  be  difficult,  if  not 
impossible,  to  know  what  they  mean. 

Furthermore,  even  if  two  products 
comply  with  the  same  level  of  the  same 
standard,  it  is  unlikely  that  they  will  be 
compatible  with  each  other.  Extensive  as 
the  SQL2  standard  is,  vendors  will  contin¬ 
ue  to  incorporate  nonstandard  extensions 
into  their  products. 

At  best,  SQL2  will  serve  as  a  guide.  If  a 
vendor  is  going  to  incorporate  a  new  fea¬ 
ture  into  its  product,  it  will  probably  do  it 
the  SQL2  way  rather  than  inventing  its 
own.  However,  if  a  desired  feature  is  not 
addressed  by  SQL2,  most  vendors  will 
add  their  own  version  instead  of  waiting 
for  a  new  standard  to  emerge. 

Buyers  truly  interested  in  using  SQL 
to  access  data  across  platforms  should 
make  sure  that  all  used  versions  of  SQL 
comply  with  the  same  standard  at  the 
same  level. 

Beyond  that,  they  should  use  only 
ANSI-standard  features  in  their  applica¬ 
tion  code.  Nonstandard  vendor  exten¬ 
sions,  no  matter  how  helpful  they  might 
be,  will  almost  certainly  not  work  on  more 
than  one  platform.  • 


Taylor  is  a  seminar  speaker,  writer  and  systems 
consultant  in  Westminster,  Calif. 
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How  vendors  have  and  have  not  met  criticism 


BY  ALLEN  G.  TAYLOR 


Poor  performance.  Difficult  to  use.  Im¬ 
possible  to  tune.  Since  IBM  released  DB2 
and  relational  databases  were  unleashed 
in  the  world,  people  have  voiced  these  and 
other  complaints  about  relational  data¬ 
base  management  systems. 

Although  some  of  these  criticisms  still 
apply,  they  do  not  appear  to  have  caused 
much  permanent  damage  to  the  populari¬ 
ty  of  relational  technology. 

According  to  a  Computerworld  survey 
of  235  users  of  RDBMSs,  57%  installed 
their  first  version  more  than  three  years 
ago,  and  81%  started  right  in  with  pro¬ 
duction  rather  than  test  applications. 

Here’s  what  vendors  have  and  have 
not  done  to  meet  user  criticism: 

•  Criticism  No.  1 :  Too  slow.  One  of  the 
first  criticisms  of  relational  database  tech¬ 
nology  was  that  it  was  slow.  In  recent 
years,  improvements  in  performance 
have  been  substantial,  and  industry  ex¬ 
perts  envision  further  improvements. 

“Performance  is  at  an  acceptable  level 
for  perhaps  80%  to  90%  of  companies 
that  use  mainframes,”  says  William 
Backs,  president  of  the  International  DB2 
Users  Group  and  a  senior  consultant  at 
CSC  Partners  in  Oak  Brook,  Ill. 

However,  he  adds,  there  are  still  many 
things  that  could  be  done  to  improve  per¬ 
formance  even  further. 

The  10%  to  20%  of  companies  that 
may  still  have  a  performance  problem  are 
typically  Fortune  100  companies  running 
the  world’s  largest  business  applications, 
Backs  says. 

•  Criticism  No.  2:  Hard  to  tune. 

Sometimes  poor  performance  is  symp¬ 
tomatic  of  a  poorly  tuned  system.  This 
may  often  be  the  case  because  relational 
databases  are  infamous  for  being  difficult 
to  tune. 

Some  relational  products  have  added 
tremendously  to  tuning  flexibility;  unfor¬ 
tunately,  however,  such  added  capability 
seems  to  go  hand  in  hand  with  complexity. 

For  example,  according  to  Dave  Kel¬ 
logg,  director  of  server  product  market¬ 
ing  at  the  Ingres  Division  of  Ask  Comput¬ 
er  Systems,  Inc.,  “Ingres  . . .  has  more 
dials  and  knobs  than  most  people  know 
what  to  do  with.” 

He  adds,  “Paradoxically,  extensive 
tuning  capability  can  make  it  hard  to  tune 
a  system.” 

The  solution  Ingres  offers  is  to  hold 
classes  for  users,  although  Kellogg  says 
the  company  is  looking  into  tools  that 
would  make  tuning  easier. 

The  design  and  maintenance  of  rela¬ 
tional  systems  is  inherently  complex,  says 
Dave  McGoveran,  principal  at  Alterna¬ 
tive  Technologies  in  Santa  Cruz,  Calif. 

Extensive  training,  according  to 
McGoveran,  is  currently  the  only  way  to 
ensure  the  production  of  efficient  applica¬ 
tions. 

•  Criticism  No.  3:  Hard  to  use.  Al¬ 
though  some  contest  it,  complaints  about 
complexity  extend  into  Structured  Query 
Language  (SQL),  the  query  language  used 
to  manipulate  data  in  a  relational  data¬ 
base. 

Vendors  have  addressed  the  problem 
by  shielding  users  from  SQL  with  query 
builders  and  other  tools  that  generate 
SQL  code. 

Because  the  user  interfaces  only  with 
the  tool,  he  may  never  see  the  SQL  code 
the  tool  generates. 


Information  Builders,  Inc.’s  Focus  falls 
into  this  category,  as  does  Oracle  Sys¬ 
tems  Corp.’s  SQL*Forms. 

Although  some  applications  will  always 
have  to  be  implemented  at  least  partially 
with  SQL,  the  goal  of  tools  vendors  is  to 
reduce  that  as  much  as  possible. 

The  more  the  development  process 
can  be  automated,  the  quicker  applica¬ 
tions  can  be  built  and  debugged. 

•  Criticism  No.  4:  Unreliable.  Original 
relational  products  were  also  pegged  as 
deficient  in  enforcing  basic  integrity  con¬ 
straints. 

However,  says  Herbert  A.  Edelstein,  a 
principal  at  Euclid  Associates  in  Potomac, 


Md.,  current  products  do  a  good  job  of  en¬ 
suring  data  integrity. 

A  number  of  products  abide  by  the 
ANSI  SQL-89  specification  (see  story 
page  72),  which  calls  for  referential  integ¬ 
rity.  These  products  include  IBM’s  DB2 
and  SQL/DS;  Cincom  Systems,  Inc.'s  Su¬ 
pra;  Computer  Associates  International, 
Inc.’s  CA-Datacom  and  CA-IDMS;  Digital 
Equipment  Corp.’s  RDB;  and  Ask’s  In¬ 
gres. 

•  Criticism  No.  5:  No  arrays.  Some 
problems  arise  because  of  the  relational 
model  itself.  For  instance,  strict  adher¬ 
ence  to  the  relational  model  does  not  al¬ 
low  the  inclusion  of  arrays,  or  repeating 


groups,  in  a  database. 

Each  row  in  a  database  table  must  con¬ 
tain  no  more  than  one  data  item  per  col¬ 
umn.  Arrays  of  numbers  are  strictly  for¬ 
bidden  because  they  violate  the  first 
normal  form  of  a  relational  database. 

However,  there  is  general  agreement 
—  even  among  people  who  might  be  clas¬ 
sified  as  relational  purists  —  that  array 
processing  can  be  valuable  in  some  appli¬ 
cations. 

Most  vendors  either  already  support 
repeating  groups  or  have  committed  to 
supporting  them  in  the  future. 

Unidata,  Inc.  in  Denver,  claims  to  offer 
the  first  commercial  implementation  of 
the  nonfirst  normal  form  data  model. 

Both  CA-Datacom  and  CA-IDMS  sup¬ 
port  repeating  groups.  • 
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Accessing  your  corporate  financials  used  to  be  an  awkward  proposition. 


Harmonix. . .  quick  and  easy 
coopera  tive  processing  for  a  coloiful 
picture  of  your  financial  health. 

Finally,  even  busy  executives  can  quickly  access 
mainframe  financials,  without  having  to  break  their 
necks  penetrating  the  mysteries  of  the  MIS  universe. 

Harmonix  enables  you  to  convert 
the  high  processing  capabilities  of 
the  mainframe  host  into  rich 
graphics,  using  a  series  of 
simplified  screens,  point-and-shoot 
functions,  and  fast  selection  modes. 

It’s  the  best  way  to  get  the  most  out 


of  your  mainframe,  without 
compromising  the  data  integrity, 
security,  and  power  of  the  host. 

Even  though  Harmonix  is  brand 
new,  it  already  has  been  field-tested 
in  60  of  America’s  best  run  major 
corporations  —  a  critical  process 

that  guarantees  you  smooth 
performance  and  experienced 
support. 

Global  Software,  Inc. 

1009  Spring  Forest  Road 
Raleigh,  NC  27615 


•  General  Ledger  •  Accounts 
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&  Inventory  •  Accounts  Receivable 

•  Fixed  Assets  •  Purchase  Order 

•  Integrated  Cost  Control 

•  Healthcare  Management 

•  Hospital  Materials 
Management 
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BUYERS’  SCORECARD 

Users  rate  Adabas  function  over  relational  form 
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Mainframe  RDBMSs 

Scores  reflect  user  ratings  on  all  criteria 
and  their  user-assigned  importance 
Response  base:  40  per  product  set,  except 
Datacom  (20)  and  IDMS  (16) 


Product 


Software  AG’s  Adabas 


Oracle’s  Oracle 


CA’s  Datacom 


IBM’s  DB2 


SCORE 


Cincom’s  Supra 


SCORE 


46 


CA’s  IDMS 
— 

45 


IBM’s  SQL/DS 
— 

- . .  .  . 

45 


Two  highest 
ratings 


Availability  and 
crash  recovery 

On-line  transaction 
performance 


Support  for  standard 
SQL 

SQL  extensions 


Availability  and 
crash  recovery 

On-line  transaction 
performance 


Availabity  and  crash 
recovery 

Support  for  standard 
SQL 


Availability  and 
crash  recovery 

On-line  transaction 
performance 


Availability  and 
crash  recovery 

On-line  transaction 
performance 


Support  from 
standard  SQL 

Effective  user-defined 
integrity 


Two  lowest 
ratings 


SQL  extensions 


System  security 
integration 


Performance  and 
system  monitors 

Integration  of  CASE 
tools 


Integration  of  CASE 
tools 

Distributed  updating, 
remote  features 


Integration  of  CASE 
tools 

Programming  tools 


Distributed  updating, 
remote  features 

Support  for  standard 
SQL 


SQL  extensions 


Integration  of  CASE 
tools 


Integration  of  CASE 
tools 

Performance  and 
system  monitors 


BY  MICHAEL  L. 
SULLIVAN-TRAINOR 

CW  STAFF 


Although  some  consider  it  a  far 
cry  from  the  standard  model 
of  relational  database  man¬ 
agement  systems,  Software 
AG  of  North  America,  Inc.’s 
Adabas  is  proving  itself  in  the  field.  The 
product  topped  Computerworld’s  Buy¬ 
ers’  Scorecard  on  mainframe  RDBMSs 
by  scoring  highest  in  eight  of  15  catego¬ 
ries. 

Adabas  users  rated  their  product 
highest  in  systems  availability  and  re¬ 
covery  from  crashes  —  by  far  the  most 
important  category  for  all  users  sur¬ 
veyed.  In  addition,  the  product  received 
the  top  rating  for  providing  effective 
programming  tools. 

Rather  than  integrating  relational 
functionality  within  Adabas,  the  current 
version  of  the  product  in  the  field  pro¬ 
vides  relational  capabilities  by  using  a 
SQL  access  layer  above  the  database 
engine. 

More  than  235  users  of  mainframe 
RDBMSs  rated  their  products  on  a  one- 
to-10  scale  across  the  categories.  Each 
user  group  rated  only  its  own  products. 

Forty  responses  were  included  for 
each  of  the  products,  with  the  exception 
of  Computer  Associates  International, 
Inc.’s  Datacom  (20  responses)  and 
IDMS  (16  responses),  both  of  which  are 
new  to  the  market  with  relational  fea¬ 
tures  (see  methodology  next  page). 

Coming  in  with  the  second  highest 
ratings  from  its  users  was  Oracle  Sys¬ 
tems  Corp.’s  Oracle,  which  is  more 
firmly  built  on  a  relational  and  SQL  cor¬ 
nerstone. 

This  attribute  is  reflected  in  its  top 
rating  in  the  useful  SQL  extensions  cat¬ 
egory.  The  product  also  scored  second 


highest  in  decision  support  applications 
performance,  integration  of  the  operat¬ 
ing  system  and  RDBMS  security  and  in¬ 
tegration  of  computer-aided  software 
engineering  tools. 

Datacom  and  IDMS  have  long  histor¬ 
ies  as  leading  nonrelational  DBMSs  but 
with  the  latest  versions,  CA  has  moved 
them  into  the  relational  league.  They 
have  been  rebuilt  as  hybrids  with  rela¬ 
tional  and  nonrelational  attributes. 

Datacom  scored  the  highest  user  rat¬ 
ing  in  performance  of  on-line  transac¬ 
tion,  the  second  most  important  user 
category.  The  product  also  topped  the 
end-user  tools  category. 

The  relational  version  of  IDMS, 
which  is  still  in  beta  testing,  rated  high¬ 
est  in  providing  performance  and  sys¬ 
tem  monitors  but  generally  did  not  fare 
as  well  as  Datacom.  For  example,  it  re¬ 
ceived  the  lowest  score  in  providing  ef¬ 
fective  end-user  tools. 

IBM’s  DB2,  the  most  popular 
RDBMS  on  IBM  and  compatible  main¬ 
frames,  scored  a  fourth-place  position. 
DB2  never  rose  to  the  top  of  the  pack  in 
terms  of  user  ratings,  but  it  scored  two 
second-place  positions  for  useful  SQL 
extensions  and  support  for  standard 
SQL. 

DB2’s  counterpart,  SQL/DS,  fared 
even  worse,  tying  with  IDMS  for  last 
place.  But  SQL/DS  did  achieve  the  high¬ 
est  rating  in  support  of  standard  SQL.  A 
last-place  rating  in  system  availability 
and  recovery  from  crashes  didn’t  help 
the  product’s  positioning. 

Finally,  Cincom  Systems,  Inc.’s  Su¬ 
pra  topped  another  key  relational  cate¬ 
gory:  providing  effective  user-defined 
integrity.  However,  the  rating  was  out¬ 
weighed  by  last-place  finishes  in  deci¬ 
sion  support  performance,  distributed 
updating,  support  for  standard  SQL  and 
useful  SQL  extensions.  • 


KEY  RATINGS 


Adabas  achieved  the  highest  rating  in  the  category  most  important  to  users:  system  availability  and  crash  recovery.  Datacom  received  two  top  ratings. 

Despite  low  ratings  overall,  Supra  and  IDMS  each  captured  firsts  in  key  areas 


User  importance 
rating: 


System  availability  and  recovery 
from  crashes 


Adabas 

8.7 

Supra 

8.5 

Datacom 

8.3  HI 

DB2 

8.3 

IDMS 

8.1 

Oracle 

7. 9  Hi 

SQL/DS 
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Performance  in  processing  on-line 
transactions 


Datacom 
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7.7 

IDMS 
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SQL/DS 
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Oracle 
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Providing  effective  user-defined 
integrity 


Supra 

7.8 

■Hi 

Adabas 

7.7 
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Hi  : 
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7.3 
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Datacom 
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9  i 

Oracle 

6.9 
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Providing  effective  programming 
tools 
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Performance  and  system  monitors 


7.3 


Providing  effective  end-user  tools 


Adabas 

8.1 

IDMS 

6.8 
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6.9 

Supra 

7.2 

Adabas 
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Adabas 
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Datacom 
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Oracle 

6.6 

Oracle 

7.0 

Oracle 

6.1 

Supra 

6.2 

IDMS 

6.9 

Supra 

6.0 

DB2 
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SQL/DS 

6.4 

DB2 

5.8  FI 

SQL/DS 

6.0 

DB2 

5.8 

SQL/DS 

4.9 

IDMS 

5.4  j 
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Adabas  users  rated  it  highest  in  six  out  of  nine  remaining  categories.  Oracle  achieved  the  highest  ratings  for  auditing  functions  and  useful  SQL  extensions. 

Although  a  low  scorer  overall,  SQL/DS  edged  ahead  of  DB2  in  user  ratings  of  support  for  standard  SQL 

User  importance 
rating: 


7.1 


6.7 


Integration  of  DBMS  and  operating 
system  security 


Oracle 

6.5 

Datacom 

6.4 

Supra 

6.4 

SQL/DS 

6.1 

IDMS 

6.0 

DB2 

6.0 

Performance  in  decision-support 
applications 


Oracle 

6.3 

Datacom 

1  6.2 

DB2 

6.2 

IDMS 

6.0 

SQL/DS 
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Supra 

5.9 

7.1 


Multilevel  security  features 


7.5  m 

IDMS 

7.3 

Oracle 

7.1 

DB2 

6.9 

Supra 

6.6 

SQL/DS 

6.5 

Datacom 

1 

Auditing  functions 

Oracle 

6.8  iH 

Adabas  6.5 

Datacom 
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IDMS 
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DB2 

6.2 

Supra 

6.0 

SQL/DS 

5.3 
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Support  of  standard  SQL 


SQL/DS 

8.4 

DB2 

8.2 

Oracle 

8.2 

■■■■ 

6.4 


5.8 


Datacom 

7.0 

Adabas 

IDMS 
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Supra 
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DBMSs 

B-Vbbas 
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SQL/DS 

5.9 

IDMS 
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DB2 
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Integration  of  CASE  tools 

Adabas 
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Oracle 
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DB2 

5.4 

Supra 

5.2  1  ; 

IDMS 

4.8 

Datacom 

4.5 

SQL/DS 

4.4 

Loyalties 

How  likely  would  you  be  to  purchase  this  product 
again  if  you  were  making  the  decision  today? 

(Reasons  based  on  most  frequently  stated  responses) 


Adabas 


Oracle 


Response  base:  40 

Likely 
The  reason: 

Good  experience 
with  product 


Number  of 
respondents 


Unlikely 
The  reason: 

Newer/better 

products 

available 


Datacom 


Response  base:  20 


Number  of 
respondents 


Likely 
The  reason: 

I  Reliability 

Unlikely 
The  reason: 

Other/better 
products 
available 


_ Likely 

The  reason: 

™  Good 

JHBjB  product 

Unlikely 
The  reason: 

Number  of  Obsolete 
respondents 


Response  base:  40 

Likely 
The  reason: 

Good 
product 


Number  of 
respondents 


Unlikely 
The  reason: 

Problems/ 

Bugs 


DB2 


Response  base:  40 

_  Likely 

The  reason: 

39  Good 

Nv  product 

Unlikely 
The  reason: 

Number  of  Lack  of 
respondents  tools 


_  Likely 

The  reason: 

Flexibility 


Unlikely 
The  reason: 

Number  of  Difficult  to 
respondents  use/Complex 


Verbatim 

What  do  you  like  best/least 
about  this  product? 

(Responses  are  based  on  the  most  frequently  stated  answers) 


Adabas 


Likes 

Ease  of  use 
Flexibility 


Dislikes 


Slow 

Security  features 


Datacom 


Likes 

Performance 
Data  dictionary 


Dislikes 


Integrity  features 
Outdated 


Ease  of  use 
Performance 


Dislikes 


Lack  of  SQL  features 
Lack  of  service/support 


Oracle 


Likes 

Runs  on  multiple  platforms 
Flexibility 


Dislikes 


Price 

Lack  of  support 


DB2 

Likes 

Ease  of  use 
Relational  capability 


Dislikes 


Security  features 
Resource  consumption 


Supra 

IDMS 

Supra 

IDMS 


Likes 

Recovery  capabilities 
Good  tools 


Dislikes 


Documentation 

Updating  between  test 
and  production 


SQIVDS 

SQI/DS 

Response  base:  40 

_ Likely 

The  reason: 

33  Reliability 

Unlikely 
The  reason: 

Number  of  Too  costly 
respondents 


Likes 

Ease  of  use  for  programming 
Flexibility 


Dislikes 


Not  user-friendly 
Performance  problems 


Vital  statistics 

Total  number  of  respondents:  235 


What  is  your  position? 

Database  administrator  .  1 25 
IS  manager  . 110 

For  how  many  years  have 
you  been  involved  with 


RDBMSs? 

5  or  more  years  . .  . 137 

3  to  4  years  .  67 

1  to  2  years  .  28 

less  than  1  year .  3 


METHODOLOGY 

To  qualify  for  Computerworld’ s  Buyers’  Score- 
card  on  mainframe  relational  database  manage¬ 
ment  systems,  a  product  had  to  run  on  an  IBM  or 
compatible  mainframe,  be  one  of  the  market  lead¬ 
ing  databases  on  those  platforms  and  support  re¬ 
lational  features,  including  SQL. 

Forty  responses  were  collected  for  each  prod¬ 
uct  type,  with  the  exception  of  Computer  Asso¬ 
ciates  International,  Inc.’s  Datacom  and  IDMS. 
Minimum  responses  were  reduced  to  20  and  16, 
respectively,  for  these  two  groups  because  al¬ 
though  the  nonrelational  versions  have  large  in¬ 
stalled  bases,  the  relational  versions  are  new  to 
the  market,  and  IDMS  is  still  in  beta  testing. 

The  survey  was  conducted  by  First  Market 
Research  Corp.  in  Austin,  Texas,  an  independent 
telephone  research  firm.  Results  were  tabulated 
with  the  assistance  of  IDG  Research  Corp.  Ran¬ 
dom  lists  of  users  were  obtained  from  objective 
nonvendor  sources  as  well  as  from  vendors. 

The  total  weighted  scores  were  computed  by 
multiplying  the  mean  scores  users  assigned  to  the 
importance  of  each  criterion  by  the  mean  scores 
each  user  group  gave  its  own  products.  Ratings 
are  presented  in  order  of  importance  to  all  users 
based  on  these  mean  importance  ratings. 
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HOW  OTHERS  SEE  THE 
MACINTOSH-TO- 
MAINFRAME  CONNECTION. 


When  it  comes  to  system  integra¬ 
tion,  you  don’t  have  to  treat  the 
Mac  differently  than  any  other 
device  on  your  network.  Intro¬ 
ducing  the  MacMainFrame 
Series,  the  broadest  range  of 
Macintosh-to-mainframe  con¬ 
nectivity  options  available. 

MORE  CHOICES. 

MORE  SOLUTIONS. 

Now,  in  an  integrated  set  of  solu¬ 
tions,  local  or  remote  Mac  users 
in  Token  Ring,  SDLC  or  coax 
environments  can  tap  centralized 
information  to  make  every  Mac 
user’s  desktop  more  powerful. 

MacMainFrame  distributes 
terminal  emulation,  file  transfer, 
printer  emulation  and  mainframe 


graphics  across  a  wide  variety 
of  networking  schemes. 

Since  it’s  fully  AppleTalk 
compatible,  EtherTalk,  Token- 
Talk  and  LocalTalk  networks  are 
part  of  the  solution,  too. 

For  customization,  there’s 
Avatar’s  Programmer’s  Toolkit,  a 
full  range  of  Applications  Pro¬ 
gramming  Interface  (API)  tools. 
For  example.  Avatar’s  HyperCard 
API  has  been  used  to  develop  a 
front  end  system  to  PROFS, 
IBM’s  electronic  mail  system. 

The  MacMainFrame 
Difference. 

Unlike  some  Mac-to-mainframe 
connections,  MacMainFrame 
enhances  the  benefits  of  the 


HOW  AVATAR  SEES  IT. 


Macintosh  user  experience. 

Since  MacMainFrame  is 
completely  IBM  3270  compati¬ 
ble,  it  has  no  impact  on  normal 
mainframe  operations.  The 
result?  An  integrated  working 
environment  that  increases  pro¬ 
ductivity  and  reduces  headaches. 

SOMETHING  ELSE 
WE  SEE.  SERVICE. 

With  eight  years  of  experience, 
Avatar  offers  something  beyond 
products  and  technology.  It’s 
called  responsiveness.  You  see, 
as  the  3270  connectivity  spe¬ 
cialists,  we  have  helped  to 
integrate  Macintosh  com¬ 
puters  and  PC  printers 
into  many  different  en¬ 


vironments.  Which  means  we  can 
do  the  same  for  you.  With  a  sin¬ 
gle  integrated  set  of  solutions 
for  Token  Ring,  SDLC,  and  coax, 
both  standalone  and  via  gateway. 

To  find  out  how,  call  this 
number  toll  free  at 

I-8OO-289-2526. 

You’ll  find  that  we  understand 
Macintosh-to-mainframe  con¬ 
nectivity  like  no  one  else.  So  as  5 
your  network  options  continue  to 
grow.  Avatar  can  help  you  see  the 
forest  through  the  trees. 


Avatar 


65  South  Street,  Hopkinton,  MA  01748 


©  1990  Avatar  Corporation. 
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IN  DEPTH 


Wa$te  not,  want  not 

Reaping  benefits  from  information  technology  begins 
by  knowing  where  your  money  is  going 


BY  PETER  G.  W.  KEEN 


For  each  of  the  past  three  decades,  in¬ 
formation  technology  (IT)  budgets 
—  for  hardware,  software  and  tele¬ 
communications  —  have  grown  at 
about  15%  per  year,  which  is  far 
greater  than  the  rate  of  business 
growth.  It  will  be  impossible  to  sus¬ 
tain  this  rate  in  the  1990s. 

A  growing  number  of  senior  exec¬ 
utives  are  worried  that  IT  costs  may 
be  out  of  control. 

IT  now  amounts  to  about  half  the  incre¬ 
mental  investment  for  large  firms.  It  has  be¬ 
come  a  contender  for  scarce  business  capital 
and  not  just  for  tomorrow’s  expense  budget. 
There  is  little  evidence  that  the  investment 
is  producing  adequate  benefits.  What  is 
more,  there  are  no  reliable  methods  for  mea¬ 
suring  the  business  value  of  IT. 

Senior  executives  are  caught  in  a  worri¬ 
some  double  bind:  Economically,  companies 
cannot  afford  to  increase  capital  spending  on 
IT;  competitively,  they  cannot  afford  not  to 
do  so.  The  economics  of  information  capital 
is  firmly  on  the  top  management  agenda,  and 
corporate  managers  are  clamoring  for  help. 


Counting  all  costs 

Many  companies  do  not  know  what  they  are 
spending  on  IT.  End-user  computing  and 
telecommunications  expenditures  are  scat¬ 
tered  across  business  units’  budgets,  and 
many  organizational  costs  are  not  even 
tracked. 

How  can  firms  make  rational  decisions 
about  IT  when  they  do  not  know  its  true 
costs?  The  starting  point  for  managing  the 
economics  of  information  capital  is  to  under¬ 
stand  that  IT  costs  are  of  two  types:  supplier 
costs  (the  costs  incurred  by  the  information 
services  function)  and  user  costs  (the  grow¬ 
ing  portion  of  firms’  total  IT  expenditures 
that  is  being  shifted  out  of  central  corporate 
information  systems  units  in  the  business). 

Supplier  costs.  Corporate  IS  groups 
are  a  form  of  internal  supplier,  analogous  to  a 
utility.  They  operate  corporate  data  centers 
and  telecommunications  facilities  and  pro¬ 
vide  services  such  as  systems  development 


Keen  is  founder  and  executive  director  of  the  Interna¬ 
tional  Center  for  Information  Technologies,  a  research 
organization  in  Washington,  D.C. 


Debbie  Palen 


and  information  management.  Their  costs 
are  charged  back  to  the  business  users. 

Computer  hardware  and  operating  sys¬ 
tems  and  telecommunications  equipment 
comprise  the  power  plant  for  information 
services.  Frequent  changes  in  the  compo¬ 
nents  of  this  power  plant,  driven  by  rapid 
technological  change,  require  continual  re¬ 
training  of  the  people  who  operate  and  main¬ 
tain  it. 

An  increasing  proportion  of  the  opera¬ 
tions  function  is  committed  to  ensuring  the 
reliability,  security  and  availability  of  key 
business  services  that  depend  on  the  IT 


base.  When  an  airline’s  reservations 
system  is  down,  so,  too,  is  its  business. 
Operations  skills  and  resources  are  es¬ 
sential  to  the  on-line  business  enter¬ 
prise  and  are  a  vital  element  in  the 
technical  infrastructure.  They  are  also 
not  cheap. 

The  business  services  delivered  via 
IT  hardware  are  realized  in  applica¬ 
tions  systems.  Development  —  and 
subsequent  operation  and  mainte¬ 
nance  —  of  these  systems  is  also  peo¬ 
ple-dependent.  Whereas  systems  de¬ 
velopment  costs  are  discretionary, 
operations  and  maintenance  costs  are 
not.  Inasmuch  as  maintenance  can 
amount  to  one  to  three  times  the  de¬ 
velopment  cost,  today’s  development 
budget  sets  the  IT  budget  for  the  next 
several  years. 

For  every  dollar  of  initial  develop¬ 
ment  expenditure  for  a  large  system, 
operations  costs  will  average  20  cents 
per  year  and  maintenance  40  cents  per 
year.  At  any  given  time,  only  about 
10%  of  a  corporate  information  ser¬ 
vices  unit’s  staff  is  developing  new  sys¬ 
tems;  maintenance  occupies  50%  or 
more  of  its  scarce  human  resources. 

The  cost  of  support  is  growing  rap¬ 
idly  as  IS  groups  shift  from  building 
systems  to  supporting  business  units. 
The  support  facilities  for  a  $5,000  per¬ 
sonal  computer,  for  example,  typically 
amount  to  at  least  $8,000  per  year,  ac¬ 
cording  to  research  organization 
Gartner  Group,  Inc.  Much  of  that  will 
be  paid  for  by  the  business  unit,  but  it  is 
a  new  burden  on  IS  units. 

On  the  supplier  side,  only  new  de¬ 
velopment  is  truly  a  variable  cost. 

User  costs.  User  costs  vary  widely,  de¬ 
pending  on  company  policy  regarding  IS  cost 
allocation  and  recovery.  Some  of  these  costs, 
being  hidden,  are  unbudgeted. 

Allocations  and  chargeback  of  central  IS 
unit/supplier  costs  obviously  become  user 
costs.  To  these  are  added  direct  acquisition 
and  usage  costs.  PCs  are  a  frequent  element 
of  the  former.  Direct  usage  costs,  which 
largely  depend  on  transaction  volumes,  can 
grow  rapidly  and  be  hard  to  control. 

For  example,  a  single  PC  accessing  an 
outside  information  service  may  not  need 
Continued  on  page  78 


•  Counting  all  costs,  including  hidden  ones 

*  A  technology  balance  sheet  you  can  use 
*  Infrastructures  are  an  economic  drain 
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IN  DEPTH:  WASTE  NOT,  WANT  NOT 


An  information  technology  asset  balance  sheet 

Know  where  your  information  technology  money  is  going 

Any  organization  can  begin  to  manage  information  technology  costs  by  creating  an  asset 
balance  sheet  showing  all  equipment,  software  and  data  resources  in  use.  This  report  is  used  to 
increase  management  awareness  of  the  capital  tied  up  in  information  technology  resources. 

The  following  is  a  prototype  balance  sheet  you  can  adapt.  The  figures  used  here  are  for  a 
large  bank  that  spends  about  $200  million  per  year  on  information  technology. 

After  studying  the  balance  sheet,  bank  management  realized  its  $2  billion  in  information 
technology  assets  were  undermanaged.  Furthermore,  the  organization  now  reuses  its  data,  has 
merged  decentralized  facilities  into  corporate  information  technology  and  makes  sure  business 
managers  spend  time  on  policies  relevant  to  the  biggest  capital  element  in  its  fixed  asset  base. 


Hardware 


Centrally  managed 
computers 


Distributed 

computers 

Network  equipment 


Distributed  telecom¬ 
munications 


Assets 


$120M 
$84  M 
S105M 


$59M 


Total  hardware  $368M 

Facilities  (data  center  $192M 

and  operations) 


Software 


Applications  $420M 

development 

Other,  including  $68M 

PC  software 


This  is  the  most  obvious  component  of  the  information 
technology  base  and  the  one  that  accountants  track;  infor¬ 
mation  technology  is  just  5%  of  this  bank’s  real  assets 

Mainly  personal  computers.  In  many  organizations,  PCs, 
workstations  and  departmental  systems  now  account  for 
more  expenditures  than  do  central  expenditures _ 

Telecommunications  facilities,  often  distributed  across 
many  different  operating  budgets 


Local-area  networks  and  departmental  equipment 


Total  software 


$488M 


Software  development  expenditures  are  expensed.  The 
bank  had  no  idea  how  much  it  had  spent  to  build  the 
software  in  use,  nor  did  the  accounting  system  make  it  easy 
to  find  out.  This  and  the  figure  for  “other”  software  are 
really  educated  guesses.  They  also  ignore  replacement 
costs,  which  the  firm’s  information  technology  planners 
estimated  as  at  least  $1.2  billion,  three  times  the  original 
development  cost 


Data  resources 


$1,200M 


This  is  the  estimated  capital  cost  of  the  salaries,  processing 
and  storage  incurred  in  creating  the  on-line  data  resources 
that  are  the  basis  for  the  bank’s  products  and  services.  It  is 
an  indefinitely  reusable  asset  Data  resources  do  not  wear 
out  as  they  are  used 


Total  assets: 


$2,248M 


Source:  Shaping  the  Future:  Business  Design  Through  Information  Technology 


Continued  from  page  77 

special  justification  or  budgeting.  But 

with  IT,  supply  often  creates  demand. 

There  is  an  obvious  and  immense  dif¬ 
ference  between  initial  small-scale,  ad  hoc 
computer  use  and  wider  departmental  ca¬ 
pability.  To  manage  such  investment  case 
by  case  (piecemeal)  is  to  likely  overlook 
how  a  series  of  $5,000  PC  purchases  can 
become  a  million  dollar  capital  plan  just 
for  hardware  acquisition.  The  hidden 
costs  of  support  and  telecommunications 
can  dwarf  this  expenditure. 

Central  IS  units  have  long  struggled  to 
manage  compounded  costs  driven  by  soft¬ 
ware  development.  Business  units  now 
face  similar  stresses.  With  the  advent  of 
PCs,  distributed  development,  office 
technology,  departmental  operations  and 
end-user  computing,  these  units  began  to 
incur  many  of  the  costs  of  distributed  in¬ 
formation  management  previously  borne 
by  the  central  information  services  group. 

Perspectives  on  costs 

Business  units  often  do  not  see  the  scale 
or  value  of  central  IS  infrastructures. 
They  do  see  the  money  they  are  charged 
for  these  resources,  whether  directly  for 
usage  or  through  an  allocation  for  their 
part  of  the  shared  base.  Similarly,  many 
business  unit  managers  view  as  an  ex¬ 
pense,  rather  than  as  an  essential  service 
asset,  the  legions  of  IS  staff  members  who 
develop  the  software  and  information 
management  asset  that  is  so  critical  to 
competitive  positioning  and  a  basic  ele¬ 
ment  of  efficient  business  operations. 

For  their  part,  IS  managers  have  no 
ready  formula  for  allocating  infrastruc¬ 
ture  costs  fairly.  Consider  this  represen¬ 
tative  sample  of  the  questions  they  face: 

•  Should  the  first  users  of  a  telecommuni¬ 
cations  service  carry  the  full  burden,  even 
though  the  marginal  cost  is  low? 

•  Who  should  pay  for  the  development  of 
a  customer  master  database,  an  infinitely 
reusable  resource  that  will  eventually  be 
of  value  to  many  business  units? 

•  Where  outside  services  are  cheaper, 
should  business  units  be  allowed  to  use 
them  and  thereby  reduce  the  customer 
base  for  the  shared  corporate  resource? 

Senior  management,  if  it  takes  any  no¬ 
tice  at  all,  is  not  likely  to  be  helpful.  Top 
management  response  to  the  fixed-cost 
nature  of  supplier  costs  is  usually  to  de¬ 
mand  that  IS  budgets  be  cut. 


In  late  1989,  for  example,  top  manage¬ 
ment  in  one  of  the  world’s  20  largest 
banks,  viewing  IS  costs  as  too  high,  decid¬ 
ed  to  cut  the  firm’s  IT  budget  from  $520 
million  to  $400  million.  IS  expenditures 
on  maintenance,  operations  and  ongoing 
development  represented  $460  million  of 
the  $520  million.  Because  support  for 
core  business  services  such  as  credit  card 
processing  could  not  be  cut  easily,  IS’  only 
practical  choice  was  to  cut  comers  on 
testing,  operations  and  security,  which 
meant  cutting  quality,  service  and  reliabil¬ 
ity.  The  bank  subsequently  fired  the  hap¬ 
less  head  of  IS. 

It  is  easy  for  managers  to  demand  that 


IT  costs  be  brought  under  control,  but  it  is 
reasonable  for  them  to  do  so  only  if  they 
acquaint  themselves  with  the  origins  of 
those  costs.  They  should  understand,  for 
example,  that  real  expenditures  grow 
much  faster  than  software  development 
budgets.  We  have  seen  that  today’s  sys¬ 
tems  development  costs  compound  to¬ 
morrow’s  committed  budget  for  opera¬ 
tions  and  maintenance. 

Senior  management  should  also  recog¬ 
nize  that  a  firm  that  moves  toward  basing 
most  or  even  much  of  its  operations,  prod¬ 
uct  delivery  and  customer  service  on  its 
IT  base  has  to  make  greater  and  greater 
investments  in  the  infrastructures  that 
support  the  practical  and  cost-efficient 
creation  of  individual  applications. 

No  one  said  it  was  cheap 

There  is  no  cheap  and  easy  way  to  build 
the  global  telecommunications  networks 
and  large-scale  data  and  network  manage¬ 
ment  systems  that  constitute  the  corpo¬ 
rate  IT  infrastructure.  Most  senior  busi¬ 
ness  managers,  and  many  IS  managers  as 
well,  are  unaware  of  these  basic  realities. 
Tradition  has  led  them  to  view  IT  as  an 
annual  expenditure. 

In  good  times,  the  IS  manager  makes 
the  case  for  an  increase  of  X%  or  adds  up 
all  the  approved  new  software  develop¬ 
ment  requests  from  the  business  units 
and  factors  in  aggregate  operations  costs. 
In  bad  times,  senior  management  de¬ 
mands  either  a  decrease  in  the  rate  of 
growth  or  even  an  absolute  cut  in  the  bud¬ 
get  (a  very  new  phenomenon  for  IS). 

Both  approaches  ignore  the  cost  dy¬ 
namics  of  IT.  Assuming  that  every  dollar 
of  development  generates  20  cents  of  op¬ 
erations  and  40  cents  of  maintenance,  one 
can  see  how  IT  costs  are  compounded. 

Following  a  strategy  that  calls  for 
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A  C  Compiler  and  Source  Debugger  for  MVS/CICS 

Prisym/C  for  MVS/CICS  Supports: 

All  MVS/CICS  Releases  and  Command  Level  Services 
Reentrant  Code  and  Reentrant  C  Static  Storage 
Packed  Decimal  as  a  Basic  Data  Type,  for  a  Commercial  C  Implementation 
BMS  Macros  Producing  C  Structures 
Full  ANSI  Standard  C  Compliance  Full  ANSI  C  Library  for  MVS 

Interfaces  with  Non-C  Programs  Assembler  Code  In-line  or  in  C  Macros 

Prisym's  XRAY  Source  Level  Debugger  Operates  in  CICS 

Execute  C  Programs  One  Source  Line  at  a  Time;  Step  Into  or  Step  Over  Functions 
Set  Breaks  by  Source  Line  Number,  Function  Name,  or  When  a  C  Expression  Changes  Value 
Display  C  Expressions  with  Full  CTypc  and  Structure,  Program  Source,  Registers,  and  Memory 
Trap  Transactions  by  Name  and/or  Terminal  ID,  Even  Those  Not  Started  at  a  Terminal 
Debug  Using  Transaction-Independent  Terminals,  which  Do  Not  Interfere  With  CICS  Test  Tools 

Equivalent  Support  Available  for  the  CMS  and  TPF  Environments 

Prisym,  Inc.,  146  Mannetto  Hill  Rd,  Huntington,  NY  11743-6606  (516)-367-6776 
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Free  Seminar 


9:00  AM-12  NOON 

Rapid 

Application 

Development 

(RAD) 

Rapid  Application 
Development  (RAD)  is 
one  of  the  hottest  topics 
in  IS  today.  Analysts  agree 
it’s  the  wave  of  the  future. 
And  SOFTWARE  AG  has 
some  unique  new  insights 
to  offer.  Find  out  more 
at  our  free  seminars. 

APRIL 

2  New  York,  NY 
Kansas  City,  MO 

3  Boston,  MA 
Phoenix,  AZ 

4  Reston,  VA 
Sacramento,  CA 

9  Atlanta,  GA 
Pittsburgh,  PA 

10  Ft.  Lauderdale,  FL 
Oklahoma  City,  OK 

1 1  Chicago,  IL 
Baltimore,  MD 

16  Dallas,  TX 
Charlotte,  NC 

17  Minneapolis,  MN 
Birmingham,  AL 

18  St.  Louis,  MO 
Saddle  Brook,  NJ 

23  Orlando,  FL 
Philadelphia,  PA 

24  Denver,  CO 
Richmond,  VA 

25  Los  Angeles,  CA 
Indianapolis,  IN 

MAY 

7  Cincinnati,  OH 
Houston,  TX 

8  Seattle,  WA 
Cleveland,  OH 

9  San  Francisco,  CA 
Detroit,  MI 

14  Austin,  TX 

Find  out  how  to  build  even 
complex  applications  in  hours 
instead  of  months.  Call  today 
for  Registration  details. 
Jump  start  your  application 
development  process  now. 

1-800-843-9534 

Gall  today 


lj  SOftUDRRE  RG 

^  Solutions  Worldwide 


IN  DEPTH:  WASTE  NOT,  WANT  NOT 


maintaining  a  level  total  budget, 
given  the  reality  of  compounding 
IT  costs,  would  all  but  eliminate 
development  within  five  years, 
virtually  assuring  that  the  firm 
would  suffer  competitively  ei¬ 
ther  from  skimping  on  mainte¬ 
nance  and  operations  and  thus  on 
customer  service,  quality  and  re¬ 
liability  or  on  development  and 
thus  on  business  innovation. 

Maintaining  or  growing  de¬ 
velopment  is  not  possible  with¬ 
out  budget  growth.  A  mere  10% 
growth  in  development,  for  ex¬ 
ample,  would  increase  the  over¬ 
all  IT  budget  by  a  factor  of  four  in 
just  five  years.  In  light  of  these 
figures,  the  15%  rate  of  growth 
in  IT  expenditures  across  the 
U.S.  economy  in  the  1970s  and 
1 980s  no  longer  seems  so  large. 

It  is  clearly  not  enough  even 
to  keep  systems  development 
level  to  ensure  adequate  opera¬ 
tions  and  maintenance.  The  nat¬ 
ural  rate  is  closer  to  20%. 


Agrowing 

NUMBER  of  se¬ 
nior  executives 
are  worried  that  IT 
costs  may  be  out  of 
control. 


For  firms  that  are  aggressive¬ 
ly  spending  on  IT  for  effective 
competitive  positioning,  the  rate 
is  often  closer  to  30%.  This  lat¬ 
ter  rate  can  obviously  be  sus¬ 
tained  for  only  a  few  years  unless 
the  benefit  flow  keeps  pace  with 
the  costs. 

But  if  a  firm  doesn’t  commit 
to  a  growth  of  at  least  15%  to 
20%  per  year,  it  is  effectively 
cutting  back  its  IT  capability,  un¬ 
less  it  can  dramatically  improve 
development  productivity. 

Infrastructure  investments 
compound  the  problem  of  man¬ 
aging  IT  costs  by  adding  to  the 
fixed-cost  base  without  provid¬ 
ing  direct  benefits.  Infrastruc¬ 
tures  are  all  cost;  benefits  come 
indirectly  from  the  business  ap¬ 
plications  they  make  practical. 

There  are  many  opportuni¬ 
ties  to  reduce  infrastructure 
costs  by  consolidating  separate 
facilities,  especially  in  the  area  of 
international  telecommunica¬ 
tions.  One  firm,  for  example,  cut 
its  total  telecommunications 
costs  by  30%  by  linking  separate 
services  to  a  shared  high-speed, 
low-unit-cost  fiber-optic  trans- 


CA-EDMS 

USERS 

PMDC  i«  the  on-line  real  time  and 
hiatorical  Performance  Monitor  for  CA-IDMS. 

Alert  Processing  -  6th  Generation  Tianda 
off  Expert  Syatem  Technology. 

Snapshot  Facility  -  An  image  of  an 
active  DC/UCF  ayatem  can  be  aaved  for 
analyaia  ofT-line  uaing  PMDC  acreena. 

Runs  External  to  CA-IDMS 

Call  Peter  Bailey  at:  SPS,  20  The  Broadway, 

WOKING,  GU21  SAP.  UK 

Tel:.  44  483  730771  Fax:*  44  483  727417 

All  trademark!  acknowledged 


mission  facility,  centralizing  net¬ 
work  management  and  routing 
international  traffic  so  as  to 
avoid  high-cost  countries. 

The  company  should,  of 
course,  have  done  this  years  ago, 
but  no  one  in  the  firm  —  literally 
—  knew  either  how  large  the 
costs  of  telecommunications  had 
become  or  where  they  were  in¬ 
curred. 

Expenditures  were  scattered 


across  several  hundred  budgets. 

With  costs  growing  far  faster 
than  business  profits,  evidence 
of  payoff  limited  or  absent  and 
small  sanctioned  increases  in  an¬ 
nual  budgets  generating  long¬ 
term  expenses,  it  is  no  wonder 
that  corporate  IS  units  are  under 
siege. 

Frustrated  and  worried,  se¬ 
nior  management  asks,  “How  on 
earth,  wit!)  the  costs  of  PCs 


dropping  by  the  week  and  the 
price/performance  of  the  micro¬ 
electronics  industry  continuing 
to  improve  by  30%  per  year,  can 
our  IS  spending  be  growing  by 
10%  to  20%  per  year  with  no  in¬ 
crease  in  development  or  busi¬ 
ness  productivity?” 

The  answer,  “That’s  the  way 
it  is,”  is  not  a  justification  for  un¬ 
controlled  IS  budget  growth  but 
a  challenge  to  business  manag¬ 


ers  to  face  up  to  the  reality  of  IT 
costs  and  work  to  ensure  that 
the  returns  from  IT  investments 
exceed  those  costs.  • 

This  is  an  excerpt  from  Peter 
G.  W.  Keen’s  forthcoming  book 
Shaping  the  Future:  Business 
Design  Through  Information 
Technology,  to  be  published  by 
the  Harvard  Business  School 
Press  in  March.  Copyright  1991 
by  Peter  G.  W.  Keen. 


When  Multi-Tech  modems  are  put  to  the  test, 
a  pattern  emerges. 


In  the  1980's,  the  dial-up  market  was  dominated  by  2400  bps 
MNP-5®  modems.  Today,  it's  9600  bps  modems  with  V.32/ 
V.42bis.  Following  that  same  timetable,  PC  Magazine  awarded 
our  MultiModem224E  its  EDITORS'  CHOICE  in  May  of  1987.  In 
December  of  1990,  they  gave  the  nod  to  our  MultiModemV32. 

Here's  what  they  had  to  say: 

"The  MultiModemV32  can  be  configured  for  almost  any 
application;  it  works  under  severely  impaired  lines,  and 
it  wins  first  prize  for  fast  data  transfers." 

PC  Magazine.  12/11/90  {Ziff-Davis  Publishing)  “9600-BPS  MODEMS:  Break¬ 
ing  the  Speed  Barrier-PC  LAN  Labs  tests  seven  rapid-fire  modems  complying 
with  V.32.  V.42  and  V42bis  standards." 

If  you're  interested  in  performance,  we’re  interested  in  you! 

To  put  us  to  the  test,  please  call  1-800-328-9717 


Multi  fechfUl 

Systems 

The  right  answer  every  time 

Multi-Tech  Systems,  Inc. 

2205  Woodale  Drive 
Mounds  View,  Minnesota  55112  U.S.A. 
(612)785-3500  (800)328-9717 
U.S.  FAX  (612)  785-9874 
International  Telex  4998372  MLTTC 
International  FAX  (612)  331-3180 
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The  Company  That  Won  These 


I 


1990 


Pferipherals 

Reliability 


Overall 

Customer 


Mainframe 


Maintenance  — 
Effectiveness 


There’s  an  underlying  reason  why  we  come  out  on  top,  year 
after  year,  in  the  Datapro  survey  of  mainframe  computer 
users. 

Yes,  our  technology  is  more  advanced,  our  equipment  more 
reliable,  our  service  more  attentive.  But  what  finally  carries 
the  day  is  something  more  basic: 

We  simply  work  harder  to  help  our  customers  win  their 
competitions. 


It’s  a  matter  of  attitude. 

We’ll  put  that  attitude  to  work  for  you,  too.  You  can  count  on  it. 
Because  we  know  when  our  customers  win,  we  do  too. 

We  also  like  taking  home  a  bunch  of  blue  ribbons  every  time 
Datapro  surveys  mainframe  users.  And  when  you  use  us,  you 
get  to  rate  us. 

Let's  talk,  winner-to-winner,  about  how  we  can  help  you  deal 
with  your  issues. 


Can  Help  You  Win,  Too. 


1988 


Technical 
Support  — 
Education 


Technical 
Support  — 
Documentation 


Price/ 

Performance 

Value 


Ease  of 
Conversion 


Technical 
Support  — 
Troubleshooting 


Si 


With  annual  sales  of  $2  billion+,  Amdahl  designs,  develops 
and  manufactures  large-scale,  high-performance  computer 
and  communications  systems  and  disk  storage  products 
for  corporations,  governments,  universities  and  research 
foundations  throughout  the  world. 


Amdahl  Corporation 

1250  East  Arques  Avenue,  Sunnyvale,  CA  94088-3470 


amdahl 


If 

you’ve  tried 

to  connect 
your  Novell. 
LAN  to  the 
corporate 
network  and 
ended  up  just 
seeing  red... 


We  need  to  talk 


When  you  want  to  combine  the 
services  of  your  LAN  with  resources  on 
your  corporate  network,  it’s  time  to  call 
Wollongong. 

As  you’ve  probably  discovered, 
most  corporate  networks  include  several 
different  operating  systems,  often  with 
proprietary  hardware  and  software. 

Only  Wollongong  has  the  software 
products  that  connect  all  these  dissimilar 
resources,  because  we  base  our  solutions 
on  open  systems  standards. 

Only  Wollongong  lets  you  pre- 
serve  your  past  investments,  extend  your 
existing  systems,  and  guarantee  the  flexi- 
bility  of  your  network  for  the  future. 

In  fact,  for  over  10  years,  we’ve 
been  helping  Fortune  500  companies 
build  corporate  networks  in  multi-vendor 
environments. 

So  now,  when  you  visualize  the 
future  of  your  corporate  network,  there’s 
no  reason  to  just  see  red. 

Call  1-800-872-8649  (in  Califor¬ 
nia  1-800-962-8649)  or  write  The 
Wollongong  Group,  Inc.  1129  San 
Antonio  Road,  Palo  Alto,  CA  94303. 

When  you  need  to  network,  we 
need  to  talk. 


WOLLONGONG 


©  1990,  The  Wollongong  Group,  Inc. 

All  other  product  names  are  trademarks  of  their  respective  manufacturers. 


The  leader  in  multi- vendor  networking. 


COMPUTER  INDUSTRY 


NATIONAL 

BRIEFS 

Shift  at  Concurrent 

►  Concurrent  Computer 
Corp.  has  reorganized  its  North 
American  sales  and  marketing 
groups  to  focus  on  three  vertical 
market  segments:  government 
programs,  technical  systems  and 
commercial  systems.  Interna¬ 
tional  operations  have  also  been 
realigned,  with  the  Asian/ 

Pacific  area  being  hooked  to¬ 
gether  under  centralized  man¬ 
agement.  A  single  continental 
European  operation  has  also 
been  formed,  the  company  said. 
The  changes  come  in  the  wake  of 
a  second-quarter  loss  of  $12 
million  on  net  sales  of  $62.2  mil¬ 
lion. 

Looking  better  in  Texas 

►  Lone  Star  state-based  Dell 
Computer  Corp.  reported  pre¬ 
liminary  fourth-quarter  results 
of  $167  million  for  fiscal  1991 
last  week,  a  52%  increase  over 
the  same  period  last  year.  The 
company  announced  prelimi¬ 
nary  unaudited  revenue  for  the 
entire  fiscal  year  of  $546  mil¬ 
lion,  a  41%  increase. 

Success,  success 

►  Focusing  on  strong  growth 
figures  from  IBM  and  AT&T, 
Stamford,  Conn.-based 
Gartner  Group,  Inc.  reported 
that  information  industry  reve¬ 
nue  grew  8.1%  in  fourth-quarter 
1990  as  compared  with  the 
same  period  in  1989.  The  com¬ 
pany  said  the  industry’s  net 
profit  margin  —  7.8%  for 
fourth-quarter  1990  —  was 
the  highest  in  two  years.  The  re¬ 
port  also  noted  that  the  fastest 
growing  segment  of  the  market 
was  companies  that  make  per¬ 
sonal  computer  disk  drives. 

In  with  the  INN  crowd: 

►  Electronic  Data  Systems 
Corp.and  Vero  Beach,  Fla.- 
based  marketing  communica¬ 
tions  firm  Redgate  Communi¬ 
cations  Corp.  are  teaming  up 
to  launch  Multimedia  Market¬ 
ing  Networks  Ltd.,  a  compa¬ 
ny  aimed  at  integrating  electron¬ 
ic  media  technologies  to  wrap 
specialty  niche  marketing  into 
news-oriented  networks.  The 
joint  venture’s  maiden  entry,  to 
be  implemented  in  North 
America  and  Europe  by  the  close 
of  the  current  year,  is  Industry 
News  Networks,  a  private,  mul¬ 
timedia  network  that  promises 
to  tie  high-tech  companies,  cho¬ 
sen  press  members,  analysts 
and  consultants  together  by  way 
of  business  television,  audio 
links  and  facsimile  machines. 


Bellcore  in  search  of  new  ideas 

New  Jersey  firm  paves  way  in  data  services  for  local  telephone  companies 


BY  GARY  H.  ANTHES 

CW  STAFF 

LIVINGSTON,  NJ.  —  Irwin 
Dorros  has  six  telephone  num¬ 
bers  on  his  business  card:  two  for 
his  home  and  one  each  for  his  of¬ 
fice,  car,  portable  telephone  and 
fax  machine. 

The  executive  vice  president 
for  technical  services  at  Bellcore 
seems  a  trifle  embarrassed  about 
his  tiny  directory;  he  thinks  tele¬ 
phones  should  reach  people,  not 
places. 

Bellcore  gets  paid  to  think 
about  things  like  that,  and  per¬ 
sonal  number  calling  —  by  which 
network  software  maps  num¬ 
bers  to  individuals  rather  than  to 
hardware  —  is  just  one  item  in 
Bellcore’s  billion-dollar-per-year 
pipeline  of  projects,  which  range 
from  blue-sky  feasibility  studies 
to  product  deployment. 

Bellcore  was  established  as 
the  research  arm  of  the  regional 
Bell  companies  when  they  were 
spun  off  from  AT&T  in  1984,  ef¬ 
fectively  compensating  them  for 


the  loss  of  Bell  Telephone  Lab¬ 
oratories,  which  stayed  with 
AT&T.  Bellcore  was  given  the 
task  of  ensuring  technical  com¬ 
patibility  among  the  local  tele¬ 
phone  companies. 

The  seven  regional  Bell  com¬ 
panies  are  forbidden  to  manufac¬ 
ture  equipment,  but  Bellcore 
may  and  does  design  hardware 
and  license  the  technology  to 
manufacturers.  Most  of  what 
Bellcore  gives  the  regional  Bells 
is  software  tools  to  help  them 
manage  and  optimize  their  net¬ 
works. 

Little  done  in  return 

The  regional  Bells  inherited  100 
years  of  voice  communications 
history  from  AT&T,  but  they 
have  done  little  for  the  data  com¬ 
munications  market,  providing 
mostly  leased  lines  and  dial-up 
data  service,  Dorros  said. 

Now,  the  Bell  companies  have 
seen  the  handwriting  on  the  wall, 
Dorros  said.  “Our  owners  see 
the  double-digit  annual  growth  in 
information  networks.  Voice  is 


Bellcore  at  a  glance 

■  Established  Jan.  1, 1984 

■  1991  budget:  $1.17  billion 

■  Employees:  8,700 


Bel I core 


)  Self  Communications  Research 


*  50%  of  projects  are  software-oriented;  300  systems  now  in  use 
by  Bellcore’s  owner  firms 

■  Granted  170  U.S.  patents;  120  pending 

■  Issued  6,000  product  licenses  to  nonowner  firms  since  1984 

■  Defined  Synchronous  Optical  Network  standard  for  interfacing 
fiber-optic  systems  at  speeds  above  45M  bit/ sec. 

■  Defined  switched,  multimegabit  data  service  for  wide-area 
internetworking 

CW  Chart:  Doreen  St  John 


only  growing  at  3%  per  year.” 

Going  after  that  market  is  not 
so  simple,  however.  Before  di¬ 
vestiture,  a  monolithic  Ma  Bell 
called  the  shots. 

“Now,  changing  the  infra¬ 
structure  is  very  difficult,”  Dor¬ 
ros  said.  “To  bring  in  [Integrat¬ 
ed  Services  Digital  Networks]  or 


intelligent  networks  is  much 
more  of  a  challenge  because  you 
have  to  synchronize  the  parties 
—  local  exchange  carriers, 
equipment  manufacturers,  inter¬ 
exchange  carriers  and  so  forth.” 

Bellcore  now  provides  the 
glue  —  standards  and  interface 
definitions  —  that  AT&T  once 
supplied  to  interconnect  the  na¬ 
tion’s  local  telephone  networks. 

It  does  so  by  developing  a  uni¬ 
form  suite  of  technologies  and 
vigorously  participating  in  54 
Continued  on  page  86 


Bang  for  the  buck 


The  seven  Bell  system  spin-offs  each  entrust  to  Bellcore 
$110  million  to  $160  million  annually,  and  they  give  it 
generally  good  marks,  praising  in  particular  the  tools 
Bellcore  has  given  them  to  support  network  opera¬ 
tions. 

“Bellcore  gives  us  a  lot  of  leverage  —  $7  of  work  for  $1,” 
said  Jerry  Wilson,  an  executive  at  BellSouth  Services,  Inc.  He 
said  power-saving  technology  developed  by  Bellcore  has  saved 
BellSouth  millions  of  dollars  in  operating  costs. 

However,  the  regionals  do  not  put  all  their  research  dollars  in 
one  basket.  In  1989,  a  sizable  chunk  of  Nynex  Corp.’s  $218 
million  research  and  development  budget  went  into  its  own  Sci¬ 
ence  and  Technology  Center.  Scientists  at  the  3-year-old  cen¬ 
ter  tailor  Bellcore  products  and  services  for  Nynex  customers, 
and  they  explore  new  applications  in  areas  such  as  artificial  intel¬ 
ligence  and  speech  recognition. 

Nynex  finds  it  more  efficient  to  do  its  own  development  work 
if  a  particular  large  customer  needs  very  fast  or  specialized  re¬ 
sponse.  “There’s  strength  in  numbers,  but  sometimes  it’s  bet¬ 
ter  if  you  go  it  alone,”  a  Nynex  spokeswoman  said. 

Sometimes  the  regionals  do  it  alone  for  competitive  reasons, 
although  the  seven  regional  companies  compete  in  only  a  few 
business  segments,  such  as  cellular  telephones.  “Sometimes  we 
don’t  want  to  share  [our  technology]  with  other  regions,”  said 
Beverly  Adkins,  district  manager  for  Bellcore  administration  at 
Southwestern  Bell.  But  she  said  her  company’s  funding  for  Bell¬ 
core  has  increased  over  the  years  as  Bellcore  continues  to  sup¬ 
port  old  systems  while  developing  new  ones. 

Some  of  the  regionals  have  grown  especially  independent. 
US  West,  for  example,  wanted  to  be  able  to  fund  proprietary  re¬ 
search  through  Bellcore.  It  persuaded  Bellcore  to  bar  for  two 
years  access  to  private  projects  funded  by  just  one  regional  Bell. 

“We  were  all  kids  cooped  up  in  the  playpen.  Some  stayed 
close,  and  some  went  off  in  other  directions,”  the  Nynex 
spokeswoman  said. 

GARY  H.  ANTHES 


Lessor  able  to  grow  in  tough  market 


BY  NELL  MARGOLIS 

CW  STAFF 


Battered  by  breakneck  competi¬ 
tion  and  nationwide  recession, 
scarred  by  a  series  of  scandalous 
bankruptcies  and  squeezed  by 
IBM  Credit  Corp.,  the  indepen¬ 
dent  computer  leasing  industry 
has  lost  some  of  its  freewheeling 
boomtown  allure. 

However,  there  is  still  plenty 
of  gold  in  the  hills,  industry  exec¬ 
utives  and  analysts  insist.  One 
example  of  this  is  El  Camino  Re¬ 
sources,  Inc. 

Northridge,  Calif.-based  El 


Camino  got  a  shot  in  the  bottom 
line  and  possibly  pointed  the  way 
of  the  future  for  embattled  com¬ 
puter  lessors  last 
May  when  it  sold 
25%  of  its  equity  to 
two  Japanese  part¬ 
ners  for  an  undis¬ 
closed  sum. 

Tokyo-based  Ap¬ 
plied  Technology 
Corp.  and  Japan 
Leasing  Corp., 
which  is  owned  by  a  vast  consor¬ 
tium  of  Japanese  banks,  insur¬ 
ance  companies  and  commercial 
firms,  each  bought  12.5%  of  El 


Camino;  Japan  Leasing  has  since 
placed  a  member  on  the  El  Ca¬ 
mino  board. 

Earlier  this 
month,  El  Camino 
spurted  ahead  once 
more,  this  time  by 
acquisition.  The 
company  bought  the 
computer  systems 
leases  of  floundering 
lessor  Econocom 
USA,  Inc.  in  a  cash 
deal  valued  at  “upwards  of  $20 
milhon,”  according  to  one  of  the 
investment  bankers  who  fi¬ 
nanced  it. 


The  deal,  industry  analysts 
said,  bails  out  Econocom,  long 
troubled  and  reputedly  for  sale 
for  the  past  year. 

In  addition,  it  virtually  dou¬ 
bles  El  Camino’s  overall  leasing 
clout  and  positions  the  company, 
which  was  formerly  an  IBM 
mainframe  lessor,  in  the  growing 
Application  System/400  leasing 
market. 

“At  a  time  when  leasing  com¬ 
panies  were  reducing  or  liquidat¬ 
ing  their  portfolios,  our  assets 
grew  by  33%  to  [$186.3]  mil¬ 
lion,”  said  Chief  Executive  Offi¬ 
cer  David  Harmon,  trumpeting 
El  Camino’s  63%  revenue  in¬ 
crease,  which  was  logged  in  its 
latest  fiscal  year. 
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“  W?  needed  new  technology  to  turn 
our  passim  for  customer  service 
into  results.  That’s  why  we  chose  SAAT 


Jay  Dinwoodie,  Senior  VP/Information  Systems,  GE  Capital  Fleet  Services 


While  some  companies  are  wondering  what 
IBM  SAA1M  can  do  for  them,  the  people  at  GE 
Capital  Meet  Services  already  know. 

And  so  do  their  customers. 

The  company  is  America’s  leading  car  and 
truck  fleet  services  business,  and  their  goal  is  to 
cement  that  position  by  changing  the  rules,  by 
redefining  the  word  service. 

SAA,  or  Systems  Application  Architecture, 
is  key  to  that  strategy. 

They’ve  built  a  complete  SAA  system,  with  a 
variety  of  applications  running  cooperatively  on 
three  IBM  platforms:  an  ES/3090,™  an  AS/4008 
and  a  multitude  of  PS/28s  using  OS/2* 

Easy  to  build. 


Easy  to  learn. 

Says  Jay,  “We  bring  customers  in  and  show 
them  what  we’re  doing.  Nobody  walks  away  un¬ 
impressed,  and  in  fact,  SAAs  helped  us  win  a 
number  of  new  accounts.” 

Another  big  SAA  advantage  is  training  time, 
or  lack  of  it. 

“When  we  first  got  running,  we  went  to  the 
mechanics’  area  for  a  training  session,  to  get  some 
thoughts  for  writing  a  manual.  We  started  at  one 
end  of  the  room,  spent  a  few  minutes  w  ith  each 
guy,  then  moved  on.  We  weren’t  hall-way  across 
the  room  when  the  first  people  were  actually 
using  the  system,  doing  real  work.  We  never  did 
write  a  manual.” 


According  to  Jay  Dinwoodie,  development 
has  been  quick  and  smooth. 

“We  implemented  the  first  modules  in  March 
’90,  and  since  then  we’ve  been  adding  new  ones 
like  building  Docks.  Which  is  the  whole  idea.  SAA 
lets  us  hook  things  together — data,  image,  you 
name  it — in  ways  we  never  could  before.  What 
we’re  doing  here  today  could  never  be  done  the 
old-fashioned  way.” 

Jay’s  users  agree,  especially  the  45  mechanics 
who  man  the  phones  helping  customers  who  have 
car  trouble. 

With  SAA  applications  in  multiple  windows, 
they  provide  a  level  of  service  that’s  truly  unique: 
diagnosing  the  problem,  finding  the  best  nearby 
garage,  estimating  the  cost,  negotiating  discounts, 
determining  warranty  status,  scheduling  pre¬ 
ventive  maintenance  and  more;  all  while  keeping 
detailed  records,  in  minutes,  in  one  phone  call. 

4b  a  salesman  stuck  on  the  road,  that's  money 
in  the  bank.  Ditto  forGE  Capital  Fleet  Services. 


Easy  to  live  with. 

Their  system  is  now  running  about  35,000 
PC-host  transactions  a  day,  and  Mr.  Dinwoodie 
estimates  that  traditional  technology  would  re¬ 
quire  about  250,000  transactions  to  accomplish 
the  same  work.  He  says,  “Our  SAA  apps  are  just 
incredibly  efficient,  and  they’ve  been  completely 
reliable.” 

How  strange  that  some  people  are  still  asking 
if  SAA  is  for  real. 

“It’s  just  a  question  of  confidence,”  says  Ja\. 

“We  knew  exactly  where  we  wanted  to  go  and  that 
ultimately  SAA  was  the  only  wav  to  get  there.  So 
we  took  that  first  step,  we’ve  never  looked  back,  and 
expectations — both  ours  and  our  customers’— 
have  been  exceeded. 

For  more  details  alx>ut  SAA  and  GE  ( Capital 
Fleet  Scrv  ices,  ca  1 1 1 BM  HZ  ■  ZZ  ZZ n 
at  1-800-1 BM-6676, 

ext.  888.  ZZ 


•£>  1991  IBM  Corporation  IBM  AS/400  PS/2  and  OS/2  are  registered  trademarks  and  SAA,  Systems  Application  Arctulecture  and  ES/3090  are  trademarks  ol  IBM  Corporation 
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standards  groups.  Dorros  said 
Bellcore  has  more  influence  than 
any  other  firm,  including  AT&T, 
in  standards  development. 

“We  explore  different  ideas  in 
network  architecture,  try  them 
out  and  then  let  our  owners  pick 
and  choose,”  said  Alan  G. 
Chynoweth,  Bellcore’s  vice 
president  for  applied  research. 

Dorros  said  sophisticated  us¬ 
ers  will  not  look  to  the  regional 
companies  to  put  together  their 
corporate  networks,  and  the 
telephone  companies  do  not 
have  that  in  mind  anyway.  They 
see  their  opportunity  as  inter¬ 
connecting  corporate  networks 
to  support  technology  such  as 
electronic  data  interchange. 

Bellcore  is  pushing  for  “dial 
tone  for  data,”  by  which  a  com¬ 
pany’s  local-area  network  can 
access  the  LANs  of  another  com¬ 
pany  as  easily  as  people  make 
voice  telephone  calls.  That  is 
where  switched  multimegabit 
data  service  (SMDS)  comes  in. 
SMDS,  a  public  packet-switched 
service  operating  at  speeds  be¬ 
tween  1.5M  bit/sec.  and  45M 
bit/sec.,  was  defined  by  Bellcore, 
and  six  of  the  seven  regional 
companies  have  announced  plans 
to  offer  it  commercially. 

Initially,  the  companies  will 
sell  SMDS  as  a  way  to  intercon¬ 
nect  high-speed  LANs  to  metro¬ 
politan-area  networks  (MAN). 


New  head 
at  Bellcore 


Bellcore  announ¬ 
ced  last  week 
that  George  H. 
Heilmeier  will 
succeed  Rocco  J. 
Marano  as  president  and 
chief  executive  officer. 
Marano,  63,  will  become 
chairman  before  retiring 
May  1. 

A  Bellcore  spokesman 
said  Marano  had  planned 
to  retire  for  some  time. 

Heilmeier,  54,  will  as¬ 
sume  his  post  March  1.  He 
is  currently  senior  vice 
president  and  chief  techni¬ 
cal  officer  at  Texas  Instru¬ 
ments,  Inc.,  where  he 
heads  research  and  devel¬ 
opment,  engineering,  cor¬ 
porate  development  and 
planning.  He  joined  TI  in 
1977  after  seven  years  of 
government  service. 

Marano,  Bellcore’s  first 
employee,  began  planning 
the  organization’s  struc¬ 
ture  in  late  1982,  more 
than  one  year  before  it  was 
officially  formed  by  the 
consent  decree  that  broke 
up  the  Bell  system. 


Within  two  years,  one  or  more 
long-distance  carriers  are  ex¬ 
pected  to  embrace  SMDS,  offer¬ 
ing  the  ability  to  link  LANs  and 
MANs  across  the  nation. 

“SMDS  will  offer  something 
new  that  private  networks  can¬ 
not:  public,  high-speed  informa¬ 
tion  interchange  between  com¬ 
panies  that  previously  would  not 
have  considered  dedicated  inter¬ 
connection,”  said  Robert  Camp¬ 


bell,  a  division  manager  at  South¬ 
western  Bell  Telephone  Co. 

“Bellcore  is  finally  giving 
computer  users  the  means  to 
move  data  the  way  they  want  to, 
not  the  way  the  phone  compa¬ 
nies  want  to  move  data,”  said 
Dan  Lynch,  president  of  Interop, 
Inc.  “Bellcore  has  a  lot  of  good 
people  working  on  it,  and  they’re 
not  shying  away  from  the  hard 
problems.” 


EXECUTIVE  CORNER 


AI  Corp.  promotes  Chisholm 


As  executive  vice  president  of 
worldwide  operations  at  Wal¬ 
tham,  Mass.-based  AI  Corp., 
Frank  Chisholm  led  the  sales 
and  support  buildup  credited  by 
Chief  Executive  Officer  Robert 
Goldman  as  a  key  factor  in  the 
firm’s  recent  growth.  Last 


month,  Chisholm  was  promoted 
to  the  post  of  president  and  chief 
operating  officer  at  the  firm  he 
helped  expand.  Prior  to  joining 
the  knowledge-base  software 
developer,  Chisholm,  whose  ex¬ 
ecutive  roots  go  back  to  the  for¬ 
mer  Cullinet  Software,  Inc., 


“Have  You  Heard  What1 The} 


It's  new. 

And  improved. 

And  now  gives  you 
the  most 

advanced  technology 
in  the  industry:  SQL, 

PC  development, 
distributed  processing 
across  multiple  platforms 
and  unique 
transparency  software 
that  protects  your 
entire  investment 
in  VSAM,  DL/I, 

IMS  and  TOTAL. 


You  know  CA-DATACOM. 

It's  proven.  It's  fast.  It's  reliable.  A  bonalide. 
industrial-strength  DBMS  that  thousands  of  clients 
depend  on  for  t heir  mission-critical 
applications. 

Btit  what  vou  don't  know  is  how  5=^ 

CA-DATACOM  has  changed. 

Thanks  to  the  world's  largest  software  company. 


Computer  Associates.-CA-DATACOM  has  been 
substantially  enhanced. 

And  extended. 

And  transformed  into  a  relational  information 
management  solution  that  can  help  vou  succeed  in  the 
90s. 

The  solution  that  offers  unique  transparency  software 
that  protects  your  investment  and  enables  you  to  apply 


VSAM.IOI  \l„  IMS.  IJ>1.  I.  and  PB2  uire  trademarks  or  icgisu'ivd  tiademarksol  iheir  tespective  companies  liKM  computet  \sx\  iates  International.  |ik  rn  siewau  \\enue.  Uudeucin.  \Y 
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served  as  president  and  COO  of 
Soft-Switch,  Inc. 

SPSS,  Inc.  has  advanced  Ni¬ 
cole  S.  Williams  from  senior 
vice  president  of  finance  and  ad¬ 
ministration  to  executive  vice 
president  of  worldwide  opera¬ 
tions.  In  addition  to  the  post, 
which  is  a  new  creation  at  the 
Chicago-based  software  firm, 
Williams  continues  as  a  director 


and  secretary  of  the  board. 

Norman  Klugman  is  the  new 
president  and  COO  of  Atlanta- 
based  Advanced  Telecom¬ 
munications  Corp.,  the  na¬ 
tion’s  largest  regional  long¬ 
distance  telecommunications 
firm,  according  to  the  company. 
The  move  promotes  Klugman 
from  his  former  post  of  execu¬ 
tive  vice  president  and  moves 


him  from  Boca  Raton,  Fla.,  to 
the  firm’s  Atlanta  headquarters. 

Western  Union  Corp.  CEO 
Robert  J.  Amman  has  been  se¬ 
lected  as  vice  chairman  of  Tus- 
tin,  Calif. -based  MAI  Systems 
Corp.  (formerly  MAI  Basic 
Four,  Inc.).  Amman,  a  veteran 
computer  industry  executive,  as¬ 
sumes  the  vice  chairmanship  of 
MAI  as  the  firm  attempts  to  re¬ 


position  itself  as  a  value-added 
reseller  serving  such  targeted 
market  niches  as  manufacturing 
and  health  care. 

William  N.  Sick,  55,  formerly 
CEO  of  American  National 
Can  Co.  and  once  president  of 
Texas  Instruments,  Inc.’s 
Semiconductor  Division,  has 
been  named  chairman  of  Ship- 
net  Systems,  Inc.  in  Lisle,  Ill. 


Did  With  CA-imCCM? 


INTERNATIONAL 

BRIEFS 

And  there’s  more 

►  An  already  noted  shakeout 
in  the  Western  European  com¬ 
puter  market  is  far  from  over, 
according  to  Philippe  de  Marcil- 
lac,  director  of  the  European 
computer  group  at  market  re¬ 
search  firm  Dataquest  Eu¬ 
rope.  De  Marcillac  confirmed 
that  sluggish  growth,  low  mar¬ 
gins,  increased  competition,  lay¬ 
offs  and  consolidation  are  all 
currently  affecting  the  region’s 
hardware  and  software  ven¬ 
dors. 

A  Japanese  development 

►  Seattle-based  Pacific  Soft¬ 
ware  Publishing,  Inc.  has 
opened  a  development  center 
for  U.S.  software  vendors  hop¬ 
ing  to  break  into  or  expand 
their  presence  in  the  Japanese 
microcomputer  market.  The 
Double-Byte-Character  Support 
Center  is  equipped  with  Japa¬ 
nese  hardware  platforms,  trans¬ 
lation  aides  and  technical  and 
marketing  training  sources.  De¬ 
velopers  can  also  meet  Japa¬ 
nese  distributors  at  the  compa¬ 
ny’s  Mercer  Island,  Wash., 
location. 


A  Far  East  connection 

►  One  software  developer  al¬ 
ready  on  its  way  to  Japan  is  Em¬ 
press  Software,  Inc.  The 
Unix  relational  database  devel¬ 
oper  has  engaged  Japanese 
software  consultant  MKC  Co. 
to  distribute  Empress  equip¬ 
ment  in  the  Far  East.  The  deal  is 
expected  to  yield  future  joint 
development  for  the  markets  of 
Korea,  China,  Hong  Kong  and 
Singapore. 


HP  invades  Japan 

►  According  to  a  Mitsubishi 
Electric  Corp.  source,  the  firm 
is  negotiating  with  Hewlett- 
Packard  Co.  to  sell  HP’s  re¬ 
duced  instruction  set  comput¬ 
ing  workstations  in  Japan.  HP 
ranks  second  behind  Sun  Mi¬ 
crosystems,  Inc.  in  the  engi¬ 
neering  workstation  market, 
according  to  Dataquest  Ja¬ 
pan. 


the  latest  technology  against  your  current  VSAM,  DL/I, 
IMS  and  TOTAL  investment. 

The  solution  that  offers  CA’s  revolutionary  new 
Computing  Architecture  for  the  90s  which  f  rees  you  from 
i  hardware  dependencies  and  delivers  all  the  application 
I  portability  and  distributed  processing  you  need. 

While  others  struggle  and  patiently  await  the 
I  maturity  of  DB2,  CA-DATACOM  users  are  busy  building 


solutions  on  a  single  database  with  all  the  new 
technology  you’ve  been  waiting  for. 

But  you  don't  have  to  wait  anymore. 

Call  1-800-645-3003  to  find  out  about  a  new  and 
improved  CA-DATACOM  MDJ 

that  can  help  you  just 

when  you  need  it  the  most.  A«oMJv.lAI  to 

T  ^  1  1\  Software  superior  by  aeugn. 


Little  effect  from  war 


►  The  Gulf  war  will  not  slow 
aggressive  growth  plans  at  To¬ 
shiba  Corp.,  according  to 
President  Joichi  Aoi.  Predicting 
15%  growth  this  year,  Aoi  said 
earlier  this  month  that  semicon¬ 
ductor  growth  will  begin  rising 
toward  a  new  peak  after  this 
spring.  Toshiba  did  feel  the  ef¬ 
fects  of  a  weakened  U.S.  econo¬ 
my,  however.  It  recently  cut 
back  production  of  its  laptoo  per¬ 
sonal  computers  by  50,000 
units. 
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The  CODEX  3380  19.2  KBPS  modem  can  save  enough  on 
LINE  COSTS  TO  PAY  FOR  ITSELF. 

If  your  throughput  requirements  keep  increasing,  but  you  think  moving  from 
9.6  to  19.2  Kbps  costs  too  much,  here’s  good  reason  to  think  again: 

A  Codex  3380  19.2  Kbps  modem  costs  only  $2,995  (quantity  one).  For  each 
pair  of  3380s  installed  in  place  of  9.6  Kbps  modems,  you  double  your  throughput 
without  doubling  line  costs.  For  example,  if  your  line  costs  are  $12,000  a  year,  a  pair 
of  Codex  3380s  pay  for  themselves  in  as  little  as  six  months.  The  more  lines  you  use, 
the  more  reason  to  upgrade  right  away. 


cost  of^  /jmaboG-  pnb  Taya  ft ck 

CObBy  3310$  COST  SM/MS  ?£RJ0I> 

fir, Wo  f/^000  =  0-5  oa  6ms. 


The  most  valuable  feature  of  all  is  codex  quality. 


$2,995  for  a  Codex  3380  buys  you  more  than  just  line  savings.  You’re  buying 
Codex  performance  and  reliability.  Which  means  you  get  19.2  Kbps  throughput 
all  the  time,  not  just  at  peaks.  There’s  an  optional  feature  that  provides  automatic 
dial  restoral  when  line  conditions  degrade.  And  you  get  our  priority  on-site  one 
year  warranty. 

To  learn  more,  send  in  our  coupon  or  call  1-800-426-1212  ext.  7229. 


BUY  THIS  MODEM 

AND  GET  YOUR 
\ MONEY  BACK; 

■  Call  1-800-426-1212  Please  send  me  information  about 

■  ext.  7229  how  quickly  the  Codex  3380  ■ 

Or  mail  this  coupon  to: 

Codex  Corp.,  Dept  M2-380 
20  Cabot  Blvd. 

"  Mansfield,  MA  02048 

Name _ 

m  Company _ 

"  Address _ 

City _ State _ Zip 


19.2Kbps  modem  pays  for  itself. 

codex 


~  ~  Z  3580 


codex 


MOTOROLA 


I  currently  plan  to  purchase 


modems  within  the  next 


.months.  □  Please  tell  me  about  your  quantity  discounts 


J 


©  1990  Codex  Corp.,  Motorola  and  ®  are  trademarks  of  Motorola  Inc.  Codex  is  a  registered  trademark  of  Codex  Corp. 
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Now  you  have  a  better  way  to  recruit 
university  and  college  students 
planning  computer  careers: 

Computerworld's  fourth  annual 
Campus  Recruitment  Edition 


Issue  Date:  October  31, 1991 
Close:  September  27,  1991 


Warren  Mcfartan, 
Harvard  Business 


Computer  careers 
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Resume  in 
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If  you  recruit  top  computer  career  students  on 
America’s  campuses,  your  message  in  this  special 
issue  will  target  more  of  them  than  any  other 
newspaper  or  magazine! 

Now  you  can  recruit  computer  talent  on 
campus  without  leaving  your  office! 

That’s  because  135,000  copies  of  this  special 
issue  will  be  distributed  to  America’s  best 
and  brightest  students  enrolled  in  Information 
Systems  (IS),  Computer  Science,  Computer 
Engineering,  Electrical  Engineering,  and  just 
about  any  other  computer-involved  curricula. 

Finally  you  can  cost-effectively  reach 
the  quality  and  quantity  of  students 
you  need! 

And  you  can  do  it  with  just  one  ad  in 
Computerworld’s  Campus  Recruitment  Edition!  For  a 
rate  card  reflecting  complete  campus  distribution,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA,  508/879-0700).  But 
hurry  . . .  this  issue  closes  September  27,  1991! 


Planned  Editorial  Features: 

(subject  to  revision) 


•  Companies  where  computer  career  students  want 
to  work.  And  their  top  choices  for:  Information 
Systems,  Engineering,  Sales  &  Marketing, 
Technical  Support,  Research  &  Development. 

•  Prospects  for  minorities  in  computing. 
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•  Merits  of  an  Electrical  Engineering  degree  for 
a  computer  career. 

•  Information  Systems  salaries  from 
Computerworld’s  annual  survey  with  the  Data 
Processing  Management  Association. 
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New  posts  for  disaster  planning 


BY  JON  WILLIAM  TOIGO 

SPECIAL  TO  CW 


Calamities  such  as  Hurri¬ 
cane  Hugo,  the  San 
Francisco  earthquake 
and  the  Hinsdale,  Ill., 
switching  station  fire  — 
along  with  tougher  legal  and  safe¬ 
ty  regulations  set  by  federal  au¬ 
thorities  —  have  prompted  com¬ 
panies  to  make  more  room  for  a 
new  kind  of  information  systems 
employee:  the  disaster  recovery 
planner. 

According  to  a  biannual  sur¬ 
vey  of  financial  institutions  con¬ 
ducted  by  CHI/COR  Information 
Management,  Inc.  in  Chicago,  di¬ 
saster  recovery  planning  is  now 
being  considered  by  80%  of  the 
responding  companies.  More 
than  95%  of  the  companies  now 
maintain  a  plan  for  the  recovery 
of  IS  centers. 

These  numbers  represent  a 
substantive  increase  over  1986 
statistics,  which  found  that  fewer 
than  47%  of  the  firms  possessed 
a  centralized  disaster  recovery 
planning  function. 

All  of  this  translates  into  the 
creation  of  new  posts  for  disaster 
recovery  planners,  especially  in 
the  more  sensitive  areas  such  as 
financial  organizations,  utilities 
firms,  medical  institutions  and 
companies  located  in  disaster- 
prone  areas.  These  planners, 
who  can  expect  salaries  from 
$45,000  to  $75,000  (see  chart), 
develop  disaster  recovery  plans 


of  action  and  continually  rewrite, 
update  and  maintain  them. 

At  First  Security  Service  Co., 
a  financial  services  vendor  for 
several  Utah  and  Idaho  banks,  di¬ 
saster  recovery  planning  was  in¬ 
stituted  as  a  formal  function  for 
practical  and  legal  rea¬ 
sons,  according  to 
Charles  Fox,  disaster 
recovery  manager. 

“We  had  a  couple  of 
airplane  crashes  near 
our  facility,  and  we  are 
located  near  the  Wa¬ 
satch  Front  fault  line  — 
somewhat  similar  to  the 
San  Andreas  fault  — 
that  exposes  us  to 
earthquake  threats.  Di¬ 
saster  recovery  plan¬ 
ning  was  instituted  be¬ 
cause  of  these  situa¬ 
tions  as  well  as  in 
response  to  [Office  of 
the  Comptroller  of  the 
Currency]  banking  circulars  and 
regulations,”  he  says. 

Protecting  banks 

Ostensibly,  the  financial  indus¬ 
try,  because  of  the  importance  of 
on-line  information,  provides  the 
most  opportunities  for  the  disas¬ 
ter  recovery  planner  —  but  only 
in  certain  areas. 

“The  banks  that  hold  the 
greatest  amount  of  promise  are 
the  ones  with  $500  million  and 
less  in  assets.  Those  are  the  in¬ 
stitutions  that  have  escaped  the 
ire  of  the  federal  regulators  these 


past  few  years,”  says  Tari 
Schreider,  president  of  Contin¬ 
gency  Planning  Research  in  Jeri¬ 
cho,  N.Y.  “They’re  the  ones 
coming  under  the  greatest  scru¬ 
tiny  because  the  vast  majority  of 
those  banks  still  do  not  have  di¬ 


Disaster  recovery 
personnel  salaries 

Based  on  375  resumes  reviewed 


Disaster  recovery 
manager 

6+  years’  experience 

Disaster  recovery 
coordinator 

4+  years’  experience 

Disaster  recovery 
analyst 

2+  years’  experience 


Schreider,  the  Public  Service 
Commission  has  played  a  part  in 
the  boom  by  more  seriously  regu¬ 
lating  the  on-line  availability  of 
the  utility  companies.  “But  even 
more  important  than  that  is  the 
critical  nature  of  what  the  utili¬ 
ties  do.  If  they  have  to  stop  to 
work  on  maintenance,  the  cost 
for  them  to  reopen  a  plant  is  mil¬ 
lions  of  dollars  a  day.” 

Trailing  behind  utilities 
in  disaster  recovery  plan¬ 
ning  is  the  medical  indus¬ 
try.  For  legal  and  safety 
reasons,  hospitals  are  turn¬ 
ing  to  these  planners  for  an 
added  measure  of  security. 


$75,000 


$45,000 


Source:  Contingency  Planning  Research,  Inc. 


CW  Chart:  Paul  Mock 


saster  recovery  plans  in  place.” 

According  to  Howard  Peace, 
president  of  Peace  of  Mind  Con¬ 
sulting  in  Blountville,  Tenn., 
many  firms  follow  the  lead  of  the 
financial  industry.  “In  a  reces¬ 
sion,  managers  work  on  asset  re¬ 
tention.  So  it's  not  surprising 
that  they  would  focus  on  safe¬ 
guarding  data  center  equip¬ 
ment.” 

Another  industry  adding  plan¬ 
ning  functions  to  the  IS  roster  is 
the  utility  sector  —  particularly 
companies  that  rely  on  nuclear 
and  fossil  fuel.  According  to 


Where  they  fit  in 

Because  disaster  recovery 
planners  are  fairly  new,  a 
certain  fuzziness  exists 
about  where  they  fall  with¬ 
in  the  corporate  hierarchy. 
Although  46%  of  the  re¬ 
spondent  banks  in  the  CHI/ 
COR  study  indicate  that  a 
vice  president  (of  IS  or  oth¬ 
erwise)  was  responsible  for 
disaster  recovery  planning,  pro¬ 
fessional  organizations  for  disas¬ 
ter  recovery  planners  suggest 
that  the  planner’s  status  is  rarely 
so  grand.  Disaster  recovery  plan¬ 
ners  are  typically  drawn  from  the 
systems  analysis  or  IS  operations 
staff. 

“Many  people  are  choosing  di¬ 
saster  recovery  planners  by  de¬ 
fault.  Once  companies  decide  to 
install  a  plan,  they  pick  someone 
out  of  the  hat.  Usually,  that  is 
someone  out  of  data  processing,” 
says  John  Bannon,  president  of 
the  Delaware  Valley  Disaster  Re¬ 


covery  Information  Exchange,  a 
professional  association  based  in 
Cherry  Hill,  N.J.,  with  more  than 
2,000  members  predominantly 
from  New  York,  New  Jersey  and 
Pennsylvania. 

One  of  the  biggest  hurdles 
that  disaster  recovery  planners 
face  is  not  being  treated  as  bona 
fide  professionals.  Quite  often,  a 
contingency  planner  is  a  compa¬ 
ny  technical  staff  member  who 
has  had  responsibilities  for  plan¬ 
ning  added  to  an  already  full  plate 
of  other  duties,  according  to  the 
CHI/COR  study. 

Schreider  says  there  is  much 
to  do  in  developing  a  disaster  re¬ 
covery  plan  —  not  just  for  an  IS 
department  but  for  the  total  busi¬ 
ness.  “If  that  disaster  recovery 
planner  is  not  busy  every  day  do¬ 
ing  new  things  and  updating  the 
plan  and  writing  test  scripts  and 
handling  vital  records  manage¬ 
ment,  then  he’s  not  doing  his  job 
properly,”  she  says. 

Bannon,  who  served  as  man¬ 
ager  of  security  and  procedures 
for  RCA  and  General  Electric  Co. 
for  27  years,  suggests  that  disas¬ 
ter  recovery  planner  positions 
should  be  established  at  the  high¬ 
est  levels  of  the  company,  mak¬ 
ing  information  security  and  di¬ 
saster  recovery  planning  posi¬ 
tions  equivalent  to  the  chief 
operating  officer  or  chief  finan¬ 
cial  officer.  Bannon  says  he  advo¬ 
cates  a  professional  certification 
of  disaster  recovery  planners  to 
help  make  this  ascendancy  possi¬ 
ble. 


Toigo  is  a  free-lance  writer  based  in 
Clearwater,  Fla. 


CALL  US... 
Because  Your 
Future  Is  Our 
Business 


M.I.S.  International  is  one  of  Michigan's  oldest 
and  most  respected  consulting  firms.  For  over 
20  years,  we  have  provided  top-notch  data  pro¬ 
cessing  services  to  Fortune  500  firms  including 
the  major  automobile  manufacturers  and 
suppliers. 

We  are  enjoying  exceptional  growth  in  our 
Michigan,  Ohio  and  California  offices,  making 
this  a  perfect  time  to  step  up  to  a  permanent 
position  on  our  technical  staff.  Currently  avail¬ 
able  opportunities  include: 

•  INGRES,  C.4GL  •  COBOL  TSO/ISPF 

•  IMS  DB/DC  •  ORACLE 

•  DB2  .  C LANGUAGE 

•  CICSCL  •  DEC  VAX/VMS 

•  AS/400  .  PAC  BASE 

•  MICROFOCUS  COBOL  WORKBENCH 

Call  Marie  Clark  at  1-800-878-1118,  or 
forward  your  resume  to:  MIS  International 
Corporate  Headquarters,  445  Enterprise 
Ct.,  Bloomfield  Hills,  Ml  48302.  FAX 
(313)  253-9506.  In  San  Francisco,  call 
(415)  252-1313,  FAX  (415)  626-3325.  Equal 
Opportunity  Employer. 


INTERNATIONAL  INC 


AS/400 

■6H 


PROFESSIONALS 

Mobil  Chemical  Company's  Films  Division, 
headquartered  in  the  Rochester,  New  York  area, 
is  a  world  leader  in  the  manufacture  of  food  pack¬ 
aging  films.  Committed  to  the  development/support 
of  industry  leadingdistribution  and  marketing  systems, 
our  growing  Computer  Services  staff  seeks  experi¬ 
enced  IBM  AS/400  professionals. 


Openings  exist  at  all  skills  levels,  from  Programmer/ 
Analyst  to  Project  Leads.  Minimum  requirements  in¬ 
clude  a  BS  in  Computer  Science  and  3-5  years  related 
experience  in  RPC  with  strong  systems  development 
methodologies. 

Mobil  offers  exceptional  technical  and  management 
growth  opportunity  with  an  excellent  compensation 
and  benefits  package.  To  investigate  these  and  similar 
openings  at  Mobil  Corporation  facilities  nationwide, 
forward  your  resume  in  strict  confidence  to: 


M©bil 

MOBIL  CHEMICAL  COMPANY 

1 1 50  Pittsford-Victor  Rd. 

Pittsford,  NY  14534 
Attn:  Human  Resources-SL 


Equal  Opportunity  Employer  NVF/H/V 


REYNOLDS  ELECTRICAL  &  ENGINEERING  CO., 
INC.,  IS  THE  LARGEST  PRIME  CONTRACTOR 
FOR  THE  U.S.  DEPARTMENT  OF  ENERGY'S 
NEVADA  OPERATIONS  OFFICE  (DOE/NV).  OUR 
PRIMARY  RESPONSIBILITIES  FOCUS  ON 
OPERATIONS,  MANAGEMENT,  AND  CONSTRUC¬ 
TION  AT  THE  DOE’S  NEVADA  TEST  SITE  (NTS). 


INFORMATION  SYSTEMS 
DEPARTMENT  MANAGER 


(Work  Location:  Las  Vegas,  Nevada) 

The  Information  Systems  Department  Manager 
plans,  coordinates,  and  directs  the  systems  analysis 
programming,  computer  and  data  operation,  prin¬ 
ting,  and  administrative  service  functions  for  the 
Company.  The  incumbent  has  an  operating  budget 
of  approximately  $17  million.  This  position  requires 
a  bachelor’s  degree  in  Business  Administration,  In¬ 
formation  Systems,  Computer  Science  or  Engineer¬ 
ing.  Must  have  ten  years  of  professional  experience 
in  the  electronic  data  processing  field  which  has  pro¬ 
vided  a  variety  of  systems  analysis,  programming, 
computer  operation,  forms  management,  mail  and 
records  management,  and  equipment  management 
experience:  six  years  of  which  should  have  been 
in  a  supervisory  or  management  capacity. 

EQUAL  OPPORTUNITY  EMPLOYER-M/F 
Liberal  Fringe  Benefits 
Replies  Held  Confidential 
Must  be  a  U.S.  Citizen 
Drug/alcohol  screening  test  required 

SEND  RESUMES  TO:  Trudie  L.  Rainey 
Recruiting  &  Employment  Administrator 
Reynolds  Electrical  & 

Engineering  Co.,  Inc. 

Post  Office  Box  98521 
Las  Vegas,  NV  89193 
Tel:  (702)  295-1900  REECo 


AS/400 


•  KNOWLEDGE  ENGINEER  $59,500  Hi- 
Level  Strategic  Leadership  role. 

•  PROJECT  LEADER.  S60.000  New  dev 
team.  Global  Bus.  Systems  applica¬ 
tion.  6D  yrs.  exp.  in  A/I,  Case  Tools 

•  SYSTEM  ANALYST.  S46.000  3-5  yrs. 
AS400.  S/38  exp  New  dev  team 

•  PROGRAMMER  ANALYSTS  |2|. 
$38,000.  1-3  yrs.  AS400  S/38 
♦IBM  pc  exp. 

Contact  Tom  Traynor 


10  Gibbs  St. 
Rochester.  NY  14604 
(716)  325-6610 
FAX  (716)  325-1077 


AFFILIATES 
NATIONWIDE  1 


,  National 
\  Computer 


*  Call  for  Free 
’91  Salary  Survey  *  , 


TANDEM 

PROGRAMMER/ANA¬ 
LYST  &  SYSTEMS 
PROGRAMMER 
needed  by  our  growing, 
exclusive  client.  Solid 
career  path.  Outstand¬ 
ing  benefits.  Relocation 
paid  to  warm  &  sunny 
San  Antonio. 

ROBERT  MILF 

of  San  Antonio 
1-800-531-5402 
512-736-2467 
FAX  512-737-2417 


90 


COMPUTERWORLD 


FEBRUARY  25,  1991 


COMPUTER  CAREERS  EAST 


CONSULTANTS 


DP  PROFESSIONALS 


SOUTHEAST 

CONNECTION 


Send  your  resume  TODAY!  We 
have  positions  available  through¬ 
out  the  Southeast  in  any  of  the  fol¬ 
lowing: 


•  DB2/CSP 
•CICS 

•  IDMS 

•  Case  Tools 
a  IMS/DB/DC 

•  Natural/ Adabas 

•  Ideal/DataComm  a  Synon 


a  AS/400,  38 

•  HP3000 
a  Oracle 

a  MAD  MSA 

•  Hogan 
a  MRP 


VIP  Personnel,  Inc. 

3101  Guess  Road,  Suite  C 
Durham,  NC  27705 

»19)471-«404 
FAX  (919)  471-4044 


We  give  you  straight  talk  and  the 
majority  of  the  bill  rata.  Our  cur¬ 
rant  neads  raqulre  a  minimum  of  2 
yaars  practical  experience  In  the 
following: 

IBM:  Cobol,  Cobol  II,  DB2,  CICS, 
IMS  DB/DC,  Ramis,  Focus, 
IDMS/CICS,  PL1; 

AS / 400-COBOL  or  RPG  III, 
PRISM,  Synon 

VAX:  Cobol,  Informix,  Oracle, 

Rdb,  Powerhouse 
HP:  Cobol,  Fortran,  Spectrum, 
Turbo  Image 

PC:  PS/2,  Easel,  RBase,  Clarion 
SIMPC/SIMware, 

Tesseract 

Honeywell:  GCOS  3/8,  Cobol, 
IDS-I/II 

Mlsc:  UNIX,  C,  C+  + 


New  England 

Opportunities 


Programmers/Systems 

Professionals 

MIS  Professionals  -  numerous  ex¬ 
cellent  opportunities  exist  with  sta¬ 
ble,  growing  companies  through¬ 
out  N.E.  For  immediate  consider¬ 
ation  contact:  Scott  D.  Roy 

Curtis  Associates 

DepL  C,  75  Pearl  St. 

Portland,  ME  04101 

(207)  879-9110 
(603  427-6160 
(617)  246-0228 
FAX  (207)  772-0385 


CONTRACTORS 

Min.  2  years  experience: 

a  TESSERACT 
a  VAX/VMS,  COBOL 
a  ORACLE 
a  DB2/IEF 
a  TELON/DB2 
a  IDMS/ADSO 
a  AS/400,  PM-38,  SYNON 
a  SAGE  APS 

Long  term  projects,  high  rates. 
Please  call,  fax  or  mail  re¬ 
sume  to: 


j  JMRoss  &  Assoc.,  Inc. 

P.O.  Box  1724, 

St.  Louis,  MO  63043-0621 
(314)  434-1976 
FAX  (314)  434-0952 
NACCB  Member 


CONSULTING 

Assignments! 
and  FULL  TIME 
Opportunities 

Please  call  &  send  resume  to 

MIMI 

SIMON  ASSOC. 

90  West  Street,  Suite  1105 
New  York,  NY  10006 

(212)  406-1705 

Fax  #(212)  406-1768 


COMPUTER  PROGRESS 
UNITED 

$40,000  to  S60,000 


We  provide  Fortune  500  companies 
with  consulting  and  programming 
services.  We  have  immediate 
positions  available  for  P/A  in 

Kentucky,  Ohio,  Indiana,  and 
Tennessee.  We  are  the  DB2 
Specialist! 

TELON 

DB2  ■  IMS  ■  CICS 


F/T  and  Contract  DP  professionals  are  needed  with  the  following  expertise 

DATABASE  SPECIALISTS  IMS.  FOCUS.  ORACLE.  INGRES. 
SYBASE  and  DB2  P/A  s.  S/A's  and  DBA  s  are  needed  for  new  develop¬ 
ment  opptys 

SYSTEMS  PROGRAMMERS  IBM  MVS.  VM.  VTAM  &  CICS 
SP's  are  needed  Must  be  familiar  with  O/S  Structure  &  logic.  Diagnostics 
&  Architecture. 

SR  PI  A 's  COBOL/VSAM,  PL1 .  and  SQL'DS  skills  are  needed  Co  will 
train  in  DB2 


S/W  DESIGN  P/A's  and  S/A  s  with  CASE  Tools,  HOGAN,  AS/400 
OS2/Pres  mgr,  SUN  Wkstn  and  C++  skills  are  needed. 

For  more  info  call  Mike  Loftus  at 
(301)  770-5290  or  send  resume  to: 


,YNAMIC 
OMPUTER 
OLUTIONS 
Inc. 


DCSI  6290  Montrose  Rd. 
Rockville,  MD  20852 
Attn:  Mike  Loftus 


Client  companies  have  need  for 
individuals  with  minimum  of  3 
years  experience  in  the  CASE 
market: 

•  Training/education/project 
mgmt;  experience  with 
IEF/IEW/PACBASE/ 
TEAMWORK/MIESTRO/ 
DESIGNAID/FOUNDATION/ 
EXCELLERATOR 

•  Sr.  Consultants  with 
hands-on  Yourdon/ 

DeMarco,  Wamier-Orr, 

Gane  &  Sarson 
methodologies. 

•  CASE  sales  experience 
(minimum  3  yrs.) 

For  more  information,  call/for¬ 
ward  resume  to  Dean  Adams  at 
6401  Carmel  Rd.,  Suite  107, 
Charlotte,  NC  28226.  800-438- 
2012;  Fax  704-541-1931. 


PROGRAMMER/ANALYSTS 
&  SYSTEMS  PROGRAMMERS 

FOR  CAROLINAS 
AND  SOUTHEAST 

Numerous  opportunities 
exist  for  on-line  and  data 
base  applications  P/A's  as 
well  as  systems  programmers 
and  DBA  s.  Fee  Paid.  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Search,  Inc. 
203  Heritage  Park 


Data  Processing 

IS  PROFESSIONALS 

Opportunities  abound  in  the 
Southeast  for  talented,  experi¬ 
enced  (3  years  minimum)  Pro 
grammers,  Senior  PA's  and 
DBA  s  Join  our  talented  staff 
and  work  in  state-of-the-art  en¬ 
vironment  on  challenging  proj¬ 
ects  Current  opportunities  for 
'91  include 

*  DB2,  CICS,  APS 

*  Natural,  Adabas 

*  COBOL,  CICS,  IMS 

*  Oracle,  Unix,  C 

*  Cyborg 

*  VAX,  Ingres,  ABF,  C 

*  Hogan,  IMS,  CICS 

*  JAM  Case  Tools 

*  IDMS  DBA 

*  VAX,  Oracle 

We  offer  excellent  compensa 
tion,  relocation  assistance,  full 
benefit  package  and  educa¬ 
tion  reimbursement  Send  your 
resume  TODAY1 


AMERICAN 

COMPUTER 

PROFESSIONALS 

1 40  Stoneridge  Drive 
Suite  350 

Columbia,  SC  29210 
(800)  933-9227 
Fax:  (803)  779-1955 
E.O.E. 


Good  People 
Going  Grew  Places 


Our  business  is  Information  Technology  Consulting 
Services.  Our  Staff  is  500  strong,  doing  challenging 
work  at  locations  throughout  the  Southeast.  We’re 
looking  for  good  people  with  2  or  more  years’  experience 
in  the  skills  listed  below.  People  who  see  themselves  going 
great  places  in  a  fast-growth,  people-oriented  company 
with  exceptional  benefits,  including  medical-dental,  techni¬ 
cal  and  professional  education,  tuition  reimbursement  and 
profit  sharing.  Call  Kim  Willey  for  details.  Or  mail/fax 
your  resume  to  P.O.  Box  8888,  Virginia  Beach,  VA  23450. 
Phone  800/284-8888.  Fax  804/486-0816.  She’ll  rush  you 
our  information  packet.  It  could  be  just  the  ticket  that 
starts  us  going  great  places  together. 

SKILLS  WE  NEED:  DB2  .  IDMS  ADVO  .  DBMS/32 
ADABAVNATURAL  2  .  IMS  DE/DC  .  CICS  Banking 
UNIX,  C  •  Sys.  Eng.  w/CASE  exp.  .  LINC 
AS/400,  RPG- 1 II  .  S/88,  STRATUS 
4680  BASIC  .  CARDPAC  .  DEC  VAX,  FMS 
DB2.  DBA  .  TANDEM  PATHWAY  .  IBM,  AMAPS/M 

METRO 

Information  Services,  Inc. 


Good  people  going  great  places  in  Atlanta,  Charlotte,  Ft  Lauderdale,  Greensboro, 
Greenville,  Nashville,  Orlando,  Raleigh,  Richmond,  Roanoke,  San  Juan, 
Tampa,  and  Virginia  Beach.  EOE 


SYSTEMS  PROGRAMMERS 


PAR,  INC 

4615S.W.  Fwy,  Ste.  400 
Houston,  Texas  77027 

(713)622-3711 
FAX  (713)  622-3778 


Send  resume  or  call: 

Computer  Progress  United 
12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


Attention, 

IS  Directors! 

Recruit  computer  profes¬ 
sionals  in  the  one  news¬ 
paper  that  reaches  more 
QUALIFIED  professionals 
than  any  other  newspaper: 
Computerworld. 

For  more  information, 
call  Lisa  McGrath  at 
800-343-6474  (in  MA, 
508-879-0700). 
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Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 


Lake  Wylie,  SC  29710 
803/831-2129 

(Local  to  Charlotte.  NC) 


RESEARCH  TRIANGLE 

OPPORTUNITIES 

•  COBOL 

•CICS 

•  IDMS 

•  IMS 

•  ORACLE 

•  INGRES 

•  IDEAL. 

•  DB2 

DATAC0M 

•  HOGAN 

•UNIX 

•  SYSTEMATICS 

•  AS  400 

•  DEC  VAX 

•2167 

•ADA 

•  VAX  SYSTEM 

• BANY0N 

MGR 

•  SYSTEMS 

•DBA 

PR0GR 

•  MANUFAC¬ 

•  BANKING 

TURING 

•  VM  CMS 

•  INSURANCE 

•  DATA 

•  SAS 

•  DATA  ADMIN 

SECURITY 

Local.  Regional  4  National  Positions 
THE  UNDERWOOD  GROUP.  INC. 

3924  Browning  PL.  Suite  7 

Raleigh.  NC  27609 

1919)  782-3024  FAX  (919l  783-0492 

DEVELOPMENT  STAFF  MEM¬ 
BER:  Technical  strategist  for 
the  product  design  group  pro¬ 
viding  microprocessor  cache 
design,  multi-processor  design, 
fault  tolerant  design,  co-proces¬ 
sor  protocols,  hardware  archi¬ 
tecture,  performance  evalua¬ 
tion  and  buss  extension  tech¬ 
niques.  PhD.  in  Computer  En¬ 
gineering,  1  yr.  exp.  on  the  job 
or  1  yr.  exp.  as  a  Pre-or  Post 
Doctoral  Research  Assistant. 
Exp.  must  include  research  in 
computer  engineering,  design 
and  development  of  multipro¬ 
cessor  architectures,  perfor¬ 
mance  evaluation  and  fault  tol¬ 
erant  computing.  40  hr/wk., 
$58,000/yr.  Send  resume  or 
letter  to:  Job  Service,  516 
North  Mangum  St.,  Job  Order 
#  NC-3001370,  DOT  3 

020.061-640,  Durham,  N.C. 
27701  or  your  nearest  Job  Ser¬ 
vice  Office. 


DATA  ANALYST  IEF/IEW  S73K 
BAL  or  CREDIT  CARD  S45K 

Atlanta  •  404-392-9990 
1050  Crown  Pte  .  Ste  430  30338 


UNIX/C++  To  S75K 

S/A  DB2  C  To  S70K 

Boston*  617-861-1020 
Box  636  Lexington.  MA  02173 


PROJ  MGR.  P/A  I8M/DEC  S50K 
P/As  VAX  ORACLE  UNIX  To  S55K 

Philadelphia  •  215-565-8880 
115  W  Slate  Media  PA  19063 

National 
Computer 
Associates  y 


A  Terrific 
Opportunity 


Computer  Consulting  Group, 
with  offices  throughout  the 
Southeast,  has  immediate 
openings  on  its  consulting 
staff  for  talented  Program¬ 
mer/Analyst  with  2  or  more 
years  experience.  Excellent 
salary  &  benefits  Were 
especially  seeking: 

•  IDEAL/DATACOM 
• HOGAN 

•  C/UNIX/CAD/CAM 

•  C/ORACLE/ 
NOVELL 

•  IBM  30XX 

•  DEC  VAX 

Computer 

Consulting 

Group 

Contract  Professional  Services 

Servicing  the  Research 
Triangle  Park  and  the 
Southeast  area. 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
FAX  (803)738-9123 


DB2-East  Coast 
UNIX/C-Mid-Atlantic,  NE 
SYBASE-Mid-Atlantic,  NE 
CASE:  Tl  lEF-Virginia,  NE 
COBOUNFORMIX-Connecticut 
COBOL/CICS-Pennsylvania 
FOCUS/COBOL-Pennsylvania 
PERMAC-Pennsylvania 
AS400/RPG  Ill-East  Coast 
HP3000/VAX  ASK-East  Coast 

We  need  experienced  computer 
professionals  tor  long  term  en¬ 
gagements. 

For  immediate  consideration 
FAX  215-265-8947  or 
mail  resume  to: 

Compdata 
Services  Corp. 

1016  W.  9th  Avenue, 
Dept.  XI 7 
King  of  Prussia,  PA 
19406-0931 

215-265-8977 
A  CDI  Company 
Offices  in: 

Boston  •  Hartford 
•  Arlington 
•  Philadelphia 
•  San  Francisco 


IMAGE 

BUILDER 


CTG  has  built  a  reputation  as  a  company  at  the  fore¬ 
front  of  the  information  industry  by  providing  innovative 
solutions  for  its  impressive  Fortune  500  clientele. 

We  are  offering  experienced  SYSTEMS  PROGRAM¬ 
MERS  the  opportunity  to  explore  dynamic  challenges  in 
the  leading  edge  technology  of  IMAGE  PROCESSING. 

The  professionals  we  seek  will  possess  DB2  exper¬ 
ience  with  a  background  in  either  IMS  or  CICS.  Know¬ 
ledge  of  performance  measurement  or  tuning  helpful. 
Responsibilities  include  the  installation  and  support  of 
IMS  or  CICS  regions  and  creation  of  DB2  tables.  These 
positions  are  located  in  the  Washington,  D.C.  area. 


As  one  of  the  nation's  leading  professional  software 
services  firms,  with  almost  4000  employees  in  more 
than  60  locations,  CTG  otters  a  competitive  salary, 
comprehensive  benefits  as  well  as  stable,  long  term 
growth  opportunities.  If  qualified,  please  send  resume 
to:  Computer  Task  Group,  100  Colony  Square,  Suite 
1900,  Dept.  CWWAS,  Atlanta,  GA  30361  or  call 
George  Hall  at  (703)  790-1557. 


Equal  Opportunity  Employer 


PROGRAMMER/ 

ANALYST 

We  have  an  immediate  oppor¬ 
tunity  in  our  Quincy,  MA  facility 
for  an  individual  with  at  least  5 
years  System  38  experience  In 
a  manufacturing  environment. 

The  qualified  candidate  should 
have  a  proven  track  record  in 
software  and  systems  develop¬ 
ment,  maintenance  and  user 
support  services.  Must  have  a 
solid  programming  background 
in  COBOL,  CL  and  RPG. 

If  you  are  seeking  a  challenging 
opportunity  with  a  competitive 
compensation  and  benefit  pro¬ 
gram  please  forward  or  fax  re¬ 
sume,  complete  with  salary 
history  to: 

PNEUMATIC  SCALE  CORP. 
Attn:  David  Gianini 
4660  W.  Florissant 
St.  Louis,  MO  63115 
Fax  #(314)  381-8199 


. 

DB2/CIG  P/A 
DB2/CSPP/A 
IDMS,  ADS/0 


AS/400  P/A 
SUPER-MICR  P/A 


U-6000/70,  UNIX  S/P 
IM100,  DPS,  IPF  P/A 


'S/2,  "C"  S/E 

OS/2,  PM  P/A 
^  RS-6000,  AJX  S/E 
80X86,  T'  S/E 
MS  WINDOWS  P/A 
m  ORACLE  DBA 
“***  TOKEN  RIM  S/A 

UNIX-"C"  P/A 
INFORMIX  4GL  P/A 

440 1 W.  Tradewinds  Ave. 
Lauderdale  by  the  Sea,  FL  33308 
(305)  7765300 
(305)  7765328  (fax) 
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COMPUTER  CAREERS  EAST 


a  division  of  Sykes  Enterprises,  Incorporated 

SEi  Software  Services  is  one  of  the  premiere  programming 
and  computer  consulting  services  companies  in  the  nation. 
Current  openings  exist  in  the  Southeast  United  States  for 
programmer/analysts,  systems  analysts,  and  technical  support 


Florida 

COBOL.  CICS.  DB-2.  IMS.  DB/DC 

VSAM,  TSO/ISPF.  SQL 

ADABAS/NATURAL 

DAT  ACOWIDEAL 

IDMS/ADSO 

C,  UNIX 

RPG  III,  REXX.  FOCUS 
AIX.  ORACLE.  PacBASE 
UNISYS.  LINC  II 
TANDEM.  SCOBOL,  TAL 
WANG  SPEED  II 

Call  or  send  resume  to: 

SEI  Software  Services 

Dept.  BQ 

11300  4th  Street  N. 

Suite  245 

St.  Petersburg,  FL  33716 
(813)  577-1475 
(813)  578-1372  Fax 

SEi  Software  Services 

Dept.  BS 

901  N.  Lake  Destiny  Road 
Suite  255 
Maitland.  FL  32751 
(407)  875-5788 
(407)  875-3813  Fax 


North  Carolina 

COBOL,  CICS.  DB-2.  SQL. 

REXX.  IMS.  DB/DC 

ADABAS/NATURAL 

DATACOM.  IDEAL 

AS400.  RPG  III  &  SYNON 

HOGAN 

EASEL 

C,  OS-2 

HP  3000.  TRANSACT  IMAGE  &  VIEW 
BAXTER  HEALTHCARE  S  W 


SEI  Software  Services 

Dept.  PL 

7725  Little  Avenue 
Charlotte,  NC  28226 
(704)  542-7100 
(704)  542-5029  Fax 


SEI  Software  Services 
Dept.  TAM 

8000  Regency  Parkway 
Suite  285 
Cary,  NC  27511 
(919)  481-0215 
(919)  460-9094  Fax 


DIRECTOR 

INFORMATION  SYSTEMS 

$70  million  dollar  service  organization  & 
subsidiary  of  Fortune  500  Company,  is  look¬ 
ing  for  a  department  head  for  its  Miami 
Headquarters,  located  in  the  Koger  Center 
near  Doral. 

Individual  should  be  skilled  in: 

PROJECT  MANAGEMENT 
BUSINESS  &  FINANCIAL  APPLICATIONS 
PC'S,  LAN’S  AND  RELATED  SOFTWARE 
HP  MPE/XL  OPERATING  SYSTEM 
DEPARTMENT  ADMINISTRATION  &  BUDGETING 
SOFTWARE  DEVELOPMENT  &  CONTRACTING 

The  company  operates  one  of  the  newest 
HP3000's.  The  position  requires  a  "Hands 
On"  degreed  individual  that  will  manage  the 
operations  and  professional  staff  of  8,  moni¬ 
tor  the  use  of  outside  consultants,  and  will 
report  to  the  V.P.  -  Finance.  B.S.  in  Com¬ 
puter  Science  or  equivalent  required. 

Send  resume  and  salary  requirements  to: 

P.O.  BOX  43-2541 
MIAMI,  FL  33243-2541 


Director  Information  Systems 

High  growth  strategically  focused  North  Caro¬ 
lina  based  marketer  and  manufacturer  of  dura¬ 
ble  goods,  used  in  the  construction  and  repair 
and  remodeling  industry,  seeks  I/S  professional 
with  leadership  and  vision  to  assist  in  conver¬ 
sion  of  I/S  department  to  strategic  and  compet¬ 
itive  advantage  for  the  company. 

Reporting  to  company  officer,  this  position  will 
interact  with  all  levels  of  management  as  well  as 
sister  company  I/S  executives.  Will  be  responsi¬ 
ble  for  all  facets  of  I/S  including  managing  a 
major  development  thrust  which  has  resulted 
in  a  doubling  in  department  size  in  the  last  6 
months. 

Ideal  candidate  will  have  8-10  years  I/S  experi¬ 
ence,  including  department  management  in  an 
A/S  400  shop,  utilizing  remote  P/C  LAN's  and 
will  be  a  forward  thinker  with  strong  organiza¬ 
tional  and  leadership  skills.  Upper  and  Lower 
Case  environment  background  and  MAPICS  a 
plus. 

We  offer  excellent  benefits  and  salary  commen¬ 
surate  with  experience.  Send  resume  with  sal¬ 
ary  history  in  confidence  to:  Personnel  Manag¬ 
er,  P.O.  Box  8006,  High  Point,  NC  27264 


An  Equal  Opportunity  Employer 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING  WORKS 


•  •  • 


Computerworld  recruitment  advertising  has  a 
proven  success  record.  # 


■>  ;*’  ... . 


Just  ask  Linda  Heubscher, 

Manager  of  Employment  for 
a  division  of  Unisys. 

It’s  her  job  to  make 
sure  that  her 
division  has  the 
most  qualified 
and  technically 
trained  personnel  on 
its  team.  And  for  the 
most  successful  recruitment  of 
these  top  computer  professionals,  Linda  counts  on 
Computerworld:  “Our  ads  in  Computerworld  had 
the  resumes  pouring  in  and  the  phones  ringing.” 

Or  ask  any  one  of  the  hundreds  of  companies  who 
regularly  use  Computerworld  to  recruit  qualified 
computer  professionals.  They’ll  tell  you  they  ad¬ 
vertise  in  Computerworld  for  one  simple  reason:  It 

works. 

To  place  your  ad  regionally  or  nationally,  call  John 
Corrigan,  Vice  President/Classified  Advertising,  at 

800/343-6474  (in  MA,  508/879-0700). 


coMwnnc**®5 
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COMPUTER  CAREERS 


Associate  Engineer  40  hrxxs/ 
week;  8:00  a.m.  -  4:30  p.m.; 
$39, 500/year  Job  requres:  Masters 
degree  in  Computer  Engineering  OR 
Electrical  Engneemg.  Job  also  re¬ 
quires:  1)  1  graduate  axrse  cover¬ 
ing  software  engneemg,  and  struc¬ 
tured  analysis  and  design,  and  soft¬ 
ware  life  cycle  methodology;  2)  1 
grad,  course  n  mini  and  micro  com¬ 
puters;  3)  1  grad,  oourse  in  which 
FORTRAN  77,  PASCAL  OR  C  pro¬ 
gramming  language  was  used;  and 
4)  1  grad  course  n  which  Real-time 
programming  techniques  were  used. 
Job  duties:  Analyze,  design,  and  de¬ 
velop  software  fa  corporate  Emis¬ 
sion  Testing  Systems  using  soft¬ 
ware  life  cyde  model.  Analyze  emis¬ 
sion  systems’  requirements,  and  de¬ 
velop  business  designs  using  Your- 
don  methodology.  Develop  test  data 
acquisition  analysis  software.  Test 
emission  test  software  to  ensure 
functional  accuracy  Use  high  level 
programming  language  FORTRAN 
77  n  a  Hewlett  Packard  1000  envi¬ 
ronment.  Qualified  applicants  should 
send  resume  and  verification  of  re¬ 
quirements  to:  7310  Woodward, 
Room  415.  Detroit,  Ml  48202.  Ref¬ 
erence  #3191.  Employer  Paid  Ad 
An  Equal  Opportunity  Employment- 
Paid  Advertisement. 


Systems  Analyst:  Develop  & 
test  advanced  software  pack¬ 
ages  for  service  industries  & 
manufacturers  in  order  to  en¬ 
sure  proper  quality  when  opera¬ 
tive  with  clients.  Prepare  techni¬ 
cal  documentation  &  manuals 
for  use  with  software  packages. 
40  hrs/week.  8am-5pm. 
$35,625/yr.  Must  have  MBA. 
degree.  Must  have  one  year  of 
experience  in  the  position  of¬ 
fered  or  one  year  or  experience 
as  a  Management  Consultant 
E.D.P  Coursework  must  in¬ 
clude  as  part  of  education  sta¬ 
tistical  quality  control  and  oper¬ 
ations  research.  Bachelor's  de¬ 
gree  should  be  in  either  com¬ 
puter  science  or  electrical  or 
electronic  engineering.  Submit 
resume  to:  Illinois  Dept,  of  Em¬ 
ployment  Security.  401  South 
State  Street  -  3  South,  Chicago, 
Illinois  60605,  Attn:  Connie  M. 
Evans,  Ref#  V-IL-1093-E.  An 
employer  paid  ad. 


Systems  Analyst,  40  hrs/wk. 
9:00am  -  5:00pm,  $33,000/yr.  De¬ 
sign,  analysis  and  implementation 
of  financial  management  applica¬ 
tions.  Conversion  of  current  sys¬ 
tem  to  ORACLE  database  includ¬ 
ing  database  maintenance  and 
modification.  Tools:  ORACLE, 
SQL,  COBOL,  mainframe  and  per¬ 
sonal  computers  MS  in  Comput¬ 
ing  and  Information  Science  as 
well  as  one  year  experience  as  a 
Systems  Analyst  or  as  a  Software 
Engineer  required.  Previous  expe¬ 
rience  must  include  work  with  OR¬ 
ACLE,  SQL.  Graduate  coursework 
must  include:  Formal  Language 
and  Automata;  Advanced  Data 
Structure;  Information  Retrieval. 
Must  have  proof  of  permanent  le¬ 
gal  authority  to  work  in  the  U.S. 
Send  resume  to:  ILLINOIS  DE¬ 
PARTMENT  OF  EMPLOYMENT 
SECURITY.  401  South  State 
Street  -  3  South,  Chicago,  Illinois 
60605,  Attention:  Len  Boksa,  Ref¬ 
erence  #V-IL-2142-B,  NO  CALLS, 
AN  EMPLOYER  PAID  AD 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL.C,  SQL, X.  25 


STRATUS 


PL1 , COBOL, C, ON/2 
Fulltime/Consulling  Positions 
available  in  the  US/ABROAD 
VAX  MUMPS  ORACLE  IBM 


STRATEM 
COMPUTERS  INC. 


Call  Irwin 
800-582-JOBS 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.  10001 


Programmer/Analyst  (FL). 
Will  travel  to  Orlando  client 
sites.  Analyze  reqs.,  design, 
program,  implement  &  sup¬ 
port  financial  applies,  sys¬ 
tems  and  maintain  databas¬ 
es.  Utilize  RPG  III  and  CO¬ 
BOL  on  IBM  System/38 
computers.  Knowledge  of 
IBM  AS/400  technology  es¬ 
sential.  Bachelor's  in  Comp. 
Sci.,  Data  Proc.  or  Math.  + 
2  yrs'  exper.  $42K/yr;  40 
hr/wk.  Resume  only  to: 
Fran  Costello  (GS)  RCG / 
Vectron  Systems,  7380 
Sand  Lake  Rd.,  Suite  500, 
Orlando,  FL  32819. 


IMS  DATABASE  DESIGN  ENGI¬ 
NEER  required  Performs  logical 
and  physical  database  designs 
for  large  and/or  critical  application 
systems  Coordinate  all  functions 
from  initial  design  to  final  integra¬ 
tion.  Resolve  complete  design 
and  recoveries  of  IMS,  TSO,  and 
Teradata  online  databases  De¬ 
velops  database  applications  us¬ 
ing  PL/1,  Cobol  and  Assembler 
coding  as  well  as  database  main¬ 
tenance  tools  such  as  Librarian, 
HD  Tuning  Aid,  DB  Monitor,  DB 
Analyser  and  IBM  Data  Dictio¬ 
nary  Responsible  for  utilization  of 
database  design  methodologies 
including  normalization,  transfor¬ 
mations,  and  data  modeling  con¬ 
structs.  Applicants  required  to 
have  a  Bachelors  Degree  or  its 
Equivalent  in  Computers,  Math  or 
Engineering  with  at  least  four 
years  experience  in  the  job  duties 
advertised.  Must  have  proof  of  le¬ 
gal  authority  to  work  in  the  United 
States.  Annual  salary  will  be 
$45,000  00  per  year  for  a  40  hour 
work  week  Additional  salary  up 
to  $54, 000.00/year  may  be  paid  if 
education  and  experience  war¬ 
rant  Interested  applicants  con¬ 
tact  the  Oklahoma  Employment 
Security  Commission,  3105  E 
Skelly  Drive,  Tulsa,  Oklahoma 
74105  (ID  #7202).  Phone:  (918) 
749-6861  Refer  to  job  order 
number  091314.  Ad  paid  by  an 
Equal  Employment  Opportunity 
Employer. 


ANALYST/PROGRAMMER 

Confers  with  end  users  to  ana¬ 
lyze  business  problems  and  pro¬ 
cedures.  Designs  and  develops 
computer  systems,  programs, 
data  bases,  and  management 
reports.  Enhances  efficiency  and 
effectiveness  of  current  auto¬ 
mated  and  manual  systems.  Po¬ 
sition  requires  a  Bachelor's  de¬ 
gree  in  computer  technology 
and  two  years  experience  as  an 
analyst  programmer.  Applicant 
must  be  capable  of  performing 
systems  analysis,  programming 
and  debugging  on  both  an  IBM 
mainframe  and  IBM  (or  compati¬ 
ble)  personal  computers  Re¬ 
quires  working  knowledge  of  ar¬ 
tificial  intelligence  and  expert 
systems,  and  demonstrated  pro¬ 
ficiency  TSO.  COBOL,  DB2,  C- 
Language,  B-Trieve,  DBase  III 
and  XQL  data  base  managers. 
37.5  hours  per  week,  8:00  a  m 
to  4:15  p.m.  Compensation  of 
$32,000  per  year.  Send  resume 
with  social  security  number  to 
Indiana  State  Employment  & 
Training  Services,  10  North  Sen¬ 
ate  Ave.,  Indianapolis,  IN  46204, 
attn:  W.F.  Shepherd.  Include  I  D. 
No.  3288103  with  response. 


“ATLANTA  &  THE  SOUTH” 

DATA  ARCHITECT  ...  TO  $72K 
DB2/CASE  SPECIALIST  TO  $65K 
METAPHOR  ANALYST  .  TO  $63K 
DATA  ANALYST(IEF/IEW)  TO  $60K 
MVS  JES  III  SUPPORT  .  TO  $57K 
STRATEGIC  PLANNER  TO  $55K 

AS/400  MRPII . TO  $55K 

BRANCH  AUTOMATION  TO  $50K 

TANDEM  C/SQL . TO  $50K 

IMS  DB/DC  SYS  PROG  .  TO  $50K 
BAL/CREDIT  CARD  .  .  .TO$45K 
HOGAN  SYSTEMS  ...  .TO  $44K 

RMS/INFOPAC . TO  $40K 

AS/400  COBOL . TO  $40K 

VAX  DBMS/ORACLE  .  .  TO  $40K 

MVS  CICS/DB2 . TO  $40K 

IDMS  ADS/O . TO  $37K 

DATAPRO 

Personnel  Consultants 
1050  Crown  Pte  Pkwy,  Ste  430 
Atlanta,  GA  30338 
404-392-9990 
404-392-1 177(F  AX) 

Over  50  Affiliates  Nationally 


CA& AZ 
CONTRACTS 


P  Murphy  &  AmocIoIoj.  Inc. 

4405  RIVERSIDE  DRIVE,  SUITE  100 
BURBANK.  CA  91 505 
(818)841-2002  (714)552-0506 
FAX:  (818)  841-2122 


CALIFORNIA 

CONTRACTS  PERMANENT 


IBM  390/370  POO,  MVS,  VM 
MVS  Subsystem  Dev. 
VM/CP  Mods,  internals 
VM  SNA/APPC  LU6.2  Dev. 
ESA,  MVS,  VM  Sysprogs 
MS  Windows  SDK,  OS/2  PM 

Relo  expenses  paid  by  Em¬ 
ployers.  Salaries  to  $100K. 

XA  International 

10413  Torre  Avenue 
Cupertino,  CA  95014 
Jim  Turley  (800)  533-7751 
FAX  (408)  446-4750 


CASE  TOOL 
CONSULTANTS 

Analysts  International  Corporation  is 
Minneapolis-St.  Paul's  largest  software  de¬ 
velopment  consulting  team  AiC,  for  over  25 
years,  has  delivered  superior  solutions  for 
companies  of  all  sizes  in  virtually  every  indus¬ 
try.  AiC  is  currently  expanding  Case  Tool  Con¬ 
sulting  services  and  is  in  need  of  experienced 
Case  Tool  Professionals  with  the  following: 

IEF 

IEW 

ADW 

AiC  offers  excellent  benefits/salary,  paid  over¬ 
time  and  decisive  career  development  Min¬ 
nesota  offers  for  your  lifestyle — superb  recrea¬ 
tional,  educational  and  culturalresources. 

For  more  information,  call  Carol  Lee  at  1-800- 
279-1658  or  FAX  your  resume  to  her  at  (612) 
835-4924  or  send  your  resume  to  her  at: 

Analysts  International  Corporation,  Dept. 
C-405,  7615  Metro  Blvd.,  Minneapolis,  MN 
55439-3050.  Equal  Opportunity  Employer 
M/F/H. 


A  Reputation 
You  Can  Be  Proud  Of 


Tel Tech 


In  Search  of  Excellence 

TelTech  Corporation,  an  internationally  recog¬ 
nized  full-service  (consulting  -  software  devel¬ 
opment  -  technical  education  services)  firm,  is 
looking  for  talented  Data  Processing  profes¬ 
sionals  with  experience  in  any  of  the  following: 

CASE  TOOLS  (ADW,  IEW),  Expert  Systems, 
SYS  PROG  -  IMS,  CICS,  FOCUS,  RAMIS, 
DATA  FLEX,  HOGAN-DDA/CICS  -  COBOL, 
DB2/CICS,  DB2/TESSERACT,  CICS/COPICS, 
DB2/CSP,  PHIGS,  PCS/ADS, 

AS400-MAPICS,  AS400-COBOL,  SQL/DS, 
ADABAS/NATURAL,  PL/1/CICS/DB2, 
TOTAL,  C  Language,  AIX  (Brokerage  Exp.) 

Mimimum  1  year  experience.  We  will  relo¬ 
cate/sponsor.  Send  resume/salary  require¬ 
ments  to  our  Corporate  Headquarters,  for 
positions  throughout  the  United  States. 


Tel  Tech 


Corporation 

39  Broadway,  32nd  Floor, 

New  York,  NY  10006 
Attn:  Margaret  Whiting,  Recruiter 
(212)  514-5440  1-800-648-2372 

24  hour  Fax#:  (212)  514-5504 

Equal  Opportunity  Employer  M/F 


Data  Processing 


PC  Software 
Development  Team 

A  major  Ohio  Retirement  System  seeks  PC 

software  development  team  members. 

Long-term  and  short-term  positions  availa¬ 
ble. 

Requirements: 

•  Bachelors  degree 

•  2  or  more  years'  experience  developing 
business  solutions  in  financial  investments 

•  Experience  in  the  design  and  implemen¬ 
tation  of  local  area  network  applications 

•  Superior  oral  8c  written  communication 
skills 


If  you  meet  these  requirements  and  believe 
in  excellence,  please  reply  in  confidence 
with  resume  detailing  qualifications,  experi¬ 
ence  and  salary  history  to:  DA  Confidential 
Reply  Service,  Box  25471-11,  300  Leader 
Building,  Cleveland,  OH  44114. 


$45,000  to  $60,000 

PROGRAMMER/ANALYSTS 

DB2-IMS-MODEL  204 


Recent  acquisitions  have  resulted  in  the  imme¬ 
diate  need  for  experienced  Systems  Analysts 
and  Programmers  for  Louisville,  KY;  Cincinnati, 
OH;  and  the  Indianapolis,  IN  areas. 

Experience  in  large  IBM  environments  utilizing 
Database  and/or  Data  Communication  proch 
ucts  is  preferred.  We  are  developing  large 
database  applications  and  seek  individuals  with 
a  sincere  desire  to  utilize  current  skills  and 
realize  their  growth  potential. 

For  consideration,  send  resume  or  call: 

TCI 


TO 


_  2020  Meidinger  Tower,  Louisville,  KY  40202 

kV  (502)589-3110  FAX  (502)  589-3107 


Data  Processing 


tv* 


What’s  the  one  word  that 
best  describes  a 
Whittman-Hart  Consultant? 


At  Whittman-Hart,  we're  building  the  nation's  premier  consult¬ 
ing  company  dedicated  to  superior  solutions  for  the  IBM 
midrange.. .and  we  hire  only  the  Industry's  top  AS/400  and  S/38 
professionals  to  do  the  job.  These  experts  enjoy  clearly  de¬ 
fined  career  paths,  outstanding  advancement  potential,  su¬ 
perior  compensation  packages,  performance  incentives,  paid 
Insurance,  relocation  allowances,  and  a  wide  array  of  other 
attractive  benefits. 

We  require  Individuals  with  2*  years  solid  System  38  or  1  + 
years  of  AS/400  experience,  RPG  ill  and  proficiency  in  any  of  the 
following: 

•  Technical  Consulting  •  Communlcallons 

•  Project  Mgmt  &  Development  •  Design 

•  CASE  Specialist 

To  explore  a  mutually  beneficial  relationship  with  a  company 
k  that  considers  its  staff  its  most  Important  asset,  send  your 
confidential  resume  to:  Jared  Bobo,  Dept.  CW,  Director  of 
Recruiting,  Whittman-Hart,  377  E.  Butterfield  Rd.,  Ste.  425, 
Lombard,  IL60 148,  FAX:  (708)  852-8595. 
Or  call  (708)  971-2270.  PRINCIPALS 
ONLY.  EOE. 

Whittman-Hart  Positions  are  available  in  Chicago,  In- 

_  ,  .  .  „  ,  dianapolis,  Los  Angeles,  Richmond,  VA 

TheLeadcrlnlBM  Midrange  Solutions  and  Huntsville,  AL 


FLORIDA 

LOOKING  FOR  A 
CAREER  MOVE  WITH 
GROWTH  POTENTIAL? 


Our  Fortune  100  customers  have 
asked  us  to  find  professionals  with 
2+  years  of  experience  who  want 
to  learn  new  skills  and  work  in  high 
tech  environments 

COMPUTERPEOPLE  s  Staff  is 
currently  working  on  assign¬ 
ments  involving: 

IBM 

APPLICATIONS 

CICS/C0B 

M&D 

DB2 

MSA 

ALC 

AA/DCS 

IMS/DL1 

UN IV.  LIFE 

IDMS 

ADR/IDEAL 

TANDEM 

FOCUS 

SC0B0L/ 

AS400 

PATHWAY 

DEC 

TAL 

COMM  S/E 

VAX/VMS 

S/E 

"C"  OR  COB 

VMS/ADA 

GENERAL 

UNIX  C  COMM 
X-WIND. 

ADA 

WANG/C0B0L 
CASE  TOOLS 

Should  you  desire  to  be  a  member 
of  a  strong  team  and  possess  high 

level  skills  in 

one  ot  the  above 

areas,  send  resume  to: 

COMPUTERPEOPLE,  Oipt  506 

12225  28th  St.  N 
St  Petersburg.  FL  33716 

813-573-2626 

20  North  Orange  Avenue,  Suite  1400 
Orlando.  FL  32001 
2005  W  Cypress  Creek  Rd .  Suite  3 
Ft  Lauderdale.  FL  33309 

305-771-8603  800-777-8603 


JJJj  CDfTlPUTERPEOPLE 

"Your  Next  Job 
Is  Our  Business" 


Why  WTW? 


Because  You’re  The  Best 

Wesson,  Taylor,  Wells 

one  of  the  nation's  premiere 
software  consulting  firms  - 
has  challenging  careers 
across  the  country  for  lop 
programmer/analysts  with 
application  development 
expertise 

DEC  VAX,  SMARTSTAR 
Rdb  or  Oracle 

Senior  Positions  Jan.  '91 
Send  resume  immediately 
or  call: 

Wesson,  Taylor,  Wells 

P.O.  Box  1567 
Camden.  SC  29020 

1-800-833-2891 


WTW 


SOFTWARE 

CONSULTING 

SERVICES 


Technical  Support / 
Systems  Analysts 

Information  Retrieval  Companies,  Inc.,  (IRC),  a 
leader  in  providing  systems  management  solu¬ 
tions  for  IBM  mainframe  environments,  is  ag¬ 
gressively  seeking  qualified  individuals  to  join  our 
Technical  Services  Group.  Due  to  continued  ex¬ 
pansion  of  our  client  base,  positions  are  immedi¬ 
ately  available  at  our  New  York,  Denver  and  Chi¬ 
cago  locations  for  professionals  willing  to  pro¬ 
vide  pre-sales  and  post-sales  implementation 
support  to  customers.  IRC  develops  and  globally 
markets  a  comprehensive  set  of  systems  man¬ 
agement  applications  primarily  to  Fortune  1000 
companies. 

We  are  seeking  individuals  whose  credentials 
include  a  strong  knowledge  of  IBM'S  Info/Sys¬ 
tem  and  Info/Management  products.  Experience 
with  the  Info/Management  PMF  and/or  RFT  facil¬ 
ity,  and  general  knowledge  of  TSO  and  VSAM  is 
preferred.  Candidates  should  also  possess  solid 
communication  skills  and  a  broad  working 
knowledge  of  systems  management  concepts. 
Domestic  and  international  travel  is  required. 

These  challenging  positions  offer  excellent  op¬ 
portunities  for  highly  innovative,  motivated  and 
knowledgeable  professionals.  We  offer  a  very 
competitive  base  salary  and  an  attractive  bene¬ 
fits  package. 

For  prompt,  confidential  consideration,  please 
send  your  resume  and  salary  history  to:  Human 
Resources  Department,  IRC,  Inc.,  312  W.  Ran¬ 
dolph  St.,  Suite  610,  Chicago,  IL  60606.  An 
Equal  Opportunity  Employer.  No  phone  calls 
please. 


uIRC 


Senior  Consultants 
and  Programmers 


CW  Systems  Inc.  Is  a  leading 
consulting  firm  specializing  In  custom 
software  development  projects  in 
challenging  environments.  If  you  are 
skilled  in  one  of  the  following  areas, 
please  call  or  send  your  resume: 

•  ADABAS/Natural  •  ORACLE 


DB2/CSP 
IMS  DC 
M204 


•  Natural  Construct 

•  VAX/VMS 

•  Card/EFT  Systems 


CW  Systems  Inc. 


600  Congress  Avenue 
Suite  2780.  Dpt.  CW2/25 
Austin,  Texas  78701 
(512)  469-0245 


2925  Briarpark 
Suite  830,  Dpt.  CW2  '25 
Houston,  Texas  77042 
(713)  781-7466 


14643  Dallas  Parkway 
Suite  865.  Dpt.  CW2/25 
Dallas,  Texas  75240 
(214)  980-0071 
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COMPUTER  CAREERS 


Computerworld/CorpTech  Career  Index 


More  than  two-thirds  of  small  and  medium-sized  high  tech  firms  involved  in  chemicals  are  maintaining  a  stable  hiring 
environment,  based  on  a  survey  of  122  chemical  companies 


Overall 

employment  trends 
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Employment  growth  by  region 
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ANCEL'CS 


TAMPA  —  ORLANDO  —  ATLANTA  —  WASHINGTON.  D.C. 

CIBER  is  one  of  the  largest  privately-owned  computer  consulting  firms.  We  continue  to 
expand  our  operations  and  are  growing  over  30%/year.  More  opportunities,  supetior 
benefits,  and  a  great  place  to  work  are  drawing  the  best  skilled  consultants  to  CIBER.  Among 
today's  requirements: 

UNIX,  C,  SUN  PLATFORM,  X  WINDOWS,  ARC/INFO 
ORACLE,  INGRES,  FORTRAN,  VAX,  ADA.  VMS,  HP  3000 
NATURAL/ADABAS,  IMS  DB/DC,  DB2,  CICS,  CPCS,  FOCUS 

These  are  just  a  few  of  CIBER's  current  needs.  Relocation  assistance  is  available.  Please  call 
or  fax  or  mail  your  resume  ASAP  to  our  headquarters,  or  contact  any  of  our  14  offices. 


CIBER,  Inc  © 

1200  Seventeenth  Street,  Suite  2700 
Denver,  CO  80202 


(800)  800-0271 
Fax:  (303)  572-6405 


CHICAGO  *  ATLANTA 
*  ORLANDO  *  MIAMI 


As  a  leading  provider  of  value-added  manage¬ 
ment  consulting  services  to  Fortune  500  compa¬ 
nies.  Cincinnati  Bell  Information  Systems  (CBIS) 
can  offer  you  all  you  need  for  career  success. 
The  high  demand  for  our  innovative  and  com¬ 
prehensive  software  solutions  has  created 
opportunities  from  PROGRAMMERS  to  PRO¬ 
JECT  LEADERS  with  in-depth  technical  exper¬ 
tise  in: 

•  HOGAN 

•  Banking  Software 

•  AS400  RPG  Ill/COBOL 

•  Knowledgeware/GUI 

•  C/OS2/Windows 

•  Presentation  Manager 

If  you're  interested  in  a  career  with  our  dynamic 
company,  call  or  send  your  resume  to:  Jan 
Ackerman,  Cincinnati  Bell  Information  Systems, 
Dept.  CW1/25,  851  Trafalgar  Court,  Maitland, 

FL  32751 ,  1  -800-243-0420  or  FAX  it  to  1  -407- 
661-8936.  EOE,  M/F/H/V. 


CBIS 


'programmers' 

PROJECT  LEADERS . to  $55K 

TRAVELING  P/A'S  . to  $47K 

JR.  P/A's  (2  yrs  exp.) ....  to  $35K 

LINCII  . to  $50 K 

MAPPER . to  $46K 

EXEC  or  MCP . to  $60K 

COBOL/DMSII . to  $45K 

COBOL/DMSIIOO . to  $50K 

We  specialize  in  the  permanent 
placement  of  UNISYS  Program- 
mers  throughout  the  US.  Current 
positions  are  available  in  the 
West,  SW,  MW,  SE.NE  and  East. 
Service  is  FREE  tothe  candidate. 


COMPUTER  STAFFING 

10061  Talbert,  Fountain  Vly.  CA  92708 

call  800/88UNISYS 


Programmer/Analyst  (FL). 
Will  travel  to  Clearwater 
client  sites.  Develop,  en¬ 
hance  implement  and 
maintain  banking  applies, 
systems,  utilizing  HOG¬ 
AN,  COBOL  &  ROSCOE 
on  IBM  mainframes.  12th 
grade  +  3  yrs'  exper. 
$48.5K/yr;  40  hr/wk. 

Send  RESUME  ONLY  to: 
Ms.  Pat  Ganno,  Job  Ser¬ 
vice  of  Florida,  2312 
Gulf-to-Bay  Blvd.,  Clear¬ 
water,  FL  34625.  Ref.  Job 
Order  #0394531. 


SAN  FRANCISCO  BAY  AREA 

The  saga  continues!. .  .The  Bay  Area  continues  to  hire!. . . 
The  following  skills  are  required. 

Programmer/ A. talysls.  Systems  Programmers 
*  •  sts.  f)BAs 


►  CICS 

*  DB2  Programmer  Analy 

*  IDMS/ADSO  Programmers.  Analyst 

*  AS-400  Programmer.  Analysts 

*  Al.C  Programmers 

*  TPF  Programmers.  Systems  Programmers 

*  HDI  Sr.  Analyst/Programmers 

*  IKE  Sr  Programmer  Analyst 

*  C/UNIX  Programmers,  Systems  Administrators 

»  RDBMS  All  levels  of  ORACLE.  INGRES.  INFORMIX.  SYBASE 

THE  SEARCH  FIRM,  INC. 

595  MARKET  STREET,  SUITE  1400,  SAN  FRANCISCO,  CA  94105 
(415)  777-3900  FAX  777-8632 


COMPUTER/INFORMATION  SERVICES 

Spokane  Public  Schools 

Manage  comprehensive  information  systems  for  large 
school  district  including  computer  services,  printshop,  and 
telecommunications.  Requires  B.A.  degree,  advanced  edu¬ 
cation  in  computer  science  helpful.  Five  years  supervisory 
experience.  Proven  technical  and  managerial  skills. 
$43,500-51,500  per  year  DOE.  Excellent  benefits,  21  days 
vacation  plus  1 1  holidays  per  year. 

Contact:  Spokane  Public  Schools,  200  North  Bernard, 
Spokane,  WA  99201.  (509)  353-3652. 

Applications  must  be  received  by  March  15, 1991 .  Women 
and  minorities  are  encouraged  to  apply. 

Equal  Opportunity  Employer 


NOLA 

COMPUTER 

SERVICES 


CONTRACT  PROGRAMMERS 


Houston  and  New  Orleans 


•  CICS/DB2 
• TELON 


•  FOCUS 

•  DB2 


•  ORACLE 

•  IMS  DB/DC 


If  you  have  1  or  more  years  experience  in  one  of  the  above. 
Call  Us  Toll-Free  at  1-800-347-1670,  or  send  your 
resume  to: 


5100  Westheimer 
Suite  200 
Houston.  TX  77056 
TEL  (7 13)  968-6516 
FAX  (713)  629-6008 


2900  Energy  Centre 
1 1 00  Poydras  St 
New  Orleans.  LA  70163-2900 
TEL  (504)  585-7319 
FAX  (504)585-7301 


We  represent  various  Fortune  100-500 
c  exp  orations  having  knmedate  DP/MIS 
needs  in  the  following  areas: 

CICS  Expert,  -  IBM  3000  MVS/XA;  2 

yrs  4  up.  P/A's,  S/A's,  PL's . 30  -  50k 

Sr.  PA  -  AS400/S36;  3-6  yr„  MAPICS, 

BPICS  or  PM38  helpful . to  43k 

Tech  Support  -  AS400;  OS  Updates; 
PTF's.  Security.  LAN  6  WAN  connecti¬ 
vity  6  Conlguration . to  45k 

Sy»  Prog  -  MVS  2-5  yrs.  OS  Install  4 
Maintain.  Tuning  4  capacity  planning. 
MVS/XA,  CICS,  JES2,  BAL,  SMP/E, 

VTAM  and  DASD . to  55k 

PA  (1 5)  -  IBM.  HP.  DEC,  UNISYS,  PC: 
Cobol,  Dlbd.  basic.  C,  4th  GL:  Relation¬ 
al  DB  4  case  tods . . . 25-45k 

MARBL  has  placed  hundreds  ol  profes- 
ionals  in  1 1  +  years:  You  owe  yourself 
the  best  oppcrtonily  lor  advancement 
Discover  Ibe  MARBL  differ encel 

MARBL  Consultant,  -  DP/MIS  Div. 

1 1 270  West  Park  Place.  Suite  270 
Milwaukee.  Wisconsin  53224-3624 
414/359-JOBS.  FAX:41 4/359-5620 


Computerworld 

recruitment 

advertising 

works! 

That  ’s  because  more 
computer  professionals 
read  more  recruitment  ads 
in  Computerworld  than  in 
any  other  newspaper. 

For  more  information  or  to 
place  your  ad,  call  Lisa 
McGrath  at  800-343-6474 
(in  MA,  508-879-0700). 


COMPUTER  careers 
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Weekly.  Regional.  National. 
And  it  works. 


An  IDG  Communications  Publication 
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A  few  important  tips  on 
recruiting  computer  professionals 


Finding  computer  talent  isn’t  as  easy  as  it  used  to  be.  In 
fact,  there  was  a  time  when  you’d  just  run  an  ad  in  the 
local  newspaper  and  you  could  make  a  hire  without  waiting 
too  long  or  spending  too  much. 

But  times  have  changed.  And  like  so  many  facets  of  today’s 
business,  so  has  the  effectiveness  of  traditional  recruiting 
methods. 

What’s  more,  many  of  today’s  recruiters  don’t  use  today’s 
most  efficient  methods  —  methods  that  save  time  and  money 
for  some  widely  unknown  reasons. 


supply  of  qualified  professionals 
t  meeting  demand 

The  American  Council  on  Education  reports 
that  the  number  of  college  students  choos¬ 
ing  computer  careers  is  down  two-thirds 
since  1982.  To  make  matters  worse,  there 
are  more  computers  in  today’s  business 
that  require  the  skills  of  this  shrinking  mar¬ 
ket  than  ever  before.  And  while  you  may 
never  consider  the  company  next  door 
your  competitor,  it  likely  is  competing  for 
the  same  computer  talent  today.  The  result 
is  a  classic  supply/demand  problem  that 
isn’t  changing  for  the  better  -and  that’s  sure 
to  make  your  recruiting  tougher  in  the  ’90s. 


Supply  Demand 


Ads  in  local  papers  don’t  reach  your 
major  hiring  market  anymore 

That’s  because  they  generally 
reach  “active”  job  seekers  — 
those  who  actively  seek  out  the 
local  newspaper  to  find  jobs  — 
and  who  a  recent  Computerworld 
job  satisfaction  survey  found  to 
represent  2  in  10  of  today’s  com¬ 
puter  professionals.  The  study 
also  found  that  7  in  10  of  today’s 
computer  professionals  are  “pas¬ 
sive”  job  seekers  —  those  who 

would  consider  new  job  options,  but 
likely  never  look  for  them  in  the  local 
newspaper.  (The  remaining  small  per¬ 
centage  are  “non-movers”  content  with 
long-term  jobs.) 

In  short,  this  means  that  your  ad  in 
today’s  local  newspaper  reaches  no 
more  than  20  percent  of  today’s  com¬ 
puter  job  seekers.  What’s  worse,  if 
you’re  not  using  other  vehicles  that 
reach  far  more  job  seekers,  your  local  newspaper  expenses 
are  as  inefficient  as  their  limited  audience. 

More  job  seekers  see  your  ad  in 
Computerworld  than  in  any  other 
newspaper  —  Sunday,  daily,  or  trade 

That’s  because  Computerworld  reaches  over  629,000  qualified 
computer  professionals  every  week  the  largest  audience  of 
its  kind  and  one  that’s  rich  with  passive  and  active  job  seektrs 
That’s  why  more  companies  advertise  more  jobs  in  Compu¬ 
terworld  than  in  any  other  professional  newspaper.  And  why 
Computerworld  is  the  single  place  where  America’s  computer 
professionals  expect  to  see  the  most  jobs  every  week. 


For  every  10  of  today’s 
computer  job  seekers  . . . 
2  are 

Active  □  □ 


7  are 

Passive  □□□□□□□ 
1  is  a 

Non-mover  □ 
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Computerworld  gives  you 
regional  editions 

A  key  option  when  you  need  a  re¬ 
gional  candidate  and  want  to  avoid 
national  response  and  relocation. 

Yet  if  your  search  is  national  in 
scope,  Computerworld  can  also 
give  you  more  widespread  national 
exposure  than  any  other  source. 

Computerworld  needs  just  3  working 
days  for  your  ad  to  appear 

That’s  comparable  to  most  local  newspapers.  And  why  your  ad 
can  quickly  appear  in  the  next  issue  to  start  generating  quality 
response. 

Computerworld  costs  no  more 
than  local  papers 

And  with  a  regional  rate  of  just  $166.32  per  inch,  your  cost-per 
qualified  candidate  reached  is  better  than  any  newspaper  — 
Sunday,  daily  or  trade.  Or  just  about  any  other  source,  for  that 
matter. 

Computerworld  leads  candidates  to  your  ad 

Just  look  at  this  week’s  Computer  Careers 
section.  You’ll  find  a  career  editorial  topic 
that  will  stir  the  interest  of  virtually  any 
computer  job  seeker  —  passive  or  active. 

It’s  just  one  of  countless  reasons  Compu¬ 
terworld  is  America’s  newspaper  of 
choice  on  computing.  No  matter  how 
much  the  times  change. 

And  while  times  may  change,  some 
things  won’t.  Whether  you  use  computers, 
make  computers,  or  sell  products  and  ser¬ 
vices  for  computers,  Computerworld  is 
still  your  major  source  of  news  today.  And 
your  major  source  of  computer  professionals  tomorrow. 


Regional 

Editions 


National 

Editions 


For  more  recruiting  tips,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/343-6474  (in  MA, 
508/879-0700). 


Weekly.  Regional.  National. 
And  it  works. 


MARKETPLACE 


Users  find  more  savings 
in  leasing  used  equipment 


The  short-term  savings  provided 
by  leasing  has  long  been  a  lure 
for  information  systems  man¬ 
agers  not  wishing  to  tie  up 
funds  or  get  locked  into  technol¬ 
ogy  that  will  someday  be  outdated.  Dur¬ 
ing  a  recession,  managers  are  even  more 
likely  to  lease  to  cut  costs.  In  addition, 
they  turn  to  used  equipment  rather  than 
new  to  garner  extra  savings.  This  shift 
in  buying  patterns  is  causing  only  a 
small  rise  in  overall  leasing  revenues  be¬ 
cause  less  income  is  generated  from  used 
systems.  These  are  the  views  of  Computer 
Dealers  and  Lessors  Association 
(CDLA)  President  Ken  Bouldin,  who 
spoke  with  Associate  Editor  Cathy  Duffy 
about  the  recent  CDLA/ Gartner  Group, 
Inc.  1990 survey  of  leasing  vendors. 

AQ  Why  are  users  starting  to 
•  lease  more  used  equipment? 

In  1989,  there  was  still  a  lot  of  new 
•  equipment  being  shipped,  so  there 
were  more  opportunities  to  lease  new 
equipment  than  used.  But  now,  the  gener¬ 
al  economic  conditions  are  causing  compa¬ 
nies  to  tighten  their  belts  and  lease  used 
equipment  at  substantially  lower  prices. 


A Q  When  would  users  be  forced 
•  to  lease  new  systems? 

They  would  have  to  lease  new 
•  equipment  in  cases  where  the  ap¬ 
plication  absolutely  requires  leading-edge 


capabilities,  or  if  a  piece  of  equipment  is 
just  not  available  on  the  used  market. 

QHow  much  savings  could  a 
•  user  potentially  achieve  by 
leasing  used  computers  over  new? 

Alt  all  depends  on  the  type  of  equip- 
•  ment.  If  a  customer  were  to  lease  a 
very  late-generation  machine  that  was 
still  selling  at  a  high  percentage  of  its  new 
price,  then  the  savings  would  be  small  — 
maybe  10%  to  15%.  But  it’s  not  uncom¬ 
mon  to  find  machines  that  are  trading  at 
only  20%  of  the  list  value.  In  those  cases, 
the  savings  could  be  in  excess  of  50%. 


O*  If  th' 
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the  leasing  industry  is 
making  less  money  because 
toward  used  equipment, 
will  overall  leasing  prices  rise? 

A  No.  Leasing  companies  will  not 
•  boost  prices  to  compensate  for  any 
losses  because  the  competition  is  too 
keen.  Users  will  see  the  leasing  companies 
tightening  their  belts  in  other  ways  — 
mainly,  by  surviving  on  a  lower  volume 
and  diversification  of  product  offerings. 

A Q  What  does  the  future  hold 
•  for  the  leasing  industry? 

The  entire  future  of  the  leasing  in- 
*  dustry  of  high-tech  equipment  and 
computers  is  going  to  hinge  on  IBM.  It 
sets  such  a  pace  and  direction;  you  might 
say  it’s  the  barometer  of  the  industry. 


LEASING  INDUSTRY  OVERVIEW 


The  buy,  sell  or  trade 
arm  of  leasing  is  slowly 
edging  ahead 

U.S.  computer  lessor  and  dealer  industry 
volume  growth  trends  (in  billions) 


Leasing 


Buy,  sell,  trade 


Total: 
Total:  $21.5 


*  Estimated 


Total: 

$22-23* 


$15.7- 

$16.7 


$6.3* 


FY  ’90* 


Users  are  more  likely  to 
lease  used  mainframes 
than  workstations 


New:  Used: 
30%  70% 


Large  systems 


1 


New:  Used: 
37%  63% 


Midrange  systems 


Top  concerns  identified 
by  leasing  companies 

1 .  IBM/IBM  Credit  Corp.  (ICC)  practices 

2.  Competition 

3.  Economy 

4.  Product  life  cycles 

5.  Funds  availability 

6.  Vendor  captive  practices  (non-ICC) 

7.  Tax  laws 


Source:  CDLA/Gartner  Group 


Buy /Sell/Lease 


Ocean  Computers,  Inc. 

NEW  &  USED- 
THE 

LOWEST  PRICES 
ANYWHERE! 

IBM  AS/400 

919  Santa  Monica  Blvcl. 
Santa  Monica,  CA  90401 
800-331-8283 
213-394-1561  (in  CA) 

FAX  213-394-2634 

£ _ -  —  =_  s“S  Computer  D alters 

=  ==:  sUMsOTAwxatur' 

•9332,  9335, 

9336  DASD 

•9348,  3440  TAPE 

•  3476,  3477 

ALL  MODELS 

FLEXIBLE  LEASE  PLANS 

IBM  SPECIALISTS 

SELL  •  LEASE  •  BUY 
S/34  S/36  S/38  AS/400 

3741  3742 

*  New  and  Used  *  IBM  Maintenance  Guaranteed 

*  All  Peripherals  *  Immediate  Delivery 

*  Upgrades  and  Features  *  Completely  Refurbished 


800-251-2670 

IN  TENNESSEE  (6X6)  847  4031 


COMPUTER  MARKETING 

cf,  '  C-. 


PO  BOX  71  •  610  BRYAN  ST.  •  OLD  HICKORY,  TN  37138 


New/Reconditioned 


Equipment 


Whatever  your  re¬ 
quirements  are  for  Digi¬ 
tal  Equipment,  call  CSI 

first!  Buying,  selling,  trading, 
leasing,  consignments  -  we 
do  it  all! 

CSI  sells  all  equipment 
with  a  30  day  unconditional 
guarantee  on  parts  and  labor 
and  is  eligible  for  DEC 
maintenance. 

Offering  systems,  disk 
dnves,  tape  dnves,  printers, 
terminals,  memory,  options, 
boards,  upgrades  and  many 
more 


CS. 


\  Compurex 
Systems,  Inc. 


83  Eastman  St. 
Easton,  MA  02334 
Call  Toll-Free 


1-800-426-5499 
In  Mass.  (508)  230-3700 
FAX  (508)  238-8250 


o 

r* 

<o 
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IN-HOUSE 

TECHNICIANS 

Buy 

Sell 

Lease 


slmon 

systems 

Inc. 


9 

3 

7 

O 

j 

s 


Most  Machines, 
Upgrades.Peripherals 
&  Features  in  Stock 

Now  Supplying 
ES/9000-9221’s 

Call  us  for  a  quote 
708-831-1255  Fax:  708-831  -1257 

Executive  Infosource 

1530  Eastwood  Ave. 
tt  100  Highland  Park,  IL  60035 


9 

2 

2 

1 

3 

S 


HI  UPS  BATTERIES  Mf 


IntraPack  builds  and  maintains  sealed  battery 
systems  in  cabinets  and  on  racks, 
from  5KW  to  750KW. 

•  Battery  systems  can  be  sized  to  replace  older 
existing  systems  or  incorporated  with  new  UPS. 

•  Batteries  in  stock,  and  ready  for  delivery. 

•  Service  is  available  on  all  systems. 

To  leam  more  about  IntraPack  quality,  ask  for  our  brochure. 


11910  Shiloh  Road 
Suite  118 

Dallas,  Texas  75228 


IntraPack 


Call  Today! 
214-270-5504 
Fax:  214-270-5206 


Buying 

Selling 

dec ■ SUN 
Data  General 
Plus 

All  Peripherals 

Call  DCC 

617-837-7255 

or 

301-750-7200 


REFURBISHED  USED 

DATA  CENTER  ENVIRONMENTALS 

•UPS  SYSTEMS 
•POWER  CONDITIONERS 
•STANDBY  GEN  SETS 
•COMPUTER  ROOM  A  C 
•ACCESS  FLOORING 
•HAL0N  SYSTEMS 


Computer  Site  Technologies.  Inc 
- - 


262  S  Military  Trail 
Deerfield  Beach  Fl  33442 

1-800-226-0784 


FOR  SALE 

FPS  Computing 
System 
Model  64/164 

Will  configure  with  Disk, 
Memory  &  Max.  Boards 
to  meet  your  needs. 
Other  FPS  Computing 
Systems  available 

International 
Computing  Systems 

800-522-4272 

Fax:  612-935-2580 
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CLASSIFIED 


Buy/Sell/Lease 


•  Data  General 

•  Fujitsu 

•  Data  Products 

•  CDC 

•  Printronix 

•  Zetaco 

BUY  SELL 
TRADE 

617/982-9664 

FAX' 

617/671-4456 


AS/400 

UNATTENDED 

BACKUP 

with  the  high  performance,  high  capacity 
Magna  Data  Vault  from  WPB: 

■  4  mm,  8  mm  or  9-Track 

■  2.5,  5,  10  or  15  Gigabytes 

■  Desk  Top  or  Rack  Mounted 

■  Backup  System  available 

for  every  AS400  environment 

■  Upgradable  with  Compressed  Board 

Also  available  with  OZONE, 
a  comprehensive,  easy-to-use,  menu- 
driven  backup/recovery  software. 


Office  Automation 


cupb 

omation  p  Experts  S 


Since  1978 


1-800-223-9264 

Authorized  Magna  Dealer  Authorized  TCBC  Dealer 


MARCH 

Editorial  Topics  and 
Closing  Dates 


Marketplace  Section: 

Shopping  for  Used  PCs 

Product  Spotlight:  Project 
Management  Software 
Close:  March  5 


11 


Marketplace  Section: 

Legal  Eye  Column 
Executive  Report:  Evaluating 
Advanced  Technologies 
Close:  March  12 


18 


Marketplace  Section: 

Selecting  an  E-mail  Package 

Product  Spotlight:  Software 
Maintenance  Tools 
Close:  March  19 


25 


§ 

i 

o 


< 


s 


Series/1  to  RS/6000 
Migration  Services 


SERIES/1 


RS/6000 


SYS  36/38 


AS/400 


9370 


4300 


RT 


Buy  -  Sell  -  Lease 


61 2-942-9830 


DATA  TREND 

10250  Valley  View  Road,  Suite  149 
Eden  Prairie,  Minnesota  55344 


SHORT 

TERM 

LEASE 

4381  P23 
$7, 500/mo 
6  months 

Midwest  Computer 
708/963-6500 


The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  February  15, 1991 


Closing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$300 

$450 

$200 

XT  Model  086 

$500 

$550 

$450 

XT  Model  089 

$500 

$625 

$400 

AT  Model  099 

$650 

$775 

$500 

AT  Model  239 

$750 

$925 

$700 

AT  Model  339 

$925 

$1,000 

$900 

PS/2  Model  30-286 

$1,100 

$1,200 

$1,000 

PS/2  Model  60 

$1,400 

$1,700 

$1,300 

PS/2  Model  70P 

$3,300 

$3,500 

$2,500 

Compaq  Portable  II 

$900 

$1,050 

$875 

Portable  286 

$1,100 

$1,350 

$1,000 

SLT  286 

$2,300 

$2,500 

$2,000 

Portable  386 

$2,300 

$2,500 

$2,200 

LTE  286 

$2,200 

$2,500 

$1,900 

Deskpro  286 

$800 

$1,000 

$700 

Deskpro  386/20 

$2,850 

$3,000 

$2,300 

Apple  Macintosh  Plus 

$800 

$975 

$700 

SE 

$1,150 

$1,350 

$1,100 

II 

$2,650 

$2,800 

$2,400 

IIFX 

$6,300 

$6,500 

$6,200 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 


DEMPSEY. 

WHERE /BM  QUALITY  IS 
SECOND  NATURE 


•  SEP/ES/1 
• 9370 
• 4381 
AS/400 


BUY-LEASE-SELL 
•  Processors 
•  Per/phera/s 
•  Upgrades 

For  pretested  equipment,  f/exib/e  financing, 
configuration  p/anning,  technical  support 
and  overnight  shipping  caii 


•  SYSTEM 36/38  . 

po/Air  of  sale  /800J 888-2000. 

Dempsey 


BUS/A/ESS  SYSTEMS 

Where  /BM Qua/if y is  Second  Nature. 

18377 Beach  BM.,  Suire  323  •  Hun/ingfon  Beach, 
CA  92648  •  [714 J  847-8486  •  FAX:  / 714)  847-3149 


CDLi 


*  £&  Computer 

=  &  Lessors 


Dealers 

Association 


IBM  BUY  SELL  LEASE 


That's  because  Dona  offers  the  fall 
range  of  new  and  used  IBM  midrange 
systems  and  peripherals,  os  well  as 
third-party  peripherals. 

So  call  Dona  today,  and  relax  while  we 
save  you  time  end  money-  no  sweat! 

O  Dana 

Serving  midrange  systems 
users  worldwide  since  1979 
Californio  800.433.4148  213.830.9009 
Connortkot  800.634,5516  203.359.8040 
Ohio  800.255.7560  614.899.0204 
Ariiooo  800.433.4148  602.266.0645 


SPECTRA 

EQUIPMENT  CORPORATION 


(714)970-7000  (800)745-1233  (714)970-7095  fax 
BUY  SELL  RENT  LEASE 


ANAHEIM 

CORPORATE 

CENTER 

5101 E.  La  Palma  Ave. 
Suife  206 
Anaheim 
California  92807 

LOS  ANGELES 
SAN  JOSE 
SEATTLE 


:  =  — 

XEROX 

9370, 4381 

MicroVax 

2700 

AS400,  S/36, S/38  VAX  6000 

3700 

Point  of  Sale 

VAX  8000 

4050 

CAD/CAM 

PROCESSORS 

4090 

Series/1 

PERIPHERALS 

8790 

Banking 

UPGRADES 

9790 

dutecpiUy  .  ,  .  (Ae  Sfrectm  difference 


A  full  line  IBM  and  Digital  computer  dealer 


CALL  TODAY 
fOR  A  QUOTE 


1 -800-ICE-BUYS 


BUY  •  SELL  •  LEASE  •  NEW  •  USED 
PERIPHERALS  •  SYSTEMS  •  UPGRADES 


VT  420  New  $495 
VT  320  New  $420 
VT  220  Used  $225 


New  loaded  $7,500 
Apollo  DN2500 
1 1 73  System 
Microvax  ll/lll 


8600  System 
855-CB-AP 
HSC  50-AA 
HSC  5X-BA 


SOSBQ0O 

IrDalaGi  nil 

^'surt 

apollo 


TEL:  (617)  585-8688 .  FAX:  (617)  585-9177 
163  MAIN  ST. .  KINGSTON,  MA  02364 


1 1  Hd 


INTERNATIONAL  COMPUTER  EXCHANGE,  LTD. 


NEW  and  USED 
1000  •  3000  •  9000 
Including  Spectrum 

BUY  •  SELL  •  TRADE  •  RENT  •  LEASE 
Processors  •  Peripherals  •  Systems 

All  in  Stock  -  Immediate  Delivery 
All  warranted  to  qualify  for  manufacturer's  maintenance 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/926-6264  213/419-2200 

FAX  213/419-2275 


VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround  •  Dependable  Products 
•  Upgrade/ Add-On  Flexibility 


EAST  COAST 
(516)  273-7777 


WEST  COAST 
(206)  392-9878 


WE 

BOUGHT 


By  the  thousands. 

As  a  result  of  our  thousands  of  purchases  of 
new  and  used  IBM  systems  of  all  sizes,  shapes 
and  descnptions,  we  are  offenng  you  great 
savings  on  IBM  AS/400's,  36’s,  tapes,  drives, 
printers  and  penpherals,  as  well  as  all  upgrades 
As  a  specialty  we  offer  multiplexors, 
modems,  protocol  converters  and  PS/2’s 
If  you  have  a  need  to  buy  or  sell,  call  us  first 
and  DEAL  DIRECT  with  the 

^  COMPUTER 

MARKETPLACE 

-1  800-858-1144 

In  CA  dial  (714  735  2102  205  East  5th  Street  Corona  CA  91719 

SUM  IS  A  Ri.GiST1.RI ! >  TRAD)  MARK  <>l  INT)  RNATIONAI  HUSINI.SS  MACHIN)  S  INC 
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COMPUTER  BROKERS,  INC. 
2978  Shelby  St.,  Memphis,  TN  38134 

’Since  1974’ 
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CLASSIFIED 


Buy/Sell/Lease 


«$>** 


COMPUTER  ROOM 
EQUIPMENT 

UEBERT 

Computer  Room  Air  Conditioners 
3  thru  22  Ton  Units 
Main  Frame  Chillers 
3  thru  12  Ton  Units 
Power  Distribution  Units 
30  thru  225  KVA 

FILLER 

40  &  75  KVA  Silentblocks 

LIEBERT,  EXIDE,  EMERSON 
EPE&IPM 

18.75  -  556  KVA  UPS  Systems 

RAISED  ACCESS  FLOORING 

Thousands  of  square  feet  in  stock, 
wood  and  steel. 

All  items  listed  are  reconditioned  with  warranty 


dp 

■  support 


DP  SUPPORT 

P.O.  Box  1409 
Plano,  TX  75086 
214-422-4551 
214/578-1236  Fax 


ANOTHER 
REASON  WHY 
COMPUTERWORLD’S 
MARKETPLACE 
PAGES  WORK ... 


Computerworld  is  the  only  computer  publica¬ 
tion  to  give  readers  an  established  classified  ad¬ 
vertising  resource  for  over  two  decades!  And 
since  Computerworld  has  been  the  weekly  com¬ 
puter  newspaper  of  choice  since  1967  -  that 
means  Computerworld’s  loyal  readers  will  ex¬ 
pect  to  see  your  classified  message  in  Comput¬ 
erworld’s  Marketplace  Pages! 

To  place  your  ad,  call  John  Corrigan,  Vice  Pres¬ 
ident/Classified  Advertising,  at  800/343- 
6474  (in  MA,  508/879-0700). 


COMPUTERWORID _ 

Where  all  computer  buyers  and  sellers  go  to  market. 


Conversions 


CONVERSION 

EXPERTS 


CICS  MACRO 
to  COMMAND 

BAL  or  COBOL 

Many  new  features,  pricing  and 
service  options. 

CONVERSION  PRODUCTS/SERVICES 

NEOSYNETICS,  INC. 

2860  Des  Plaines  Ave.,  Suite  375 
Des  Plaines,  Illinois  60018 
708/299-0900 
FAX:  708/299-6044 


PC  Rentals 


PC  RENTALS 

t\i< 

■  mO 


Also  Available: 

•  IBM  PS/2  •  Compaq 

•  Macintosh  •  Laser  Printers 

•  Laptops  •  Portables 

Next  Day  Delivery 
Anywhere  in  the  U.SA. 


Computer  Rental 


1  -800-765-4727 


Peripherals/Supplies 


3480 

running  on 

PCs 

Interested  in 
freeing-up 
mainframe 
time? 

Call  Shaffstall 
Corporation 
and  ask  about 
the  PC -3480 
for  PC  or  PS/2 
800-248-3475 
FAX:  317-842-8294 


It’s  the 

Classified 

Marketplace 

Reach  Computer 
Professionals  Where 
They  Shop  For: 

□  Buy/Sell/Lease 

□  Conversions 

□  PC  Rentals 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Communications 

□  Graphics/Desktop 

Publishing 

□  Time/Services 

□  Bids/Proposals/ 

Real  Estate 

□  Business  Opportunity 

800343-6474 

(in  MA.,  508/879-0700) 


Bids/Proposals/Real  Estate 


SOLICITATION  NOTICE 

The  New  York  City  Department  of  Personnel  is 
soliciting  Request  For  Proposals  for  the  reloca¬ 
tion  of  a  data  center  and  peripheral  equipment 
as  well  as  cable  design  ana  implementation  to  a 
new  site.  Please  request  documents/information 
from  the  department's  Division  of  Management 
Information  Services,  220  Church  Street,  Room 
237,  New  York,  NY  10013,  Attn:  Cheryl  Cham¬ 
pagne  (212)  566-6212/6213.  Vendors  please 
respond  on  or  before  March  11, 1991,  5:00  p.m. 


Software 


Discount 


SAVE 
25%  -  60% 

On 

Application 

Software 

& 

Development 

Tools 

•  Dos, Windows, 
OS/2, Unix 

•  VISA,  MC.C.O.D, 
P.O.'S  (With  Approval) 

•  Volume  Discount 

•  Large  Selection 

WindowWare 

Express 

1-800-732-8610 


Software 


HELP-DESK 

SOFTWARE 


HELP  EXPRESS  is  a  LAN  based 
preemptive  support  tool  Powerful  text 
searching  allows  less  technical  personnel 
to  solve  60%  of  initial  calls  through  past 
problem  look-up  and  on-line  procedures 
HELP  EXPRESS  allows  multiple  support 
people  to  respond  while  tracking  a 
request  Ad-hoc/standard  reports 
identify  problem  areas/equipment/ 
software-combinations  of  needed 
training  Hot  key  to  DOS  or  terminal 
emulation 

SOFtWARt  MARKETING  GROUP.  IRC 

call  toll  rate 

(800)395-0209 


Full  Working  Demo  Available! 


VIKING 

DATA  ENTRY 

Professional  Quality 
Software 

•  Used  by  U  S.  Census 

•  Advanced  validation 

•  Sequential/ISAM  files 

•  MS/DOS,  UNIX,  XENIX, 
VMS,  AIX 

•  Technical  support 

•  Re-key  verify 

Viking  Software  Services 
4808  E.  67th  St„  Ste.  100 
Tulsa,  OK  74136 

918/491-6144 

FAX:  918/494-2701 


CLASSIFIED 

MARKETPLACE 

Where  Computer 
Professionals  Shop 

(800)  343-6474 

(in  MA;  508/879-0700) 


Go  Shopping 
in... 

Computerworld's 

CLASSIFIED 

MARKETPLACE 

Call  for  all 
the  details 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
MARKETPLACE 
PAGES  WORK ... 


Computerworld’s  Classified  Marketplace 
penetrates  computer  using  companies  in 
all  key  industries.  Because  Comput¬ 
erworld’s  total  audience  blankets  key  ver¬ 
tical  markets  that  are  major  users  -and 
major  buyers  -  of  computer  products  and 
services. 


Computerworld’s  Total  Audience  by  Industry 

Manufacturing  (excluding  computers) . 78,021 

Finance,  Insurance,  Real  Estate  . . 71,729 

Education,  Medical,  Legal . 59,145 

Wholesale  &  Retail  Trade . 26,427 

Business  Services  (excluding  IS) . 45,932 

Government . 62,291 

Utilities,  Communications  Systems,  Transportation  Services . 58,516 

Mining,  Construction,  Petroleum  &  Refining . 17,618 

Manufacturers  of  Computers  &  Peripherals . 63,550 

Systems  Integrators,  VARs,  Computer  Service 

Bureaus  and  Consulting . 100,673 

Computer  Dealer,  Distributor,  or  Retailer . 16,989 

Other . 28,313 

Total . 629,204 


♦Source:  Projected  Total  Audience  Research  Study  Conducted  Among  Paid 
Subscribers  of  Computerworld,  IDG  Research  Services,  August  1990. 


To  place  your  ad,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at  800/ 
343-6474  (in  MA,  508/879-0700). 


COMPtntRWORlD 

Where  all  computer  buyers  and  sellers  go  to  market. 
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CLASSIFIED 


Time/Services 


Classified 

Marketplace 

needs  only 
3  days  notice 
to  run  your  ad!  Call: 

(800)  343/6474 

(in  MA:  508/879-0700) 


REMOTE 

COMPUTING 


r  i 

•We  locate  COMPUTER 
TIMESHARING,  includ¬ 
ing  OUTSOURCING  on 
ALL  mainframes. 

•Since  1968  we  have 
found  your  LOWEST 
prices  from  over  800 
nationwide  data 
centers. 

•NEVER  a  charge  to  the 
Buyer,  because  our  fee 
is  paid  by  the  Seller. 

CALL  DON  SEIDEN  AT 

COMPUTER 
RESERVES,  INC^ 


(201 )  882-9700 


Advertise  Your 
Products  In  The 

Classified  Marketplace 


Featuring 


Hardware 

□ 

Software 

PC  Rentals 

□ 

Conversions 

Time/Services 

□ 

Buy/Sell/Lease 

Communications 

□ 

Peripherals/Supplies 

Business  Opportunities 

□ 

PC  Products 

Bids/Proposals/Real  Estate 

□ 

PC  Rentals 

Graphics/Desktop  Publishing 

Reach  over  612,000 
information  systems  professionals 
by  placing  your  company's  message  in 

Classified  Marketplace. 


Name: 
Title:  _ 


Company:. 
Address:  _ 

City: _ 

State: _ 


Zip:. 


Telephone: 
Ad  Size: 


.  columns  wide  x 


inches  deep. 


□  I  am  enclosing  ad  material  with  this  form. 

Return  this  form  and 
advertising  material  to: 

Computerworld 
Classified  Marketplace 

375  Cochituate  Road,  Box  9171 
Framingham,  MA  01701-9171 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 


COMPUTERWORLD 

Where  alt  computer  buyers  and  sellers  go  to  market. 


Financial 

Technologies 


Innovative,  Responsive, 
Quality 

a  few  words  that  describe 
the  most  complete 
computer  processor 

offering . 


IBM  3090,  MVS/XA, 
MSA,  DB2,  VM/HPO, 
TSO,  CICS/VSAM 
and  a  multitude  of 
third  party  software 

the  complete  source  for 
...  outsourcing  ... 

1-800-443-8797 

14300  Sullyfield  Circle 
Chantilly,  Virginia  22021 


Mind  Your  Own 
Business... 

And  We’ll  Handle  Your  Data  Processing 

•  IBM  3090  Computers  with  MVS/ESA 
and  VM/XA  Technology 

•  Extensive  Nationwide  Telcom  Network 

•  Extensive  Library  of  Third  Party  Software 

Control  your  costs  and  gain  flexibility  to  grow  or  downsize. 
Let  SunGard  Computer  Services  handle  your  data 
processing  needs.  We've  been  doing  "outsourcing"  for  over 
15  years.  For  more  information,  call  toll-free  800-441-4203, 
in  PA  215-387-3890,  in  NY  212-943-9540. 

SUNGARD 

COMPUTER  SERVICES  INC. 


OUTSOURCING  AND 
REMOTE  COMPUTING 


IBM  MVS/XA  • 

Environment  • 

DB2,  IDMS/R,  Model 
204  and  4GLs 
Professional  Support 
Staff 

Experienced 
Migration  Manage¬ 
ment  Team  • 

Simplified  Pricing  • 

and  Invoicing 


AS/400 

Full  Supporting 
Sen/ices 

-  Media  Conversion 

-  Laser  &  Impact 

Print  Facility 

-  Application 

Programming 
Technical  Support 
24  Hours  a  Day  - 
7  Days  a  Week 


May  &  Spelt,  inc. 

1501  Opus  Place.  Downers  Grove,  IL  60515-5713 

1(800)  729-1501 

For  More  Information  Contact:  Tony  Rameri 


CONTROL 


Remote  Processing  that 
puts  you  in  control. 

•  VM/XA,  MVS/XA, 

DOS/VSE  c  nr  1C  rr 

•  Expert  Professional  Staff 

•  Disaster  Recovery  Services 

•  Satellite  Communications 

•  Printing  &  Mail  Services 


>  Guaranteed 
Service  Levels 
'  Fixed  Pricing 


Agway  Data  Services  Inc. 
Call  1-800-ADS-7U2 


COST-EFFECTIVE 
COMPUTING  SERVICES 
for  TODAY  and.... 


COMDISCO  COMPUTING 
SERV  ICES  CORP. 

Provides  you  with: 

REMOTE  COMPUTING 
COMPUTER  OUTSOURCING 
FACILITY  MANAGEMENT 

Featuring: 

•  IBM®  CPUs  and  Peripherals 

•  Systems  Software: 

MVS/ESA,  MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA,  VM/SP, 
DOS/VSE,  HPO,  CMS 

•  Application  Software: 

Database  Management 
Application  Development 
4/GLs  Graphics 

Statistical  Analysis 

•  Multiple  Communications 
Methods 

•  Technical/Operations/ 
Production  Support 

•  Automated  Tape  Handling 

•  ULTRA-Secure  Data  Center 

•  Advanced  Laser  Printing 

•  Disaster  Recovery  Services 

Call:  Robert  Marino 

201-896-3011 

mm\/co 


COMDISCO  COMPUTING 
SERVICES  CORP. 

430  Gotham  Parkway,  Carlstadt,  NJ  07072 


ICOTECH 


MVS/XA 

TSO/ISPF/SDSF 

CICS 

ADABAS 

LIBRARIAN 


VTAM 

FILE-AID 

INTERTEST 

SAS 

$AVRS 


DB2 

SIMWARE 

ACF2 

ADC2 


-  24  hour  availability  -  Uninterrupted  Power 

-  International  access  Supply 

-  Superior  technical  -  Certified  on-site  vault 

support  staff  -  Disaster  recovery 

-  Impeccable  service 

Call  Now  -  Solve  Your  Computing  Worries 
TODAY  &  TOMORROW! 
(201 )  685-3400 


REMOTE  COMPUTING  OUTSOURCING 


•  MVS/ESA 

•  MVS/XA 

•  DB2 


•  CICS 

•  TSO 

•  IMS/DBDC 


•  VM/370 

•  CMS 

•  DOS/VSE 


OVER  1 50  SOFTWARE  PRODUCTS 

•  DEVELOPMENT  •  DEBUGGING 

•  PRODUCTIVITY  •  PERFORMANCE 


•  TELENET 
• SEARSNET 


•  TYMNET 

•  IBM  INFORMATION  NETWORK 


EXTRAORDINARY  CUSTOMER  SERVICE 
MIGRATION  MANAGEMENT 


GIS 


INFORMATION 
SYSTEMS.  INC 


81 5  Commerce  Drive,  Oak  Brook,  IL  60521 


708-574-3636 


New  England 
617-595-8000 
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TRAINING 


Making  a  CASE  for  better  training 


BY  ALICE  LAPLANTE 

SPECIAL  TO  CW 

Like  so  many  other  prod¬ 
ucts  of  the  computer 
age,  computer-aided 
software  engineering 
(CASE)  was  first  hailed 
as  a  miracle  solution  that  was  go¬ 
ing  to  remedy  such  software  de¬ 
velopment  issues  as  overdue  ap¬ 
plications,  bug-riddled  programs, 
poor  user  requirements  analysis 
and  difficult  documentation. 

In  practice,  however,  CASE  is 
proving  to  be  an  important  aid  to 
programmer  productivity,  but 
it’s  no  cure  for  all  the  issues  of  ap¬ 
plications  development.  In  fact, 
its  growth  within  information 
systems  organizations  is  slower 
than  many  managers  and  consul¬ 
tants  expected.  One  reason  for 
this,  CASE  experts  say,  is  im¬ 
proper  training. 

One  reason  CASE  training 
lags  behind  other  subjects  is  that 
it  is  more  expensive.  “CASE  is 
difficult  to  teach.  CASE  training 
is  33%  more  expensive  than 
training  for  other  IS  subjects,” 
says  Sharon  Williams,  supervisor 
of  IS  staff  development  and  train¬ 
ing  at  Kaiser  Foundation  Health 
Plan  in  Walnut  Creek,  Calif. 

Nevertheless,  the  full  benefits 
will  not  come  until  proper  train¬ 
ing  is  applied.  “Until  we  teach 
people  to  be  better  analysts, 
communicators  and  designers 
and  to  better  understand  the 


business  they  are  in,  CASE  will 
be  a  promise  unfulfilled,”  says 
Vaughan  Merlyn,  a  partner  at 
Ernst  &  Young’s  Center  for  In¬ 
formation  Technology  and  Strat¬ 
egy  in  Boston. 

Indeed,  at  a  recent  training 
conference,  Michael  R.  Dan- 
ziger,  a  senior  manager  at  De- 
loitte  &  Touche  in  New  York, 
headed  off  a  session  by  asking 
how  many  members  of  the  audi¬ 
ence  had  successfully  imple¬ 
mented  CASE  training.  Only  one 
man  raised  his  hand.  His  ques¬ 
tion:  “Could  you  please  define 
successful?” 

Back  to  basics 

According  to  CASE  experts, 
there  are  some  basic  precepts  of 
progressive  CASE  training: 

•  CASE  methodology  and  tech¬ 
niques  must  be  taught  in  addition 
to  the  CASE  tools  being  used  in  a 
specific  project. 

•  CASE  training  must  be  custom¬ 
ized  to  fit  each  corporation’s 
unique  needs. 

•  Each  student  in  a  CASE  class 
must  have  hands-on  access  to  a 
keyboard. 

•  There  should  be  “just-in-time” 
training  —  training  provided  just 
before,  or  even  during,  a  CASE 
pilot  project. 

•  Management  expectations  of 
productivity  gains  must  be  tem¬ 
pered  with  reality. 

For  example,  at  Boeing  Com¬ 
puter  Services  in  Bellevue, 


Wash.,  where  dozens  of  CASE 
projects  are  under  way  simulta¬ 
neously,  the  biggest  challenge  for 
the  IS  training  department  is 
overcoming  a  poor  understand¬ 
ing  of  software  design  method¬ 
ology  independent  of  the  CASE 
tools  used. 

“Because  CASE  is  such  a 
brand-new  technology,  it  is  not 
just  a  tools  issue,”  says 
Wendy  Wagner,  project 
manager  for  CASE  de¬ 
ployment  at  Boeing. 

“For  example,  teaching 
word  processing  is  easy 
because  people  have  a 
basic  understanding  of 
how  to  write  a  letter  or 
a  memo.  But  often,  even 
our  most  experienced 
programmers  do  not 
know  enough  about 
software  design  meth¬ 
odology  concepts  such 
as  data  or  process  mod¬ 
eling.” 

Boeing  has  tried  to 
solve  this  problem  by 
having  software  engineers  take 
prerequisite  overview  courses  on 
CASE  concepts  and  methodolo¬ 
gy.  To  qualify  the  students  even 
more,  Boeing  trainers  interview 
each  potential  CASE  student  to 
assess  his  skill  level. 

In  addition  to  integrating 
methodology  and  tool  training, 
many  consultants  recommend 
that  CASE  be  taught  within  the 
context  of  an  appropriate  size 


software  development  project. 
“Too  many  companies  bite  off 
more  than  they  can  chew  with 
their  first  CASE  project,”  Dan- 
ziger  says. 

For  instance,  at  Tellabs,  Inc. 
in  Lisle,  Ill.,  the  initial  CASE  proj¬ 
ect  was  carefully  planned  at  a 
slow  pace,  according  to  Steven 
Morvich,  chief  information  offi¬ 
cer  at  Tellabs. 

First,  Morvich  picked  a  team 
of  seven  programmers  from  his 
IS  staff.  Then  he  chose  a 
low-risk  but  high-payoff 
CASE  pilot  project:  an 
application  that  would 
help  Tellabs,  a  telecom¬ 
munications  equipment 
vendor,  track  the  per¬ 
formance  and  efficiency 
of  its  supplying  vendors. 

With  the  help  of  An¬ 
dersen  Consulting, 
Morvich  put  together  a 
CASE  educational  pro¬ 
gram  that  included  pre¬ 
project,  hands-on  train¬ 
ing  to  familiarize  his 
design  team  with  the 
tools  they  would  be  us¬ 
ing,  initial  classroom 
overview  training  on  what  CASE 
is,  actual  work  on  the  project  and 
advanced  training  for  more  so¬ 
phisticated  CASE  techniques  as 
the  project  progressed. 

The  project  took  six  months  to 
complete  and  was  a  success,  says 
Morvich,  who  then  took  the  sev¬ 
en  IS  employees  from  that  project 
and  “seeded”  them  into  other  pi¬ 
lot  projects,  using  the  same  mix 
of  classroom  and  actual  project 


work  in  the  educational  process. 
“This  way,  we  grew  into  CASE 
gradually  and  didn’t  shoot  our¬ 
selves  in  the  foot,”  Morvich  says. 

In  another  approach,  Kaiser 
placed  a  strong  emphasis  on  end- 
user  involvement  in  CASE  train¬ 
ing.  But  because  Kaiser  has 
many  CASE  projects  going  on  at 
once  —  each  of  which  involves 
an  entire  user  community  as  well 
as  a  data  center  design  and  pro¬ 
gramming  team  —  the  desire  for 
end-user  involvement  raised  se¬ 
rious  training,  planning  and  com¬ 
munication  issues,  Williams  says. 

Kaiser  subsequently  worked 
out  a  process:  When  a  user 
makes  a  request  for  a  CASE  appli¬ 
cation  project,  in  addition  to  fill¬ 
ing  out  the  usual  IS  paperwork, 
he  joins  a  team  that  consists  of 
potential  users  of  the  new  sys¬ 
tem  and  data  center  personnel. 
The  team  works  with  Williams 
and  her  training  staff  to  develop  a 
curriculum  for  all  the  training 
courses  that  must  be  offered  to 
accomplish  the  project. 

After  all  the  training  required 
for  CASE,  many  users  ask:  Is  it 
worth  it? 

Organizations  with  successful 
CASE  implementations  say  the 
quality  improvement  in  their 
software  projects  makes  it  a  good 
investment.  “Before,  we  spent 
two  years  developing  a  system 
and  a  year  correcting  it;  now,  we 
finish  a  project,  and  it’s  done,” 
Morvich  says. 


LaPlante  is  a  free-lance  writer  based  in 
Palo  Alto,  Calif. 


PROMOTING  A  BETTER  UNDERSTANDING  OF 


INFORMATION  ENGINEERING 

CEC  is  pleased  to  present  the  1991  public  offerings 
of  our  Information  Engineering  courses. 


Course 

Date 

Location 

Price/Student 

IE/Planning 

May  6-8 

Chicago 

$  895.00 

IE/Analysis 

Feb.  4-6 

Atlanta 

$  895.00 

April  15-17 

Detroit 

$  895.00 

May  13-15 

Los  Angeles 

$  895.00 

June  3-5 

New  York 

$  895.00 

IE/ Design 

March  4-6 

Atlanta 

S  895.00 

May  20-22 

Detroit 

$  895.00 

June  17-19 

Los  Angeles 

$  895.00 

For  more  information  about  our  offerings,  please 
contact  the  CEC  Education  Coordinator  at: 


(313)  569-0900 


"The  IE  Practitioners" 

18620  W.  10  Mile  Rd.  •  Southfield,  Ml  48075-2667 


Dr.  Carma  McClure 

Dr.  Peter  Chen  Dr.  E.F.Codd 
Capers  Jones  Vaughan  Merlyn 
CASE  Vendors  Nine 

User  Panels  Exhibit  Additional 
Booths  Speakers 


for  the  1990s 

’The"  CASE  event 
of  the  year 


I  RAD™ 

l  Re-engineering 
I  Repositories 
I  Reusability 

Extended  Intelligence,  Inc. 
Registration  Line  -  (312)-346-7090 


IFDSC 

■3  Systnme  kdngmbon 
m  and  XfefMOrikng 

Fcdwal  Data  System* 
Corporation  oners 
Tandem  Computer 
Training  Classes  on: 
Hardware.  Software, 
Networking  and  related 
products  at  your  site  or  at 
Federal  Data  Systems  In 
Bethesda  MD.  Training 
Catalog  and  Class 
Schedule  available  call 
the  Training  Department  at 
301-961-0500. 


•EARLY  1991  SEMINAR- 

Data  Center  Planning, 
Evaluation  &  Design 

April  23  &  24  -  Embassy  Suites,  Phila  Airport 


Computerworld's 

Training 

Pages 


This  two-day  seminar  and  comprehensive  400-pg  ■Planning  &  Design" 
manual  guides  MIS,  DP  and  Facilities  Planning  professionals  on  how  to: 

V  Audit  and  evaluate  your  existing  data  center  before  spending  money. 

V  Plan,  survey,  design,  budget,  specify,  install  and  test  a  proper  center. 

V  Build  your  center  on-time,  under  budget  and  without  extrasl  Including: 

•  Comprehensive  planning  •  Finding  a  qualified  A/E  •  Budgeting  figures 

•  27  critical  design  steps  •  Disaster  prevention  •  Common  mistakes 

•  Proper  facilities  support  ■  Project  Management  •  Weak  link  analyses 

•  The  'requirements'  report  •  Site  audit  &  evaluation  •  Growth  planning 


gives  you  the 
opportunity  to 
reach  over  629,000 
potential  attendees 


Call  Grace,  (609)  778-1475  for  tuition/brochure. 

The  James  Group,  Inc.  5  Carriage  Ct„  Suite  101,  Mt.  Laurel,  NJ  00054 


for  your  seminar/ 
conference! 


TRAINING  SECTION 

Examines  the  issues  while  Computer  Professionals 
examine  your  message.  Call  for  all  the  details. 

(800)  343-6474 

(in  MA„  508/879-0700) 


a*Wf 


1 1 


For  more 
information, 
call: 

800/ 

343-6474 

(in  AM,  508/879-0700) 


C0MPUTERW0RLD 

March  Training 
Editorial  Topics 

4  Changing  from  Centralized 
Workshops  to  Decentralized 
Self-instruction. 

Executive  Report: 

Data  Standardization 
Show  Distribution: 

CASE  World,  Los  Angeles 
Ad  Close:  February  26 

A  A  Vendor  Commitment  to 
Training 

Product  Spotlight: 

Project  Management 
Software 

Ad  Close:  March  5 
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STOCKS 


INDUSTRY 

ALMANAC 

RECOMMENDATION  CHANGES 

DOWNGRADED  FROM  HOLD  TO  AVOID: 
Mips  Computer  Systems,  Inc.  (Bear,  Stearns 
&  Co.).  Reason:  Continued  pricing  pressure  in 
desktop  market  combined  with  high  costs  associat¬ 
ed  with  new  R4000  microprocessor  make  earnings 
unpredictable. 

DOWNGRADED  FROM  BUY  TO  HOLD:  Texas 
Instruments,  Inc.  (Prudential-Bache  Securities, 
Inc.).  Reason:  Little  room  for  near-term  share 
price  improvement,  but  company  holds  long-range 
promise  as  it  whittles  defense  business  and  focuses 
on  semiconductors. 

DOWNGRADED  FROM  BUY  TO  NEUTRAL: 
Paychex,  Inc.  (Alex.  Brown  &  Sons,  Inc.).  Rea¬ 
son:  Recession,  higher  unemployment  have  sliced 
into  paycheck  service  sales.  One  quarter  of  firm’s 
clients  have  moved  from  weekly  to  biweekly  pay¬ 
roll,  further  reducing  business. 

UPGRADED  FROM  HOLD  TO  BUY:  Lotus  De¬ 
velopment  Corp.  (Prudential-Bache).  Reason: 
Will  soon  close  product  line  gaps;  still  a  high-risk 
buy,  but  troubles  have  already  been  reflected  in 
stock  price. 

UPGRADED  FROM  MARKET  PERFORMER 
TO  OUTPERFORM:  Autodesk,  Inc.  (Montgom¬ 
ery  Securities).  Reason:  U.S.  sales  up  last  month, 
portending  earnings  gains  this  quarter. 

UPGRADED  FROM  SELL  TO  HOLD:  Unisys 
Corp.  (Prudential-Bache).  Reason:  Rumors  of  im¬ 
pending  asset  sales  spark  hope  of  offsetting  finan¬ 
cial  troubles;  caution  warranted,  though,  as  first- 
quarter  loss  of  $100  million  expected. 

INDICATORS 

The  Dow  Jones  industrial  average  continues  to 
bound  skyward,  rising  11.4%  during  the  past  four 
weeks.  Analysts  bristled,  however,  at  computer 
firms  whose  share  prices  have  shot  up  because  of 
the  rally  and  are  concerned  that  profit-taking  may 
stamp  the  stocks  back  down. 

Witness  the  latest  investment  judgments  from 
Donaldson  Lufkin  &  Jenrette  Securities  Corp.  ana¬ 
lyst  Scott  Smith,  who  cited  “price  appreciation”  as 
he  knocked  down  ratings  on  Knowledgeware, 
Inc.,  Micrografx,  Inc.,  Microsoft  Corp.  and 
Borland  International,  Inc. 

Charles  Taylor  Jr.  analyst  at  Prudential-Bache, 
had  also  rated  Microsoft  a  “hold,”  along  with  Poli¬ 
cy  Management  Systems  Corp.,  calling  their 
stocks  “fully  valued.”  However,  Taylor  recently 
upgraded  his  assessment  of  the  two  firms  to 
“buy,”  foreseeing  healthy  earnings  in  the  latter 
half  of  the  year  and  subsequent  price  increases. 

FINANCIAL  SPOTLIGHT 

Earnings  reports  can  indeed  impact  stock  prices, 
as  demonstrated  by  market  movement  last  week. 
Shares  of  Software  Toolworks,  Inc.,  an  applica¬ 
tions  vendor  based  in  Novato,  Calif.,  sank  20%  Fri¬ 
day,  losing  5/8  of  a  point  to  2%  when  the  firm  re¬ 
leased  poor  quarterly  financials  that  day. 

After  it  posted  an  18%  jump  in  profits  for  its 
first  quarter  on  Tuesday,  Hewlett-Packard 
Co.’s  stock  gushed  up  nearly  14%,  increasing  5% 
points  to  45%.  Investors  were  especially  giddy 
about  these  results  in  light  of  the  company’s  previ¬ 
ous  three  disappointing  quarters.  HP  is  currently 
rated  as  a  “hold”  by  Prudential-Bache,  while  Paine 
Webber,  Inc.  called  the  stock  “unattractive.” 

KIM  S.  NASH 
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THIS  WEEK’S  HIGHLIGHTS 

•  AT&T  extended  its  $90  per  share  tender  offer  for 
NCR  Corp.  through  April  last  week,  and  NCR  scooped  up 
8%  of  its  holding  to  create  an  employee  stock  ownership 
plan.  NCR  gained  1%  points,  closing  Thursday  at  93 Vs, 
while  AT&T  slipped  %  of  a  notch  to  33V4. 

•  Sun  Microsystems,  Inc.  also  advanced  last  week,  clos¬ 
ing  Thursday  at  30%,  up  2%  points. 

•  Corporate  Software,  Inc.  gained  2%  points  and  rose  to 
1 1  after  revealing  that  fourth-quarter  profits  were  down 
compared  with  the  same  period  last  year. 

•  Novell,  Inc.  and  Lotus  Development  Corp.  both  lagged 
last  week,  with  Novell  sliding  1%  points  to  45%,  and  Lo¬ 
tus  losing  1  Vi  points  to  2 1  % . 

•  Digital  Equipment  Corp.  said  it  hopes  to  horn  in  on  the 
minisupercomputer  territory  of  Cray  Research,  Inc.  with 
a  new  version  of  the  VAX  9000.  Investors  drove  DEC 
shares  up  2%  points  to  7 6%. 


Computerworld  Stock  Trading  Summary 

CLOSING  PRICES  THURSDAY,  FEB.  21 , 1991 


TOP  PERCENT  GAINERS  ■  TOP  PERCENT  LOSERS 
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Storage  Technology 
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Adobe  Systems  Inc. 

3.25 

3M  Corp. 
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Digital  Equipment  Corp. 

2.63 

Storage  Technology 
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Sun  Microsystems  Inc. 
Corporate  Software 
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American  Mgmt.  Systems 
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1.63 

General  Datacomm  Inds. 

2.75 

0.00 

0.00 

NYS 

34.13 

23.50 

GTE  Corp. 

31.13 

0.75 

2.47 

OTC 

7.00 

0.75 

Infotron  Systems  Corp. 

0.88 

0.00 

0.00 

NYS 

60.88 

40.25 

ITT  Corp. 

56.63 

-0.38 

-0.66 

OTC 

44.13 

17.88 

MCI  Commmunications  Corp. 

26.50 

-0.38 

-1.40 

OTC 

21.00 

2.75 

Microcom  Inc. 

5.25 

0.25 

5.00 

NYS 

34.38 

4.00 

Network  Equipment  Tech. 

5.88 

-0.88 

-12.96 

OTC 

14.63 

4.00 

Network  General 

11.50 

0.25 

2.22 

OTC 

15.50 

8.13 

Network  Systems  Corp. 

11.25 

-0.50 

-4.26 

NYS 

31.00 

22.13 

Northern  Telecom  Ltd. 

30.25 

0.13 

0.41 

OTC 

51.25 

17.25 

Novell  Inc. 

45  63 

-1.88 

-3.95 

NYS 

89.50 

67.00 

Nynex  Corp. 

76.00 

0.25 

0.33 

NYS 

47.88 

36.25 

Pacific  Telesis  Group 

41.88 

-0.88 

-2.05 

ASE 

12.00 

4.75 

Penril  Corp 

12.00 

1.25 

11.63 

NYS 

29.13 

8.88 

Scientific  Atlanta  Inc. 

15.38 

-1.00 

-6.11 

NYS 

59.50 

47.25 

Southwestern  Bell  Corp. 

54.75 

-1.25 

-2.23 

NYS 

46  38 

20.63 

United  Telecom 

24.50 

-1.13 

-4.39 

NYS 

40.75 

32.38 

US  West  Inc. 

39.13 

-0.63 

-1.57 

Computer  Systems 

Up  3.65% 

OTC 

8.75 

0.56 

Alliant  Computer  Sys. 

1.00 

0.00 

0.00 

ASE 

18.88 

10.00 

Amdahl  Corp. 

1575 

-0.25 

-1.56 

OTC 

61.50 

24.25 

Apple  Computer  Inc. 

59  00 

1.88 

3.28 

OTC 

13.88 

4.25 

Archive  Corp. 

7.63 

0.75 

10.91 

OTC 

48.75 

14.25 

AST  Research  Inc. 

45.88 

1.13 

2.51 

NYS 

6.88 

3.88 

Bolt,  Beranek  &  Newman 

6.63 

0.00 

0.00 

NYS 

18.38 

4.50 

Commodore  Int’l 

17.88 

0.88 

5.15 

NYS 

74.13 

35.50 

Compaq  Computer  Corp. 

71.63 

1.50 

2.14 

OTC 

3.50 

0.13 

Computer  Automation  Inc. 

1.13 

-0.13 

-10.00 

NYS 

21.63 

6.75 

Control  Data  Corp. 

12.25 

-0.38 

-2.97 

NYS 

20.88 

8.38 

Convex  Computer 

17.75 

1.63 

10.08 

NYS 

51.25 

20.00 

Cray  Research  Inc. 

41.00 

-0.75 

-1.80 

NYS 

13.25 

3.50 

Data  General  Corp. 

9.50 

0.25 

2.70 

NYS 

3.88 

0.75 

Datapoint  Corp. 

2.38 

0.38 

18.75 

OTC 

27.38 

5.63 

Dell  Computer  Corp. 

26.63 

1.88 

7.58 

NYS 

95.13 

45.50 

Digital  Equipment  Corp. 

76.50 

2.63 

3.55 

NYS 

36.13 

13.75 

Harris  Corp. 

24.00 

-1.50 

-5  88 

NYS 

50.38 

24.88 

Hewlett  Packard  Co. 

47.25 

7.00 

17.39 

NYS 

139.75 

96.25 

IBM 

135.50 

0.38 

0.28 

OTC 

14.00 

7.75 

Information  Int'l 

9.25 

0.50 

5.71 

OTC 

23.50 

10.50 

Intergraph 

18.50 

0.25 

1.37 

NYS 

3.13 

0.50 

MAI  Systems  Corp. 

0.75 

0.00 

0.00 

NYS 

149.88 

114.00 

Matsushita  Electronics 

136.13 

0.63 

0.46 

OTC 

26.00 

9.00 

Mentor  Graphics  Corp. 

17.00 

0.00 

0.00 

NYS 

93.38 

44.50 

NCR  Corp. 

93.13 

1.25 

1.36 

OTC 

35.50 

11.00 

Pyramid  Technology 

20.50 

0.88 

4.46 

OTC 

34,00 

9.75 

Sequent  Computer  Sys. 

14.75 

0.75 

5.36 

NYS 

43.50 

18.00 

Silicon  Graphics 

40.13 

0.75 

1.90 

NYS 

30.25 

14.63 

Stratus  Computer  Inc. 

28.63 

1.00 

3.62 

OTC 

37.25 

15.00 

Sun  Microsystems  Inc. 

30.63 

2.50 

8.89 

NYS 

30.13 

8  88 

Tandem  Computers  Inc. 

14  00 

0.13 

090 

NYS 

39.50 

23.50 

Tandy  Corp. 

31.88 

-0.25 

-0.78 

OTC 

35.50 

6.75 

Teradata 

13.75 

0.25 

1.85 

NYS 

7.88 

1.38 

Ultimate  Corp. 

5.25 

0.88 

20.00 

NYS 

17.13 

1.75 

Unisys  Corp. 

4.00 

0.38 

10.34 

ASE 

6.25 

2.00 

Wang  Labs  Inc.  (b) 

3.38 

0.13 

3.85 

Software  &  DP  Services  Off  0.39% 


OTC 

50.75 

17.00 

Adobe  Systems  Inc. 

45.50 

3.25 

7.69 

OTC 

44.50 

16.75 

Aldus  Corp. 

41.00 

0.50 

1.23 

OTC 

24.00 

11.50 

American  Mgmt.  Systems 

21.00 

-2.25 

-9.68 

OTC 

18.25 

7.50 

American  Software  Inc. 

13.00 

0.88 

7.22 

NYS 

3.75 

1.38 

Anacomp  Inc. 

2.50 

-0.25 

-9.09 

OTC 

23.50 

10.00 

Analysts  Int'l 

14.75 

-0.75 

-4  84 

OTC 

15.13 

4.88 

Ashton  Tate 

7.13 

0.25 

3.64 

OTC 

10.25 

4.00 

ASK  Computer  Sys. 

6.38 

-0.50 

-7.27 

Feb.  21 

WkNet 

WkPct 

Exch 

52-Week 

Range 

Close 

Change  Change 

NYS 

65.25 

45.25 

Auto  Data  Processing 

62.25 

1.25 

2.05 

OTC 

60.25 

32.00 

Autodesk  Inc. 

45.75 

0.00 

0.00 

OTC 

30.00 

12.00 

BGS  Systems  Inc. 

29.00 

0.00 

0.00 

OTC 

42.50 

17.75 

BMC  Software  Inc. 

37.75 

-1.50 

-3.82 

OTC 

21.50 

11.00 

Boole  &  Babbage  Inc. 

13.50 

0.75 

5.88 

OTC 

53.75 

12.25 

Boriand  Int'l 

50.50 

0.00 

0.00 

NYS 

11.88 

0.88 

Businessland  Inc. 

2.38 

0.00 

0.00 

OTC 

15.00 

4.38 

Cognos  Inc. 

14.50 

0.00 

0.00 

NYS 

16.88 

4.38 

Computer  Associates 

9.38 

-0.63 

-6.25 

OTC 

17.75 

7.75 

Computer  Horizons 

14.75 

0.25 

1.72 

NYS 

59.13 

36.75 

Computer  Sciences 

58.63 

0.00 

0.00 

NYS 

12.25 

6.63 

Computer  Task  Group 

9.63 

-0.13 

-1.28 

OTC 

25.25 

13.00 

Comshare  Inc. 

17.00 

1.25 

7.94 

OTC 

16.00 

3.75 

Corporate  Software 

11.00 

2.50 

29.41 

NYS 

47.00 

25.75 

General  Motors  E  (EDS) 

41.25 

-2.13 

-4.90 

OTC 

18.25 

7.25 

Goal  Systems  Int'l 

14.25 

-2.25 

-13.64 

OTC 

4.75 

1.88 

Hogan  Systems  Inc. 

3.63 

-0.13 

-3.33 

OTC 

9.75 

5.00 

Index  Technology 

9.00 

0.13 

1.41 

OTC 

16  88 

7.75 

Information  Resources 

15.63 

-0.25 

-1.57 

OTC 

17.50 

2.63 

Informix  Corp. 

5.50 

0.63 

12.82 

OTC 

7  88 

1.38 

Intellicorp  Inc. 

2.06 

0.00 

0.00 

OTC 

8.00 

2.50 

Interieaf  Inc. 

5.75 

0.75 

15.00 

OTC 

35.00 

10.00 

Knowledgeware  Inc. 

32.00 

-1.75 

-5.19 

OTC 

38.50 

16.75 

Legent  Corp. 

36.88 

0.88 

2.43 

OTC 

39.25 

12.50 

Lotus  Development 

21.75 

-1.25 

-5.43 

OTC 

32.00 

13.63 

Micrografx 

29.63 

-0.38 

-1.25 

OTC 

109.00 

48.63 

Microsoft  Corp. 

100.00 

-0.75 

-0.74 

NYS 

9.88 

4.00 

On  Line  Software  Int’l 

8.00 

-0.63 

-7.25 

OTC 

28.38 

4.88 

Oracle  Systems 

9.00 

-0.38 

-4.00 

NYS 

17.88 

7.00 

Pansophic  Systems 

12.00 

0.63 

5.49 

OTC 

7.38 

1.25 

Phoenix  Technologies 

5.63 

-1.13 

-16.67 

NYS 

50.75 

31.63 

Policy  Management  Sys. 

49.88 

1.00 

2.05 

NYS 

23.63 

11.50 

Reynolds  &  Reynolds 

19.38 

0.13 

0.65 

OTC 

16.13 

688 

Sage  Software  Inc. 

9.25 

0.38 

4.23 

OTC 

24.00 

14.75 

SEI  Corp. 

22.75 

0.00 

0.00 

OTC 

18.38 

12.25 

Shared  Medical  Systems 

17.13 

-0.25 

-1.44 

OTC 

28.00 

12.00 

Software  Publishing  Corp. 

26.50 

1.13 

4.43 

NYS 

11.25 

5.50 

Sterting  Software 

10.63 

-0.13 

-1.16 

OTC 

26.00 

9.50 

Sungard  Data  Sys. 

13.50 

-1.00 

-6.90 

OTC 

44.25 

17.00 

Symantec  Corp. 

43.25 

1.25 

2.98 

NYS 

24.88 

4.50 

System  Center  Inc. 

6.38 

0.88 

15.91 

OTC 

37.25 

12.75 

System  Software  Assoc. 

19.25 

-11.00 

-36.36 

OTC 

27.38 

4.75 

Weitek 

13.75 

-0.25 

-1.79 

Semiconductors 

Up  2.02% 

NYS 

25.88 

19.00 

Advanced  Micro  Devices 

21.75 

-0.63 

-2.79 

NYS 

9.25 

5.50 

Analog  Devices  Inc. 

9.13 

0.50 

5.80 

OTC 

23.50 

5.25 

Chips  &  Technologies 

11.50 

0.00 

0.00 

OTC 

52.00 

28.00 

Intel  Corp. 

49.50 

2.25 

4.76 

NYS 

13.00 

5.13 

LSI  Logic  Corp. 

8.13 

-0.38 

-4.41 

NYS 

16.38 

6.75 

Micron  Technology 

13.13 

0  88 

7.14 

NYS 

88.38 

45.75 

Motorola  Inc. 

61.25 

2.38 

4.03 

NYS 

8.88 

3.00 

National  Semiconductor 

7.25 

0.75 

11.54 

NYS 

44  00 

22.50 

Texas  Instruments 

42.00 

1.25 

3.07 

OTC 

12.25 

3.00 

VLSI  Technology 

7.38 

-0.31 

-4.07 

ASE 

14.88 

4.00 

Western  Digital  Corp. 

4.25 

-0.13 

-2.86 

Peripherals  &  Subsystems 

Up  0.34% 

OTC 

2.38 

0.09 

Alloy  Computer  Prod. 

0.19 

0.00 

0.00 

OTC 

2.50 

0.88 

Apertus  Technologies 

1.94 

0.00 

0.00 

OTC 

24.00 

7.50 

Banctec  Inc. 

10.25 

0.00 

0.00 

ASE 

9.13 

4.13 

Cognitronics  Corp. 

8.50 

-0.38 

-4.23 

NYS 

31.25 

14.63 

Conner  Penpherals 

26.13 

0.38 

1  46 

ASE 

22.00 

7.00 

DataramCorp. 

10.75 

-0.25 

-2.27 

NYS 

10.88 

4.25 

EMC  Corp. 

9.13 

-0.25 

-2.67 

NYS 

47.25 

33.75 

Eastman  Kodak  Co. 

45.75 

0.38 

0.83 

OTC 

8.88 

4.38 

Emulex  Corp. 

8.88 

0.75 

9.23 

OTC 

34.50 

14.00 

Evans  &  Sutheriand 

19.50 

-1.25 

-6.02 

OTC 

6.50 

3.38 

Iomega  Corp. 

5.25 

-0.13 

-2.33 

OTC 

28.25 

6.75 

IPL  Systems  Inc. 

27.50 

2.25 

8.91 

OTC 

2.06 

0.13 

Masstor  Systems 

0.63 

0.06 

11.01 

OTC 

17.00 

2.63 

Maxtor  Corp. 

4.13 

-0.13 

-2.94 

OTC 

13.38 

3.88 

Micropolis  Corp. 

11.63 

-1.00 

-7.92 

NYS 

93.75 

73.63 

3MCorp 

87.63 

-3.63 

-3.97 

OTC 

14.50 

6.00 

Printronix  Inc. 

8.75 

0.50 

6.06 

NYS 

21.25 

8.50 

QMS  Inc. 

18.25 

-0.88 

-4  58 

OTC 

25.75 

10.63 

Quantum  Corp. 

24.25 

1.38 

6.01 

NYS 

6.88 

4.38 

Recognition  Equipment 

6.00 

0.13 

2.13 

OTC 

9.88 

4.00 

Rexon  Inc. 

7.50 

0.38 

5.26 

OTC 

19.75 

5.63 

Seagate  Technology 

15.00 

0.13 

0.84 

NYS 

35.25 

11.00 

Storage  Technology 

27.00 

-3.38 

-11.11 

OTC 

4.00 

0.81 

TandonCorp. 

3.44 

0.00 

0.00 

NYS 

22.88 

11.63 

Tektronix  Inc. 

21.13 

0.63 

3.05 

OTC 

0.63 

0.16 

Televideo  Systems 

0.22 

0.00 

0.00 

NYS 

56.75 

29.00 

Xerox  Corp. 

54.50 

1.50 

2.83 

Leasing  Companies 

Up  9.93% 

OTC 

12.75 

6.88 

Amplicon  Inc. 

12.75 

2.25 

21.43 

OTC 

4.38 

0.31 

Capital  Associates 

0.56 

0.00 

0.00 

NYS 

28.50 

14.63 

Comdisco  Inc. 

27.25 

-0.50 

-1.80 

OTC 

16.25 

9.25 

LDI  Corporation 

12.25 

0.00 

0  00 

OTC 

5.88 

2.25 

Selecterm  Inc. 

3.25 

0.75 

30  00 
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Compaq  RISC  plans 
leave  users  wary 


RISC 

FROM  PAGE  1 

direct  sales  force,  so  they  can’t 
out-distribute  us,”  McNealy  said 
in  a  meeting  with  Computer- 
world.  “I  don’t  know  where  they 
think  they  can  add  value.” 

Both  IBM  and  Hewlett-Pack¬ 
ard  Co.  have  plans  for  low-end, 
low-cost  RISC  machines,  and 
HP’s  is  slated  to  debut  at  the  end 
of  March.  But  IBM  has  not  li¬ 
censed  its  architecture  to  oth¬ 
ers,  and  HP  has  not  done  so 
widely,  although  it  would  both 
like  to. 

With  Mips  Computer  and  Sun 
vying  for  the  larger  shares,  a 
market  heavily  weighted  in  one 
direction  would  draw  resources 
such  as  software  developers  to  it 
like  ants  to  a  picnic.  This  could 
result  in  more  connectivity, 
more  applications  and  lower 
costs  to  users. 

If  Sun’s  architecture  stays  on 


BYJ.  A.  SAVAGE 

CW  STAFF 


Users  of  Sun  Microsystems, 
Inc.’s  workstations  will  have  the 
choice  of  the  Open  Look  or  Motif 
graphical  user  interface  with  a 
software  package  introduced  by 
Hewlett-Packard  Co.  last  week. 
HP  also  unveiled  a  high-end  per¬ 
sonal  computer  and  several 
networking  devices,  including  a 
long-range  hub  using  fiber  op¬ 
tics. 

HP  stands  to  further  Motif  as 
an  interface  standard  by  porting 
its  Visual  User  Environment 
package  to  Sun’s  Scalable  Pro¬ 
cessor  Architecture-based 
workstations. 

While  Motif  is  endorsed  by 
the  Open  Software  Foundation 
(OSF),  Sun  has  stubbornly  kept 
to  its  interface,  Open  Look.  Sun 


top,  it  would  benefit  from  an  ex¬ 
panding  workstation  market  es¬ 
timated  to  grow  over  sixfold  by 
1995,  according  to  Tom  Ku- 
charvy,  an  analyst  at  Summit 
Strategies,  Inc.,  a  market  re¬ 
search  firm  in  Boston. 

Sun’s  share  is  currently  esti¬ 
mated  at  53%,  in  units,  for  1990. 
Mips,  through  its  major  vendors 
Silicon  Graphics,  Inc.  and  Digital 
Equipment  Corp.,  has  about 
25%,  according  to  Summit. 

Without  a  change  to  the  sta¬ 
tus  quo,  Kucharvy  estimated, 
Sun’s  share  would  only  decline  to 
45%  by  1995,  and  Mips  would 
dive  to  15%.  However,  if  Mips  is 
able  to  corner  more  high-profile 
vendors,  Kucharvy  estimated  its 
share  would  climb  to  30%,  leav¬ 
ing  40%  for  Sun. 

It  has  taken  until  this  year  to 
even  consider  one  architecture 
taking  over  the  RISC  market. 
Analysts,  including  Michael 
Goulde  at  Open  Systems  Advi¬ 
sors,  Inc.  in  Boston,  agreed  that 


officials,  including  Chief  Execu¬ 
tive  Officer  Scott  McNealy,  have 
said  that  sticking  to  Open  Look  is 
a  matter  of  principle  for  the  com¬ 
pany  and  that  Sun  wants  nothing 
to  do  with  OSF.  OSF  is  led  by 
HP,  IBM  and  Digital  Equipment 
Corp.,  all  Sun  rivals  in  the  work¬ 
station  market. 

HP  also  made  several  hard¬ 
ware  announcements  last  week. 
It  introduced  the  Vectra  486/ 
33T  PC  aimed  at  network  sup¬ 
port.  Ranging  in  price  from 
$9,499  to  $17,799,  the  14.4  mil¬ 
lion  instruction  per  second  sys¬ 
tem  can  support  200  local-area 
network  users  or  100  Unix  ter¬ 
minals,  HP  said. 

HP  is  expanding  its  network¬ 
ing  line  with  seven  modular 
products,  including  an  HP  Fiber 
Optic  Hub.  The  device  can  serve 
eight  floors  or  eight  buildings  us- 


“it’s  a  tumultuous  period,  re¬ 
shaping  the  face  of  the  worksta¬ 
tion  industry.” 

Sun  licensed  its  first  vendor, 
Solbourne  Computer,  Inc.,  in 
1987.  Sun  compatibles  and 
clones  just  began  hitting  the 
market  with  force  at  Comdex 
Fall  ’90.  Although  Sun  has  had 
some  success  with  U.S.  firms 
signing  on,  they  generally  have 
been  smaller  ones. 

Mips  has  signed  up  larger 
U.S.  firms  such  as  DEC  and  also 
claims  some  Asian  companies.  It 
offers  systems  for  resellers  as 
well  as  the  basics  of  processors 
and  compilers. 

Most  vendors  also  evaluated 
Motorola,  Inc.’s  88000  proces¬ 
sor,  but  few  have  chosen  it.  The 
major  reason  given  for  this  by 
Dick  Snyder,  president  and  gen¬ 
eral  manager  of  Prime  Comput¬ 
er,  Inc.,  and  others  was,  “In  our 
judgment,  the  market  would 
come  down  to  two  architectures: 
Mips  and  Sparc.” 


ing  fiber-optic  wire,  according  to 
an  HP  spokesman. 

From  a  main  fiber  connection, 
twisted-pair  cable  is  used  for  lo¬ 
cal  networking.  The  hardware 
does  not  yet  support  a  new  rout¬ 
er  standard  protocol,  called  open 
shortest  path  first,  although  HP 
is  in  support  of  that  standard,  ac¬ 
cording  to  Carolyn  Ticknor,  gen¬ 
eral  manager  at  HP’s  Roseville 
Networks  Division. 

HP  is  also  offering  network 
management  software  called 
Openview  Hub  and  Bridge  Man¬ 
ager.  This  DOS-based  system  is 
currently  stand-alone.  It  cannot 
be  managed  by  other  manage¬ 
ment  software,  said  Bob  Fran- 
kenberg,  vice  president  of  HP’s 
Cooperative  Computing  Group. 
“Eventually  it  will  be  integrat¬ 
ed”  into  other  vendors’  network 
management,  Frankenberg  said. 


BY  RICHARD  PASTORE 

CW  STAFF 


While  the  ink  may  not  be  on  the 
contract  yet,  Compaq  Computer 
Corp.  clearly  has  pen  in  hand  and 
will  sign  up  for  RISC  technology, 
industry  observers  confirmed 
last  week.  However,  some  are 
already  questioning  the  value 
and  viability  of  a  Compaq  re¬ 
duced  instruction  set  computing 
(RISC)  system. 

Nili  Young,  an  analyst  at  Meta 
Group,  Inc.  in  Westport,  Conn., 
said  Mips  Computer  Systems, 
Inc.  chief  scientist  John  Hen- 
nessy  told  her  late  last  month 
that  only  volume  supply  ques¬ 
tions  were  delaying  an  agree¬ 
ment  between  Mips  and  Compaq 
for  a  single-chip  RISC  design. 

Compaq  was  working  on  a 
RISC  system  in  its  own  laborato¬ 
ries  last  year,  apparently  trying 
and  failing  to  build  a  RISC  ma¬ 
chine  to  support  DOS,  said  Jim 
Poyner,  a  market  analyst  at  Wil¬ 
liam  K.  Woodruff  &  Co.  in  Dallas. 

Hanging  in 

However,  reports  of  talks  be¬ 
tween  Compaq,  Mips  and  Micro¬ 
soft  Corp.  indicated  Compaq  has 
not  given  up.  Indeed,  one  user 
who  asked  for  anonymity  said 
Compaq  representatives  recent¬ 
ly  told  him  the  firm  is  working  to¬ 
ward  minicomputer-  and  main¬ 
frame-level  processing,  “includ¬ 
ing  things  like  RISC.” 

A  Mips  spokeswoman  said  the 
R4000  RISC  chip  is  expected  to 
ship  by  midyear,  and  volume  sup¬ 
ply  is  not  currently  a  concern. 
The  company  will  not  comment 
on  any  discussions  with  Compaq. 
Compaq  also  refused  to  com¬ 
ment. 

While  a  RISC  system  might  fit 
with  Compaq’s  growth  plans,  it 
might  not  fit  with  those  of  users. 
Several  Compaq  Systempro  us¬ 
ers  said  they  have  no  foreseeable 
need  for  RISC.  Others  using  Sun 
Microsystems,  Inc.  or  Digital 
Equipment  Corp.  RISC  architec¬ 
tures  said  they  saw  no  need  to 
switch. 

At  sites  where  RISC  is  under 
consideration,  the  Compaq  name 
on  a  RISC  box  would  not  guaran¬ 
tee  a  sale.  “Compaq’s  known  for 
their  quality,  but  they’re  also 
known  for  their  prices.  They 
would  be  just  another  vendor 
we’d  give  consideration  to,”  said 
Jack  Mellon,  manager  of  MIS 
planning  and  architecture  at  Ry¬ 
der  Truck  Rental  in  Miami. 

A  major  kink  in  Compaq’s 
RISC  plans  could  also  be  distri¬ 
bution.  In  light  of  Compaq’s  slow 
start  with  its  advanced  technol¬ 
ogy  Systempro,  the  firm  may 
have  trouble  pushing  RISC  box¬ 
es  through  its  dealer-only  chan¬ 
nel,  observers  said. 


“I  don’t  know  how  many  deal¬ 
ers  are  satisfied  enough  with 
their  return  on  their  Systempro 
investment  to  go  into  the  RISC 
marketplace,”  said  Michael 
Drips,  senior  strategist  at  US 
Sprint  Communications  Co.  in 
Kansas  City,  Mo. 

Compaq  dealers  were  hardly 
gung-ho  at  thoughts  of  RISC. 
“It’s  not  something  we  would 
want  to  jump  into.  We’re  not  in  a 
position  now  psychologically  or 
economically  to  be  a  pioneer,” 
said  Ed  Michelson,  a  partner  at  a 
San  Diego  Computerland  Corp. 
franchise. 

“Customers  are  not  telling  us 
they  want  RISC  machines  right 
now,”  Michelson  added. 

Users  and  dealers  said  they 


Power  glut 

A  survey  of  several  hundred  U.S. 
computer  stores  indicates  dealers  are 
having  only  marginal  success  in  sell¬ 
ing  high-powered  personal  computers 
based  on  Intel  chips 


1990  unit  sales  through  U.S. 
retail  computer  stores 


Source:  Storeboard  CW  Chart:  Doreen  St.  John 

would  be  more  interested  if 
Compaq  came  up  with  a  RISC 
processor  that  runs  DOS,  OS/2 
or  Microsoft’s  Windows  deriva¬ 
tions  and  their  myriad  associated 
applications.  Unix,  the  current 
de  facto  RISC  operating  system, 
supports  far  fewer  business  ap¬ 
plications. 

Microsoft,  which  has  an¬ 
nounced  plans  to  port  its  upcom¬ 
ing  Portable  OS/2  and  Windows 
3.2  to  RISC,  has  reportedly  been 
in  discussion  with  both  Mips  and 
Compaq.  “Microsoft’s  involve¬ 
ment  would  make  a  difference,” 
said  Matt  Fitzsimmons,  owner  of 
a  Computerland  franchise  in 
White  Plains,  N.Y.  “If  it  was  a 
DOS-based  high-end  worksta¬ 
tion,  it  would  definitely  be  of  in¬ 
terest  to  us.” 

However,  at  least  one  user 
was  dubious  about  the  immedi¬ 
ate  worth  of  a  DOS  RISC  sys¬ 
tem.  Because  today’s  Intel 
Corp.-based  applications  were 
designed  for  complex  instruction 
set  systems,  they  would  not  fully 
use  RISC’s  speed  advantages, 
said  Sean  McLinden,  director  of 
systems  development  for  the  de¬ 
cision  systems  laboratory  at  the 
University  of  Pittsburgh.  “It 
would  make  more  sense  for 
Compaq  to  go  with  a  Unix  envi¬ 
ronment,”  he  said. 


Technology  vs.  clout 


Even  some  allies  of  Sun  said  its  Scalable 
Processor  Architecture  (Sparc)  is  not 
the  best  technology  available.  But  a 
viable  business  plan  does  not  rely  sole¬ 
ly  on  technology,  and  Sun’s  market 
presence  carries  clout. 

Vendors  who  have  signed  up  for  Sun’s  RISC 
standard,  such  as  Tatung  Science  and  Technol¬ 
ogy,  Inc.  and  Solbourne,  frankly  concede  that 
the  Sparc  technology  may  not  be  the  best  avail¬ 
able.  “From  a  technical  point  of  view,  Sparc  is 
the  worst,”  said  Kam  Chan,  president  of  Tatung. 

However,  the  vendors  said,  Sun’s  aggressive 
marketing  and  its  ever-growing  software  catalog 
can  offset  any  marginal  technological  advantage 
offered  by  RISC  rival  Mips  Computer.  “Wheth¬ 
er  or  not  you  feel  comfortable  with  Sun,  it’s  a 
very  effective  marketing  machine,”  said  Doug 
MacGregor,  chairman  and  chief  executive  offi¬ 
cer  at  Solbourne. 

A  spokesman  for  Pyramid  Technology  Corp., 
which  uses  the  Mips  architecture,  said  technol¬ 


ogy  is  insignificant  compared  with  business  and 
marketing  decisions.  Primarily,  Sun  was  seen  by 
Pyramid  as  moving  into  its  high-end  market¬ 
place,  and  Pyramid  did  not  want  to  compete  with 
the  vendor,  according  to  the  spokesman. 

Solbourne  evaluated  Mips,  Sparc  and  Motor¬ 
ola  architectures  and  found  them  all  within  5% 
of  each  other,  with  Mips  having  the  edge  in  per¬ 
formance.  “If  you  have  a  choice,  you’d  pick  the 
leader  in  both  marketing  and  technology.  But  if 
you  pick  only  one,  you  pick  marketing,”  Mac¬ 
Gregor  said. 

Tony  Levy,  product  marketing  manager  for 
Unix/RISC  at  DEC,  said  Mips  Computer’s  cur¬ 
rent  processor  is  50%  more  efficient  than  Sparc. 
“The  faster  a  chip  set  has  to  operate  [to  over¬ 
come  lack  of  efficiency],  the  more  power  require¬ 
ments  you  have  and  the  more  heat  exchange  nec¬ 
essary.  Thus,  it’s  harder  to  design  small 
workstations  around  it,”  he  said.  DEC  also  owns 
a  minority  share  of  Mips  Computer  stock. 

J.  A.  SAVAGE 


HP  unveils  interface  for  Sun  systems 
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NEWS  SHORTS 

HP  airs  upbeat  report 

Citing  strong  sales  of  its  Laserjet  printer,  international  demand 
for  computers  and  internal  cost-cutting,  Hewlett-Packard  Co. 
last  week  reported  quarterly  profits  up  18%  over  last  year  and 
a  10%  increase  in  revenue.  Orders  were  up  by  20%  interna¬ 
tionally  and  only  3%  in  the  U.S.  The  report  surprised  analysts, 
including  John  Girton  at  Van  Kasper  &  Co.  in  San  Francisco, 
who  had  projected  less  than  half  the  profit  growth. 


Core  States’  executive  resigns 

The  executive  responsible  for  electronic  product  services  at 
Core  States  Financial  Corp.  in  Philadelphia  resigned  last  week. 
Chief  Operating  Officer  Bipin  C.  Shah  resigned  effective  March 
1  as  part  of  a  larger  reorganization  at  the  $23.5  billion  regional 
bank.  Shah  was  promoted  from  executive  vice  president  of  op¬ 
erations  and  technology  last  year.  A  company  spokesman  de¬ 
clined  to  comment  on  reasons  for  the  departure.  Executive 
Vice  President  Douglas  Anderson  took  over  the  electronic  pro¬ 
cessing  services,  which  include  Core  States’  automated  teller 
machine  network  and  point-of-sale  and  merchant  processing 
services. 


SPA  settlement  due 

The  Software  Publishers  Association  (SPA)  is  expected  to  an¬ 
nounce  a  $300,000  settlement  today,  its  largest  ever  in  a  soft¬ 
ware  copying  case.  The  SPA  conducted  a  search-and-seizure 
raid  on  Davy-McKee  Corp.’s  Chicago  office  Nov.  19,  1990,  on 
behalf  of  WordPerfect  Corp.,  Lotus  Development  Corp.  and 
Software  Publishing  Corp.  The  case  was  settled  last  week.  As 
part  of  the  settlement,  Davy-McKee,  an  international  con¬ 
struction  engineering  firm,  must  audit  all  personal  computers 
at  its  nine  U.S.  locations,  and  the  SPA  will  be  allowed  to  con¬ 
duct  annual  audits  of  Davy-McKee  for  the  next  two  years. 
Davy-McKee  is  the  first  company  with  multiple  offices  to  be 
raided  by  the  SPA. 


Coke’s  Currid  forms  consultancy 

Cheryl  Currid,  a  highly  visible  spokeswoman  for  downsizing  ap¬ 
plications,  has  left  her  information  systems  position  at  Coca- 
Cola  Co.’s  Foods  Division  to  consult  on  downsizing.  Currid,  40, 
resigned  as  director  of  applied  information  technology  to  form 
Currid  &  Co.,  a  Houston-based  consultancy.  Paul  Wilson,  the 
division’s  vice  president  of  information  services,  refused  to 
comment  on  a  possible  successor. 


Apple  unveils  handwriting  system 

Apple  Computer,  Inc.  recently  began  customizing  its  comput¬ 
ers  to  the  Japanese  market  and  unveiled  the  $70  Machand- 
writer,  which  recognizes  handwritten  Chinese  and  Japanese 
characters  as  well  as  the  Roman  alphabet.  The  product  was  de¬ 
veloped  by  Communications  Intelligence  Corp.  in  Menlo  Park, 
Calif.,  according  to  Apple  Chairman  John  Sculley. 


Adapso  picks  dispute  overseer 

Adapso,  the  computer  software  and  services  industry  associa¬ 
tion  based  in  Arlington,  Va.,  announced  last  week  the  appoint¬ 
ment  of  Philadelphia-based  Judicate,  Inc.  to  administer  an  “al¬ 
ternative  dispute  resolution”  program  for  the  industry. 
Judicate  is  a  national  private  court  system  that  uses  retired 
judges  and  independent  specialists  to  resolve  legal  disputes. 


Firebomb  attempt  on  IBM  Germany 

A  branch  office  of  IBM’s  subsidiary  IBM  Germany  was  the 
scene  of  an  arson  attack  early  last  Wednesday  morning.  The 
Freiburg,  Germany,  office  —  which  was  hit  with  a  crude  gaso¬ 
line  bomb  —  sustained  minor  damage,  and  there  were  no  inju¬ 
ries,  according  to  an  IBM  spokesman.  IBM  said  authorities  are 
investigating  the  incident,  adding  that  nobody  has  yet  claimed 
responsibility.  Security  measures  are  in  place  worldwide,  but 
further  comment  might  compromise  them,  according  to  the 
IBM  spokesman. 


NCR’s  new  ES0P  could 
diminish  AT&T  threat 


BY  MICHAEL  FITZGERALD 

CW  STAFF 


DAYTON,  Ohio  —  NCR  Corp. 
last  week  started  what  one  ana¬ 
lyst  called  a  game  of  “chicken” 
with  AT&T  in  a  bid  to  stave  off 
the  telephone  giant’s  takeover 
effort. 

NCR  said  it  will  hold  on  the 
same  day  both  its  regular  annual 
shareholders  meeting  and  a  spe¬ 
cial  meeting  of  its  shareholders 
to  vote  on  an  AT&T-sponsored 
measure  to  oust  NCR’s  board. 
The  company  also  created  an 
employee  stock  ownership  plan 
(ESOP)  that  could  lessen 
AT&T’s  ability  to  gain  enough 
votes  to  oust  NCR’s  board. 

NCR  set  March  28  as  the  date 
for  both  meetings.  The  special 
meeting  was  requested  by  NCR 
shareholders  through  a  proxy 
sponsored  by  AT &T. 

AT&T’s  ability  to  oust  NCR’s 
entire  board  may  be  weakening. 
Last  week,  AT&T  extended  its 
tender  offer  to  April  30,  1991, 
saying  the  number  of  shares  ten¬ 
dered  had  fallen  from  approxi¬ 
mately  70%  to  66%.  Some  ana¬ 
lysts,  such  as  Dean  Witter 
Reynolds,  Inc.’s  Jay  Stevens, 
said  they  think  this  is  a  natural 
effect  of  a  rising  stock  market. 
Others  said  NCR’s  stock  price 
increase  is  causing  the  dip. 

However,  the  dip,  combined 
with  the  ESOP,  which  gives  8% 
of  NCR  to  its  employees,  could 
signal  that  AT&T  will  not  get 
the  80%  vote  it  needs  to  oust 
NCR’s  board  at  the  special  meet¬ 
ing. 

“I  think  that  the  ESOP  move 
is  going  to  make  it  more  difficult 


for  AT&T”  to  replace  NCR’s 
board,  said  David  Schofield,  an 
analyst  at  Duff  &  Phelps  Invest¬ 
ment  Research  Co.  in  Chicago. 
Schofield  said  he  thinks  NCR 
may  have  scheduled  the  two 
meetings  back  to  back  in  hopes 
that  an  NCR  win  in  the  special 
meeting  could  carry  over  to  the 
regular  meeting,  in  which  AT&T 
would  need  only  a  simple  major¬ 
ity  to  remove  the  four  directors 
up  for  re-election. 

If  the  surge  in  stock  prices 
continues,  AT&T  may  be  forced 
to  sweeten  its  offer  for  NCR. 


Analysts  contacted  said  the  cur¬ 
rent  market,  while  not  vindicat¬ 
ing  NCR  management’s  repeat¬ 
ed  demand  for  $125  per  share, 
made  $90  per  share  look  less 
generous. 

“Between  the  move  in  the 
market  for  tech  stocks  and  the 
additional  impediments  that 
NCR  has  thrown  in  [e.g.,  the 
ESOP  and  the  quick  meeting 
date],  if  AT&T  really  wants  this 
company,  it’s  becoming  more 
clear  that  they’re  going  to  have 
to  come  across  with  more  cash,” 
Scofield  said. 

NCR  also  paid  out  a  special  $1 
per  share  dividend  to  sharehold¬ 
ers  last  week.  NCR  said  it  would 
ordinarily  have  used  the  money 
to  repurchase  shares,  but  the 
takeover  effort  has  “prevented” 
it  from  doing  so. 


State  of  siege 

AT&T’s  battle  to  buy  NCR  has  become  a  lengthy  siege.  The 
following  is  a  chronology  of  the  struggle: 

•  Nov.  15:  AT&T  Chairman  Robert  Allen  telephones  NCR 
Chairman  Charles  E.  Exley  Jr.  asking  for  a  meeting.  They  meet 
at  the  Cincinnati  airport  to  discuss  Allen’s  merger  proposal. 

•  Nov.  19:  Allen  sends  Exley  a  letter  confirming  the  offer  of  a 
friendly  merger  in  an  $85  per  share  stock  swap. 

•  Nov.  30:  Exley  sends  a  “Dear  Bob”  letter  to  Allen  rejecting 
the  bid  but  saying  NCR  would  consider  a  higher  bid. 

•  Dec.  2:  AT&T  announces  its  negotiations  with  NCR  and 
says  it  will  offer  $90  per  share,  or  $6. 1 2  billion,  in  stock. 

•  Dec.  5:  Exley  says  NCR’s  board  will  consider  a  price  of  $125 
per  share  for  the  company.  AT&T  initiates  hostile  bid. 

•  Dec.  13:  NCR’s  board  rejects  the  $90  per  share  bid. 

•  Jan.  2:  AT&T  sends  a  second  proxy  asking  NCR  sharehold¬ 
ers  to  request  a  special  meeting  of  NCR’s  board. 

•  Jan.  16:  AT&T  announces  it  has  received  tenders  for  more 
than  70%  of  NCR’s  shares;  extends  tender  offer  to  Feb.  15. 

•  Jan .  2  2 :  NCR  files  an  antitrust  suit  against  AT&T. 

•  Jan.  24.:  The  Federal  District  Court  of  New  York  rules  that 
NCR  must  give  its  stockholder  list  to  AT&T. 

•  Feb.  18:  AT&T  extends  its  tender  offer  to  April  30;  ten¬ 
dered  shares  have  dropped  to  66%. 

•  Feb.  2 1 :  NCR  adopts  ESOP,  which  will  own  8%  of  the  firm. 


Nationwide  ISDN  predicted  for  1992 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


The  “islands  of  ISDN”  in  exis¬ 
tence  today  are  slated  to  blend 
into  a  nationwide  archipelago  by 
year’s  end  1992,  according  to 
the  Corporation  for  Open  Sys¬ 
tems  International’s  (COS) 
ISDN  Executive  Council. 

The  council  said  it  will  official¬ 
ly  announce  this  week  an  imple¬ 
mentors’  agreement  among 
switch  vendors,  the  regional  Bell 
operating  companies  (RBOC) 
and  Bellcore,  the  RBOCs’  re¬ 
search  and  development  arm, 
that  will  result  in  interconnected 
Integrated  Services  Digital  Net¬ 
works  becoming  available  to  a 
significant  number  of  users 
across  the  country  by  the  end  of 
next  year. 

The  ISDN  Executive  Council, 
which  comprises  RBOCs,  switch 
vendors,  computer  manufactur¬ 
ers  and  user  companies,  was 


formed  a  few  months  ago  by  COS 
“because  the  industry  needed  an 
executive-level  focus  on  the  is¬ 
sues  surrounding  ISDN,”  said 
Mike  Walter,  vice  president  of 
marketing  and  corporate  ser¬ 
vices  at  COS. 

ISDN’s  ultimate  raison 
d’etre  is  to  give  users  worldwide, 
dial-up  voice,  data  and  video  ser¬ 
vices  over  the  public  telephone 
network  at  speeds  of  up  to 
1.544M  bit/sec.  The  technology 
has  been  slow  to  mature  because 
of  interoperability  glitches  and 
the  major  task  of  upgrading  the 
world’s  telecommunications  in¬ 
frastructures.  Users,  then,  have 
been  limited  to  communicating 
with  others  who  have  ISDN  ser¬ 
vice  available  in  their  areas. 

Various  ISDN  players  have 
now  apparently  agreed,  howev¬ 
er,  to  upgrade  equipment  to  a 
common  implementation  of 
CCITT-sanctioned  ISDN  stan¬ 
dards.  The  move  should  allow 


“full  interconnection  of  voice 
and  circuit-  and  packet-switched 
traffic,”  said  Joe  Gustafson,  di¬ 
rector  of  ISDN  market  planning 
at  Nynex  Corp.,  an  ISDN  Execu¬ 
tive  Council  member. 

“This  will  greatly  expand  the 
geographic  coverage  of  ISDN 
and  thus  increase  the  technol¬ 
ogy’s  application  possibilities,” 
he  said.  More  companies  being 
able  to  link  up  with  each  other  on 
the  fly  for  voice,  data  and  video 
communication  parallels  the 
state  of  the  facsimile  market, 
Gustafson  explained. 

“One  fax  machine  is  useless. 
Two  fax  machines  are  useful.  A 
million  fax  machines  have  a  mil¬ 
lion  uses,”  Gustafson  said. 

“The  big  barrier  to  wide¬ 
spread  ISDN  deployment  has 
been  interoperability.  This  is  a 
signal  that  the  problem  will  be 
resolved  shortly,”  said  a  spokes¬ 
man  for  Bell  Atlantic  Corp., 
which  is  also  a  council  member. 
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Banyan  need  not  despair — yet 

IBM/  Novell  deal  poses  a  marketing  challenge,  not  a  technological  threat 


BY  JOANIE  M.  WEXLER 

CW  STAFF 


For  the  short  term,  it  appears 
that  local-area  network  company 
Banyan  Systems,  Inc.  need  not 
wring  its  hands  over  IBM’s  and 
LAN  market  leader  Novell, 
Inc.’s  recent  partnership  power 
play. 

Users  and  industry  analysts 
acknowledged  that  IBM’s  and 
Novell’s  licensing  and  resale 
agreement  poses  some  market¬ 
ing  and  perception  challenges  to 
Banyan’s  position  as  the  “enter¬ 
prise”  network  vendor.  But, 
they  added,  the  firm’s  Virtual 
Networking  Software  (Vines) 
will  for  some  time  remain  a 
choice  operating  system  for 
large  networks. 

“The  Novell/IBM  relation¬ 
ship  reaffirms  my  decision  to 
stick  with  Banyan,”  said  Jona¬ 
than  Oski,  a  senior  technical  en¬ 
gineer  at  the  Boston  branch  of 
Bank  of  Tokyo.  “The  partner¬ 
ship  clouds  the  future  of  LAN 
Server  and  what  IBM  and  Micro¬ 
soft  are  doing  with  OS/2.” 

IBM  and  Novell  announced 
two  weeks  ago  that  IBM  would 
immediately  begin  reselling  and 
providing  direct  support  for  No¬ 


vell’s  Netware  286  and  386  op¬ 
erating  systems  in  addition  to 
LAN  Server  [CW,  Feb.  18].  LAN 
Server  is  a  fruit  of  IBM’s  long¬ 
time  development  relationship 
with  Microsoft  Corp. 

In  addition  to  reselling  Novell 
software,  IBM  said,  the  compa¬ 
nies  will  work  together  to  port 
Netware  to  IBM’s  OS/2  and 
RISC  System/6000  platforms. 
“If  anything,  the  relationship 
will  slow  down  the  Netware  de¬ 
velopment  because  of  having  to 
penetrate  layers  of  IBM  bureau¬ 
cracy  to  get  a  product  out  the 
door,”  Oski  said. 

Clinging  to  Vines 

Linda  DuRussell,  a  communica¬ 
tions  programmer  at  Pennsylva¬ 
nia  Blue  Shield,  recently  select¬ 
ed  Vines  to  run  on  the  token-ring 
LANs  her  company  is  installing. 
She  said  the  market’s  turn  of 
events  —  including  Novell’s 
planned  mid-March  rollout  of 
Netware  V3.ll,  which  includes 
several  wide-area  enhancements 
—  has  not  altered  her  opinions. 

“I  wouldn’t  want  to  be  a  pio¬ 
neer  with  what  Novell  and  IBM 
are  promising.  It  sounds  nice, 
but  how  it  will  actually  work  is 
yet  to  be  seen,”  she  said. 


With  its  Streettalk  global 
naming  service  and  robust  wide- 
area  communications  protocol 
support,  Banyan  has  historically 
had  a  technical  foot  forward  in 
enterprise  networking  over 
work  group-oriented  Novell. 
The  routing  tables  within 


Streettalk,  for  example,  allow 
users  to  log  onto  a  network  just 
once  to  access  all  network  ser¬ 
vices. 

Novell  and  IBM  have  not  yet 
announced  a  retaliatory  solution 
to  Streettalk,  stating  only  that 
they  would  eventually  link  their 
proprietary  directory  services 
with  the  “open”  X.500  protocol. 

Scott  Stein,  director  of 
client/server  research  at  Tech¬ 
nology  Investment  Strategies 
Corp.,  a  Framingham,  Mass.- 


Net  diversity 

Netware  faces  a  host  of  challengers  to  its  dominance  of  the  corporate 
networking  market 


What  network  operating 
system  do  you  use  now? 


What  network  operating 
system  do  you  plan  to  use 
over  the  next  two  years? 


56% 


22% 


42% 


11% 


Based  on  a  survey  of  259  Fortune  1,000  companies 
(some  respondents  indicated  multiple  networks) 


Novell  Netware/Portable  Netware 

DEC  PCSA/Decnet 

Microsoft  LAN  Manager 
or  LAN  Manager/LMX 

3Com  3+Open 


IBM  OS/2  Extended  Edition 
LAN  Server/IBM  PC  network 
Banyan  Vines 
Apple  Appletalk 
Other 


Source:  Business  Research  Group 
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based  market  research  firm, 
predicted  that  “when  others  get 
close  to  competing  with  Street- 
talk,  Banyan  will  get  sucked  up 
by  another  company.” 

Stein  estimated  that  Vines  ac¬ 
counted  for  6%  of  the  worldwide 
personal  computer  LAN  node 
shipments  in  1990.  He  said  an 
average  multisite  Vines  installa¬ 
tion  supports  about  1 ,500  nodes, 
while  Netware  generally  spans 
about  500  nodes  in  large,  dis¬ 
persed  companies  and  350  nodes 
in  medium-size  firms. 

Because  Netware  does  not  of¬ 
fer  a  global  directory  service,  us¬ 
ers  on  a  Novell  network  must  re¬ 
log  on  to  access  network 
services  residing  on  different 
work  groups. 

While  Banyan  has  been  tech¬ 
nically  ahead  in  the  wide  area,  it 
has  been  weak  in  marketing  its 
products.  In  fact,  Banyan  offi¬ 
cials  have  in  the  past  acknowl¬ 
edged  that  when  they  created 
Vines,  they  thought  “the  tech¬ 
nology  would  sell  itself.” 

“Banyan  needs  to  get  the 
word  out  that  its  architecture 
was  built  from  the  ground  up  for 
wide-area  networking  based  on 
LANs,”  asserted  Hub  Vander- 
voort,  president  of  Horizon 
Strategies,  Inc.,  a  consultancy  in 
Brookline,  Mass.  “Netware  was 
created  for  the  work  group,  and 
IBM  really  doesn’t  view  the 
LAN  as  the  basis  for  a  wide-area 
backbone,”  he  said. 


LAN  users 

FROM  PAGE  1 

The  attractions  of  the  rout¬ 
ers,  users  said,  include  better 
LAN-to-LAN  cost/performance 
than  an  IBM  front  end,  support 
of  popular  LAN  and  high-speed 
wide-area  protocols  and,  lately, 
even  SNA  support. 

With  a  peer-to-peer  SNA 
platform,  IBM  is  just  starting  to 
address  LAN  users’  priorities. 

Testing  the  waters 

The  Travelers  Corp.  tried  out 
IBM’s  recommended  solution  of 
using  an  existing  backbone  of 
IBM  3745  front  ends  to  inter¬ 
connect  LANs. 

Such  a  configuration  is  espe¬ 
cially  attractive  to  large  IBM 
shops  because  it  allows  them 
both  to  leverage  an  existing  SNA 
backbone  and  to  avoid  setting  up 
a  separate,  high-speed  network 


just  for  LAN  connections. 

The  more  LAN  traffic  Travel¬ 
ers  put  on  its  3745s,  however, 
the  less  satisfactory  was  the 
front  end’s  performance,  accord¬ 
ing  to  Robin  Layland,  manager  of 
SNA  software  engineering. 

Even  more  serious  to  Travel¬ 
ers’  users  was  the  front  end’s  in¬ 
ability  to  interconnect  LAN  ap¬ 
plications  that  were  not  based  on 
SNA.  Many  key  business  appli¬ 
cations  in  use  on  Travelers’ 
LANs  are  based  on  LAN  proto¬ 
cols  such  as  Novell,  Inc.’s  IPX 
and  IBM’s  Netbios,  Layland  said. 

IBM  is  reaping  the  bitter 
fruits  of  its  inability  to  sell  its 
LU6.2  as  a  de  facto  standard  for 
personal  computer  LANs.  Intro¬ 
duced  approximately  five  years 
ago,  the  peer-to-peer  SNA  pro¬ 
tocol  has  never  kicked  its  reputa¬ 
tion  among  users  as  a  memory 
hog  or  its  reputation  among  ap¬ 
plications  developers  as  hard  to 
work  with.  Both  Ernst  &  Young 


and  Forrester  Research  estimat¬ 
ed  that  LU6.2  use  makes  up  less 
than  5%  of  total  SNA  traffic  in 
IBM  shops. 

Best  laid  plans  .  .  . 

Even  if  information  systems  has 
big  plans  for  SNA  and  LU6.2, 
IBM  may  still  run  into  resistance 
from  companies  whose  LAN  in¬ 
stallations  are  “bottom-up  phe¬ 
nomena  driven  by  business  units 
and  individual  departments,” 
said  David  Passmore,  a  principal 
at  Ernst  &  Young. 

At  the  New  York  Metropoli¬ 
tan  Transit  Authority,  for  exam¬ 
ple,  a  central  IS  department  han¬ 
dles  SNA  communications  for 
several  large  IBM  mainframes 
and  is  experimenting  with 
LU6.2  software  from  Spectrum 
Concepts,  Inc.  as  a  way  to  down¬ 
load  demographic  and  geograph¬ 
ic  data  to  PCs,  according  to  data 
center  manager  John  Vito. 

However,  Robert  Kirschen- 
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baum,  manager  of  the  authori¬ 
ty’s  information  center,  said  in¬ 
tegrating  the  LANs  he  manages 
with  SNA  “is  not  a  main  concern 
of  mine  at  the  moment.” 

Currently  in  the  process  of 
migrating  some  550  to  600  us¬ 
ers  from  Wang  Laboratories, 
Inc.  systems  to  PCs  on  Novell 


Netware  LANs,  Kirschenbaum 
said  his  “main  problem  is  con¬ 
necting  all  of  the  LANs  to  sup¬ 
port  station-to-station  communi¬ 
cations”  among  agency  users. 
He  added  that  his  group  recently 
implemented  a  Cisco  Systems 
router  to  coordinate  traffic 
among  the  different  sites. 


IBM’s  to-do  list 


Among  items  high  on  IBM’s  work  list  for  SNA  systems 
are  the  following: 

•  Revamp  the  IBM  3745  to  better  support  demand¬ 
ing  LAN-to-LAN,  peer-to-peer  communications.  The 
front  end  will  eventually  support  1G  bit/sec.  speeds  as 
well  as  broadband  industry  standards,  a  spokesman  said. 

•  Provide  interconnectivity  for  other  LAN  protocols  besides 
IBM’s  LU6.2  on  an  SNA  backbone.  On  Sept.  5, 1990,  IBM  ad¬ 
dressed  this  problem  with  the  new  LAN-to-LAN  over  Wide- 
Area  Network  program,  which  allows  Netbios  applications  to 
communicate  over  an  SNA  network.  The  vendor  is  expected  to 
add  SNA  support  for  other  protocols,  such  as  Novell’s  IPX. 

Two  weeks  ago,  IBM  announced  plans  to  resell  Novell’s 
Netware  and  provide  interoperability  between  the  operating 
system  and  IBM’s  OS/2  Extended  Edition  LAN  Manager. 

•  Make  LU6.2  more  palatable  to  users  and  application  develop¬ 
ers.  IBM  is  working  on  a  “more  streamlined,  easy-to-use,  mem¬ 
ory-efficient  LU6.2  on  DOS,”  to  be  shipped  within  IV2  years. 

In  addition,  IBM  has  promised  to  implement  the  Common 
Programming  Interface  for  Communications  (CPIC)  on  OS/2  by 
year’s  end.  CPIC  is  an  application  programming  interface  for 
LU6.2  that  is  said  to  be  easier  to  use  than  the  current  interface. 

The  real  breakthrough  will  be  when  Novell  delivers  on  its 
promise  to  support  CPIC,  the  IBM  spokesman  said.  This  will 
enable  applications  based  on  Novell  software  to  access  re¬ 
sources  across  a  peer-to-peer  SNA  network. 

ELISABETH  HORWITT 
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CIO  CHALLENGES 

CIOs  expect  their  IS  budgets  to  increase  by  an  average  of  5%  in  1991,  but 
changing  user  needs  and  budget  constraints  are  major  challenges  that  could 

impact  IS  and  its  level  of  service 


What  percent  do  you  expect  your 

IS  budget  to  change  in  1991? 

Percent  of  increase 
(Respondent  base:  614) 

The  health  care  and  travel  industries  received  the 

Major  challenges 
impacting  IS  services 

(Responses  are  based  on  the  most 
frequently  stated  answers) 

Staff  turnover  is  not  a  threat  to  the  value  of 

largest  increases  in  their  IS  budgets  in  1991. 
Engineering  did  not  fare  as  well,  experiencing 

IS,  but  budget  constraints  and  evolving 
end-user  needs  are  key  challenges  impacting 

slight  cutbacks 

Health  care 

10% 

1. 

levels  of  service 

Budget  constraints 

Travel  and  leisure 

10% 

2. 

Changing  needs  of  internal  customers 

Distribution 

8% 

3. 

Resistance  to  change 

Telecommunications 

8% 

4. 

Senior  management  commitment 

Financial  services 

7% 

5. 

Lack  of  internal  customer  involvement 

Insurance 

6% 

6. 

Corporate  bureaucracy 

Retail 

6% 

7. 

Effects  of  mergers/acquisitions 

Banking/Thrifts 

4% 

8. 

Lack  of  tools  and  techniques 

Energy 

4% 

9. 

Staff  development 

Transportation 

4% 

10. 

Inability  to  attract  quality  staff 

Education 

2% 

11. 

Lack  of  methodology 

Manufacturing 

2% 

12. 

Hardware  technology  limitations 

Engineering 

-5% 

13. 

Staff  turnover 

Major  initiatives 

Regardless  of  budgets  or  industry,  the  current  focus  of  CIOs  is  in  improving  end-user  productivity  through 
developments  in  relational  database  technology  and  PC  applications  development  tools 

(Based  on  a  scale  of  1-11,  where  l=most  common,  ll=least  common) 


Current 

initiative 


Planned 

initiative 


Relational  database 
technology 

PC  applications 
development 

Applications  development 
using  CASE  tools 

Computer  platform 
changes 

IS  function 
reorganization 

‘Equal  number  of  responses 

Source:  Deloitte  &  Touche,  Chicago 


3 
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Executive  information 
systems 

Distributed  database 
technology 

Data  center 
consolidation 

Image  management 
systems 

Revenue  generation  by 
selling  internal  applications 

Reverse/Re-engineering 


■— 


10 


10 


11 


11 
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NEXT  WEEK 


Since  its  introduction 
last  May,  Microsoft’s 
Windows  3.0  has  easily 
been  the  most  talked  about 
product  in  the  world  of 
computing,  with  a  graphical 
interface  that  spells  an  end 
to  the  dreaded  DOS 
prompts.  But  has  it  deliv¬ 
ered  more  than  just  a  pretty 
picture?  Find  out  what 
corporate  managers  say  in 
our  Special  Report:  The 
Windows  Payoff. 


Randy  Lyhus 


Low-key  but  firm  and 
progressive  is  the  style 
of  Southern  New  England 
Telephone’s  information 
systems  department  and 
general  manager  of  IS  and 
technology,  Raymond 
Fletcher.  Manager’s  Jour¬ 
nal  looks  at  how  the  grow¬ 
ing  regional  phone  company 
blends  technology  such  as 
CASE  and  EDI  with  strong 
IS/user  partnerships  for  a 
competitive  edge. 


INSIDE  LINES 

We’ve  been  consulting  the  Oracle 

Oracle  sources  said  they  expect  changes  at  the  top  during  the 
coming  weeks.  Geoff  Squire,  president  of  Oracle’s  Worldwide 
Distribution  Sales  Division,  is  expected  to  be  named  chief  op¬ 
erating  officer.  Chief  Financial  Officer  Jeffrey  Walker  is  expect¬ 
ed  to  leave  that  post  to  take  over  Oracle’s  Applications  Divi¬ 
sion.  It’s  possible  that  these  changes  will  free  Oracle  Chief 
Executive  Officer  and  founder  Larry  Ellison  to  spend  more 
time  developing  new  products. 

Perfect  temps 

Katherine  Borsecnik,  director  of  operations  at  the  Software 
Publishers  Association  (SPA),  told  a  packed  house  at  the  Chica¬ 
go  Association  for  Microcomputer  Professionals  that  the 
SPA’s  first  three  raids  in  New  York  were  based  on  evidence 
provided  by  the  same  person:  a  temporary  worker  who  spe¬ 
cialized  in  WordPerfect’s  word  processor,  WordPerfect.  In 
each  case,  photocopied  templates  caused  the  temp  to  tip  the 
SPA  to  possible  illegal  software  use.  Borsecnik  joked  that  the 
temp  was  now  in  the  SPA’s  witness  protection  program. 

Dodge  can  now  speak  frankly 

For  most  of  us,  last  Monday  was  just  President’s  Day;  for  the 
former  president  of  McCormack  &  Dodge,  it  was  also  Indepen¬ 
dence  Day.  Frank  Dodge  said  he  celebrated  the  expiration  of 
his  one-year  noncompete  contract  with  Dun  &  Bradstreet 
Software  by  getting  in  touch  with  some  of  the  folks  “who  have 
made  approaches  in  the  past  year  that  I  couldn’t  follow  up  on.” 
Within  the  next  few  months,  he  said,  look  for  him  to  head  up, 
acquire  or  launch  a  software  firm,  “definitely  in  nonmainframe 
application  software  and  definitely  in  Massachusetts.” 

Is  this  any  way  to  intimidate? 

IBM  is  expected  next  month  to  turn  OS/2  systems  into  Ad¬ 
vanced  Peer-to-Peer  Network  nodes  (see  story  page  1).  But 
that  will  only  be  the  beginning:  During  the  next  60  days,  look 
for  IBM  to  announce  a  slew  of  interoperability  alliances  with 
vendors  in  the  computer,  network  management,  LAN,  WAN, 
systems  software  and  operating  systems  arenas. 

Spotted  on  the  radar  scope 

Ralph  Ungermann  was  a  mystery  guest  at  Motorola’s  Radio- 
Telephone  Systems  Group’s  rollout  of  the  Altair  wireless  Eth¬ 
ernet  LAN  during  a  recent  conference.  A  guess  as  to  why  he 
attended  might  be  that  Ungermann-Bass’  Access/One  intelli¬ 
gent  wiring  hub  is  slated  to  support  wireless  Ethernets.  Un¬ 
germann,  who  is  founder,  president  and  CEO  of  Ungermann- 
Bass,  sanctioned  Altair,  saying  it  “gives  customers  more 
choices”  and  is  “complementary”  to  cabled  LANs. 

Is  it  Memorex,  or  is  it  Fujitsu? 

Memorex  Telex  Corp.  is  reportedly  putting  the  finishing 
touches  on  a  new  disk  drive  to  compete  with  the  IBM  3390 
high-end  disk  drive  for  1992  delivery.  The  disk  unit  is  built 
around  an  existing  Fujitsu  3390-compatible  drive,  according  to 
Paul  Wolfstaetter,  program  director  at  Gartner  Group’s  En¬ 
terprise  Storage  Strategies  Group.  Another  Memorex  prod¬ 
uct,  a  redundant  array  of  inexpensive  disks-type  disk-array 
drive,  should  follow  in  late  1992,  he  said. 

Foreign  intrigue 

Sometimes  the  solution  to  your  problems  is  right  in  front  of 
your  nose;  other  times  you  have  to  fly  halfway  around  the 
world  to  find  it.  IBM’s  OS/2  evangelist,  John  Soyring,  flew  to 
Australia  last  week  to  meet  with  a  developer  who  has  come  up 
with  “an  interesting  solution  for  integrating  non-OS/2  clients 
into  OS/2,”  a  source  said.  If  it  works,  it  could  show  up  in  OS/2 
Version  2.0,  we’re  told. 

Wyse  Technology  is  considering  sending  end-user  guides 
and  computer  manuals  to  customers  on  floppy  disks  or  as  a 
loaded  program  in  the  hard  drive  of  its  computers,  accord¬ 
ing  to  company  executive  Bob  Goodman,  director  of  channel 
marketing.  You,  too,  can  cut  down  on  paper  by  contacting  us 
via  our  electronic  mail  drops:  76537,2413  on  CompuServe; 
MHTS78A  on  Prodigy;  and  COMPUTERWORLD  on  MCI 
Mail.  Or  you  can  contact  News  Editor  Pete  Bartolik  by  phone 
at  (800)  343-6474  or  zap  to  our  fax  at  (508)  875-8931. 
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AI&T  introduces  the  biggest  thing 
to  hit  contact  lens  sales  since  shag  carpeting. 


AI&T  Integrated  Services  Digital  Network 
(ISDN)  gave  Bausch  &  Lomb  the  capability 
to  take  1,000  more  orders  per  week. 

Ask  most  people  what  AT&T  ISDN  has 
to  do  with  the  contact  lens  business  and 
they’ll  probably  tell  you  it’s  the  first  line  on 
the  eye  chart.  But  if  you  ask  the  people  at 
Bausch  &  Lomb,  they’ll  tell  you  about  a  digi¬ 
tal  technology  so  innovative,  it  lets  them 
answer  a  lot  more  calls  using  the  same 
number  of  live  operators  they  had  before. 

Not  too  long  ago,  Bausch  &  Lomb’s 


customer  service  center  was  getting  a  lot 
more  calls  than  they  could  handle.  Realizing 
that  lost  calls  can  turn  into  lost  customers, 
they  called  AT&T  for  help. 

Through  AT&T  ISDN,  Bausch  &  Lomb 
got  a  feature  called  Automatic  Number 
Identification  (ANI).With  ANI,  their  com¬ 
puters  can  automatically  capture  each 
caller’s  phone  number  and  match  it  to  the 
customer’s  record.  The  end  result?  Call 
handling  time  has  been  cut  by  an  average 
of  four  seconds  per  call.  Which  means 


Bausch  &  Lomb’s  customer  service  repre¬ 
sentatives  can  now  handle  about  1,000  more 
weekly  calls  than  they  could  before. 

So  if  you’ve  been  looking  for  a  way  to 
boost  sales  without  taking  on  more  over¬ 
head,  call  off  the  search.  AT&T’s  contact  lens 
solution  could  be  the  answer  for  your  busi¬ 
ness,  too. 

Innovation.  Another  AJ&T advantage. 

For  more  information  about  AT&T 
ISDN,  call  your  AT&T  Account  Executive  or 
1800  247-1212,  Ext.  144. 


^  AT&T 

=  The  right  choice. 


By  any  standard,  Paradox®  is  the 
most  powerful  database.  That’s  why 
it’s  been  rated  #1  by  every  leading 

computer 
publication, 
and  why 
hundreds  of 
thousands 
of  users 
worldwide 
have 

switched  to 
Paradox. 

Now  there’s  another  reason  to  switch 
to  Paradox— it  connects. 

Now  Ready  to 
Connect  with  SQL 

With  Paradox®  SQL  Link  (sold  sepa¬ 
rately),*  Paradox  makes  it  easy  to  con¬ 
nect  PCs  to  the  networks  and  SQL 
servers  of  your  choice.**  No  program¬ 
ming  is  required.  Users  don’t  need  to 
learn  SQL.  And  since  LAN  traffic  is 
kept  to  a  minimum,  answers  to 
queries  are  delivered  FAST!  g 


All  the  power  and  ease-of-use  of 
Paradox  now  transparently  connect 
with  your  SQL  data,  including:  Query 
By  Example,  multi-table  forms  and 
reports,  presentation-quality  graphics 
and  much  more. 

Connects 
with  Programmers 

Paradox  includes  a  full  development 
language  (PALT“)  for  building  complete 
database  applications.  And  now,  with 
Paradox  SQL  Link,  programmers  can 
integrate  SQL  statements  into  PAL 
programs,  use  SQL  table  cursors, 
trap  server  error  codes,  and  tap  the 
unique  capabilities  of  different  data¬ 
base  servers. 

Connects  with  the 
Full  Power  of  Your  PC 

Paradox  3.5  incorporates  VROOMM™ 
and  Turbo  Drive.™  These  proprietary 
Borland  technologies  let  Paradox 
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automatically  optimize  your  com¬ 
puter’s  use  of  available  memory, 
and  access  up  to  16Mb  of  RAM  on 
286/386™/486™  PCs.  The  result  is 
lightning-fast  database  performance 
on  any  PC. 

dBASE  Owners! 

Step  Up  for  Only  $175°° 

At  $795,  Paradox  is  the  best  database 
value  around.  And  to  introduce  its 
power  and  speed  to  dBASE®  users, 
we’re  making  an  outrageous  offer:  If 
you  own  any  version  of  dBASE,  we’ll 
sell  you  Paradox  3.5  for  only  $17500 
(Does  not  include  Paradox  SQL  Link, 
sold  separately).!  Paradox  will  read 
and  write  dBASE  files  for  easy  integra¬ 
tion  into  your  existing  environment. 

Upgrade  to 
Paradox  3.5  Now. 

See  your  dealer  or  call 
p  1-800-331-0877 


Makers  of  Paradox  ®  Quattro ®  Pro,  Turbo  C++  Turbo  Pascal ®  and  Sidekick ® 


CODE:  ME43 
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